Mm 


■S, 


I  v'ljs;  h  •»• }.  :  .■ 

"I','!*"  ■  '■ 'V 

"  Wk  ^  ■ 


,  V.,  :  •-^•^■;'  , 

-  •'  ^  ■■ 

5'*^-  ,.*/*"*  '  ;■  V  '  ■  ''  ^'' 

'  •.,■>  -y  ‘  ..  ^  •• 


'  ••V 


i  -V  .  vr 

Y  f  t)  ^  ••  f,  \  •  .  ■>  .•;  ■  '■-•-»  <.,  V-  •  ,  .  ^  A  . ’ll  >  ' 

.  •  .A-'’'  .'■.  ‘v-  ^.;V\'*t‘'^f^’‘'’^‘’' 

•  V  V  :,'>>v'  .  ^ V  -a:  r 

-^V^  -  ■-.■'r-  '  .  -  =.■  :  ■  ■  ^  •■■.  .  .;  ,  'V" 


•*>•  *  ■ 


':'■  r-  i''^Z 

::d  ■',:.'JM.A\^ 

'■■  A,. 

I  '..  t  '  '*.*  ..i 

:  •  'r-  ■ 


faV) 


4  ,* 


■  j'  .  •  f .  ’*'-. . 

I'  ■'  ‘  ‘  ’  '  ,  ,  !  •  » 


:':a 


.»  < 


is^>?.T  .*'■’’  '  '.'  '  /  ,.'ic  -•y'':-'  *  -/'  i-  •  ''T  -  '  ■  ,  •  ■ 

a;." 


>k  y.  ‘'  .» 


M- 

■'«  T  .  >  ,  ■/. :  *-y 


'.  '  ■*> 

k  ■.  .*  ?:  '•'■’■  .’i'-  • 

.•:.  T 


■ .  -y-  ■■■• 'd-Ji ^-Z' 


>  r;  4, 

a  I  ’  '  <j  ■  Af  ^ 

A  .  "c'  '  ’  '  /  -  ‘  ^»’  V  1  *  '  "  '  ■  ^  ‘  /'f' V  •  ~  '  -  TT'A’:* 

■ ''  ■■  ■' '  '  ■  <.':C.7'-V-  '  ‘A*  ■i'VjA,"  'v  ■■'  ';  r:.'|,>.' '  V  -  ■ 

x'  .  ^  ■  '  ,  ,  -  •■  _  ...  1  t  ,  y  ■  I  .  •  -’.v.  ,  v;  .  ■  •I'  *i.s 


.t-J.s 


.  •  '.'  .i 


'  «  >■ 


•  •  .  ■•  ■  '"f 


'  ■  ••/  ■  <  •'  •  -J 


-  \  ■*  f 


'  t  '  '»■ 


,  .  '  :  '  •  ■  1. 't  :  1.  -  '  \,'  V  't  .  .  •  t  >  Ti’.. 

'  ^  <  .  «-'  ..  ■  ■  *  •!  "I  ■  " ..  •  .'f'  u-'s'*  .  •  .A'  AtfS 

.  ■' '(^t»  '■  .<  ■ •'  I  Z  "..'  ■■''  y'  ’  '  ’,  ■'  .  ■  ’.£?  A '^.■.  ^^ 


iyy:.r-:dZ- d  - 


■■i  d  ■ 


v:'  ■  ' 

i  ''A.  •■  '  i’l;  -'.>■••  /  .Y 

S.  ;  '■*>-  i'.,  ' 

Ifc  •  ...  .M 


'  t. 


■  iwii-  -'y-iy- 

I  VL.  .  '  '  ' 

•r.  •!;:•'■ '4*"' 


-yY':'  A\>t‘  f -.v'-.; •: 

■  • .  - ■; k .. . ,,  .:KZ^\y'.:  ‘  ;:• 

•  >-  W  ...  ..i  i.jy.  'TO-V  J. 


-  '  y.!  •  '  v"  ' 

id.  ■  A  ■  ' 


y. 


,  V  ‘ 


Y  d  -  • '•  -■  -■-'  :  A  '  ■'-  ■  d'/'^  y',  *  *  ■  •  '•  '''^3 

•  ’  ■  4.  .  '’T  ‘  ^ '  1.  ..  %  ‘  ^  ...  • .  \  •  vl  •  r  v-j 

-  i>  ^  :  .  '  *  .  ■'  ..  .  '.'M  ,‘.  '  •  S.  '  y  ^ 

A.'-,:  ■'.  '  ’  ‘  .y  '  '  ■''■  -idy'd'  '. 

S  V  ^  ^  '»  .  A,  '■  .  .»  .  1  *.•  ...^f  .  f  ,'  ■  *  J  ‘  .it  .2®?^  ■  .' 


t  ; 


.'ff  ■. 


n. 


ij  -  **  '  ■■ 

T,’.  ^*V.  ~ 

fid?  ■ 


>:. 


KT-V 


,' '  r- 

,  j. 


■  "r? 


'  'rfA,  ■'  J 


'ryy. 


«  •  y 


.  ’  -.  •  •  .  'i  '  '  ;■  ,'*,  4  ••■/.  .,;  ‘  ' 

n'y  ■-’'  ■  .  .■'  •  ' .  .'  A  - 


1 »  A 

L  y.  V  Wst  ■  > 


' '  A. 


.,  I 


Av  ■  .' .:  . .'t- V:'../ 

o'  •  ,  .  '*..■  «•'  ^.'l.  -'*  V 

■ ' y ;  ■  • ' ,  ;o -, '  yjm- >i  'A o' 


^  '■  ,r:.AOiV. -iV 


-  ■  ■ 


•:  >  '\  -".v  ;v  ' 


.\  .  44 


'X 


)V 


.>’,1,  '.'"^  ‘ 


liiisSJESIS^arr-a^; 


■:.  <•'  i\  •;  ■•' 

•v/  J  •  '  vi  ‘  . 


'.■y’r'  *•*••:•  . 

\itf  .  'f  ''  •  •  ,  '.. 

<■•  .  .  .4  ^ 


.'r.t  >■  J'.iV.'.  .  fl 


.  '.'  I  •  . «;  ■  , 

'  ■  'J 


> -C 


■,  X' 


• '.  •  ■"  ■•  \  ^  v-v  '  ;.  -wX-:'  •  ■^/^..  •  •-r.  .. ••«•',  0^  •  '•. 


v^;.- 


■%  '-' 


-..  ^■■  -v,  •  . 


"'•■A 


'^Y^,xV- ■ 


[;,f^v^.  -.  Y  yv.’ 


.  r  ■  \  >  < 

,,.Y  vv:i.'’^'^.\-:.-  ■^■' 

'  Y-'  .K  ■.  '*■'  '  - 


K'^’i 


C'-  '  v 

'  '  i<  . 

'•■'  - '  .  ,'.5  1  ► 

■  • -  Y^  ■ '  ■' 

‘  '  Y  *  ’  *  ’  ' 

<  '  i3>  .  J  '■  ■  .  •  •- 

i  » 

'  - 

"r- 

^  A'" 

♦  Y  t  \- 


•'  Ps-'. 


-.  tM. 


Y 


.  ■..  Y., 


■'  --.f. 


'.. .  ^  ' 


i-'fr,  .  y 

^  :'4  Y  * 


.-^  Y  -•’^•^•v'  •  ■^'Y.  0.:',  Y' Y;^'  • 

?!  ’-^-  ’  '  ‘  -  '  '  •  *Y.  I  ■  •:*’ 


'Y  Ic  - '  r^A  'S--  ■■'.'■ 

,.f- V  -  .Y  -••  - 


M^'-'  '■  .Y  •  .  r.-Y-’;'  'Yj Y-' 


'  *  ^  /■ 


V  f.  ; 


u'>f.l.-.  - 

',.•  j;  •  -:.' .  ^. 

■'Y  ^  •-'.  . ,  .  - 


■YV^ 


'4^' 


.  •  •♦uT  'r.  -  ••  *• 

.  .v;:  .y^:7;>:'? 


*  i  '■•*»  Y  .  '  •<  ,•; -<  ,''•  / 

Y  V  ^  ^  <Y';  --Y-y-  ,a 

■ '" :  '‘U  ■  , .  ’  '<>■  ■ '  ■  ■  *,  Y' .  .'■ 


■  ‘  .•«♦:■' 


T'*-  '  '.  t  j 

'  - '  ■  .  Y  ■  Yv  ■■  - 

Y-*:  .  Y.i--:  ^  ^  ^  ' 


'  '  i  ®“  •  tC 
.•  •  '  ■  -Y  ■*  .  •  *.  li* * 

V  ..  A 


iY=,Y  '  Y"  ..  ;:vaYY’^'’YYYYY‘ -:  -  YY 

"T  .»•  .  ‘  .>■<-■  4  •  ■'•  ^  ,  •  t_r.'  •  '  '^  .  ■  ■r'  ‘-  V  ».-W  ■•  -  ,  "■  ►  ^  '  ..  V  ”,«•  j  .  ■  ..  '  ^  ^  ■  '  ' 

‘'4  Y^^*Y  i»  •;  r.i  >•;■’;  •,  .  ‘  ■':  •*■'!?  ■  .  '  . '  .4.-  '  .-.'^  '- '  ,  •<  •  .•  .  ^  ,  •  ',  •'  '-liwY  '' 


■  -  •  ■;  ■>  ;■■.',  -■  ■/  .  iY  ■-s.- -  *■ .  •''  Y-Yy 

vi'-^A'r  •  '  .Y.  ..  ;  --.b  -t-.VfYtC.  "  -  .4  •'  v-V^  -'YY^r.^-'Y,  ^ 

Y''^  -I  .  *■  .  ■'■  ■■  .  '  TY',-  .  •Kiy.'’ Y''  Y  Y-*#"  Y  .  ;>A  ♦■•i.''"  -•*  .  V  • 

,.  .Y.  .-.  ■  y  YY'.,.  ,A  ■.;"  /  •  ..  •',  -■•  Y  •  Y  '  -  Y^-' 


'*  N  •  '  ^  ^  V  .  -  .  , 


.>;r 


•  .  i  ■•  •  • '.  ■^. u- •*•’:■ 


'Ar  '.  '  Y 


I'rt- 


j  O'  Y  Ylt'  .., 


■•■.-4--Y  •  .-.ir  ‘‘.Y  ■;'-  .,'  ■•  -  ■■  •»'-•■;,•■  •■ .  ,  .  yy  '  :  — -Y  ■■  v- y  v.  -<5 

-  ',-v .A;-'-  .  ■  ■.■<■•' A''  .  . 

YY '  .  ..  .  ,A>'  ^=,■i::  ''^■:Y;, '^vv.  YY^-'A* 


y  ^ 


<  .y 


■^r‘ ' 


r.c 


■  Ji- 


M 


:.Vv'  .5.1  -V. 


::V: 


.'A.  ^>4'; 


V 


AND  THE  BOOK-KEEPER 


E.H.BEACH.EDITOR 


•i. 


Like 
Peas  in  a  Pod 


CE.  The  main  criticism  of  the  modern  busi¬ 
ness  letter  is  that  it  lacks  color,  individuality. 
The  phraseology,  the  form,  the  make-up  of 
one  letter  scarcely  differs  in  any  particular 
from  the  next,  regardless  of  the  different  lines 
of  business  and  the  different  classes  of  let¬ 
ters — such  as  mere  routine  correspondence, 
sales  correspondence  and  complaint  corre¬ 
spondence. 

200  Pages  of  Business  Bringers 

CL  Inject  into  your  business  letters  all  the 
live  personality  you  can.  Learn  how  to  feel 
the  pulse  of  your  daily  mail  and  diagnose  the 
dispositions  that  you  must  handle  correctly 
to  get  business  and  to  hold  it.  Throw  aside 
the  old  fogy  ideas  of  stilted  dignity  and  put 
magnetism — human  interest,  into  every  line 
you  write.  Study  to  create  desire  where  only 
‘idle  curiosity  exists.  Fire  up  the  boilers  of 
your  enthusiasm  and  turn  the  throttle  wide 
♦  o*pen.  Do  not  make  a  business  letter  a  mere 
message.  Make  it  a  visit — a  paper  visit — and 
let  it  retain  the  convincing  tone  of  your  voice 
— the  glint  of  earnest  conviction  in  your  eye. 
Learn  to  kick  straight  between  the  goal 
posts. 

Results  Count 

CL  Are  you  getting  results  from  your  every¬ 
day  correspondence?  Is  any  money  getting 
away?  Is  it  worth  the  price  of  a  theater  tic¬ 
ket  to  learn  how  to  get  the  maximum  results? 
Is  it  worth  anything  to  you  to  learn  how  to 
write  form  letters  that  pull  the  top  notch  per¬ 
centage  of  returns?  Don’t  you  want  to  be 
able  to  make  every  dictated  letter  as  strong 
as  the  most  polished  form? 

Commercial  Correspondence 

is  a  dividend  paying  book.  We  do  mot  claim 
anything  more  for  it  than  we  are  willing  to 
prove.  We  want  you  to  prove  every  state¬ 
ment  we  make,  and  all  that  it’s  going  to  cost 
you  is  a  two-penny  stamp.  A  me, re,  casual 
examination  of  COMMERCIAL  CORRESPOND¬ 
ENCE  is  bound  to  pay  big  interest  on 
the  time  invested,  and  under  our  plan  _  it 
doesn’t  cost  you  a  single  penny  if  you  decide 
not  to  keep  the  book.  If  you  find  that  you 
can  do  without  it  send  it  back  at  our  expense, 
and  we  will  refund  your  money. 

CL  Fill  out  the  coupon  at  the  bottom  of  this 
page,  send  it  in  with  a  two-dollar  bill — merely 
as  an  evidence  of  good  faith  on  your  part— 
and  get  the  book  immediately.  Remember  if 
you  need  it  at  all  you  need  it  now,  because 
every  letter  that  goes  out  of  your  office  that 
does  not  represent  the  strongest  possible 
combination  of  “salesmanship-on-paper”  is 
losing  money  for  you  through  its  very  failure 
to  bring  the  best  results. 


The  Book-Keeper  Publishing  Co.,  Ltd. 

62  W.  iFort  St.,  Detroit,  Mich. 

Gentlemen:  Enclosed  please  find  $2.00  for  which  send 
me,  in  accordance  with  your  offer  above,  one  copy  of 
Commercial  Correspondence.  It  is  understood  that  this 
book  is  sent  me  subject  to  examination  and  approval.  If 
I  am  not  entirely  satisfied  with  it  I  will  return  it.  You 
agree  to  refund  full  purchase  price. 


Name. 


Address .  State.. 
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NATIONAL  LINE! BLANK  BOOKS 


^HE  EAGLE  LOOSE  LEAF 
LEDGER  is  designed  to 
meet  the  wide  demand  for  a 
moderate  priced  book  of  tasteful 
appearance  and  strong,  simple  con¬ 
struction. 

T o  remove  a  leaf  it  is  only  neces¬ 
sary  to  give  the  binding  posts  a  short 
turn  to  the  left,  using  a  coin  for  a 
key.  The  book  may  then  be  press¬ 
ed  apart  at  any  point  and  a  leaf 
removed  or  inserted. 

The  popular  price  and  the  ab¬ 
sence  of  all  complicated  mechanism 


Si..  -*•  V 


make  this  book  especially/ sliitabJjS 
for  individual  use.  ,  ‘  *••/•** 

Like  the  entire. JON AL\*«' 

LINE  OF  BLAK^ ' 

«  ■»  »  •  • . 

contains  the  besf*‘fap^«>jiiade,Tor 
the  purpose.  •!*••••* 

Ask  your  stationer  for’iKe  NA¬ 
TIONAL  EAGLE  LOOSE 
LEAF  LEDGER.  If  he  hasn’t 
it,  write  to  us  for  a  full  description 
and  price  list. 

Let  us  mail  you  several  issues 
of  our  bright  little  publication, 
“The  National.” 

NATIONAL 
BLANK  BOOK 
COMPANY 


M  O  U  V  O  K  E 
MASS. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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A  PERFECT  HOME  GYMNASIUM 

The  Finney  Striking  Bag 

CAN  BE  SET  UP  IN  ANY  ROOM  IN  THE  HOUSE 


This  is  a  very  great  improvement  upon  all  forms 
of  striking  (or  punching)  bags  heretofore  in  use. 
It  is  adapted  to  athlete  or  novice,  in  gymnasium 
or  home.  It  stands  erect,  as  it  should,  and  being 
readily  adjustable  is  always  at  just  the  right 
height  for  the  person  using  it.  You  can  knock  it 
as  hard  and  as  fast  as  you  like  and  it  returns 
promptly  to  position,  without  noise  or  commotion. 
You  always  know  where  to  And  it.  It  don’t  hit 
you  on  the  nose  while  you  are  looking  for  it.  It 
offers  a  pleasing  degree  of  resistance  and  incident¬ 
ally  avoids  the  straining  of 
muscles  from  striking  against 
air  as  so  often  results  in  the 
use  of  the  e  bag  suspended 
from  a  cord.'’ 

This  .unic^ue  ^^digvice  has  been 
e\olved  through  *Jong  experi¬ 
ment  and  rigi^'tests  and  in 
its  pre&edt  peiifeiition  com¬ 
bines  great  strength  ^ind  dur- 
ab.uity  wit^  ‘aompa/:tnfess  and 
beauty.  It,i^,  a;i  orr-kment  to 
the  hO-'Hie.''  /It  occupies^ '•fifttle 
spac»^  and  -^paky  ^be'  we.t'  up 
anywhere  in  a  fe»w  midutes.t 

A  wiv,^  Qa,^le*c©*lyi63tefi, nY^th 
an  adju^fabie  spf’in,^ ‘vutHin  a 
sliding  t^<be,^E^  attap<lip(\  by  a 
strong  re.clyq.i'',  link'  ,tor  the 
rounded  bapb^«?f  )-he<^^ahdprd 
supporting  the  Hag.  Simf^lic- 
ity  itself — yet  *it  was  a  long 
time  coming.  The  athletic 
world  has  struggled  along  for 
years  with  clumsy  contriv¬ 
ances  until  this  idea  crystal¬ 
lized  in  the  brain  of  a  mod¬ 
est  genius. 

The  striking  bag  is  indis¬ 
pensable  to  every  trainer  and 
to  every  gymnasium.  It  af¬ 
fords  a  fascinating,  exhilar¬ 
ating  exercise.  It  expands 
the  lungs,  makes  muscle  and 
promotes  agility,  brain,  pre¬ 
cision  and  grace  of  move¬ 
ment.  Every  physician  and 
every  physical  culturist  knows 
its  value. 

Every  home  ought  to  be 
provided  with  something  in 
the  line  of  gymnastic  exer¬ 
cise.  It  is  not  only  a  pleas¬ 
ure  to  have  such  things  in  the  home,  but  often 
of  great  profit.  Let  the  girls  use  it.  Use  it 
yourself — you  and  your  wife.  It  will  fix  up  your 
appetite  and  your  digestion.  Medicine  and  stimu¬ 
lants  will  be  unnecessary.  You  will  not  forget  to 
use  it.  You  will  not  tire  of  it.  Exercise  with 
pleasure — that’s  the  thing.  All  hands  will  vote 
it  the  best  investment  you  ever  made. 


IN  USE  AT  COLLEGES 

Gymnasium  at  Cornell  University,  Ithaca,  N.  Y. 
Summer  School  of  Yale  University,  New  Haven, 
Conn.  Young  Men’s  Christian  Association,  Wilkes 
Barre,  Pa.  State  Normal  School  at  Predonia,  N. 
Y.  Young  Men’s  Christian  Association,  Detroit, 
Mich.,  and  Detroit  Athletic  Club,  Detroit,  Mich. 

EXPERT  TESTIMONY 

Prof.  F.  H.  Baker,  Boxing  Teacher,  Cornell 

University:  “It  is  an  antag¬ 
onist  and  almost  human — • 
indispensable  to  box  ers.  No 
teacher  can  afford  to  be  with¬ 
out  it.” 

Dr.  W.  G.  Anderson,  Yale 
University  Summer  School, 
New  Haven,  Conn. :  “I  have 
seen  enough  of  the  Striking 
Bag  to  say  a  good  word  for 
it.” 

Prof.  Wm.  H.  Ball,  Phys¬ 
ical  Director  Y.  M.  C.  A., 
Detroit,  Mich. :  “It  over¬ 

comes  the  objectionable  fea¬ 
tures  of  other  striking  bags. 
It  w'ill  prove  a  very  popular 
means  of  physical  exercise 
and  I  am  sure  will  be  a  great 
success.” 

John  M.  Tyson,  Physical 
Director,  Y.  M.  C.  A.,  Wilkea 
Barre,  Pa.:  “I  consider  the 
Finney  Striking  Bag  as  one 
of  unusual  merit  and  bounii 
to  be  a  great  success.  It  is 
not  only  strong  but  lively 
and  should  be  in  every  home. 
I  can  conscientiously  recom¬ 
mend  it  to  both  home  and 
gymnasium,  as  an  ideal  piece 
of  apparatus.” 


It  has  been  on  the  market 
only  a  few  months.  We  are, 
however,  prepared  to  fill  or¬ 
ders. 

We  solicit  correspondence 
from  directors  of  gymnasi¬ 
ums  and  every  person  interested  in  higher  and 
more  advanced  ideas  of  physical  training  in  edu¬ 
cational  institutions  and  the  home.  We  are  de¬ 
sirous  of  establishing  State  agencies  and  also 
will  entertain  propositions  for  sale  ,of  territory 
direct  or  with  a  view  of  manufacturing  on  a 
royalty. 


Price  $IS.OO,  Delivered 


Anywhere  in  the  United  States 


C.  D.  BURTON, 


Box  816,  Detroit,  Michigan 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Loose 

Leaf 

Systems 


c. 

FOR  COMMERCIAL  PURPOSES: 

Perpetual  Trial  Balance 
Perpetual  Stock  Record 
Combined  Cash,  Journal  and  Daily 
Financial  Statements 
Manifold  Orders,  Order  Books  and 
Blanks 

Shipping  and  Delivery  Receipts 
Purchase  Order  System 
Order  Blank  System 
Bill  and  Charge  System 
Monthly  Statement  System 
Requisition  System 
Estimate  System 
Invoice  Filing  System 


CL 


FOR  BANKS  or  TRUST  COMPANIES: 

Depositor’s  Monthly  Statement 

Depositor’s  Ledger 

Savings  Ledger 

General  Ledger 

Liability  Ledger 

Share-Holder’s  Ledger 

Real  Estate  Loan  Register 

Check  and  Deposit  Journal 

Note  Register 

Collection  Register 

Certificate  Ledger 

Register  of  Loans  and  Discounts 


It  will  pay  you 

to  write  us  for  quotations 
on  any  forms  mentioned 
above. 

CL 

Examine  our  quality  of 
paper  andjcompare  it  with 
others  —  it  will  stand  the 
test. 

CL 

We  are  prepared  to  fur¬ 
nish  you  the  very  best 
crimped  or  flexible  leaf  on 
the  market. 


THE  TENGWALL  COMPANY 


Ravenswood«  Chicago 


20  Thames  St„  New  York 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertuers. 
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A  Good  W orkman 


is  entitled  to 

Good  Tools 

We  supply  up-to-the-minute  devices  that 
gladden  the  hearts  and  double  the  efficiency 
of  your  employes. 

The  courage  to  “scrap”  out-of-date  tools 
and  appliances,  though  still  usable,  in  favor 
of  more  efficient  devices,  is  the  true  mark 
of  business  greatness,  and  the  secret  of 

America’s  commercial  and  industrial 
success. 

Have  you  that  courage? 

Are  your  tight-bound  books  collecting 
dust? 

Are  they  over-working  both  your  book¬ 
keepers  and  your  gas  meter? 

Gan  you  get  a  statement  in  an  hour’s 
notice,  or  does  some  clerk  have  to  stay  up 
all  night  to  dig  it  out  of  antiquated  records  ? 


Baker-Vawter  Company 


Chicago 


New  York 


Please  mention  The  Business  Man’s  Magazine  when 


writing  to  advertisers. 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 

I 


The  Business  Man’s  Magazine 


AND 


The  Book-Keeper 

Official  Organ  International  Association  of  Office  Men 

Edited  by  E.  H.  BEACH 


CONTENTS  FOR  JULY,  1906 

Cover  Design  by  I.  R.  Bacon. 


Page 

“Break  the  Railroads’  Throttling  Grip’’ .  33 

2c  Fares  for  All  (Illustrated) . . .  47 

The  Magnitude  of  the  Glass  Industry  in  the  United  States  (Illustrated) .  . . 

By  G.  P.  Blackiston  53 

Building  Up  a  Banking  Business . By  William  A.  Law  63 

Ornamental  and  Structural  Iron  Work  Accounting  (Illustrated) . 

.  By  John  J.  S.  McFarland  65 

A  Phase  of  Hotel  Accounting  Discussed  and  a  System  Outlined  (Illustrated) 

By  Walter  C.  Wright  71 

Purchasing  Agents’  Order  System  (Illustrated) . By  J.  H.  McQuiston  75 

Reasons  W’hy  Most  Inventors  are  Unsuccessful  Business  Men  (Illustrated) 

By  George  Sherman  77 

Accounting  Methods  in  the  Manufacture  of  Bank  and  Office  Fixtures  and 

High  Grade  Cabinet  Work  (Illustrated) . By  Richard  Fuchs  80 

Harmony  in  Business . By  An  Employer  85 

Tabloid  Systems  for  Business  Men: 

Stop-Payment  Orders  (Illustrated) .  f7 

Catalog  Filing  (Illustrated) . By  L.  G.  Stebbins,  Office  Eng. 

Storage  of  Household  Furniture  (Illustrated) . By  Oscar  Lee 

Insurance  Expirations  (Illustrated) . By  Page  Lawrence 

Checking  Freight  Rates  (Illustrated) . By  A  Subscriber 

“Interest  by  a  Wall  Street  Expert’’  (Illustrated) . By  H.  G.  Butler 

“Lay  Out’’  of  a  German  Machine  Shop  (Illustrated) ..  By  R.  Grimshaw 
A  Practicable  Form  of  Voucher-Check  (Illustrated) ...  .By  W.  F.  Bane 

Farm  Accounting,  The  Inquiry...^ . By  W.  H.  D. 

Farm  Accounting,  Answer  (Illustrated) . By  G.  E.  Hutchinson 

Talks  by  the  Sales  Manager . By  Charles  Edmund  Barker 

The  Backbone  of  Copy . .By  Clement  Yore 

Consulting  Department:  Real  Estate  Records .  166 

The  Cashier’s  Romance,  or  a  Lost  Balance .  168 


88 

89 

90 

90 

91 

92 

93 

94 
94 

98 

102 


Men  Object ;  The  Mission  of  the 
vs.  Men ;  How  to  Make  a  Gain  on 


Editorials: 

Official  Accountancy;.  Railroad 
“Follow-Up;’’  Business  Women 

Unsubscribed  Treasury  Stock ;  A  Frequent  Difficulty  in  Cost  Accounting; 

Our  “Home  Study”  Magazine;  A  “Follow-Up”  Wrinkle;  Card  and 
Loose-Leaf  Records;  The  Retail  Merchant  and  His  Profits;  Type¬ 
written  Checks;  Concerning  the  Proposed  Parcels  Post .  112 

Hints  to  Stenographers . . By  W.  L.  James 

Handling  Orders  and  Stock  in  a  Vehicle  House  (Illustrated) . 

By  Joseph  A.  Raach 

Prize  Competition  Department: 

.  Branch  Stores  Award . . .  146 

Retail  Furniture  Competition .  146 

Standard  Competitions  . . . . .  1^6 

Men’s  Vogues  and  Vagaries  (Illustrated) . By  Beaunash  154 

Index  to  Advertisers  Pages  173  and  174 

“Entered  as  Second-Class  Matter  January  p,  Tp05,  ot  the  PostoMce 
at  Detroit,  Michigan,  under  the  Act  of  Congress  of  March  3,  1879.” 

PUBLISHED  MONTHLY  BY 

The  BootKeeper  Publishing  Co.,  Ltd.,  Building  ***  Detroit,  Mich. 


124 


130 


6 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


Eivqr  c3 


CURR 


ENGRAVING 
SPRINTING 
COMPANY 

MILWAUKEE  WISCONSIN 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


7 


-1  Here’s  the  kind  of 

To  Readers  SsIS-rRS 

ing  a  blissful  pastime.  The  story  that  has  lifted  wnters 
frSm  Obscurity  to  Fame.  The  unusual  story  cleverly 
told  that  to  skip  a  little  means  to  lose  a  lot.  The  stmy 
that  interests  at  the  start,  fascinates  as  it  proceeds, 
and  doesn’t  peter  out.  The  story  that  captiyatingly 
pictures  Life’s  irregu  ar  as  well  as  reguk^  teatjues, 
its  Amazing  Mysteries,  its  Unique  Possibilities,  its 
Startling  Uncommonness.  The  story  that  makes  you 
glad  yo-  are  living  and  wish  you  could  write  one  like  it. 

ATwentLl 

To  any  address  in  the  United  States,  Canada,  Mexico,  Hawaii, 
Cuba,  Porto  Rico,  or  The  Philippines,  we  will,  upon  receipt  of 
one  dollar,  deliver,  carriage  paid,  the  following  Delightful  Remedy 
for  converting  Despondency  and  Despair  into  Sunshine  and 
Happiness.  It  consists  of  two  hundred  unusual  stories  of 
Adventure,  Mystery,  Love,  and  Humor,  so  fascinatingly  told  as 
to  render  the  Winter  of  our  Discontent  a  Blissful  Midsummer 
Night  Dream.  They  appear  in  forty  issues  of  The  Black  Cat,  cost 


I  hereby  certify  that  more  than  Twenty  Thousand  Dollars  Cash 
was  paid  by  The  Shortstory  Publishing  Company  for  the  stories 
comprised  in  the  offer  here  printed.  T.  E.  DYER,  President. 
BOSTON,  MASS.,  May  24,  1906.  SWORN  TO  BEFORE  ME, 
[Seal]  LEONARD  G.  ROBERTS.  Notary  Public. 


over  $20,000  and  include  sixty  prize  stories,  among  which  are  A 
Few  Bars  in  the  Key  of  G,  $2,100 ;  The  Farm  that  Forgot,  $300 ; 
A  Tale  Never  Told,  $1,000 ;  Flagstaff  of  Ecstasy,  $400;  How  the 
Bigelow  House  Got  Painted,  $500 ;  -  in  all  nearly  2,000  pages. 
Just  the  thing  for  your  outing.  A  Tonic  in  Type  for  you  and 
your  friends.  In  book  form  the  200  Tales  would  fill  six  volumes. 
The  Shortstory  Publishing  Company,  244  High  St.,  Boston,  Mass. 

Insurance  Against  the  Bines 


To  Writers 


You  have  here  the  sort 
of  Story  Reading  that 
_  ^  -  -  shows  the  sort  of  Story 

Writing  that  brings  the  Highest  Price  in 
Jack  London  says  he’d  be  shoveling  coal  to-day  it  it 
were  not  for  The  Black  Cat.  On  all  sides  he  was  de¬ 
clined  with  thanks  until  he  reached  this  magazine. 
Then  the  literary  world  crowned 

others  had  similar  experiences.  Aft^er  .J. 

where  to  gain  admission  they  found  in  The  Black  cat 
their  key  to  success.  Nothing  on  earth 
to  you  the  Way  to  Win  than  the  stories  heie  offered. 
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A  Talk  On 

Alvertisino  Service 


T' 

M-  p 


iHE  article  re= 
produced  on  this 
and  the  opposite 
page  is  from  Print= 
ers’  Ink,  the  most 
prominent  and  inde^ 
pendent  advertising 
journal  in  America. 

The  editors  of 
Printers*  Ink  wrote 
and  published  this 
article  on  their  own 
initiative  after  i 
making  the  most 
complete  and  com=  j 
prehensiveinvesti"-  ) 
gation  of  advertis-  ^ 
ingagency  methods 
for  the  benefit  of 
their  readers. 

Lord  &  Thomas 
are  reproducing  the 
article  this  month 
in  thirty-five  lead¬ 
ing  magazines  at 
an  expense  of  over 
$20,000.00. 

Because  they 
believe  this  report 
by  so  great  and 
independent  an 
authority  as 
Printers*  Ink  con¬ 
stitutes  a  matter 
of  concern  to  all 
whoare  interest¬ 
ed  in  that  most 
interesting  part 
of  modern  com¬ 
merce  —  modern 
advertising. 


/ 


Printers’  In£ 

A  JOTTKVaT  - - 


VOL,  LV.  YORK,  Aph^l  18,  U]  Z.  3, 


MODERN  advertising  SERVICE. 


I  ORGANIZATION  OF  THK  TORI)  &  THOMA.S 
I  Ar)\  RRTISINO  AGENCY— NOW  SAID  TO  BE: 
t  THE  LARGEST  AGE:NCY  IN  THIS  COI'NTRY 
.  -HOW  MAIL  ORDER  AND  GHN  ERAL  ADVER¬ 
TISING  ACCOUNTS  .^RE:  OEER.A.TED  SIDE  BY 

side:,  each  hejlitng  the:  othe;r— writ- 

;  ING  GOOD  COPY  AND  WATCHING  AND  RE*- 
CORDING  RBTURN.S  EQUALLY  IMPORTANT. 

Lord  &  Thomas  now  claims  the  distinc- 
^  the  laDjest  g-eneral  advertising 

HL^ency  in  the  United  States, 

No  American  Advertising^  Agrency  has 

I  he >  claim  leadership  not  only  in  the  lyross 
amount  of  advertising  cleared  through  their 

fJFpf nuniber  of 
individual  accounts  on  their  books 

I  hese  numbered  685  in  P'cbruary. 

It  IS  said  that  no  other  aftrencv  has  ever 
.shown  more  than  200. 

Lord  &  I  homa.s  gave  the  following  exten- 
sive  in, sight  into  their  methods  the  other  day 
tor  Printers’ Ink.  They  said; 

VV  hile  ours  is  the  largest  a'^cncy  in  the 
country,  we  do  not  seek  to  handle  Ta^ge 
accounts  to  the  exclusion  of  small  ones. 

In  fact,  we  xvould  hesitate  to  confine  ope- 
rations  to  a  half-dozen  very  large  accounts 

fronf accounts  ran,ging 
trom  *l,Ow  to  j'.1,000  a  year,  and  to  scatter  a 
»arge  number  of  them  over  a  wi<5e  range  of 
commodities.  .n- >  or 

So  we  are  phicing  advertising  today  for  a 
wider  range  of  commodities  and  articles 
pcrhtips,  tlicin  nny  otli6r  fluency,  * 

largest  agency  because  we 
small  accounts. 

Tor  this  reason  our  Avholo  organiz-ation 
Ih  smallest,  as  well  as 

the  largest,  advertisers  individual  attention 
Our  growth  depends  on  it. 

And  we  have  data  about  results  frntn  cn 
many  advertisers  that  our  service  could 
I  possibly  be  obtained  from  any  agency^ 
i  with  fewer  accounts  and  a  narrower  ram^. 

*  of  commodities  to  push  rower  range 

•  The  very  fact  that  we  market  so  manv 

'  nflSSrSce  gives 

SLaSSr.  iavaluabie  (o 

divided  into  two  great 
branches  -  General  Advertising  and 
Order  Advertising.  ^'ortismg  and  Mail 

place  approximatelv 
f2,5W,000  in  general  business  and  ‘*‘1  son  non  in 

uur  mail  order  accounts  bring  us  absnlni-n 

isligsfssi 


fetnrnc^h®  beginning,  and  give  him 

n.n  ‘hat  mean  growth,  without  the  waste 

nien^aT^^orli;"  '™“«  -P-' 

Our  contract  names  twelve  duties  which 

?  it5t1ng  ‘'^dverti.^en  com 

SL^viS^  ^  ^  understand  by  the  wmrd 

It  also  binds  the  advertiser  to  certain 
duties  Which  he  must  faithfully  carry  dm 
for  our  guidance.  .  ^  ‘ 

where  it  is  practicable. 
ddtorff«in^  ^  returns  from  his 

?nd  ^  •‘'Pocifymg  the  number  of  replies  • 
and  orders  received  from  each  separate 
piece  of  copy  and  each  separate  metlium  in 

tiaccabK,  increase  in  sales  due  to  liis  adver¬ 
tising  when  goods  are  sold  through  retailors. 

part,  we  bind  ourselves  to  com- 

wtllasmt  ought  to  and  discovering  defects 

lennrd'  "f  •-  treat^ll  thesl 

leport.s  m  strict  confidence.  This  inform  a 

-‘H  oPr  ■■Recoid 

ndS®  sruiding  spirit  of  our  busi- 

V,  positive  knowledges  about  conv 

and  rnedjums  in  widely  varied  lines  of  nuh- 
hcity,  minimizes  experimental  work  elimi¬ 
nates  the  element  of  chance.  ' 

our  elirnff^D^  ‘he  returns  for 

ou!  tJicnts  It  means  our  growth  and 

developed  this  Record^7'RS''fl,;’‘*,lf 

anything 

in'^x-olpP’r  body  of  information,  pouring 
m  weekly  from  scores  of  advertisers  in 

P  ■■eturns  fro.n  eveS  wod 

i^tov^  ^  clothing,  foods. 

ewrS  form  merchandise  and 

every  form  of  comraodityL  we  quicklv  dis¬ 
cover  obscure  publications  that  a^e  stroS 

prominent  ones  that  are  weak 

bixty-six  per  cent  of  general  advertising 

mib?kifv^is  ordef 

puDiicTty  IS  a  ratio  we  .  carefully  maintain 

R5“l'7n'S7l"7f  ‘>>“‘”••'>'1  order  advert”; 
ing  is  an  invaluable  guide  to  safe  procedm-P 

prelld!^^^^  advertising  when  properly  inter- 

a  ’*hat  pulls  best  for 

?d?nfPd  ^  commodity  will,  when  rightly 

SeSb^bro^es':  P“S 

'When  a  publication  begins  to  pay  it  can’t 
SZs  ««  becTu*e  o?  ouJ 

Many  old  publications  of  immense  presHop 
ovJr  that  have  S  w?rkfd 

o^ei^d  over  again,  so  that  their  .general 
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reputations  amongr  advertisers  is  often  out 
ot  all  proportion  to  the  actual  returns  they 
bring:  from  keyed  advertisements. 

Other  xnediums,  comparatively  new  or  just 
being:  built  up,  without  much  prestige,  may 
have  a  new,  live,  growing  circulation  that 
makes  them  highly  profitable. 

For  example,  in  a  certain  Southern  city 
there  is  a  certain  daily  newspaper  of  wide 
reputation,  old  and  great  in  circulation. 

It  has  a  competitor  in  the  same  town,  new 
and  with  smaller  circulation. 

We  tried  out  both  papers  on  mail  proposi¬ 
tions  with  astonishing  results  in  favor  of  the 
smaller  paper. 

I  hen  a  general  commodity,  selling  in  stores 
was  tried  in  both  with  the  same  result. 

Many  of  our  clients  were  then  put  into  this 
new  medium,  and  nearly  all  got  sales  and 
inquiries  at  one-third  the  cost  in  the  older 
paper.  Our  clients  get  into  such  a  medium 
long  before  its  reputation  is  established  gen¬ 
erally. 

Our  system  of  centralized  records  based 
on  reports  from  advertrsers,  not  only 
indicates  the  line  of  least  resistance 
quickly  and  infallibly,  but  the  e.xpenditure  of 
our  largest  client  serves  as  a  guide  in  the 
iiGvcIoptTiont  of  our  siiKiIlost.  and  vice  versci. 

Advertisers  seldom  realize  how  quickly 
the  character  of  a  circulation  may  change. 

A  ftiail  order  advertiser,  for  instance,  may 
fi^d  a  certain  publication  one  of  his  most 
profitable  mediums  for  several  seasons. 

He  drops  out  some  summer. 

When  he  begins  in  the  fall  that  paper  does 
not  pay,  for  some  reason. 

M  P«Wication  has  always  paid,  and  it  is 
the  last  thing  he  blames. 

hi%»e  or  six-  failures  may  be  necessary  be¬ 
fore  he  IS  Willing  to  distrust  the  paper. 

But  we  have  received  a  report  of  failures 
trom  a  dozen  advertisers  on  that  paper 
bo  the  paper  comes  under  suspicion. 

If  it  is_ really  weak,  all  our  advertisers  are 
out  within  a  month,  and  there  is  a  big  aggre¬ 
gate  saving. 

Think  what  this  moans  in  dollars  to  the 
small  advertiser. 

How  does  this  work  out  for  a  general  ad¬ 
vertiser? 

,  the  case  mentioned  of  the  two 

dailies  in  the  Southern  city. 

The  returns  for  mail  advertising  in  the 
smaller  paper  woke  us  up, 

We  investigated  at  close  range  and  found 
that  all  the  retail  advertisers  in  that  citv 
were  using  the  smaller  paper,  too. 

They  were  alive  to  conditions. 

So  we  put  our  general  advertisers  into  it. 
One  of  them  sent  us  S2000  for’  the  older 
paper  while  this  investigation  was  going  on. 
We  explained  the  situation. 

^1^6  soot  3  representative  to  that  town  and 
found  that  his  advertising  would  probably 
bring  three  times  as  much  results  in  the 
smai  er  paper,  or  300  per  cent  more  returns 
for  his  money. 

He  changed  his  order,  and  got  the  increase 
expected. 

•  Other  advertisers  and  agencies  are  still 
going  into  the  wrong  medium  on  its  general 
reputation. 


records  also  indicate  the 
most  effective  kinds  of  copy. 

A  page  in  Munsey’s  costs  1500. 

It  may  bring  S5000  to  an  advertiser  in 
returns,  or  only  %2. 

The  difference  in  results  from  so  good  a 
whatewr'^^^^  to  copy— nothing  else 

What  goes  into  the  space— that  makes  the 
difference. 

Our  Copy  Department  is  so  organized  that 
no  weitor  handles  more  than  twelve  accounts 
a  year-or  fewer,  probably,  than  with  any 
other  agency  in  the  country. 

While  our  knowledge  of  mediums  is  vital, 
our  Record  of  Results  brings  it,  you  might 
say,  almost  automatically. 

Therefore,  ninety  per  cent  of  the  thought, 
energy  and  cost  of  running  our  agency  goes 
into  copy. 

The  line  between  successful  and  unsuc¬ 
cessful  copy  is  not  broad. 

But  it  Is  definite. 

General  advertising  copy  has  always  been 
allowed  a  wide  margin  for  errors  because 
results  could  not  be  traced  under  old  condi¬ 
tions. 

IVIail  order  adverti.sers  have  allowed  no 
margin  for  errors,  but  demanded  exactitude 
and  keyed  replies. 

With  our  records  from  mail  order  adver¬ 
tising  we  know  to  a  certainty  the  copy  that 
brings  the  greatest  returns  in  actual  sales 
and  this  definite  knowledge  we  apply  to  gen¬ 
eral  advertising  ao  far  as  practical. 

department  is  so  organized 
that  though  a  writer  were  the  best  copy-man 
m  the  country  the  element  of  personality  in 
his  work  for  any  of  our  clients  would  have 
less  to  do  with  the  pulling  power  of  the  copy 
than  the  selling  reasons  it  embodies,  based 
on  our  Record  of  Results. 

The  lesson  constantly  taught  by  these  re¬ 
cords  to  our  staff  makes  each  writer  stronger 
because  he  is  guided  by  positive  knowledge, 
and  his  work  is  more  certain  than  it  possibly 
could  be  without  our  organization,  because 
he  IS  working  on  definite  data,  along  definite 
lines,  for  definite  ends.” 


Lord  &  Thomas  took  a  great  deal  of  pains 
Frinters’  Ink  the  inner  workings  of 
the  Record  of  Results  department. 

Eight  people  do  nothing  else  but  tabulate 
and  file  information  from  scores  of  adverti¬ 
sers’  reports. 

The  cold,  hard  figures,  in  dollars  and  cents 
go  down  on  cards  that  are  classified  accord¬ 
ing  to  copy  and  publications. 

Probably  the  pulling  power  of  copy  and 
media  is  nowhere  shown  up  so  completely— 
at  least  this  side  of  Judgment  Day, 

,  Pull  out  a  card  and  there  will  be  found  on 
it  the  record  of  returns  for  the  last  week  on' 
from  three  to  three  dozen  different  com¬ 
modities. 

Each  piece  of  copy  and  each  medium 
brought  so  many  replies  and  sales  for  each 
advertiser  at  such  and,  such  cost— and  there 
IS  no  way  of  getting  behind  the  returns. 

In  thopast  six  years  it  has  cost  SIOO.IXW  to 
maintain  this  record  cabinet. 


IF  YOU  are 
seriously 
interested  in 
advertising  —  if 
you  contemplate 
advertising — if 
you  care  to  in- 
I  vestigate  the 


possibility  of 


i 

I  pos 
1  increasing  the 
I  results  from  your 
present  advertis= 
ing  —  Lord  & 
Thomas  will  be 
pleased  to  explain 
to  you  in  person 
the  details  of  their 
service. 

:  Lord  &  Thomas 
,  are  about  to  is= 
sue  a  series  of 
small  books 
(cloth  bound) 
covering  adver= 
tising —  news  = 
paper,  maga¬ 
zine  and  out¬ 
door —  in  all  its 
phases. 

The  value  of 
the  information 
and  data  these 
books  contain 
cannot  be  meas¬ 
ured  by  the  price 
they  were  intended 
to  sell  at  —  $4.00 
—  but  Lord  & 
Thomas  will  gladly 
send  them  free 
to  any  interested 
advertiser  or  any= 
one  contemplating 
advertising. 


Lord  8c  Thomas 

Established  1873 

Largest  Advertising  Agency  in  America 

Annual  Volume  Placed  for  Clients 

CHICAGO  Approaching  $4,000,000.00  NEW  YORK 


Plt;as(?  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers.^ 
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AWHOLE  LIBRARY 


FOR  A  DOLLAR 


Thirteen  200-page  Business  Books  for  just 
a  One  Dollar  Bill — Nothing  more  to  pay 

A  YEAR’S  SUBSCRIPTION  TO 

erne 

BUSINESS  MAN’S 
MAGAZINE 

AND 

A  COPY  OF  “TABLOID  SYSTEMS” 

^  The  former  you  know — the  latter  is  a  208-page  book  of 
business  systems  written  by  practical  men.  Each  man  an  expert 
in  his  own  line  and  each  one  the  best  in  his  line. 

READ  CAREFULLY 

^  Send  one  dollar  NOW  for  these  13  Books,  and  if  you  are 
not  satisfied  with  your  bargain  you  can  have  your  money  back 

AND  NO  QUESTIONS  ASKED 

THE  BUSINESS  MAN’S  MAGAZINE 

DETROIT  JVIICI-IIOArV 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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ABSOLUTE  LIFE  PROTECTION 
FROM  THE  FORGER 

Do  you  realize  how  easy  it  is  for  even  an  novice  to  raise  your  checks?  Did  you  ever  stop  to  think  of  the 
risk  you  are  running  when  giving  out  a  large  number  of  small  pay-roll  or  other  checks? 

Are  you  able  to  keep  your  checks  from  falling  into  the  hands  of  unscrupulous  people? 

It  is  not  the  bank,  but  YOU  who  has  to  pay  for  a  raised  check  when  it  is  not 
noticeable  to  the  naked  eye.  This  is  the  rule  now  laid  down  by  the  Courts.  ,vRDpn 

You  can  insure  yourself  indefinitely  against  this  risk  for  the  small  sum  of  $15.00,  uclivckcu 

by  using 

THE  IMPROVED  DEFIANCE  DRAFT 
AND  CHECK  PROTECTOR 

which  not  only  prints  the  proper  amount  across  the  face  of  the  check  with  indelible 
ink,  but  cuts  the  fiber  of  the  paper  in  such  a  way  as  to  defy  the  use  of  chemicals. 

The  Defiance  system  has  been  adopted  by  the  United  States  Government, 
the  Bank  of  Montreal  and  Banks  and  business  houses  everywhere. 

EVERY  MACHINE  IS  WARRANTED 


Beware  of  infringements.  Order  TO-DAY  or  write 
for  particulars  and  illustrated  circular. 


4 


^  i  yif  * 


AGENTS  WANTED 

Defiance 
Machine 
Company 

81  East  Main  Street 

ROCHESTER,  NEW  YORK 


O’LEARY-PADBERG 
LITHOGRAPHING  CO. 

MODERN  IN  EVERY  DETAIL 

Detroit,  Michigan 


BONDS,  STOCK  CERTIHCATES,  DIPLOMAS,  LETTER¬ 
HEADS,  CHECKS,  DRAFTS,  CERTIHCATES  OF  DEPOSIT, 
CALENDARS,  SHOW  CARDS,  POSTERS,  LABELS,  ETC,  ETC. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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An  Unusual  Opportunity 

TO  MAKE  MONEY 


60% 


IN  DIVIDENDS  TO  OUR  STOCKHOLDERS 
HAS  BEEN  PAID  ANNUALLY  ^  ^  ^ 


WE  DON’T  ASK  YOU  TO  SEND  ANY  MONEY 

but  we  want  you  to  send  for  our  Book  “  Opportunity.” 
It  tells  you  the  whole  story — how  our  company  was  or¬ 
ganized  in  1902  and  was  a  success  from  the  start. 

IT  TELLS  WHY  WE  OWN  A  MONOPOLY 

and  why  our  patents  on  a  Lace  Loom  are  so  valuable. 
It  tells  you  why  our  profits  were  great  enough  the  last 
two  years  to  pay  to  each  stockholder  60%  annually,  or 
120%  in  two  years.  In  other  words,  to  pay  back  to  each 
stockholder  all  the  money  he  had  invested  and  20% 
more  besides,  in  addition  to  carrying  over  to  surplus 
account  a  greater  amount  of  money  than  our  capital 


stock  in  these  two  years,  making  each  stockholder’s 
investment  on  a  conservative  estimate  of  ten  times 
greater  value  than  when  he  purchased  it. 

IT  GIVES  YOU  POSITIVE  EVIDENCE 

not  opinions — facts,  not  theories.  It  gives  you  candid, 
logical  statements  of  the  business  as  it  is  in  reality, 
addressed  to  your  common  sense  and  good  business 
judgment  by  men  at  the  head  of  well-known  and  suc¬ 
cessful  businesses. 

IT  TELLS  YOU  WHY  we  want  your  co-operation 

in  making  it  a  still  larger 
business,  and  greater  dividend  payer  in  the  future  than 
even  its  wonderful  showing  in  the  past. 


- - Send  For  Our  Book  To-day - 

and  if  you  are  not  convinced  after  making  a  most  thorough  and  rigid  investigation  that  we  are  offering 
you  an  opportunity  of  a  life-time,  you  are  out  nothing.  All  we  want  is  for  you  to  Investigate  our  propo¬ 
sition,  for  we  know  you  will  be  convinced  that  we  are  offering  you  one  of  the  safest  and  best  invest¬ 
ments  you  have  ever  had  the  opportunity  to  out  your  money  in,  be  it  little  or  great,  and  one  that  not 
only  has  paid  tremendous  dividends,  but  will  continue  to  do  so  in  the  future,  not  only  this  year,  but 
next  year  and  the  years  to  follow.  Again  we  say  send  for  “Opportunity”  TO-DAY  and  you  will 
thank  us  for  urging  you  to  do  so. 


,  TORCHON  LACE  &  MERCANTILE  CO.,  8th  and  Chestnut  Sts.,  ST.  LOUIS,  MO.  , 


If  You  Manufacture  Corsets 

You  can’t  sell  them  to  manufacturers  and  we  don’t  ask  you  and 

wouldn’t  let  you  advertise  them  in 

American  Industries 

(OFFICIAL  ORGAN  NATIONAL  ASSOCIATION  OF  MANUFACTURERS) 

This  paper  has  had  a  wonderful  success  in  one  particular  field — 
advertising  goods  (and  service)  where  the  wish  is  to  reach  espec¬ 
ially  the  heads  of  manufacturing  concerns.  Advertisers  tell  us  of 
great  results. 

I  would  be  very  glad  to  send  you  proofs  of  this  and  rates  if 
you  are  interested. 

Advertising  Manager,  American  Industries 

810  MAIDEN  LANE  BLDQ.,  :  :  :  ;  NEW  YORK  CITY 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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YOU  KNOW  HOW  ? 


The  man  who  knows  how  to  reduce  the  friction — how  to 
build  a  smooth  running  business  machine— how  to  get  every 
possible  ounce  of  power  from  each  wheel  and  cog  in  the  machine 
—does  not  need  our  assistance.  He  is  in  demand  and  names 
his  own  salary. 

CE.  The  man  we  want  to  help  is  the  man  who  has  not  mastered 
the  science  of  business  organization.  We  have  something  to 
say  to  the  man  who  is  weighed  down  with  detail— the  man 
whose  work  is  never  completed. 

CL  Are  you  ambitious  to  fill  a  better  position— do  you  want  to 
advance— have  you  ever  hesitated  to  apply  for  one  of  those 
responsible  executive  positions  because  you  doubted  your  ability 
to  fill  it— are  you  willing  to  devote  a  little  hard  work  to  prepare 
for  something  better?  Then  our  Course  in  Systematizing 
is  for  you  ?  We  can  hMp  you— we  can  teach  you  how  to  reduce 
the  friction. 

CL  No  matter  what  position  you  occupy— from  clerk  to  executive 
—you  will  be  interested  in  our  plan.  Send  us  the  coupon  and 
we  will  mail  you  full  information  at  once. 


^HfPPlNC> 


s6y6TEr 


You  may 
tell  me  how  you 
propose  to  help  me  to 
advance. 


Name. 
Address .... 


Position . 

To  The  International  Accountants’ 
72  W.  Fort  Street,  -  -  -  . 


PURCHA6E> 


FACTORY 


^Y6TEM 


COfeT 


&  Y&TE 


-  '  ' 


Society,  Inc. 

Detroit,  Mlchitran 


E.TOCK 


SYST  EM, 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


<  Learn  by  Mail  to  be  a 

’  ■  '  .  -  .  ^  'a 

CERTIFIED  PUBLIC  ACCOUNTANT 


C.  Book-keepers,  Accountants,  Bank  Clerks  and 
Office  Men  should  make  the  highest  use  of  their 
mental  abilities.  Specialists  in  Auditing  earn 
large  incomes.  We  can  teach  you  how.  Write 
and  we  will  show  you  why  there  is  an  increasing 
demand  for  the  services  of  Certified  Public  Ac¬ 
countants  and  how  our  course  in  Certified  Public 
Accounting  will  thoroughly  qualify  you  by  mail, 
to  open  or  audit  the  most  intricate  set  of  books. 
Only  Certified  Public  Accountants  are  on  our 
Board  of  Instruction.  Each  student’s  work  has 
individual  attention.  We  guarantee  against  fail¬ 
ure.  And  the  fee  for  the  entire  course  is  within 
reach  of  everyone. 

Employers  :  When  in  need  of  a  good  practical 
Book-keeper  or  Accountant  for  temporary  or 
permanent  work,  please  communicate  with  us. 


UNIVERSAL  BUSINESS  INSTITUTE,  Inc. 

EDWARD  M.  HYANS,  C.  P.  A.,  President  and  General  Manager 


O,  Every  man  interested  in  adding  to  his  pres¬ 
ent  income  should  investigate  our  course  in  Certi¬ 
fied  Public  Accounting,  conducted  by  correspond¬ 
ence.  It  shows  you  how  to  train  the  brain  to  its 
highest  earning  capacity.  It  will  increase  your 
present  income  and  give  you  the  opportunity  to 
earn  $25  to  $100  a  day  as  Certified  Public  Ac¬ 
countant.  Our  course  differs  from  all  others.  It 
has  many  decided  advantapres.  It  is  conducted 
by  practicing  experts.  Nothing  theoretical.  Write 
for  1906  prospectus  which  tells  the  whole  story. 

Note— We  furnish  each  student  with  bound 
volumes  for  course  selected,  as  soon  as  he  is  en¬ 
rolled.  Each  volume  is  complete  in  itself.  We  also 
teach  Practical  Accounting,Theory  of  Accounts, 
Auditing,  Commercial  Law,  Book-keeping  and 
Business  Practice.  Write  which  subjects  in¬ 
terest  you  and  we  will  mail  full  particulars. 


Dept.  F,  27-29  East  22nd  Street 
NEW  YORK,  N.  Y. 


MUSIC  LESSONS  FREE 


at  your  home.  For  a  limited  time  we  will  give 
free,  for  advertising  purposes,  96  music  lessons  for 
beginners  or  advanced  pupils  on  either  Piano, 
Organ.  Banjo,  Guitar,  Cornet,  Violin  or  Mandolin  (your  expense  will  only  be  the  cost  of  postage  and  the  music  you  use,  which 
is  small).  We  teach  by  mail  only  and  guarantee  success.  Established  seven  years.  Hundreds  write:  “Wish  I  had  heard  of  your  school 
before.”  Write  to-day  for  booklet,  testimonials  and  free  tuition  blank.  Address:  U.  S.  SCHOOL  OF  MUSIC,  Box  19E,  19  Union  Sq.,  N.  Y. 


Xo-r-" 

THE  HOME  STUDY  MAGAZINE 

ISSUED  MONTHLY-! 5th  OF  EACH  MONTH 

A«V- 

MAGAZINE 'of  Progress  and  Education.  It  teaches  Book-keeping,  Accounting, 
Shorthand,  Business  Systems,  Easy  Methods,  Short  Cuts,  Mathematics;  in  fact  it 
is  an  invaluable  home  teacher.  Send  Ten  Cents  for  a  Full  Year.  If  you  don’t 
say  that  the  first  number  sent  you  is  worth  the  whole  dime,  we  will  send  back  your  dime. 

ONLY  TEN  CENTS  (Coin  or  Stamps)  FOR  A  FULL  YEAR 

HOME  STUDY,  ^  ^  ^  ^  ^  ^  Box  8 1 6,  DETROIT,  MICH. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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A  Pocket  Tool  Chest 


“COMMON  SENSE” 


TEN  CENTS 

THE  BOX  OF  ONE  HUNDRED 

SHE  most  practical  and  the  most 
useful  paper  fastener  on  the 
market.  The  “one-hand”  clip.  The 
clip  that  won’t  tear  the  paper.  The 
clip  that  won’t  tangle  in  the  box. 
The  clip  that  will  hold  one  sheet  of 
tissue  paper  or  fifty  sheets  of  heavy 
paper  with  equal  ease  and  firmness. 
The  clip  you  can  use  over  and  over 
again.  Made  of  nickel  plated  spring 
steel  wire.  Packed  one  hundred  in 
a  box.  Price  ten  cents.  An  ideal 
“marker”  for  card  indexes. 


Send 

Ten  Cents  for  a  Sample 
Box 


^he 

BOOKKEEPER 
PUBLlSBlNfi  CO. 

LIMITED 

Detroit,  Michigan 


Price  $1.00  Postpaid 

The  Universal  Pocket  Tool 

18  Appliances  in  One 

Carry  this  in  your  pocket  one  day  and  you  would 
not  be  without  it  for  ten  times  its  cost. 

This  tool  will : 


Cut  Glass 
Cut  Wire 
Pull  Nails 
Measure 
Sharpen  Pencils 


Cut  your  Cigar  Tip 
Cut  Button  Holes 
Trace  Plans 
Kile  your  Nails 
Erase  Ink  Marks 


Drive  Screws 
Cut  your  Nalls 
Trace  Patterns 
Act  as  Pipe  Wrench 
Drive  Tacks 


Get  One  for  Your  Wife  and  Make  Yourself  Solid 

$1.00  Postpaid  Agents  Wanted 


Box  816 


O-  BURTON 

Detroit  IVlichigan 


Spend 
Your 
Vacation 
on  the 
Great 
Lakes 

Visit  Mackinac  Island  and  Northern  Michigan 

% 

Summer  Re^orte 

Four  Trips  per  week  from  Cleveland,  Toledo  and 
Detroit  to  Mackinac  and  way  ports.  Popular  daily 
line  between  Detroit  and  Cleveland.  Traveling  ^a 
D.  &  C.  steamers  means  the  enjoyment  of  all  tne 
advantages  which  marine  architecture  can  provide 
speed,  safety  and  comfort  are  prime  pnsiderations. 
Through  tickets  sold  to  all  ppints  on  the  Great  Lakes 
and  baggage  checked  to  destination. 

Send  two  cent  stamp  for  illustrated  pamphlet  No.  11  B. 

___________  ADDRESS  - - - 


A.  A.  SCHANTZ,  Gen’I  Supt.  and  Pass.  Traf.  Mgr. 
DETROIT,  MICHIGAN 

Detroit  &  Cleveland  Nav.  Co. 


Pl0n^if  mention  The  Business  Man’s 
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The  First  Steps  to  a  Better  Position 

Consists  in  absorbing  everything  that  it  is  possible  to  learn  about  your  present  work. 
When  you  have  mastered  the  details  of  your  present  position  it  is  time  to  step  up.  Before 
taking  the  next  step  it  will  be  an  invaluable  help  to  know  something  of  the  difficulties 
tnat  will  confront  you  m  your  new  position,  and  to  have  at  your  finger-tips  the  worked- 
out  ^lution  of  actual  problems  that  will ;  without  such  help,  be  the  cause  of  your  failure 
Ihis  advertisement  sounds  an  opportunity  that  you  cannot  afford  to  neglect.  Here 
IS  a  chance  to  increase  your  earning  capacity.  Here  is  an  opportunity  for  the  emplover 
to  know  to  a  penny  how  much  is  being  realized  on  every  cent  invested  in  his  business. 

All  the  Business  Colleges  in  the  World 

Cannot  offer  you  the  concentrated,  practical  business  knowledge  that  is  condensed  within 
the  covers  of  THORNE’S  BOOK.  Not  alone  do  you  learn  the  best  or  most  up-to- 
date  methods  of  accounting  and  book-keeping,  but  you  get  plan  after  plan,  idea  upon 
idea,  to  get  business,  to  hold  it— m  fact,  you  get  knowledge  that  no  school  or  class-room 
^eorist  can  give  you.  You  get  vital  information  that  only  a  practical,  successful  business 
man  can  give— knowledge  that  has  been  wrung  from  years  and  years  of  experience 
'  Successful  plans  that  have  been  snatched  out  of  the  very  teeth  of  failure  You  get  for 

the  mere  studying,  knowledge  that  has  cost  thousands  of  dollars  and  years  of  the  hardest 
^  kind  of  earnest  effort  to  acquire.  imiucsL 

‘  * 

It’s  Not  a  Mere  Book-keeping  Text  Book 

•It’s  a  veritable  storage  battery  of  brain  energy.  Edition  after  edition  of  this  famous 
work  has  been  exhaustech  and  although  every  copy  has  been  sold  strictly  on  approval  we 
can  count  the  refunds  that  we  have  made  on  the  fingers  of  one  hand,  and  all  that  we 
want  IS  a  chance  to  prove  our  claims.  We  are  more  than  anxious  to  have  you  examine 
the  book  at  our  expense  A  two-penny  stamp  will  obtain  this  privilege  for  you  Read 
the  coupon  below  carefully,  cut  it  out  and  send  it  in  today.  You  are  bound  to  get  even 
from  a  cursory  examination  of  the  book,  information  that  cannot  possibly  be  secured  in 
one  mans  life-time  or  experience.  Evp  then  you  are  not  required  to  keep  the  book 
unless  you  are  satisfied  that  it  will  remain  a  permanent  paying  asset. 


BOOK-KEEPER  PUBLISHING  CO.,  Ltd. 

72  W.  Fort  St.,  Detroit,  Mich. 

Gentlemen.  Enclosed  find  $3.00,  for  which  send  me  immediately, 
on  approval,  one  Thornes  20th  Century  Book-Keeping  and  Business 
rractice,  special  De  Luxe  edition,  in  accordance  with  thirty-day  offer 
— twelye  lessons  as  described— one  set  of  examinations.  Send  by 
express  prepaid.  ^ 

Name . 

Town . 

Address . 

State . 


Our  guarantee  stands 
back  of  every  sale.  You 
can  learn  to  become  a 
competent  book-keeper 
merely  by  studying 
Thorne’s  Book.  Get  it 
— try  it — if  you  don’t 
agree — we’re  the  loser 
— not  you. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Business  Stationery 


If  you  use  a  steel  die  embossed  letter  head  and  en¬ 
velope  the  same  quantity  would  cost  you  10  cents  more. 
Wouldn’t  the  extra  cost  be  handed  back  to  you  in  the 
increased  business  and  prestige  that  the  steel  die  sta¬ 
tionery  would  command  ? 


To  those  who  appreciate  the  trade  winning  qualities  of  steel 
die  stationery  we  will  gladly  send  our  specimen  book  showing  100 
samples. 


The  American  Embossing  Co.,  Seneca  Bldg.,  Buffalo,  N.  Y. 


r  IS  AS  NECESSARY  today  to  use  fine  stationery  as 
it  is  to  employ  all  modern  methods  in  the  transaction 
of  business.  If  one  will  only  stop  and  think,  a  letter 
or  statement  in  reality  is  in  a  measure  one’s  represent¬ 
ative  and  as  such  should  be  effective. 


In  this  connection  the  following  will  be  of  special  interest : 


If  you  average  50  letters  per  day  and  use  a  type  printed  letter 
head  and  envelope,  the  cost  of  stock  and  postage  alone  is  about 
$1.25. 


-.iV  Vft 
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Coo  Old 
Coo  Busy 
Coo  Olisc 
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Unless  you  are  too  old  to  learn — too  busy  to  try  or 
too  wise  to  want  to — we  can  show  you  how  to  increase 
your  income. 

Say  “Nonsense”  if  you  want  to ! 

But  wait  until  you  hear  what  we  have  to  offer.  Let  us 
show  you  our  plan.  Let  us  tell  our  story. 

You  do  not  bind  yourself  to  pay  anything  or  to  buy 
anything — or  to  do  anything,  except  hear  what  we  have 
to  say. 


The  International  Accountants*  Society,  Inc. 

72  W.  Fort  Street,  Detroit,  Mich. 

Tell  me  your  plan  for  increasing  my  income — the  information  to  be  FREE. 

Name . 

Address .  . 

Town  and  State . 

Occupation . 

Line  of  Business . 


INTERNATIONAL  ACCOUNTANTS'  SOCIETY.  Inc. 

72  W.  FORT  STREET  DETROIT,  MICH.,  U.  S.  A, 


Please  mention  The  Business  Man's  Magazine  when  writing  to  advertisers. 
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MULTIPLIES 


AUTOMATIC 

Adding  Machine 


A  High  Grade  Mechanical  Production.  Does 
the  work  of  High  Priced  Machines.  Adapted 
for  all  lines  of  business.  Guaranteed  for  two 
years.  Let  us  send  you  one  on  trial  at  our 
expense.  Price  (including  real  leather  cover) 
$10.  Catalogue  Sent  Free. 


Automatic  Adding  Machine  Company 

489  Broome  Street  ^  New  York  City 


C/) 

d 

oa 

H 

90 

> 

O 

H 
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®HIS  ingenious  contrivance 
made  in  heavy  brass,  nickle 
plated,  will  hold  fifty  stamps. 
When  applied  to  a  moist  surface 
it  affixes  and  releases  one  stamp  at 
a  time.  Intended  for  desk  or  travel. 
It  keeps  your  stamps  handy  and 
neat.  C,  Sent -prepaid  on  receipt 
of  50  cents. 

The  Burr-Whitt  Novelty  Company 

97 f  Hammond  Bldg.  Detroit,  Michigan 


Lamson  Coin  Cashier 

Makes  change  quickly  and 
accurately.  Used  by  U.  S. 
Govt.,  Banks,  Trust  Co.’s,  and 
business  houses  generally. 
For  makingup  factory  payrolls 
it  is  a  wonderful  time  saver. 


Lamson  Coin  Trays 

Finished  in  polished  nickel. 
Coin  can  be  stored  and  han¬ 
dled  more  rapidly  and  accu¬ 
rately  than  by  any  other 
method. 

T rays  hold  from  $20  to  !?6000, 
according  to  denomination. 
For  sale  by  principal  stationers. 

LAMSON  'CONSOLIDATED 
STORE  SERVICE  CO. 
Boston  New  York  Chicago 


Price,  each  tray  $2 


BOOKKEEPERS’ COMPANION  BOOKS 


'OULE’S  Philosophic 
)  Practical  Mathematics 

lOie pp.,  8xH  in. 


'OULE’S  New  Science 
)and  Practice  of  Accounts 

New  Edition  782 pp. 


The  master  works  of  the  age  on  the  sciences  that  hold  commerce 
and  finance  in  their  orbits.  They  are  revelations  in  Practical 
Mathematics  and  in  Higher,  Expert  and  Corporation  Ac¬ 
counting.  New,  enlarged  editions,  Specimen  pages  and 
indexes  sent  FREE.  Address 

QEO.  SOULE,  603  St.  Charles  St.,  New  Orleans,  La. 


Engraved 
Business  Cards  and 
Embossed  Letterheads 

are  indispensable  to  those  who  de¬ 
sire  stationery  that  really  repre¬ 
sents  their  own  personality  and 
the  character  and  quality  of  their 
firm. 

Recent  great  improvements  in  the  embossing  machinery  and 
the  largely  increased  volume  of  business  have  made  it  possible 
to  do  this  work  at  prices  very  little  in  excess  of  typed  and 
lithographed  work. 

For  the  past  forty  years  in  Chicago  the  name  of  Halliday  has 
been  a  synonym  for  the  highest  grade  of  Engraved  work. 

If  you  desire  this  highest  grade  of  Engraved  work  at  the  prices 
you  usually  pay  for  the  ordinary,  write  us  for  samples. 

J.  W.  Halliday,  37  Randolph  Street,  Chicago. 


Established  1864 


■STAFFORD  DESKS! 

piiicE  $19,90  LU 

48  in.  long,  32  In.  deep,  51  in. 
high.  White  oak,  finished  gold 
en.  Has  built-up  writing  bed 
and  panels,  moulded  stiles, 
framed  extension  slides.  All 
side  drawers  have  moveable 
partitions,  and  are  locked,  in¬ 
cluding  center  drawer,  by  cloS' 
ing  curtain.  In  top,  four  oak- 
front  file  boxes;  one  letter 
file;  2  card-index  drawers; 
private  compartment  with 
door  and  lock;  blotter  racks, 

Een  racks,  small  drawer, 

racket  drawers,  book  stalls,  ,  ,  ,  w  •  _ 

etc.,  as  shown.  The  depth  ofthis  desk  (32  in.)  and 

well  up  from  bed,  makes  it  with  all  its  conveniences  a  nOSl  FKAC- 

TICAL  DESK.  Sent  anywhere  on  approval.  Send  for  lOU-pag# 
Catalogue  Desks,  Chairs,  Files,  ete.  Also  ask  for  large  Catalogue 
Library  and  House  Furniture  and  get  Factory  Prices. 

We  Make  School  &  Church  Furniture,  Assembly  and  Opera  Chairs. 
Agents  and  dealers  wanted  everywherco  E.  0.  Stafford  Mfg.  Co.,  Chlcai* 


No.  60 


It  Does  Away  With  Trial  Balances 

"STfE,  WILL,  prove  to  your  satisfaction  that  our  Ledger  Balance 
W  Proof  is  THOROUGHLY  PRACTICAL,  requires  no  extra  books, 
change  of  system  or  -ledgers,  and  relieves  you  entirely  of  all  teiaJ 
balances  of  Personal  Accounts. 

Something  entirely  new  which  we  guarantee. 

It  will  pay  you  to  write  us  for  information. 


HAM, 


Chattanooga,  Tenia, 


Advertisements  from  four  to  twelve  lines  or  less  than  one  inch,  accepted  for 
the  Classified  department,  see  page  20,  For  special  and  occasional  advertisements 
we  recommend  this  page  for  your  use. 


Please  mention  The  Business  Man’s  Magazine  when  ivriting  to  advertisers. 
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DEPARTMENT  OF  CLASSIFIED  ADVERTISING 


^  Among  the  patrons  of  The  Business  Man’s  Magazine  are  many  small  advertisers 
whose  propositions  will  not  warrant  the  use  of  large  space,  but  whose  business  is  none 
the  less  appreciated  by  the  publishers.  With  the  increase  in  the  number  of  advertisers 
who  are  using  our  pages  and  the  tendency  to  increase  the  space,  the  small  advertisement 
is  naturally  lost  if  placed  on  a  page  with  display  advertising. 

^  To  accommodate  the  advertisers  who  can  use  but  a  few  lines,  we  offer  these  classi¬ 
fied  columns,  and  believe  that  this  will  be  the  most  valuable  position  for  any  advertisement 
of  less  than  one  inch.  In  this  issue  we  publish  a  few  advertisements  to  show  how  these 
pages  will  be  made  up,  and  if  it  seems  to  be  demanded  by  our  patrons,  this  department 
will  be  continued.  Rates  for  single  insertions  or  for  yearly  contracts  made  known  on 
application. 


BUSINESS  OPPORTUNITIES. 


BUSINESS  OPPORTUNITY — Men  of  business  interested 
in  a  new  field  for  making-  money,  will  find  in  our 
proposition  what  they  are  seeking.  We  have  a  new 
plan  in  the  Mail  Order  Line  that  will  please  those  seek¬ 
ing  a  good  investment  with  large  profits.  A  fortune 
for  the  right  person.  The  F.  H.  Alden  Co.,  150  B.  4th 
street,  Cincinnati,  O. 


MANUFACTURING  PROPERTY  exclusively.  Any  kind, 
anywhere.  Write  me  if  you  want  to  buy  or  sell.  I 
can  help  you.  H.  B.  Stafford,  Specialist  in  Manufactur¬ 
ing  Property,  1117  Banigan  Bldg.,  Providence,  R.  I. 


WANTED— In  every  city  of  10,000  and  up,  a  young  man 
acquainted  with  the  business  public,  to  establish  an 
agency  and  introduce  a  proposition  which  interests  every 
manufacturer.  Can  be  worked  in  spare  time.  For  par¬ 
ticulars  address  J.  B.  G.,  care  Business  Man’s  Magazine, 
Detroit,  Mich. 


LARGE  corporation  offers  special  opening  to  young  man 
of  good  personality,  thoroughly  experienced  in  up-to- 
date  book-keeping  methods.  Position  would  open  up 
large  possibilities  for  future;  salary  $936.  Hapgoods, 
305-307  Broadway,  N.  Y. 


EDUCATIONAL. 


A  COURT  AND  CONGRESS  SHORTHAND  TAUGHT 
FREE  on  the  “Coupon”  system.  Send  for 
“Lightning  Alphabet”  and  agency  terms  for  teaching. 
(1  stamp.)  “Seven”  Institute,  Box  1015,  Spokane,  Wash. 


WANTED — An  experienced  cost  clerk  to  learn  an  im¬ 
proved  method  of  cost  keeping  which  will  enable  him 
to  install  and  operate  a  complete  factory  system  in  a 
large  factory.  Address  F.  H.  G.,  47  Roycourt  Apts., 
Detroit,  Mich. 


I  TEACH  YOU  how  to  make  from  $76.00  to  $250.00  per 
month.  For  full  information,  address  C.  Q.  FECH- 
NER,  Trenton,  Ill. 


WANTED — The  names  of  all  office  men  who  are  inter¬ 
ested  in  a  plan  to  Increase  their  salaries.  Address, 
giving  occupation  and  line  of  business  in  which  you  are 
engaged.  W.  W.  T.,  car®  International  Accountants’ 
Society,  Detroit,  Mich. 


HIGH  GRADE  HELP. 


WANTED — Ambitious  men  to  prepare  for  first-class 
office  and  executive  positions.  We  will  send  our  plan 
without  charge.  International  Accountants’  Society, 
Inc.,  Detroit,  Mich. 


POSITION  WANTED — By  competent  young  accountant, 
with  experience  and  ability,  as  auditor,  accountant  or 
cashier  .^with  good  firm;  married;  strictly  temperate; 
A1  references  as  to  character,  ability,  etc.  Graduate 
International  Accountants’  Society,  Inc.  Address  Incor¬ 
porated  Accountant,  Box  175,  Tldloute,  Pa. 


WANTED — Position  as  book-keeper  or  accountant.  Am 
a  competent  man  with  a  clear  record;  modest  salary. 
Will  go  anywhere  in  U.  S.  H.  L.  H.,  care  Business 
Man’s  Magazine. 


I  WANT  A  PLACE.  I  am  looking  for  work — don’t 
want  a  “snap.”  WilUng  to  start  “on  approval.”  No 
pay  if  I  don’t  suit.  Am  first-class  book-keeper  and 
office  man.  M.  A.  M.,  care  Business  Man’s  Magazine. 


SALESMEN  WANTED  TO  SELL  SOUTHERN  CALI¬ 
FORNIA  REAL  ESTATE^ — ^Specialties,  farm  lands, 
acre  and  town  lots.  Hustlers  make  $500  to  $2,000  month¬ 
ly.  Southern  California  lands  sell  almost  without  effort. 
Everyone  wants  them.  We  furnish  free  instructions, 
strong  endorsements,  up-to-date  illustrated  literature  and 
adequate  help  from  office.  Exclusive  territory.  Sub¬ 
agents  coin  you  money.  Unusually  liberal  commissions. 
No  competition.  No  experience  necessary.  No  Invest¬ 
ment,  but  eneregy  required.  Free  course  In  Scientific 
Salesmanship.  A.  A.  Peterson  Realty  Co.,  626  Stlmson 
Bldg.,  Los  Angeles,  Cal. 


LARGE  manufacturing  concern  wants  advertising  man¬ 
ager  who  can  write  good  strong  business-producing 
advertisements  and  take  entire  charge  of  department. 
Must  bo  experienced  In  writing  copy  for  booklets,  cata¬ 
logues,  etc.,  and  thoroughly  understand  all  details  of 
printing.  Exceptional  opportunity  for  bright,  educated, 
energetic  young  man.  Only  man  of  excellent  character 
considered;  salary  $2,000.  Hapgoods,  305-307  Broadway, 
N.  Y. 


MISCELLANEOUS. 


PROGRESSIVE  wholesale  house  has  opening  for  the 
best  dry  goods  salesman  in  the  West.  Clean-cut  young 
man,  at  present  selling  to  established  trade.  Will  be 
given  the  preference;  saJary  $2,500  and  commission. 
Hapgoods,  306-307  Broadway,  N.  Y. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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It  is  a  Fact 

Which  Does  Not  Admit  of  Argument 

that  the  person  or  concern  concentrating  or  making 
a  specialty  of  an  article  is  in  a  position  to  manufac¬ 
ture  and  distribute  at  better  prices,  than  the  man 
who  has  a  dozen  irons  in  the  fire. 

Our  specialty  is  Index  Card  Supplies. 

A  trial  will  convince  you  of  the  merit  of  this 
argument. 

STANDARD  INDEX  CARD  CO.,  707-709  Arch  St.,  PHILADELPHIA 


Sent 

Postpaid  on 
Receipt 
of 

350 


LOST 


Valuable  Fountain  Pen  and  Pencils 
innumerable.  It  would  not  have 
happened  with  a  “  SUREGRIP.” 
down  in  the  pocket.  •“Out  of  sight”  just  expresses  it. 

SURECRIP  CO.,  KALAMAZOO,  MICH. 


^  52  CARS  OF  PURE  GOLD  w 

Measured  in  $20  Gold  Coins,  52  cars  of  40,000  pounds 
capacity  would  not  be  enough,  by  8,000  pounds,  to  ship 
the  fortune  of  a  former  Missouri  country  school  teacher. 

A  little  book  “Missourians  Shown,”  tells  of  a  Present 
Day  Opportunity  that  is  as  Good  as  the  one  the  Mis¬ 
souri  country  school  teacher  accepted.  For  a  short 
time  a  limited  number  of  these  books  will  be  mailed 
free  to  all  who  are  interested  in  good  investments  of 
large  or  small  sums. 

Write  to  JERRY  CULBERTSON,  663  Hall  Bldg.,  Kansas  City,  Mo. 


Special  Value  in  Adding 
Machine  Paper  in  Rolls 


No.  30  Parchment  (very  strong)  per  100  Rolls 
2  5-6,  $6.00 ;  3  15-32,  $8.50. 

Liberal  discount  on  500  Roll  lots. 

WE  HAVE  TWO  OTHER  GRADES  FOR  THE  BURROUGHS 
AND  UNIVERSAL  MACHINES;  ALSO  ALL  SIZES  FOR 
THE  STANDARD  MACHINE  and  the  COMPTOGRAPH. 

Write  for  Samples. 


THE  WHITAKER  PAPER  COMPANY 

CINCINNATI.  OHIO 

We  furnish  the  paper  on  which  The  BUSINESS  MAN'S  Magazine 

is  printed. 


MKVKIi?!  SPaiUBf 


Day’s  White  Paste 


It’s  the  paste  that  sticks,  but  doesn’t  leave  a  sticky  lo®k» 
It’s  always  ready  in  our  Handy  Paste  Jar,  with  water- well. 
Paste  is  so  much  nicer  than  mucilage,  and  our  Handy  Jair 
smakes  it  a  most  convenient  article 


ON  YOUR  DESK,  OR  FOR 
PHOTOS  OR  HOME  USE 

Day’s  is  not  only  as  good  paste 
SIS  is  made,  but  our  jar  holds  more 
of  it.  Write  us  and  we  will  send  a 

Sample  Free 

You  can  get  your  dealer  to  sup¬ 
ply  you  with  Day’s  25c.  jar,  isc. 
Jar,  or  in  bulk,  6  lb.  pail,  $1.00. 


I  Oiamon^  Fisti  Ce,,  66  HarotHoii  Street,  Albany,  N. 


Oonstruv^ 

tion. 


b«arboriii 


»CIIJTme  mVi  EiiCORiWlSf. 
SYSfEM 

For  Routing  and  Recording 
the  movemente  of  traveling 
saissmen,  showing  how  tho2^: 
oughly  and  systematically 
territory  Is  covered  and  if  to 
best  advantage.  Keeping 
track  of  business  interests, 
geographically  locating 
customers,  agents,  pros- 
Biectiv®,  contracts,  ad¬ 
vertising,  etc.,  etc. 

Made  in  sections  to  cover 
any  number  of  states. 
•'‘Business  System  in  the 
Sales  Department'*  mailed 
©n  request. 

THE  FERINE  &MOSELY 
COMPANY, 


IVe  furnish  com¬ 
plete  Telephone 
Exchanges. 


BURN’S 

ADJUSTABLE 
TELEPHONE 
HOLDER  and 
EXTENSIBLE 
BRACKET 


CE.  For  fiat  or  roll 
top  desk. 


CE,  Has  largest  radius  of  action. 

CE.  Write  us  or  your  nearest  supply  house. 


AMERICAN  ELECTRIC  TELEPHONE  CO. 

A  8  Englewood  Station  Chicago,  Ills. 


I  Will  Make  You 
Prosperous 

If  you  are  honest  and  ambitious  write  me 
today.  No  matter  where  you  live  or  what  your 
occupation,  I  will  teach  you  the  Real  Estate 
business  by  mail ;  appoint  you  Special  Repre¬ 
sentative  of  my  Company  in  your  town ;  start 
you  in  a  profitable  business  of  your  own,  and 
help  you  make  big  money  at  once. 

Unusual  opportunity  for  men  without  capital  to  be¬ 
come  independent  for  life.  Valuable  book  and  full  par¬ 
ticulars  free.  Write  today.  Address  nearest  office. 

EDWIN  R.  MARDEN.  Pres’t 

NAT’L  CO-OPERATIVE  REALTY  CO. 

378  Athenaeum  Building;,  CHICAGO 
878  Maryland  Bulldlne,  WASHINGTON,  D.  C. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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To  Stenographers 


WE  WANT  YOU  TO  KNOW 

The  Shorthand  Writer 

and  Law  Register 

It  is  edited  by  Robert  F.  Rose  and  W.  L.  James,  expert  court 
reporters — the  only  weekly  periodical  of  its  kind  published — and  is 
designed  to  instruct  in  the  highest  branches  of  the  shorthand  art. 

The  Court  Reporting  Department  gives  the  short  cuts  and  expedi¬ 
ents  used  in  this  class  of  work,  explains  the  various  forms  and  teaches 
the  methods  used  in  the  largest  court  reporting  offices.  Fully  illus¬ 
trated  with  shorthand  notes,  written  by  the  most  expert  reporters. 

The  Legal  Pleading  Department  explains  the  work  encountered 
in  law  offices,  teaches  the  various  legal  pleadings  in  common  law  and 
equity,  and  illustrates  them  in  the  shortest  and  most  legible  shorthand. 

The  Encyclopedia  of  the  Crafts  shows  the  method  of  manufacture 
of  all  known  commercial  articles,  explains  the  technical  terms,  and  is 
fully  illustrated  in  shorthand. 

The  Employment  Department  is  for  the  use  of  all  subscribers, 
without  cost.  Stenographers  are  placed  in  positions  throughout  the 
United  States,  Canada  and  Mexico. 

Send  ten  cents  for  a  trial  subscription  of  one  month  (four  issues). 

Do  it  today,  addressing 

The  Shorthand  Writer 

Suite  25,  79  Clark  Street  Chicago,  Ill. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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EASY  PURCHASE  PLAN 

A  Complete 
Business  and  Accounting  Library 

FOR  50  CENTS  A  WEEK 

$30  Worth  of  Books  for  $24 


L,IST  OH  BOOKS  A.ND  SUBJECTS: 


General  Book-keepingr 

Thorne’s  20th  Century  Book-keeping  and  Bus¬ 
iness  Practice . $3.00 

The  latest,  best  and  most  practical  text  book  on  the 
subject.  Short  Methods,  Proving  Work,  Locating  Er¬ 
rors,  Opening  and  Closing  Books,  Partnership  Adjust¬ 
ments,  Special  Systems,  etc, 

Goodwin’s  Improved  Book-keeping  and  Business 
Manual .  3.00 

Averaging  Accounts . 50 

The  book-keeper  will  be  glad  to  have  this  book  in  his 
library  when  called  on  for  complicated  equations. 

Corporation  Accounting 

Keister’s  Corporation  Accounting  and  Auditing.  $4.00 

Corporation  Stock  Books,  Formation  of  Corporations 
and  Trusts,  Consolidations,  Bond  Issues,  Sinking  and 
Reserve  Funds,  Corporation  Law,  Difficult  Entries,  etc. 

Pointers  for  Stockholders . 50 

Selling 

Sales  Promotion . $2.00 

The  Art  of  Business  Getting . 50 

Credits 

The  Credit  Man  and  His  Work . $2.00 

The  only  practical  book  on  the  work  of  the  Credit 
Department. 

Business  Correspondence 

Commercial  Correspondence . $2.00 

A  practical  work  on  Business  Letter  Writing.  A  work 
for  the  business  man,  not  for  the  schooi  boy. 

Cost  Accounting 

Hall’s  Manufacturing  Cost . $2.00 

An  exposition  of  the  general  principles  of  cost  account¬ 
ing  and  how  they  may  be  adapted  to  the  requirements  of 
different  industries. 

The  Factory  Manager . 50 


Speciai  Business  Books 

Accounting  Systems  for  the  Wholesale  Grocery 
and  Hardware  Business . $  .50 

Accounting  for  Department  Stores . 50 

Accounting  for  the  Retail  Business . 50 

The  Voucher  System . 50 

Time  Record  and  Pay  Roll  Systems . 50 

Numerous  illustrations  of  Time  and  Pay  Roll  Books 
and  Card  Systems. 

Business  Short  Cuts .  1-00 

Short  Cuts  and  Pointers  for  Everybody. 

Tabloid  Systems .  l-OO 

Complete  Systems  for  Hundreds  of  Special  Cases. 

All  profusely  illustrated.  Include  Sectionalization, 
Comparative  and  Departmental  Records,  Columnar 
Account  Books,  etc. 

Hints  to  Stenographers . 50 

The  Factory  Manager . 50 

Checking  or  Proof  Systems 

The  Detroit  Book-keepers’  Balance  System —  $  .50 

How  to  Do  Without  a  Trial  Balance . 50 


All  kinds  of  methods  of  proving  work  on  account 
books  are  explained  and  illustrated  in  these  two  books. 

Auditing 

Duties  and  Procedure  of  Auditors . $  .50 

A  valuable  treatise  on  the  work  required  of  Account¬ 
ants  in  cases  of  Amalgamation  or  Consolidation  of 
Corporations. 

Science  and  Practice  of  Auditing .  1.00 


Law 


Burdick’s  Business  Law. 


$2.00 


Total  Value,  $30.00, 


^  •  I  ^  To  approved  purchasers  we  will  furnish  this  complete  Accounting 

Our  SO0C13-1  UlTCrS  l  Library  for  Only  $24.00,  payable  $2.00  down  and  $2.00  monthly  until 

^  full  amount  of  purchase  has  been  paid.  The  Library  will  be  for¬ 

warded  (express  prepaid  within  the  limits  of  U.  S.  and  Canada)  immediately  on  receipt  of  first  payment. 
Should  any  purchaser  already  possess  one  or  more  of  the  above  listed  text  books  he  may  deduct  from  amount  of 
contract  80  per  cent,  of  list  price  of  such  books. 

The  Book=Keeper  Publishing  Company,  Ltd. 

Book-Keeper  Building  DETROIT,  MICHIGAN 

(OVER) 
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The  Complete 

Business  and  Accounting  Library 


INSTALLMENT  ORDER  FORM 


190. 


To  The  Book-Keeper  Publishing  Co.,  Ltd. 

DETROIT,  MICHIGAN. 

Gentlemen  :  Ship  to  me  at  once,  carriage  paid,  the  Complete 
Business  and  Accounting  Library,  as  described  on  the  reverse  side  of  this 
blank.  For  this  I  agree  to  pay  $24.00,  in  monthly  payments  of  $2.00  each. 

I  enclose  $2.00  herewith  and  promise  to  pay  $2.00  on  the. _ 

day  of  each  month  hereafter  until  I  have  paid  $24  00  in  all. 


Name 


Street. 


Town 


State 


Business  Reference 


(Employer  or  otherwise  is  desired) 


Terms:  $20.00  Cash;  $24.00  in  easy  payments 
THE  BOOK-KEEPER  PUBLISHING  COMPANY.  Ltd. 

BOOK-KEEPER  BUILDING,  DETROIT,  MICHIGAN 
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DON’T  TAKE  OUR  WORD! 

foY7o1!.v.  Without  Deoosit 


If  not  satisfactory,  simply  return  it  and  no  questions  asked. 

The  Daus  Tip  Top  Duplicator  is  the  result  of  25  years  experience 
and  today  is  used  and  endorsed  by  thousands  of  business  houses  and 
individuals,  including  prominent  Railroad  and  Steamship  companies. 
Standard  Oil  Co..  U.  S.  Steel  Corporations,  etc. 

100  copies  from  pen-written  and  50  copies  from  type¬ 
written  original — Clean,  Clear,  Perfect. 

Complete  Duplicator,  cap  size  (prints  8>^xl3  in.)  price  $5.00 

Felix  A.  C.  Daus  Duplicator  Co.,  Daus  Bldg.,  Ill  John  Street,  New  York 


IT  HAS  DONE  ME 

A  WORLD  OF  GOOD 


Says  a  Book-keeper  ) 
who  worked  for  $7.50  ) 
a  week,  until  he 
took  the  Course  in 


Higher  Accounting 

Drop  me  a  line  and  I  may  show 
you  away  to  better  things 

Secretary,  The  International  Accountants’  Society,  (Inc.) 

71  West  Fort  St.,  DETROIT,  MICH. 


3  Funniest  Books  Ever  Published 


Hebrew  Yarns— 

100  pages,  Illustrated, . 25c 

Irish  Yarns— 

100  pages.  Illustrated.,  ....25c 

Travelers’  Yarns— 

112  pages.  Illustrated . 25c 

SPECIAL  OFFER  to  the  readers 
of  this  magazine— all  three  for  60 
cents,  postpaid.  Satisfaction  guar¬ 
anteed  or  money  back. 


The  Book-Keeper  Publishiag  Co.,  Limited 

DETROIT  -  MICHIGAN 


Be  Your  Own  Boss: 

Many  Make  $2,000  a  Year.  You  have  the  same 
chance.  Start  a  Mail  Order  Business  at  home.  We 
ilell  yois  how.  Money  coming  in  daily.  Enormous 
profits.  Everything  furnished.  Write  at  once 


©ur  “Starter”  and 


ing  luri 
FREE 


particulars. 


K0  KRUEGiR  GO.g  165  Washington  Stog  Chloagog 


iW5Q  BUYS  A 1/2  H  R  GASOLINE 
JJzi  MARINE  ENGINE 

WE  PAY  FREIGHT 
STAND  EVERY  TEST 


the  most  powerful  engine  ever  put  In  &  boat 
Transform  your  Row  Boat  into  a  Lanneh. 
IQQ  50  We  make  it  easy  for  yon  to  install.  $QQ  60 
00^^  Bo  it  BOW  at  your  idle  moments. 

We  make  engines  for  sll  sizes  of  Boats. 

1^  DETROIT  EWeiSE  WORKS,  Detrortt,  HKBeih. 


AN  ACCOUNTING  EDUCATION 

ON  EASY  TERMS 

The  series  of  Twelve  Lessons  and  Examination’s 
required  of  all  applicants  for  membership  in  this  so¬ 
ciety,  are  equal  to  the  C.P.  A.  examinations  in  the 
different  states.  The  terms  are  easy— $2.00  a  month 
for  12  months.  Commence  any  time  and  finish 
when  you  can. 

ADDRESS  THE  SECRETARY 

The  INTERNATIONAL  ACCOUNTANT'S  SOCIETY 
71  West  Fort  Street  (Inc.)  Detroit,  Mich. 


COMBINED  CIGAR  AND  ASH  RECEIVER 


SMOKER’S 

DEUIOHT 


c.  Will  not  scratch  or 
mar  the  finest  finished 
surface. 

Ct.  It  is  out  of  the  way 
and  yet  just  in  the 
proper  place  when  one 
wants  to  lay  the  cigar  down  or  knock  the 
ashes  off.  Handy  on  the  desk  of  the  office. 

C.  D.  BURTON,  J, 


NDISPENSIBLE  TO  CARO  PLAYERS 
CLASPS  ON  TABLE  OR  DESK 


Price  25  cents,  postpaid 
Box  8ia,  DETROIT,  JVlICHIGArV  ) 
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Honest  in  price,  service,  material  and  work¬ 
manship — the  only  real  typewriter  at  low  price. 
It  combines  universal  keyboard,  strong  mani¬ 
folding,  mimeograph  stencil  cutting,  visible 
writing,  interchangeable  type  and  prints  from 
ribbon.  Imperfect  alignment  impossible. 

Will  stand  hardest  wear  and  is  practically 
accident  proof. 

Write  for  our  booklet  and  instalment  plan. 


Agents  Wanted 


POSTAL  TYPEWRITER  CO„  Dept.  46 

Office  and  Factory:  Norwalk,  Conn. 

New  York  City  Salesroom;  1364  Broadway 


Commercial  Visible 
TYPEWRITER  FOR 


FOR  $25  WE  WILL  SELL  THE  REGULAR  $50 


GOMMERCJAL  VISIBLE  TYPEWRITER 

in  locations  where  we  have  no  agents  to 
protect.  Send  for  handsomely  illustrated 
catalogue  free,  and  ask  for  special  prop¬ 
osition  guaranteeing  satisfaction  or 
machine  may  be  returned.  Also  in¬ 
quire  about  our  inducements  to  agents — 
the  best  offer  ever  presented  in  the  trade. 
Send  for  Illustrated  t'atalogfiie  of  all  Dlakes 
Writing  Maebines  Rebuilt  Like  New. 


COMMERCIAL  TYPEWRITER  CO., 


Rooms  603>533,  257  William  St. 

NEW  YORK  CITY 


Practical  Books  for  Business  Men 


Corporate  Organization,  (Buckram)  prepaid... 
Corporate  Management,  “  “  ... 

Corporation  Laws  of  all  States,  “  “  ... 

New  York  Corporations,  “  “  ... 

Partnership  Relations,  “  '* 

The  Modern  Corporation,  Cloth  ‘■ 

Circulars  and  specimen  pages  on  application. 


$2.70 
2.70 
3.00 
3.50 
2.00 
2  00 


THE  RONALD  PRESS  CO.,  229  Broadway.  New  York 


SIGN  LEUERS 


for  office  windows,  store 
fronts  and  glass  signs— 
anyone  can  put  them  on. 


WRITE  TO-DAY  FOR  FREE  SAMPLE 
AND  FULL  PARTICULARS 

■  |iryTC  UfAilTCn  Agents  can  easily  make  from 

Alltlllv  ffwAllIbU  $25.00  to  $50.00  per  week 

METALLIC  SIGN  LETTER  COMPANY 
62  North  Clark  Straat  •  •  Chicago,  llllnola 


New  York  University 
School  of  Commerce 

Special  Evening  Courses  in  Banking,  Account* 
ing,  Insurance,  Real  Estate  and  Advertising. 
Washington  Square,  INew  York 


IN VESTORS 

desiring  to  realize  the  Large  Interest  and  Profits  possible  in  le^ti- 
mate  Mining,  Oil,  Timber,  and  Smelter  Investments  and  Divi¬ 
dend-paying  Industrial  Stocks,  listed  and  unlisted,  should  send  for 
our  Booklets,  giving  full  information,  mailed  free. 

DOUGLAS.  LACEY  &  CO. 

Bankers  and  Brokers.  66  Broadway.  New  York 


Stenographers 

If  you  had  my  new  tabulating  device 


You  could  make  the  most  difficult  Statement,  Invoice,  Bill,  etc.,  in  less  than 
half  the  time  now  required,  without  errors  and  without  ever  raising  car¬ 
riage  or  turning  platen  to  look  at  work.  1  have  the  best  and  most 
practicable  tabulating  device  ever  invented.  It  goes  on  the  front  of  ma¬ 
chine,  is  easy  to  put  on,  easy  to  operate  and  absolutely  makes  tabulating  a 
pleasure.  The  price  is  within  the  reach  of  all. 

Advise  me  the  make  and  model  of  your  machine  and  I  will  send  you  one. 
Use  it  30  days  and  if  not  satisfactory  return  at  my  expense.  I  want  you  to 
see  and  try  this  wonderful  device,  whether  you  purchase  or  not. 

W.  V.  KING,  115  N.  8th  Street,  St.  Louis,  Missouri 

Made  for  the  Remington,  Smith  Premier  and  other  standard  machines . 


Clearing  Sale 
y^aMiy  Typewriters 

We  o\yn  and  offer  as  wonderful  bargains,  1500 
typewriters  which  have  been  used  just  enough 
MU  Sf^ndard  them  in  perfect  adjustment.  Better 

.  _  than  new.  Shipped  on  approval, free  examina- 

HlaKeS  Less  visible  Shales  machines,  built 

Than  %  Price  to  sell  for  S96 — our  price  while  they  last  S45. 
IVe  rent  all  rnakes  of  machines  for  ®3.00  a  month  and  uf. 
gTseSSSS  catalogue  containing  unparalled  list  of  splendid  type- 
•  sGG  writer  bargains.  Send  for  it  today. 

ROCKWELL-BARNES  CO..  1151  Baidwin  Buildina,  Chicago,  Hi. 


TYPEVVRITERSm^k'es 


All  the  standard  Machines  SOLD  or  RENTED  ANYWHERE 
at  to  ^  M'f ’r'a  prices.  tW*RENTAL  APPLIED  on  price. 
Shipped  with  privilegeof  examination.  Write  for  Catalog 

TYPEWRITER  EMPORILM,  202  LaSalle  Street,  CHICAGO 


IT  ^ 

STANDS 

TO 

REASON 

that 

one  of  these 


Cushions 

placed  under 
each  corner  of 
your  type¬ 
writer  will  re¬ 
duce  the  noise 
— Add  to  the 
life  of  the 
machine — In¬ 
crease  the  com¬ 
fort  and  speed 
of  the  operator. 


$2.00  Per  Set  of  Four 


EXACT  SIZE 


rhey 


Pay  for  Themselves 


Hundreds  of  offices  are  plac¬ 
ing  them  on  every  machine 
they  have. 

WHY  NOT  YOU? 


C.  Try  them  at  our  exfense — If  they  are 
not  entirely  satisfactory,  return  them  and 
get  your  money  back.  Name  make 

of  machine  when  ordering, 

THE  TYPEWRITER  PEDESTAL  CO. 

918  Hammond  Building  V  DETROIT,  MICHIGAN 
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Documents  that  leave  your  pos¬ 
session  should  be  copied.  Those 
to  be  kept  should  be  in  record  black. 

The  NewTri-Cliroiiie 
Piemier  TypewrtlCT 

gives  you  both  with  one  ribbon  and 
one  machine.  At  a  touch  on  a 
lever  it  writes  purple,  black  or  red. 

The  possibility  of  using  three  colors  does  not  mean  that 
a  one  or  two  colored  ribbon  may  not  be  substituted  on 
the  same  macliine,  if  desired. 

The  Smith  Premier  Typewriter  Company 
Syracuse,  N.  Y. 


...THE... 


Hammond  Typewriter 


LATEST  ACHIEVEMENT 

BRAILLE  SHUTTLE  FOR  THE  BLIND 

■■=  15he  — 

Hammond  Typewriter  Company 

Factory  and  General  Offices 

69th  to  70th  Sts.  and  East  River,  New  York 


FOR  ALL 

NATIONS 

AND 

TONGUES 


5,000 


USED  AND 
REBUILT 


Typewriters 


(TRADE 


MARK 


;0@®(e)®0(c)®®O 

©@®®©@©®©©© 

®®©®©®®0©@0' 

GO®®®0®@®®©® 

ALL  MAKES— ALL  PRICES 

WHOLESALE  and  RETAIL 

SAMPLES  OF  WORK  ON  APPLICATION 

American  Writing  Machine  Co. 

343  Broadway,  NEW  YORK 


Commercial  Battles 


are  won 


by  the  applying  of  brains  through  a  per¬ 
fect  implement  for  the  accomplishment. 

Underwood 

Typewriter 

with 

WRITING  ALWAYS  IN  SIGHT 

is  the  perfectly  constructed,  quick  firing 
brain  machine  that  advances  the  picket 
line  of  commerce. 

UNDERWOOD  TYPEWRITER  CO., 

241  Broadway.  New  York. 
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THE  TRUTH 

ABOUT  THE 

MUTUAL  LIFE 


This  is  a  matter  of  great  interest  to  the  public, 
and  of  still  greater  interest  to  thousands  of  in¬ 
dividuals.  People  with  the  fairest  minds — and 
that  means  most  people — have  been  disturbed 
_____  and  unsettled  by  the  developments  and  denun- 
ciations  of  the  past  few  months.  What  these 
people  want  is  the  truth — the  plain  unvarnished  truth. 
To  give  them  this  truth  is  the  object  of  this  announce¬ 
ment. 

The  Mutual  Life  Insurance  Company  was  organized 
in  1843,  the  first  of  its  kind  in  America.  In  24  years 
it  had  become  the  largest  in  the  world.  For  39  years, 
in  spite  of  the  keenest  competition,  it  has  held  the 
lead,  passing  unharmed  through  panics,  failures,  strikes 
and  wars;  meeting  with  promptness  its  every  obliga¬ 
tion  and  having  over  470  millions  of  assets  to-day. 

The  recent  Insurance  agitation  was  unique.  The  in¬ 
vestigation  certainly  was  thorough.  As  every  one 
knows,  the  Mutual  Life  was  on  the  firing  line.  The 
smoke  has  now  cleared  away.  What  do  we  find? 

In  the  first  place  we  find  that  the  Mutual  Life  is 
still  the  largest  and  staunchest  Life  Insurance  Com¬ 
pany  in  the  world.  Without  defending  or  the  least 
belittling  the  abuses  and  extravagances  recently 
brought  to  light,  everybody  should  keep  in  mind  the 
fact  that  the  solvency  of  this  Company  has  not  for  a 
moment  been  affected  thereby.  Concerning  the  work 
of  the  finance  committee  which  has  been  attacked  in 
the  press,  this  Company’s  auditing  committee,  consist¬ 
ing  of  Messrs.  Truesdale,  Auchincloss,  Fish  and  Dixon, 
stated  on  February  15th,  1906: 

"The  Committee  certify  that  the  investments  of 
the  Company  are  of  the  highest  order  and  well 
selected,”  and  "have  found  the  valuation  given 
safe  and  conservative,  in  many  instances  less  than 
the  market  value  and  in  none  in  excess  of  such 
value.” 

In  the  next  place,  extravagance  has  been  stopped, 
and  those  responsible  for  it  have  gone;  a  new  man¬ 
agement  has  been  installed,  and  retrenchments  have 
been  effected  that  have  already  saved  vast  sums  of 
money  and  will  save  much  more  as  time  goes  on. 
Legislative  reforms  have  likewise  been  anticipated, 
and  the  Company  is  now  as  sound  at  the  circumfer¬ 
ence  as  it  always  has  been  at  the  core. 


In  the  next  place,  the  ending  of  the  first  quarter 
presents  an  exceilent  opportunity  for  comparing  this 
year  with  last. 

The  amount  paid  policy  holders  is  $9,608,436.50, 
an  increase  of  $1,070,835.26.  '  The  receipts  for  pre¬ 
miums  were  $15,082,484.57,  a  decrease  of  $857,995.29 
for  the  period.  This  is  a  shrinkage  of  less  than 
5/4  per  cent.  The  amount  paid  for  expenses  was 
$^,935,55^-44,  a  reduction  of  $1,547,279.36. 

This  remarkable  showing  is  a  good  thing  to  be  kept 
in  mind  by  everybody — those  now  insured  in  the  Mu¬ 
tual  Life,  and  those  who  should  be.  It  cannot  be 
accounted  for  by  the  smaller  amount  of  new  busines.s 
written.  Of  the  saving  for  the  quarter,  the  sum  of 
?390,961.52  is  in  items  not  connected  with  the  obtain-  1 
ing  of  new  business. 

In  the  next  place,  we  find  that  this  Company  is  do¬ 
ing  business  more  business  than  any  other  companv 
in  the  world  with  one  exception.  Far  from  being  par¬ 
alyzed  or  demoralized,  it  is  forging  right  ahead.  Poli¬ 
cies  by  the  hundred  are  being  written  each  day;  honest 
trustees,  keenly  alert,  are  directing  its  affairs;  faithful 
and  experienced  men  are  doing  its  intricate  work; 
ioyal  agents  are  explaining  its  advantages  and  dis¬ 
criminating  people  are  obtaining  its  protection. 

In  the  next  place,  we  find  that  there  need  be  no 
question  as  to  the  future.  A  policy  in  the  Mutual  Life 
is  just  as  good  as  gold.  No  obligation  could  possibly 
be  better.  A  bond  of  the  United  States  Government  i.s 
no  safer.  It  will,  therefore,  be  a  misfortune  if  any  one 
is  misled  by  the  writer  who  prints  for  revenue  or  for 
notoriety,  or  by  the  attorney  who  is  out  for  his  cli¬ 
ents,  or  the  competitor  who  is  out  for  himself,  or  even 
by  the  gentlemen  who  have  organized  themselves  into 
committees  under  an  honest  misapprehension  of  the 
facts.  Such  incidents  may  tend  to  hinder  business, 
but  need  deter  no  one  who  needs  insurance.  * 

With  economy,  which  means  rapid  improvement  in 
regard  to  earning  of  surplus  for  dividends,  everywhere 
at  work  in  the  Mutuai  Life;  with  its  immense  size  as 
the  basis  for  moderate  general  expenses;  with  smaller 
liability  for  renewai  commissions  to  agents  than  any 
other  company;  with  the  cost  of  new  business  limited 
by  law  for  all  Companies,  how  can  any  one  possibly 
better  provide  for  the  uncertainties  of  the  future  than 
through  a  policy  in  the  first  Insurance  Company  in 
America,  and  the  strongest  in  the''  world. 


The  Mutual  Life  Insurance  Company  of  New  York 

IV  E  W  YORK 

The  Mutual  Life  haj,  devised  and  placed  on  the  market  at  a  notably  low  rate,  a  policy  which  provides  protection 
more  far-reaching[  than  an  ordinary  contract.  Send  your  address  and  let  us  inform  you  as  to  the  particulars 
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Straight  as  the  Crowds  Flight*^ 

Your  Bookkeeping  will  move,  when  you  adopt 


■that’s  the  way 


Marchant’s  Qieck  Figure  System 

Have  you,  as  a  bookkeeper  who  would  be  abreast  of  the  times — a  clear 
understanding  of  The  System’s  simplicity  and  directness?  Of  the  swiftness 
and  certainty  with  which  it  will  relieve  you  of  the  drudgery  of  hunting 
down  errors  in  your  accounting? 

Better  still,  it  prevents  errors,  and  does  it  automatically.  As  Sweetland 
puts  it  in  a  recent  number  of  “  System  :  ” 

“  Even  daily  balancing  is  not  nearly  so  difficult  as  it  appears,  if  the  bookkeeper  uses 
a  good  check  figure  system  to  prove  his  posting — for  if  he  takes  this  precaution  he 
knows  his  postings  are  correct.” 

That’s  just  the  beauty  of  The  Marchant  System,  as  Mr.  H.  Garoni  finds  it. 

Mr.  Garoni  is  bookkeeper  for  D.  H.  Arnold  &  Co.,  of  New  York,  and  says: 

“  I  have  used  The  Marchant  System  for  three  years,  and  have  not  had  to  check  my 
trial  balances  in  all  that  time.  Furthermore,  I  get  trial  balances  on  my  first  attempt, 
as  all  errors  in  addition  on  the  ledger,  and  all  transpositions  on  the  balance  book,  are 
detected  immediately.  I  have  had  experience  with  the  9-check  and  the  11-check,  but 
find  your  System  superior  in  accuracy  and  rapidity.” 

Marchant’s  Check  Figure  System  will  do  as  follows:  Locate  all  transpositions  in  postings  as 
80.82  posted  for  80.28  or  as  82.80.  Catch  translocations,  25.00  for  .25  or  2.50.  Prove  all  addi¬ 
tions  quickly  and  accurately.  Prove  new  balances  as  used  on  bank  ledgers.  Catch  debit 
posted  as  credit  by  check  %ure  itself.  Locate  errors  in  drawing  the  trial  balance,  on  the 
very  page  error  is  made.  _  Prove  multiplications  and  divisions  without  reviewing.  Is  recog¬ 
nized  and  admitted  the  quickest  system  on  the  market,  combined  with  the  greatest  accuracy 
and  simplicity.  Can  be  thoroughly  mastered  in  a  week. 

After  four  years’  personal  introduction  this  System  is  now  installed  in  New  York  City, 
Chicago,  Philadelphia,  Pittsburg,  St.  Louis,  Buffalo,  Cleveland,  Boston,  Baltimore,  San 
Francisco,  New  Orleans,  Detroit,  and  numerous  other  cities  and  towns.  This  system  is 
endorsed  by  bookkeepers  throughout  the  U.  S.;  from  those  of  the  largest  concerns  down 
to  the  smallest,  as  an  indispensable  aid  in  proving  postings  and  additions,  in  extending 
balances,  and  in  getting  trial  balance  on  first  trial.  Far  superior  to  the  old  11-ck.  proof 
system  in  accuracy  as  wejl  as  speed,  especially  on  large  numbers.  No  time  is  lost  in  applying 
the  system,  as  the  check  is  deduced  and  written  while  amount  is  posted,  without  referring  to  a 
table,  or  using  another  sheet  as  is  required  in  “reverse  posting”  or  “sectionizing”  top-heavy 
daily-balancing  ideas  that  often  give  as  much  work  daily  as  they  save  at  the  end  of  the  month. 

The  best  is  none  too  good  for  the  modern  accountant. 

Why  Plod — When  You  Can  Fly  for  $5? 

A  concise  explanation  of  The  System’s  range  and  its  adaptability  to  any  set  of  books,  with 
list  of  references  and  testimonials  from  all  over  the  United  States — yours  for  the  asking. 

R.  H.  MARCHANT,  JR. 

ROY  R.  BAILEY,  General  Manager  in  America 

5SJ  E.  62nd  Street  - 

CHICAGO 
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Across  Lake  Erie 


BETWEEN 


1  ^ 


TWILIGHT  AND  DAWN 


The  D.  &  B.  Line  Steamers  leave  Detroit  weekdays 
at  5:00  p.  m.,  Sundays  at  4:00  p.  m.  (central  time)  and 
from  Buffalo  daily  at  5:30  p.  m.  (eastern  time)  reach¬ 
ing  their  destination  the  next  morning.  Direct  con¬ 
nections  with  early  morning  trains.  Superior  service 
and  lowest  rates  between  eastern  and  western  states. 

Rail  Tickets  AvaiSable  on  Steamers 

All  classes  of  tickets  sold  reading  via  Michigan 
Central,  Wabash  and  Grand  Trunk  railways  be¬ 
tween  Detroit  and  Buffalo  in  either  direction  will  be 
accepted  for  transportation  on  D.  &  B.  Line 
Steamers. 

Send  two  cent  stamp  for  illustrated  pamphlet. 
Address,  A.  A.  Schantz,  6.  S.  &  P.  T.  M.,  Detroit,  Mich. 


DETROIT  &  BIFFALO  STEAMBOAT  CO. 


: 


LEARN  to  WRITE 


EVERY  BUSINESS  IN  THE  WORLD 

is  profitably  susceptible  to  a  knowledge  of  practical 
advertising.  Positions  are  always  open  for  the  young 
man  who  has  a  knowledge  of  this  easily  acq^uired 
profession.  Our  graduates  are  earning  good  salaries 
from  $25  to  $100  per  week — before  taking  up  this  study 
with  us  they  had  no  idea  of  advertising;  their  educa¬ 
tion  in  this  direction  was  gained  by  our  individual, 
practical  and  modern  method  of  teaching  advertise¬ 
ment  writing.  Taught  thoroughly  by  mail.  Send  for 
handsome  prospectus  and  our  list  of  hundreds  of  suc¬ 
cessful  graduates. 

PAGE-DAVIS  COMPANY 

Address  either  /  Dept.  724,  90  Wabash  Ave.,  Chicago 
office  \Dept.  724,  ISO  Nassau  St.,  New  York 


THERE’S  MONEY  IN  IT  FOR  YOU 


You  can  start  a  business  of  your  own,  or  earn  a  big 
salary  as  a  correspondent.  You  can  positively  increase 
your  present  income  through  this  money-making  knowledge. 
Learn,  by  mail,  from  a  practical  correspondent  who  has  built 
up  a  tremendous  business,  wholly  through  the  right  kind  of 
letters — the  kind  he  will  teach  you  to  write.  If  you  are  ac¬ 
customed  to  writing  letters,  enclose  one,  with  your  inquiry  for 
our  prospectus,  and  it  will  be  criticised  free  of  cost  to  you. 

PAGE-DAVIS  SCHOOL 

OF  HUSINESS-LETTEK  WUITING 

Dept.  C,  90  Wabash  Ave.,  •  •  CHICAGO,  ILL. 


Where  Did  You  Spend  It? 


Send  ten  cents  (stamps  or  silver)  and  I  will  mail  you,  free 
of  charge,  a  sample  of  my  new 

PERSONAL  EXPENSE  BOOK 

A  handsome  and  handy  vest  pocket  book,  arranged  to 
keep  a  careful  record  of  your  personal  expenses  every 
day  in  the  year  without  trouble  to  yourself.  Give  this 
book  a  trial  and  you  will  never  be  without  them. 

E.  H.  BEACH,  Publisher,  Detroit,  Mich. 


WESTON’S 

1  LEDGER  [ 
PAPER 


MADE  BY 

BYRON  WESTON  COMPANY 

DALTON,  MASS. 
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c.  In  the  official  speed  and  accuracy 
contests  at  the  National  Business 
Show,  Coliseum,  Chicago,  evening  of 
March  20,  1906,  Miss  Genevive 
Green,  winner  of  first  prize,  obtained 
the  correct  total  to  every  one  of  the 
columns  here  printed,  in  3:39;  Miss 
Kathryn  Spillard,  second  prize,  in 
3:40.  Fourteen  got  the  correct 
answer  to  all  in  nearly  as  good 
time.  Think  what  it  means !  After 
working  all  day  in  the  office,  without 
any  special  preparation,  to  go  upon 
a  platform  in  the  presence  of  thou¬ 
sands  of  people,  with  bands  playing, 
and  by  flickering  arc  light,  add,  with¬ 
out  a  single  error,  all  these  figures  in 
such  astonishingly  short  time.  Not 
one  of  the  operators  had  ever  before 
seen  the  figures ;  there  was  no  second 
trial ;  just  one  chance,  among  all  that 
excitement  and  nervousness. 

CL  There  is  no  adding  or  calculating 
machine  in  the  world  other  than  the 
Comptometer  on  which  such  a  record 
is  possible.  Contests  were  open  to  all 
operators  and  all  makes  of  machines. 

CL  With  the  Comptometer,  the  operator 
keeps  the  hand  in  position  on  the  keyboard 
all  the  time ;  eyes  on  the  copy  and  fingers  on 
the  keys  all  the  time.  This  means  accuracy 
as  well  as  speed.  Sent,  express  prepaid,  on 
30  days  trial  to  responsible  parties. 

FELT  &  TARRANT  MFC.  CO. 

65  ORLEANS  ST.  CHICAGO,  ILL. 
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The  Business  Man’s  Magazine 

AND  THE  BOOK-KEEPER 

E .  H .  BE  A  CH ,  Editor 


Volume  XIX  JULY,  1906  Number  I 


“Break  the  Railroads’  Throttling  Grip” 


The  second  of  a  series  of  special  articles  appearing  in  The  Business  Man’s  Magazine  on  railroad  and  express 
companies’  abuses. 

_  The  birth  and  development  of  the  octopus — how  the  railroads’  have  become  unmanageable  Frankensteins  and  assail 
the  lives  of  communities  who  aided  in  bringing  them  into  existence  by  grants  of  land  and  financial  donations — the  sad  ex¬ 
perience  of  Danville,  Va.,  owing  to  competitive  classification — the  railroad  and  the  big  shipper — the  Standard  Oil  Co.  and 
the  secret  rebate  question — the  effect  of  railway  free  passes  upon  the  promotion  of  a  universal  2  cent  passenger  rate. 


The  Birth  of 

ONDERFUL  as  it  is  in  re¬ 
sults,  powerful  as  it  is  for 
good  and  for  evil,  railroad 
development  in  this  country 
has  come  about  in  three- 
quarters  of  a  century.  There  are  men 
living  who  saw  the  first  few  miles  in 
operation  and  were  among  those  scoffing 
at  the  claims  that  railroads  would  in 
time  become  one  of  the  mightiest  factors 
in  the  commercial  world.  The  stage 
drivers  cracked  their  whips  merrily  at 
the  suggestion  that  their  occupation  was 
threatened.  Canal  operators  beguiled 
their  trips  in  deriding  the  new-fangled 
machines  that  promised  to  do  the  busi¬ 
ness  of  the  nation  with  their  clumsy 
vehicles  lumbering  over  strips  of  scrap 
iron.  The  steamboat  men  held  them¬ 
selves  lofty  and  aloof  from  the  “fakirs” 
making  the  empty  boast  that  they  would 
eventually  dominate  the  great  and  grow¬ 
ing  field  of  transportation.  The  drovers 
enlivened  their  evenings  at  the  tavern  by 
facetious  talk  and  satire  over  the  pros¬ 
pect  of  their  stock  riding  in  state  to  mar¬ 
ket,  but  in  their  loftiest  flights  of  fancy 
never  attained  to  the  beef  trust  and  the 
refrigerator  cars  that  would  be  their  un- 


the  Octopus 

doing.  Farmers  continued  to  prefer 
locations  where  the  facilities  for  ship¬ 
ping  by  water  were  good,  cities  and 
towns  also  largely  observing  what  then 
seemed  the  suggestion  of  financial  fore¬ 
thought.  Merchants  and  manufacturers 
made  no  different  plans  because  of  the 
railroads  inaugurated  in  so  small  a  way, 
and  were  without  thought  of  the  leading 
part  the  roads  of  the  future  were  to 
play  in  shaping  the  activities  of  a  nation 
destined  to  become  the  commercial  mas¬ 
ter  of  the  world. 

How  the  Weakling  Became  a  Giant. 

Passing  years  soon  brought  an  as¬ 
tounding  revelation.  As  if  by  the  work¬ 
ing  of  a  miracle  the  weakling  became  a 
giant  imbued  with  a  greedy  ambition  to 
dominate  all  the  elements,  commercial 
and  industrial,  that  had  made  light  of  the 
new  invasion.  Through  all  the  stages  of 
development  there  was  an  aggressive  de¬ 
termination  not  alone  to  conquer  but  to 
destroy.  To  the  utmost  limits  of  their 
possibilities  the  railroads  were  to  control 
and  they  moved  relentlessly  under  that 
most  dangerous  and  most  lawless  of  pre¬ 
cepts,  that  the  end  justifies  the  means. 
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It  is  not  essential  in  reaching  the  pres¬ 
ent  situation  to  go  into  all  the  details  of 
railroad  encroachment,  usurpation  and 
demolition.  Their  first  strategic  move¬ 
ment  was  to  invade  the  territory  where 
boats  were  carrying''  freight  and  passen¬ 
gers.  Lines  were  run  along  or  near  the 
banks  of  rivers  and  canals.  The  busi¬ 
ness  centers  where  these  did  the  largest 
business  were  tapped.  Rates  were  made 
attractive.  The  throttling  grip  was  ap¬ 
plied  without  mercy  to  the  canals. 
Some  were  annihilated  totally;  some  in 
sections.  Along  the  Erie  canal  in  Ohio 
there  are  miles  of  the  old  towpath 
grown  deep  in  grass,  reminding  one  of 
the  burial  place  of  vast  capital  and 
hopeful  enterprise,  and  it  is  but  a  sam¬ 
ple.  Rapidly  the  railroad  rule  estab¬ 
lished  itself,  granting  nothing,  getting 
all  it  could  through  public  generosity 
and  appropriating  it  all  by  wrecking  or 
other  manipulation  so  that  those  who 
took  stock  for  their  gifts  held  worthless 
paper  in  return  for  making  and  support¬ 
ing  the  railroads. 

A  Start  With  a  Mouse  Trap. 

There  was  a  prophetic  symbolism  in 
the  fact  that  Jay  Gould  went  to  New 
York  as  a  boy  with  a  mouse  trap  as  his 
sole  earthly  possession  outside  of  the 
modest  clothes  that  covered  him.  He 
was  in  the  trapping  business  for  life. 
He  trapped  individuals  and  communi¬ 
ties,  trapped  those  who  gave  to  his  en¬ 
terprises,  trapped  competing  corpora¬ 
tions  and  trapped  his  friends.  He  made 
75  millions  as  a  trapper,  and  John 
Jacob  Astor  did  not  so  well  in  the  north¬ 
ern  wilds.  It  was  Gould  and  Jim  Fiske 
who  inaugurated  the  new  era  of  rail¬ 
roads,  using  the  virtues  of  push  and 
daring  for  the  premeditated  and  studied 
purpose  of  robbery  without  regard  to 
the  distress  and  ruin  inflicted.  They 
set  the  pace,  defying  popular  rights  and 
the  laws  intended  to  safeguard  them. 
Their  dynasty  fell  through  the  natural 
death  of  one  and  the  murder  of  the 
other,  but  the  evil  which  they  did  has 
grown  to  the  grossest  and  most  obnox¬ 


ious  proportions  through  their  emulat¬ 
ors  who  have  multiplied  and  made  more 
effective  the  methods  of  wickedness. 

One  of  the  earliest  and  gravest  de¬ 
partures  of  the  railroads  was  to  ignore 
all  honest  business  principles.  Tested 
by  these  alone  they  would  be  declared  as 
possessed  of  nothing  better  than  the 
lowest  order  of  economic  intelligence. 
The  fate  of  any  legitimate  private  busi¬ 
ness  run  as  the  railroads  are  run  would 
be  perpetual  bankruptcy.  They  have 
not  for  years  paid  any  attention  to  that 
basic  problem  of  how  they  must  sell 
transportation  at  a  fixed  per  cent  above 
cost  in  order  to  make  a  profit  either  rea¬ 
sonable  or  unreasonable.  Admissions 
from  managers  and  the  analysis  of  their 
operations  by  the  Interstate  Gommerce 
Commission,  authorize  and  verify  the 
statement  made.  They  accept  whatever 
price  they  can  get  from  those  who  have 
freight  and  wealth  enough  to  bargain 
with  them,  as  all  the  great  trusts  have, 
and  exact  the  pound  of  flesh  from  those 
at  their  mercy  with  a  disregard  for  law 
that  Shylock  himself  was  afraid  to 
show.  Under  the  stress  of  exposure, 
public  criticism  and  threatened  legisla¬ 
tive  enactment  the  railroads  are  lament¬ 
ing  that  for  20  years  the  toughest  task 
they  have  encountered  is  that  of  saving 
themselves  from  becoming  a  prey  to  the 
big  shippers.  It  is  a  popular  belief  that 
they  have  been  fellow-conspirators  with 
these  same  big  shippers,  granting  them 
lawless  concessions  in  order  to  get  their 
business  and  then  ruining  the  small  ship¬ 
pers  who  would  not  or  could  not  stand 
for  extortion  as  monstrous  as  that  which 
led  to  the  French  Revolution,  and  far 
beyond  that  which  led  to  the  war  for 
American  independence. 

The  Railroad  Needs  Protection. 

But  admit  the  contention  of  the  rail¬ 
roads.-  Admit  that  managerial  talent 
and  executive  ability  have  failed  to  hold 
their  own  with  the  great  trusts  who  are 
the  big  shippers.  What  stronger  or 
more  conclusive  argument  could  be  made 
in  favor  of  government  regulation  of 


IN  KILLING  AND  WOUNDING  WAR  YIELDS  TO  THE  RAILROADS. 


E.  H.  Beach,  Editor:  April  18,  190G. 

My  Dear  Sir — I  am  in  receipt  of  your  letter  of  the  14th  instant,  stating  that  you  are  mailing  to  me 
a  copy  of  the  last  number  of  The  Business  Man’s  Magazine. 

I  hope  you  will  be  able  to  send  me  copies  of  the  magazine, 
as  you  suggest,  as  I  am  very  much  interested  in  the  subject. 

Very  sincerely  yours. 
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the  railroads?  As  quasi-publ’c  institu¬ 
tions  they  need  protection.  Their  re¬ 
sponsible  officers,  as  public  servants, 
need  the  protection  of  the  public  acting 
through  its  authorized  representatives 
in  the  legislative  bodies  in  the  land  and 
the  proper  agencies  chosen  to  enforce 
the  laws  after  they  were  made.  The 
government,  by  right  and  might,  can 
save  the  railroads  from  the  tyranny  of 
the  big  shippers — and  incidentally  break 
the  railroads’  throttling  grip  on  those 
who  have  so  long  stood  helpless  while 
being  plundered,  seeing  whole  communi¬ 
ties  desolated  and  the  man  vested  with' 
all  the  boasted  rights  of  American  citi¬ 
zenship,  stripped  of  those  rights,  his 
possessions  and  all  that  he  was  entitled 
to  achieve  for  the  future  of  himself  and 
those  dependent  upon  him. 

It  can  never  be  claimed  by  the  rail¬ 
roads  that  they  did  not  make  their  own 
bed.  At  the  expense  of  billions  to  the 
people  they  feathered  it  to  downy  soft¬ 
ness.  They  had  only  to  ask  in  order  to 
receive.  When  the  wealth  of  the  nation 
was  being  depleted  because  of  the  fra¬ 
tricidal  war  that  threatened  its  exist¬ 
ence,  the  railroads,  drew  in  fabulous 
sums  upon  public  resources.  The  trans¬ 
continental  lines  were  given  without 
stint  in  appropriations  and  huge  land 
donations.  This  was  largely  in  pursu¬ 
ance  of  a  military  policy  and  with  a 
view  to  strengthening  the  hands  of  the 
union.  Under  the  pressure  of  an  almost 
crushing  financial  burden  the  people  in 
themselves  and  through  the  government 
built  hundreds  of  miles  of  railroad. 
The  roads  were  reaping  a  golden  har¬ 
vest  from  the  abnormal  demands  upon 
transportation  facilities.  They  charged 
the  rates  permitted  by  the  imperative 
demands  upon  their  facilities,  making 
no  rebates  to  the  government  in  the  days 
of  its  deepest  tribulation. 

Biting  the  Hand  That  Fed  Them. 

Under  such  circumstances  it  shocks 
every  sense  of  loyalty,  of  gratitude  and 
the  commonest  decency  to  know  that 
they  deliberately  set  about  robbing  those 


who  had  made  them.  The  lands  don¬ 
ated  passed  to  those  having  no  more 
claim  upon  them  than  did  the  khedive 
of  Egypt.  On  a  much  larger  scale  the 
method  of  looting  corresponded  closely 
to  that  adopted  in  Dealing  with  Dan¬ 
ville,  as  it  appears  in  an  after  part  of 
this  article.  The  worst  of  it  is  that  the 
reckless  methods  of  giving,  wrecking 
and  despoiling  were  perpetuated  after 
the  deplorable  event  which  gave  them 
an  opening.  In  fact  they  became  the 
cardinal  and  vital  points  in  the  game. 
Solicit,  get,  use  as  a  personal  asset  and 
finally  by  the  aid  of  bankruptcy,  wreck¬ 
ing,  bonding  without  regard  to  value 
and  watering  as  plenteously  as  the  thing 
was  done  in  the  time  of  Noah,  making 
the  original  subscriptions  the  property 
of  those  who  deliberately  “cold-decked” 
the  original  subscribers.  But  this  was 
only  a  part  of  the  play.  Subsequent  vic¬ 
tims  were  caught  by  the  same  sort  of 
crooked  playing  and  bled  to  the  last  drop 
by  those  capable  of  adopting  means 
which  the  average  gambler  would  not  be 
forced  to  by  hunger,  cold  and  want. 

As  stated  earlier  in  this  article  the 
rate  problem  which  could  be  so  easily 
and  accurately  solved  has  been  shame¬ 
lessly  neglected  by  the  railroads.  Re¬ 
sults  indicate  that  the  chief  moguls 
could  make  more  by  avoiding  the  solu¬ 
tion.  This  is  the  sanest  explanation  of 
the  admitted  fact  that  rates  have  not 
been  fixed  in  accordance  with  any  scien¬ 
tific  formula  deducible  from  the  busi¬ 
ness  available  as  related  to  the  payment 
of  expenses  in  addition  to  a  reasonable 
profit.  What  traffic  will  bear  governs. 

This  is  recalled  because  in  consonance 

% 

with  the  other  schemes  of  getting 
money  without  returning  an  equivalent. 
Traffic  rates  bear  no  appreciable  rela¬ 
tion  to  the  real  investment.  Neither 
has  railroad  capitalization. 

Reasonable  Remuneration  on  a  Lot 
of  Water. 

The  Northern  Pacific  and  the  Great 
Northern  have  practically  the  same 
mileage  and  expenses  of  construction. 


THE  RAILROADS  ARE  THE  MOST  SAVAGE  OF  “SCALPERS.’^ 


E.  H.  Beach,  Editor:  Washington,  D.  C.,  May  4,  190G. 

My  Dear  Sir — I  beg  to  acknowledge  the  receipt  of  yonr  letters  dated  April  27th  and  30th,  and  to 
thank  you  for  the  May  number  of  the  Business  Man's  Magazine  which  you  have  been  good  enough 
to  send  me.  I  will  be  very  glad  to  receive  the  June  number 
when  printed.  I  send  a  photograph  by  this  evening’s  mail. 

Yours  very  sincerely. 


They  are  nearly  parallel  and  under 
natural  conditions  have  about  the  same 
earning  capacity.  Yet,  from  a  recent 
record,  the  outstanding  capitalization  of 
the'  Northern  Pacific — exclusive  of  its 
Burlington  bonds — is  about  $19,000  per 
mile  in  excess  of  that  of  the  Great 
Northern.  The  total  difference  as  re¬ 
presented  in  stocks  and  bonds,  is  $100,- 
000,000.  Financiers  will  recognize  this 


as  something  of  a  discrepancy  in  con¬ 
nection  with  the  question  of  dividends 
and  redemption. 

Take  a  look  across  the  border  where 
the  liberal  policy  of  the  late  Sir  John 
MacDonald  was  branded  as  highway 
robbery — a  charge  which  we  refuse  to 
affirm.  The  capitalization  of  the  Cana¬ 
dian  Pacific  is  only  about  $10,000  per 
mile,  and  less  than  half  that  of  the  Great 
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Northern.  A  mile  of  the  Northwestern 
track  earns  about  15  per  cent  more  than 
a  mile  of  the  Rock  Island  track,  but 
Rock  Island  capitalization  per  mile  is 
more  than  50  per  cent  the  greater,  Chi¬ 
cago  &  Alton’s  capitalization  ■  per  mile 
is  nearly  four  times  as  large  as  St. 
Paul’s. 

These  are  only  a  few  examples  taken 
from  roads  widely  known.  It  is  not 
long  since  Messrs.  Hill  and  Morgan,  in 
less  time  than  it  takes  to  smoke  a  good 
cigar,  added  $110,000,000  to  the  volume 
of  outstanding  securities  on  which  the 
Burlington  road  must  earn  interest  in 
order  to  give  investors  a  fair  return. 
In  the  historic  course  of  events  it  will 
not  be  had  by  them,  and  at  the  psycho¬ 
logical  moment  the  two  great  financiers 
can  get  stock  at  their  own  price,  even  if 
they  are  not  enabled  to  redeem  bonds 
far  below  par.  So  long  as  the  road 
chooses  to  pay  dividends  on  these  ficti¬ 
tious  values,  traffic  must  produce  the 
requisite  funds,  small  shippers  submit¬ 
ting  to  the  heavy  end  of  the  robbery. 
Only  the  most  innocent  of  investors 
think  that  they  are  paying  for  visible 
utilities  when  they  buy  railroad  stock  of 
this  character.  The  knowing  ones  take 
their  chances  in  getting  in  when  stocks 
are  down  and  letting  go  at  the  right 
time.  The  chiefs  of  the  robbers  know 
when  to  have  the  values  declared  as  en¬ 
hanced  or  depreciated.  They  never 
make  a  haul  when  there  is  nothing  but 
water  in  the  net. 

Protect  the  Investor. 

Why,  if  the  government  is  going  to 
introduce  reason  and  such  honesty  as 
is  possible  into  the  rate-making  field, 
should  it  not,  as  a  logical  corollary, 
make  them  obligatory  in  the  security¬ 
issuing  field?  Nothing  could  be  more 
strongly  indicative  of  legislative  insan¬ 
ity  than  the  enactment  of  a  law  that 
thieves  may  steal  by  one  plan  of  opera¬ 
tion  but  shall  be  penalized  if  they  adopt 
another;  that  burglars  may  enter  by  the 
rear  but  not  by  the  front;  that  cheats 
may  go  free  if  they  fleece  their  victims 

WHOLE  STORY: 


by  one  plan,  but  go  to  the  penitentiary 
if  they  adopt  another  no  more  iniquitous 
in  conception  or  harmful  in  execution. 

Running  to  Cover. 

If  the  railroads  and  the  Standard  Oil 
Co.  had  done  nothing  wrong  and  had 
nothing  to  fear,  why  did  they  make 
such  frantic  appeals  to  the  President  to 
withhold  or  delay  the  Garfield  report  ? 

Railroads  involved  in  the  secret- 
rebate  scandals  say  that  they  could  not 
resist  the  power  of  the  Standard  Oil 
octopus.  They  should  unite  at  once  in 
asking  for  government  regulation,  for 
the  government  is  still  a  little  stronger 
than  the  Rockefeller  combine. 

It  is  up  to  the  railroads.  They  must 
regulate  themselves,  consent  to  be  regu¬ 
lated  or  succumb  to  government  own¬ 
ership.  They  can  no  longer  maintain 
an  autocracy. 

The  victims  of  railroad  atrocities 
never  had  the  right  of  appeal.  The  gov¬ 
ernment  is  more  generous  to  the  great 
corporations.  They  may  have  their  day 
in  court,  and  will  prolong  to  the  utmost 
by  dilatory  action  under  shrewd  legal 
direction. 

In  case  after  case  it  has  been  demon¬ 
strated  that  the  railroads  care  nothing 
for  the  law.  A  rigid  and  fearless  en¬ 
forcement  of  the  law  is  what  they  fear. 

Wisconsin  railroad  officials  said  that 
rebates  and  discriminations  were  un¬ 
known  there.  Gov.  La  Follette  started 
his  expert  accountants  to  investigating, 
September  29,  1903.  In  July  the  re¬ 
bates  allowed  were  $101,000.  In  Sep¬ 
tember  they  were  $46,000,  for  the  com¬ 
ing  investigation  was  known,  and  in 
November  they  were  $666.  The  efficacy 
of  publicity  was  demonstrated  and  sug¬ 
gests  what  regulation  accompanied  by 
publicity  could  accomplish. 

The  railroads  insist  that  they  do  not 
want  to  pay  rebates.  Why  don’t  they 
get  right  out  and  yell  to  Uncle  Sam  for 
help?  The  people  will  join  them  with  a 
gusto  that  will  make  the  octopi  dive  for 
the  deepest  depths  of  their  native  ele¬ 
ment. 


FORCED  LOAN,  MILEAGE  BOOK,  IMPUDENT  MALTREATMENT, 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


39 


Railroad  Law  Made  to  Fit  Railroad 
Ideas. 

The  Elkins  law  was  drawn  up  in  the 
office  of  A.  J.  Cassatt  of  the  Pennsyl¬ 
vania  company,  and  went  through  Con¬ 
gress  as  though  greased,  because  it  was 
a  railroad  measure.  The  railroads  said 
that  they  wanted  to  obey  that  law,  but 
the  rebates  in  the  year  succeeding  its 
passage  were  greater  in  10  months  than 
during  the  12  months  just  preceding. 

Railroad  consolidation  tends  to  do 
away  with  rebating  and  at  the  same  time 
tends  to  the  extortion  made  possible 
through  monopoly.  In  this  is  another 
reason  for  government  regulation. 

A  number  of  railroad  employes  have 
been  discharged  because  too  honest  to 
pay  rebates  in  violation  of  the  law. 
Heroic  justice  would  have  placed  them 
in  command  of  the  offending  roads. 

President  Cassatt  of  the  Pennsylvania 
Co.,  said :  “The  American  people  should 
recognize  the  grave  necessity  for  great¬ 
er  harmony  of  action  and  interest  be¬ 
tween  this  richest  and  busiest  country 
in  the  world.”  That  is  just  what  they 
are  recognizing,  Mr.  President,  and  all 
that  they  ask  is  equitable  recognition  of 
the  fact  that  they  were  something  of 
a  factor  in  making  the  country  what  it  is. 

The  weaker  competitors  and  shippers 
in  this  country  have  no  more  show  than 
a  fly  in  a  spider’s  web.  Rebates  have 
been  their  death  warrants. 

William  H.  Vanderbilt,  then  president 
and  principal  owner  of  the  New  York 
Central  Railroad,  said  this  under  oath 
to  a  special  committee  of  the  New  York 
legislature  investigating  the  Standard 
Oil  Co. :  “They  are  very  shrewd  men. 

I  don’t  believe  that  by  any  legislative 
enactment  or  anything  else,  through 
any  of  the  states  or  all  of  the  states,  you 
can  keep  such  men  as  these  down.  You 
can’t  do  it.  They  will  be  on  top  all  of 
the  time;  you  see  if  they  are  not.”  He 
added  that  they  would  be  on  top  oi 
everybody  coming  in  contact  with  them, 
railroads  included.  It  would  be  trea¬ 
son  to  indorse  any  such  statement.  It 
would  be  to  admit  that  one  of  the  wick- 

THR  RATI.ROAn  OCTUPUS  IS  A 


edest  and  most  brutal  of  coiporations 
ever  created  had  become  the  governing 
power  in  the  United  States  and  that  the 
people  who  boast  themselves  free  are  in 
the  most  contemptible  kind  of  slavery. 

Recent  developments  tend  to  show 
that  the  secret-rebate  system  had  been 
employed  so  long  by  the  railroads  that 
they  came  to  look  upon  it  as  a  conceded 
right.  The  masses  are  to  blame  for  this, 
and  the  masses  must  make  the  correc¬ 
tion. 

The  railroad  motto :  “Millions  for  re¬ 
bates  ;  not  a  cent  for  the  equitable  re¬ 
duction  of  mileage.” 

A  railroad  man  is  credited  with  say¬ 
ing:  “The  public  be  d - d.”  The  pub¬ 

lic  replies  in  a  truly  Christian  spirit: 
“The  railroads  be  regulated.” 

Financial  graft  has  become  so  com¬ 
mon  that  the  word  is  used  without  quo¬ 
tation  marks.  President  Cassatt  of  the 
Pennsylvania  says  that  he  knows  noth¬ 
ing  of  rebates  within  the  operations  of 
the  mighty  system  which  he  controls. 
Considering  his  responsibilities,  the 
blissful  ignorance  of  the  man  seems  un¬ 
pardonable.  In  former  years  the  Stand¬ 
ard  Oil  Co.  ran  the  road  and  of  late  the 
coal  barons  have  used  it  largely  for  the 
purpose  of  crushing  the  smaller  and 
more  conscientious  operators. 

What  show  have  competing  corpora- 


PUZZ.LE  PICTURE. 

I'ind  the  strangler — Tillman  is  gathering  the  Rate 
Bill  that  Aldrich  gave  him  to  strangle. 


RONSTROSITV  OF  TRRASON. 
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tions  when  the  agents  of  the  Standard 
Oil  Co.  are  the  agents  of  railroads 
transporting  oil?  That  the  relationship 
exists  was  sworn  to  before  the  Inter¬ 
state  Commerce  Commission  at  Chicago, 
May  11,  when  the  dealings  of  the  big 
octopus  with  the  St.  Louis  &  Iron  Moun¬ 
tain  railroad  were  being  investigated. 

On  May  23  it  was  admitted  under  oath 
to  the  Interstate  Commerce  Commission 
by  the  first  and  third  vice  presidents  of 
the  Pennsylvania  Co.,  John  P.  Green 
and  Samuel  Rea,  respectively,  and  Wil¬ 
liam  A.  Patton,  assistant  to  the  presi¬ 
dent,  at  Philadelphia,  that  they  had  ac¬ 
quired  a  lot  of  coal  stock  without  paying 
for  it.  Mr.  Patton  owned  to  $307,000 
thus  given  him,  and  did  not  know  but 
that  such  holdings  in  the  hands  of  rail¬ 
road  men  tended  to  cause  discrimination 
against  opposing  mine  operators.  Yet 
the  president  of  that  great  railroad  sys¬ 
tem  is  protesting  that  his  hands  are 
clean.  If  so  he  ranks  with  the  ostrich 
that  sinks  its  head  in  the  sand  and  feels 
sure  of  being  lost  to  the  world. 

The  “No  Car”  Squeeze. 

George  E.  Scott  of  the  Puritan  and 
Crescent  coal  companies,  swore  during 
the  same  investigation  that  in  23  days 
he  had  been  furnished  with  but  one  car. 
He  added  that  Michael  Trump,  general 
superintendent  of  transportation  for  the 
Pennsylvania  Co.,  said  that  it  proposed 
to  protect  the  Berwind-White  Coal  Min¬ 
ing  Co.  at  all  hazards.  Railroad  men 
are  large  holders  in  the  latter. 

Man  after  man  has  made  oath  receijt- 
ly  that  the  independent  oil  companies 
had  been  discriminated  against  to  a 
ruinous  extent  by  the  railroad  com¬ 
panies. 

It  is  charged  in  Ohio,  where  the 
authorities  are  not  afraid  to  go  qfter 
the  heartless  Standard  Oil  monopoly, 
that  it  stole  telegrams  in  order  to  keep 
tab  on  what  the '  independents  were 
doing,  and  that  it  recently  burned  its 
Cleveland  records  at  midnight  so  that 
they  could  not  be  produced  for  investi¬ 
gation.  This  is  the  concern  that  the 


railroads  have  been  favoring  right  along, 
though  the  direct  result  was  the  ruina¬ 
tion  of  decent  and  honorable  men. 

The  sycophantic  railroads  do  not  dare 
to  buy  lubricating  oil  from  independent 
companies.  The  Standard  is  the  dicta¬ 
tor,  and  it  has  secured  such  rebates  that 
the  independent  companies  are  forced 
to  sell  75  per  cent  of  their  output  abroad. 

A  Ruined  Community. 

After  the  Interstate  Commerce  Com¬ 
mission  had  carefully  investigated  the 
railroad  situation  at  Danville,  Va.,  it 
made  this  report : 

“Danville  began  20  years  ago  with  a 
population  of  3,000  people,  and  rapidly 
developed  to  substantially  its  present 
size ;  but  in  recent  years  and  at  the  pres¬ 
ent  time,  it  finds  further  development 
seriously  impaired,  if  not  absolutely 
checked,  by  this  rate  discrimination.  Its 
wholesale  merchants  are.  deprived  of 
most  of  their  profitable  territory  by  com¬ 
petition  with  Lynchburg  and  Richmond. 
Every  new  interest  which  considers  the 
advisability  of  locating  there  is  con¬ 
fronted  with  the  fact  that  it  must  pay 
in  freight  rates  a  sum  from  Danville 
over  and  above  what  must  be  paid  from 
Lynchburg  large  enough  to  afford  a 
handsome  profit  upon  many  enterprises. 
Every  inhabitant  and  every  property 
owner  of  Danville  is  to  an  extent  in¬ 
jured  by  this  discrimination.” 

The  suggestions  of  this  report  sent 


"the  first  laugh  i've  had  in  a  year.” 


— From  New  York  Herald. 
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Ray  Stannard  Baker  to  Danville  that  he 
might  get  inside  information,  and  the 
story  which  he  took  back  to  McClure’s 
Magazine  is  that  of  a  deliberate  and  cold¬ 
blooded  attempt  on  the  part  of  the  rail¬ 
roads  to  kill  a  town.  For  the  facts  and 
figures  used  in  this  article  we  are  in¬ 
debted  to  the  authority  mentioned,  for 
there  is  nothing  else  available  that  so 
clearly  exposes  the  cruelty  of  rapacious 
railroad  methods. 

In  Danville,  as  in  every  other  city 
where  the  railroad  question  is  raised, 
there  are  two  factions.  Ninety-five  per 
cent  of  her  people  are  anti-railroad  and 
anti-trust.  They  declare,  as  does  the  re¬ 
port  of  the  commission,  that  the  South¬ 
ern  Railway  has  done  untold  wrong  to 
Danville,  injuring  its  growth  and  check¬ 
ing  its  prosperity.  The  remaining  five 
per  cent  represent  the  wealthy  contin¬ 
gent  of  the  town  who  have  profited 
through  the  railroad  discriminations  that 
ruined  or  crippled  others.  The  repre¬ 
sentative  men  of  the  minority  are  Janies 
I.  Pritchett,  who  does  an  annual  milling 
business  of  $900,000;  R.  A.  Schoolfield, 
president  of  the  cotton  mills;  W.  P. 
Boatwright,  a  prosperous  furniture  man¬ 
ufacturer;  J.  R.  Jopling,  president  of  the 
First  National  Bank,  and  two  or  three 
other  men  of  wealth  who  are  allied  with 
the  railroads.  Fighting  against  the  evils 
of  railroad  monopoly  are  such  men  as 
Judge  A.  M.  Aiken,  for  20  years  on  the 
bench;  Eugene  Withers,  a  prominent  at¬ 
torney  and  former  member  of  the  legis¬ 
lature,  and  many  others  who  want  the 
throttling  grip  of  the  railroad  upon  their 
home  town  broken. 

“Whipsawed”  or  “Easy  Money”  for 
the  Railroads. 

One  of  the  first  things  to  attract  atten¬ 
tion  in  this  expose  of  local  iniquities,  is 
the  revolting  ingratitude  of  the  railway 
corporations.  During  the  ’70s  and  ’80s 
the  people  were  pledging  their  counties 
and  cities  as  security  for  the  building  of 
railroads.  When  the  Virginia  Midland 
road  was  projected  to  run  from  Wash¬ 
ington  to  Danville,  that  it  might  have 


an  outlet  to  northern  markets,  it  donated 
$100,000,  and  Pittsylvania  county,  in 
which  it  is  situated,  gave  $300,000  more. 
This  initial  enterprise  was  completed  in 
1874,  with  the  result  that  Danville  felt 
the  quickening  of  enlarged  trade  and 
commercial  importance.  If  one  railroad 
was  so  good  a  thing  more  would  be  bet¬ 
ter,  reasoned  the  men  who  were  so  anx¬ 
ious  to  rehabilitate  the  south.  In  the  ’80s 
when  the  Danville  &  Western  was  pro¬ 
jected,  the  energetic  little  city  gave 
$110,000  in  cash  to  forward  the  enter¬ 
prise.  For  the  few  years  that  competi¬ 
tion  was  maintained,  Danville  fiourished 
like  a  green  bay  tree. 

Then  in  that  comparatively  little  sec¬ 
tion  there  was  illustrated  the  blighting 
wickedness  of  railroad  combination  and 
monopoly.  Short  railroad  lines  were  be¬ 
ing  connected  under  single  ownerships. 
Great  trunk  lines,  greedy  and  conscience¬ 
less  in  their  operations,  shrewdly  and 
quickly  wove  their  destroying  net.  By 
merging  the  lines  which  Danville  had 
given  so  generously  to  build,  that  city 
found  itself  at  the  cruel  mercy  of  the 
Southern  Railway,  a  grasping  monopoly 
from  Washington  to  the  Gulf  of  Mexico, 
dominating  its  field  with  a  tyranny  which 
jeers  at  opposition. 

Again  Danville  was  too  trustful  and 
too  generous.  It  foolishly  thought  that  it 
could  circumvent  monopoly  by  the  build¬ 
ing  of  a  new  line  over  which  to  market 
its  products.  It  raised  $150,000  and 
handed  it  over  to  the  promoters  of  a  road 
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to  Norfolk.  This  was  more  than  was 
expended  on  the  line  in  Pittsylvania 
county.  The  contributors  were  simply 
bled  and  buncoed.  Construction  was  of 
the  cheapest  kind  and  when  the  road  was 
opened  in  1890  it  was  a  scandal  to  the 
science  of  railroad  building.  But  it  was 
sufficient  of  a  competitor  to  make  the 
monopolists  take  notice.  J.  Pierpont 
Morgan  and  his  associates  proceeded  at 
once  to  acquire  the  new  road  under  a 
long-time  lease,  making  it  a  part  of  the 
Southern  Railway  which  has  Danville 
absolutely  within  its  grip.  Yet  this  is 
the  city  which,  with  the  county,  poured 
$700,000  into  the  coffers  of  the  monop¬ 
olists.  They  were  given  stock,  but  all 
the  railroads  had  to  do  was  to  reorgan¬ 
ize  and  not  a  dollar  did  the  contributors 
get  back.  It  was  not  intended  that  they 
should  get  it,  and  they  never  will  get 
it.  As  a  part  of  its  municipal  indebted¬ 
ness  Danville  is  today  paying  interest 
on  $290,000  of  money  borrowed  and 
handed  over  with  the  hope  of  getting 
railroad  facilities  with  honest  competi¬ 
tion.  It  was  robbed  of  all  that  it  in¬ 
vested,  and  is  now  being  robbed  through 
the  results  brought  about  by  crooked 
manipulation. 

Even  yet  the  people  of  the  town  did 
not  surrender  but  in  1901  voted  $250,000 
in  cash  to  help  build  what  was  to  be 
called  the  Mount  Rogers’  Eastern.  For 
some  reason  the  project  was  dropped 
before  it  was  under  way.  This  is  not 
a  new  or  strange  story  to  the  American 
people.  They  have  given  millions  in 
land  and  money  for  the  establishment  of 
railroads.  This  vast  treasure  has  been 
absorbed  by  the  railroad  magnates  who 
now  claim  to  own  it  all,  who  “Danville” 
the  country  as  they  desire,  defy  the  laws 
and  promote  corruption  in  all  the  civic  . 
institutions  upon  which  the  people  rely 
for  protection. 

1  hrough  sworn  evidence  given  on 
trials  and  investigations  there  is  ample 
light  thrown  upon  the  intolerable  abuses 
to  which  Danville  is  subjected.  “Rates 
on  practically  all  goods  shipped  into 
Danville  have  either  not  decreased  •  or 
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have  actually  been  raised  since  the 
Southern  Railway  obtained  monopolis¬ 
tic  power  over  the  city.” 

“Rates  on  practically  all  good^.  ship- 
])ed  out  of  Danville,  with  one  significant 
exception,  have  been  made  most  favor¬ 
able  by  the  Southern  Railway.” 

Taxation  by  the  Railroad. 

These  facts  will  explain  themselves  as 
illustrations  are  produced.  There  is  an 
extortionate  tax  placed  on  all  food, 
clothing  and  fuel  brought  into  the  town. 
Keep  in  mind  during  the  statements  fol¬ 
lowing  that  it  is  a  longer  haul  by  60 
miles  to  Lynchburg  than  to  Danville. 
A  shoe  merchant  of  the  latter  place  buys 
a  stock  in  New  York,  has  it  shipped  by 
sea  to  Norfolk,  thence. by  rail  to  Dan¬ 
ville,  and  has  to  pay  the  railroad  66 
cents  a  hundred  pounds.  A  Lynchburg 
merchant  gets  the  same  sort  of  goods 
hauled  the  66  miles  farther  for  54  cents 
a  hundred,  or  12  cents  less  than  the  man 
with  the  shorter  haul. 

Sugar  shipped  from  New  Orleans  by 
the  Southern  Railway  for  Lynchburg 
goes  right  through  Danville  and  66 
miles  farther  on,  yet  Danville  must  pay 
43  cents  a  hundred  weight  and  Lynch¬ 
burg  but  32.  Discrimination  could  not 
be  more  palpable,  contemptible  or  de¬ 
structive. 

Pork  from  Chicago  costs  the  buyer 
in  Danville  a  40-cent  freight  rate  while 
Lynchburg,  66  miles  beyond,  gets  it  for 
27  cents.  Why  doesn’t  the  Danville  man 
ship  to  Lynchburg  and  then  back  over 
a  rival  railroad?  Because  there  is  no 
rival  to  the  Southern  reaching  Danville. 
He  would  have  to  pay  13  cents  to  get  his 
consignment  back  from  Lynchburg,  or 
half  as  much  as  the  thousand-mile  haul 
from  Chicago  to  Lynchburg.  Danville 
is  absolutely  in  the  tentacles  of  the  octu- 
pus  and  is  having  the  life  squeezed  out 
of  it  with  more  than  brutish  torture,  for 
it  gave  without  stint  that  the  railroads 
might  be  built.  The  result  of  Mr. 
Baker’s  investigation  is  that  nearly  every 
class  of  merchandise  costs  from  33  to 
190  per  cent  more  to  Danville  than  to 
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Lynchburg,  though  many,  if  not  most,  of 
the  shipments  pass  through  Danville  to 
Lynchburg. 

A  Toll  on  the  Bread  We  Eat. 

Let  the  case  prove  its  own  strength. 
The  rate  on  flour  from  Cincinnati  to 
Danville  is  24  cents;  to  Lynchburg  12 
cents.  Twice  the  railroad  tax  is  placed 
on  every  loaf  of  bread  in  Danville  over 
that  in  Lynchburg.  The  fertilizer  so 
much  needed  in  the  tobacco  fields  has 
a  rate  of  $5.80  a  ton  to  Danville,  and 
of  $4.40  to  Lynchburg,  66  miles  the 
longer  haul.  Farmers  trading  at  Dan¬ 
ville  have  to  pay  $1.40  more  for  the  fer¬ 
tilizer  than  his  competitor  at  Lynchburg. 
Danville  pays  70  cents  the  more  freight 
on  each  ton  of  coal  from  the  Pocahon¬ 
tas  field,  a  discrimination  of  about  45 
per  cent  that  hits  the  Danville  manu¬ 
facturer  hard,  to  say  nothing  of  the 
household  consumers  of  coal.  How  are 
these  for  the  prices  of  coal  at  Danville, 
so  near  the  great  bases  of  supply — an¬ 
thracite  coal  for  domestic  use  $9,  bitum¬ 
inous  $6.75,  and  Pocahontas  $7.  No 
wonder  that  manufacturers  who  have 
investigated  Danville,  as  a  site  for  their 
enterprises,  turn  to  some  other  point. 

It  is  the  testimony  of  Greenhow  Maury 
that  he  paid  23  cents  as  the  rate  on  a  spe¬ 
cific  shipment  of  salt  from  Akron,  Ohio, 
to  Danville,  just  about  50  per  cent  more 
than  the  rate  to  Lynchburg.  He  ship¬ 
ped  15  cars  to  the  former  place  and  it 
was  $420  more  than  to  Lynchburg.  On 
a  commodity  sold  as  close  as  salt  must 
be,  what 'Show  on  earth  has  Danville  in 
competition  with  Lynchburg  ? 

W.  R.  Guerrant,  a  hardware  merchant, 
had  two  steel  stoves  shipped  him  to  Dan¬ 
ville  from  Cincinnati,  each  stove  weigh¬ 
ing  800  pounds.  The  rate  to  Lynchburg 
was  $1.76,  and  from  there  to  Danville 
was  $1.84.  He  paid  $3.60  on  his  stoves 
while  a  competitor  in  Lynchburg  paid 
but  $1.76.  Horses  shipped  from  the 
west  by  the  Southern  can  be  put  down 
at  Richmond  for  much  less  than  at 
Danville,  though  the  haul  to  the  latter 
is  141  miles  shorter.  It  is  a  fact  that 


some  of  the  buyers  have  had  their 
horses  shipped  to  Lynchburg,  as  per 
bill,  and  then  stolen  them  off  the  cars 
at  Danville.  From  a  moral  viewpoint 
this  can  only  be  classified  as  fighting 
the  devil  with  fire.  Practically  nothing 
for  consumption  or  sale  goes  into  Dan¬ 
ville  that  is  not  taxed  outrageously  by 
the  monopoly  holding  the  town  in  its 
death  grip.  The  strangle  hold  is  mer¬ 
rily  applied,  the  victim  being  a  com¬ 
munity  that  gave  without  stint  to  the 
dastardly  monopoly. 

Help  for  The  Railroad’s  Favorites. 

There  is  a  reverse  to  this  ugly  picture 
and,  in  the  final  analysis,  it  is  no  less 
ugly.  The  chief  freight  shipments  made 
from  Danville  are  cotton  goods,  furni¬ 
ture,  flour  and  tobacco.  Railroads  favor 
the  big  shippers  from  whom  they  can 
depend  upon  a  goodly  number  of  loaded 
cars  every  season.  Favorable  rates  had 
to  be  made  to  the  cotton  mills  or  they 
would  not  establish  themselves  in  Dan¬ 
ville.  Mr.  Schoolfield  got  on  the  inside 
and  has  rates  permitting  him  to  compete 
with  other  cotton  producers  of  the 
south.  Mr.  Pritchett,  who  grinds  flour, 
is  given  a  milling-in-transit  rate  on 
wheat.  He  can  stop  wheat  at  Danville, 
erind  it  in  his  mill  and  then  send  the 
flour  on  at  the  remainder  of  the  rate. 
The  power  used  by  both  of  these  men 
for  running  their  mills,  is  largely  water, 
so  that  the  coal  hold-up  by  the  roads 


Where  you  going? 

Down  the  R.  W.  and  O. 

What  does  R.  W.  and  O.  stand  for? 
Rebate,  Waste  and  Overcharge,  I  guess. 
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does  not  materially  affect  them.  Mr. 
Boatwright  is  at  the  head  of  the  local 
furniture  industry.  Through  some 
hocus  pocus  for  which  the  railroads  are 
notorious,  he  can  ship  his  furniture  to 
northern  cities  for  much  less  than  the 
same  northern  cities  can  ship  to  Dan¬ 
ville.  He  is  favored  because  he  ships 
out,  but  furniture  shipped  in  to  Danville 
pays  the  railroad  graft,  and  the  people 
are  forced  to  settle. 

But  with  tobacco  it  is  different.  As 
to  that  product  Danville  is  discrimin¬ 
ated  against  just  as  it  is  on  incoming 
freight,  Lynchburg  and  Richmond  being 
favored  as  against  it.  The  Southern 
Railway  carries  tobacco  from  Richmond 
to  Louisville,  Kentucky,  for  24  cents 
a  hundred  pounds,  while  the  charge  from 
Danville,  141  miles  nearer  Louisville, 
is  40  cents,  or  nearly  70  per  cent  more 
for  the  shorter  haul.  The  tobacco  rais¬ 
ers  at  Danville  have  no  redress  save  in 
the  regulation  of  the  railroads.  They 
must  ship  from  there  because  that  is 
where  their  farms  are,  and  outsiders  are 
not  looking  for  land  upon  which  the 
grasping  railroad  magnates  impose  such 
a  burden. 

There  is  another  consideration  in  this 
connection.  The  tobacco  trust  has  work¬ 
ed  with  the  railroads  in  the  freezing  out 
of  Danville.  This  trust  is  as  powerful 
in  its  field  as  the  Southern  in  the  railway 
field.  The  tobacco  combine  has  driven 
nearly  all  the  independent  leaf  dealers 
out  of  Danville.  It  used  to  be  that  27 
such  operators  manufactured  their  goods 
in  that  city.  Now  there  are  but  four. 
The  whole  explanation  is  in  the  crush¬ 
ing  of  weaker  rivals,  the  railroad  help¬ 
ing  the  trust  by  granting  it  favoritism 
in  freight  rates.  The  tobacco  has  been 
brought  to  a  pass  by  these  monsters  of 
cruelty  where  to  raise  and  .market  tobac¬ 
co  costs  him  all  that  he  can  get  for  it, 
yet  Danville  tobacco  has  always  been 
conceded  to  be  one  of  the  best  of  the 
domestic  product.  Driven  to  despera¬ 
tion  ty  the  fact,  the  tobacco  growers 


trust  of  their  own.  The  long  chances 
are  a:gainst  them,  but  if  they  did  succeed 
it  would  be  through  an  amalgamation 
with  the  big  trust,  and  then  tke  con¬ 
sumer  would  indeed  be  a  victim. 

A  Regular  Hold-up. 

There  is  a  summing  up  of  these  iniqui¬ 
ties,  and  it  should  be  studied  as  one  of 
the  most  impressive  object  lessons, 
showing  in  miniature  as  it  does  the  un¬ 
bearable  abuses  to  which  this  nation  is 
subjected  by  the  railroads.  They  tax 
these  helpless  people  without  a  shadow 
of  right  or  justice,  and  make  them  settle 
just  as  would  the  veriest  gang  of  foot¬ 
pads.  Judge  Aiken  calls  attention  to  the 
lamentable  fact  that  the  class  of  citizen¬ 
ship  is  surely  deteriorating,  for  the  chil¬ 
dren  who  should  be  in  school  are  forced 
into  the  cotton  mills  to  help  keep  the 
wolf  from  the  door.  The  natural  bread¬ 
winner  has  to  pay  so  much  for  neces¬ 
saries,  has  to  be  bled  at  the  company 
stores,  and  is  so  much  at  the  mercy  of 
relentless  monopoly  on  every  hand  that 
he  is  reduced  to  that  final  problem  of 
keeping  body  and  soul  together.  Taxes 
have  soared  because  of  the  big  sums  paid 
to  help  build  railroads.  Real  estate  values 
have  fallen  in  like  ratio.  Capital  avoids 
the  town  that  was  so  enterprising  and 
prosperous  before  the  railroad  vampire 
settled  upon  the  community.  Only  the 
five  per  cent  favored  by  the  railroads 
are  making  money,  and  they  make  peri¬ 
odical  pilgrimages  to  Washington  that 
they  may  laud  the  railroads  and  give 
them  longer  lease  of  tyranny. 

But  the  majority  has  not  slept  upon 
its  rights.  It  went  to  the  Interstate 
Commerce  Commission,  sure  that  the 
power  vested  in  it,  stirred  by  the  pa¬ 
thetic  justice  of  their  case,  would  lead 
on  to  relief.  This  is  from  the  commis¬ 
sion’s  decision  in  the  case : 

“I'he  Southern  Railway,  by  virtue  of 
the  fact  that  it  has  obtained  possession 
of  and  now  controls  the  avenues  '  of 
communication  by  rail  between  the  city 
of  Danville  and  the  outside  world,  has 
no  right  to  deprive  the  community  of 


there  are  trying  to  form  an  alliance  or 
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the  competitive  advantages  which  the 
enterprise  of  its  citizens  in  one  way  and 
another  has  secured,  and  upon  the 
strength  of  which  business  conditions 
have  grown  up,  it  must  recognize  the 
geographical  position  and  commercial 
importance  of  Danville.” 

This  strikes  a  righteously  indignant 
man  who  loves  fair  play  as  rather  a 
perfunctory,  if  not  evasive,  view  of  the 
case,  but  the  commission  went  farther. 
It  found  the  rates  that  were  discrimin¬ 
atory  at  Danville  as  against  Lynchburg, 
and  gave  the  railroads  two  and  a-half 
months  in  which  to  begin  dealing  justly 
with  the  outraged  city. 

Regulation  That  Fails  to  Regulate. 

But  what  does  a  modern  railroad 
monopoly  care  for  authority?  After 
waiting  as  long  as  possible  the  Southern 
got  a  rehearing,  put  in  a  mass  of  testi¬ 
mony,  showing  that  there  was  competi¬ 
tion  at  Lynchburg,  while  there  was  not 
at  Danville,  and  that  the  latter  was  only 
paying  fair  rates  while  Lynchburg  had 
to  be  let  down  with  less  in  order  to  get 
business.  Here  are  extracts  from  what 
Commissioner  Prouty  had  to  say  in 
handing  down  his  decision  for  the  com¬ 
mission  : 

“It  is  idle  to  suppose  that  Danville 
can  long  continue  the  active  competitor 
of  Lynchburg  under  these  circumstances. 
Enterprises  already  established  there 
may  continue  for  a  time;  special  con¬ 
ditions  like  its  water  power  may  give  to 
it  permanently  special  lines  of  business, 
but,  as  a  whole,  Danville  must  cease  to 
be  a  competitor  of  Lynchburg.” 

Of  the  claim  of  the  Southern  that  it 
was  not  earning  dividends  on  its  $120,- 
000,000,  common  stock,  the  decision  said : 

“This  common  stock  was  issued  as  a 
part  of  a  reorganization  scheme  under 
which  the  Southern  Railway  Company 
came  into  existence.  It  does  not  appear 
that  the  persons  to  whom  this  stock  was 
originally  issued  ever  paid  one  dollar  in 
actual  value  for  it.  It  simply  appears 
that  the  stock  is  outstanding.  This  is 
not  enough.  Something  more  is  needed 


when  a  claim  of  this  kind  is  set  up  than 
the  mere  fact  of  the  existence  and 
amount  of  capitalization.  It  does  not 
rest  in  the  whim  of  a  reorganization 
committee  in  Wall  Street  to  impose  a 
perpetual  tax  upon  that  whole  southern 
country.” 

And  finally.  Commissioner  Prouty  laid 
down  certain  broad,  fundamental  prin¬ 
ciples  regarding  the  relationship  of  the 
railroads  to  the  people: 

“The  Southern  Railway  is  of  great 
benefit  to  the  territory  which  it  serves, 
and  the  money  invested  in  that  enter¬ 
prise  is  entitled  to  the  most  careful 
protection;  but  the  property  of  the  citi¬ 
zens  of  Danville  is  just  as  sacred  as  are 
the  securities  of  that  company.  *  *  * 

“This  is  not  a  question  of  revenue  al¬ 
together.  It  is  a  question,  to  "an  extent, 
of  right  and  wrong.  The  beggar  upon 
the  street  has  no  right  to  steal  merely 
because  he  is  hungry ;  nor  has  the 
Southern  Railway  a  right  to  do  an  un¬ 
lawful  act  simply  because  it  needs  rev¬ 
enue.  The  state  of  its  revenues  has  a 
])earing  upon  the  lawfulness  of  the  act, 
but  is  not  conclusive. 

“Railway  managers  are  prone  to  assume 
that,  in  the  adjustment  of  their  rates, 
only  the  interest  of  their  own  proper¬ 
ties  must  be  considered.  Mr.  Culp  was 
asked  what  weight  he  gave  to  the  inter¬ 
est  of  the  city  of  Danville,  to  its  proxim¬ 
ity  to  Lynchburg,  to  the  fact  that  it  was 
a  competitor  of  Lynchburg,  and  his  re¬ 
ply  in  effect  was,  none.  This  is  neither 
just  nor  lawful.  Railways  are  public 
servants  and  sul)ject  to  public  control. 
In  the  exercise  of  that  control  the  public 
has  enacted  that  they  shall  not  unduly 


TO  PREVENT  HIM  MAKING  TOO  MUCH  OF  A  HOG  OF 

PI  I M  SELF. 


THE  AMERICAN  PEOPI.E  ARE  TIRED  OP  HEINCJ  GULLED. 


46 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


discriminate  in  favor  of  one  locality 
against  another,  and  that  they  shall  not 
charge  more  for  the  short  than  for  the 
long  haul  under  similar  circumstances 
and  conditions.  The  Supreme  Court 
has  declared  that  in  determining  what 
are  similar  circumstances  and,  condi¬ 
tions,  and  what  is  undue  discrimination, 
reference  must  be  had  to  the  interest  of 
all  parties,  not  merely  the  railway.  After 
considering  all  the  circumstances  and 
conditions  in  the  present  case  we  have 
sustained  the  complaint  of  the  city  of 
Danville,  and  have  indicated  in  a  gen¬ 
eral  way  those  changes  in  rates  which 
should  be  made.” 

Thus  Danville’s  big  majority  scored 
two  victories  before  the  Interstate  Com¬ 


merce  Commission,  and  after  the  second 
success  was  sure  of  the  relief  which 
meant  life  and  future  happiness  to  their 
abused  city.  They  got  nothing  of  the 
kind.  Instead  the  Southern  has  impud¬ 
ently  and  wickedly  increased  some  of 
the  freight  rates  collected  from  the  un¬ 
fortunate  community.  It  was  done 
through  that  scurviest  and  most  unpar¬ 
donable  of  railroad  tricks — the  reclassi¬ 
fication  of  freight.  Danville  is  worse 
off  than  ever,  and  yet  the  railroad  apol¬ 
ogist  is  as  active  as  ever  and  the  pro¬ 
curing  of  justice  seems  afar  off  to  those 
who  see  how  vitally  it  is  necessary  to 
the  perpetuity  of  our  institutions  as  mak¬ 
ing  for  the  broader  liberty  and  higher 
moral  plane  of  our  people. 


Why  Hustlers  Fail 


A  boy  rushed  frantically  through  the  cai, 
yelling  “Pipers  ’ere !  Uxtry !  All  about  the 
’orrible — Uxtry  !”  The  Grouch  whistled 
and  called  to  him  as  did  several  other  pas¬ 
sengers,  but  all  in  vain.  The  boy  was  so 
absorbed  in  crying  his  wares  that  he  paid 
no  heed  to  selling  them.  He  dropped  off 
at  the  next  corner,  still  yelling. 

The  Grouch  snorted.  “I’ve  been  trying 
to  buy  a  paper  of  that  boy  for  three  years, 
and  never  succeeded,”  he  said.  “I  don’t 
believe  he  ever  sold  a  paper.  He’s  a  hustler. 
He’ll  grow  up  in  the  midst  of  his  own 
clamor  and  never  know  anything.  But  he 
will  make  a  sort  of  living.  All  ‘hustlers’ 
do.  People  throw  things  at  them  to  get 
rid  of  them.  I  used  to  hear  a  hobo  say 
that  he  would  go  to  the  back  door  of  a 
restaurant  kitchen  and  cuss  the  cook  so  he 
would  get  a  ham-bone  flung  at  him. 

“That  is  the  way  ‘hustlers’  get  on.  They 
come  into  your  office  with  a  half-baked 
scheme,  and  dance  around  and  shout  until 


you  give  ’em  $10  to  get  ’em  out  of  the  way. 
But  they  never  get  anything  big,  because 
they  never  stop  to  think  or  plan.  They  are 
mild  lunatics. 

“But  for  all  that,  they  have  some  admir¬ 
ers  ;  people  stake  them  because  they  believe 
that  so  much  energy  can  not  be  wholly 
futile.  A  hustler  can  nearly  always  get 
credit  for  board  and  lodging.  And  the  peo¬ 
ple  who  trust  him  do  not  resent  it  when  he 
fails  to  pay.  They  say,  ‘Oh,  well,  he  failed 
this  time,  but  he’ll  make  good  in  something. 
He’s  a  hustler.’ 

“And  so  the  hustler  makes  his  way 
through  life.  By  and  by  he  grows  old  and 
loses  his  ability  to  even  hustle.  Then  he, 
plods  wearily  over  the  hill  to  the  poorhouse, 
and  says  that  this  is  a  hard  world — no 
matter  how  a  man  hustles  he  can’t  get  on. 

“Give  me- a  man  who  dreams  once  in  a 
while,  and  occasionally  misses  a  train. 
Hustlers  get  on  my  nerves.” — T.  K.  H.  in 
The  Eli  Grocer  and  General  Merchant. 

THE  NAME  OF  PARE.S. 


RAIIiROADS  COEIiECT  SWAG  UNDER 


Caught  in  Bad  Company. 

There  is  a  mass  of  cumulative  evidence 
tending  to  show  that  the  railroads  of  the 
United  States  are  in  the  worst  of  bad  com¬ 
pany  wherever  and  whenever  there  is  a 
chance  for  them  to  make  money  by  the  as¬ 
sociation.  It  is  not  conceivable  that  they 
could  become  pals  with  a  more  lawless 
monopoly  than  the  Standard  Oil  Co.,  and 
that  they  have  assiduously  cultivated  it 
without  just  regard  for  the  rights  of  others. 
Not  the  least  interesting  thing  in  connection 
with  the  unearthing  of  the  pernicious  com¬ 
bine  is  the  attitude  of  the  oil  magnates  when 
the  light  was  turned  on.  They  departed 
from  the  sacred  traditions  of  their  heartless 
organization  and  talked.  So  profoundly 
were  they  disturbed  and  so  threatening 
seemed  the  menace  to  the  tentacles  of  their 
octopus  that  they  committed  the  strategic 
error  of  throwing  themselves  on  the  de¬ 
fensive. 

They  First  Make  Talk. 

^  Whom  the  Gods  would  destroy  they  first 
make  voluble.  Long  have  the  bosses  and 
other  plunderers  of  the  public  subscribed 
to  the  old  maxim :  “Addition,  division  and 
silence”  and  the  greatest  of  these  is  si¬ 
lence. 

The  two  expert  manipulators,  H.  H. 
Rogers  and  John  D,  Archbold,  became 
worse  than  voluble.  They  were  positively 
vociferous,  and  no  finer  imitation  of  virtu¬ 
ous  belligerancy  has  been  seen  since  Ajax 
wanted  to  go  a  limited  number  of  rounds 
with  the  lightning.  These  two  oil-annointed 


saints  made  heated  denial  of  the  charge 
that  their  corporation  had  engaged  in  un¬ 
lawful  practices.  The  president  of  the 
United  States  made  the  charge,  basing  it 
upon  the  report  given  by  Commissioner 
Garfield.  M,  F,  Elliott,  general  counsel  of 
the  company,  also  threw  up  his  hands  in 
pained  and  holy  horror  because  such  a  re¬ 
port  should  be  prepared. 

Yet  the  unqualified  statement  is  made  by 
Mr.  Garfield  that  at  the  close  of  his  inves¬ 
tigation  “all  the  essential  facts  discovered 
by  the  bureau  were  presented  to  the  com¬ 
pany.”  He  adds :  “There  was  no  denial 
of  the  facts  found,  but  explanations  of 
particular  situations  were  offered,  and  it 
was  urged  that  the  facts  did  not  show  any 
violation  by  the  Standard  of  the  letter  or 
the  spirit  of  the  interstate  commerce  law.” 

The  Old  Cry  of  “Let  Us  Alone.” 

In  the  face  of  what  is  widely  known  the 
men  who  grease  the  ways  for  themselves 
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have  made  the  most  impotent  protest  im¬ 
aginable.  The  same  power  which  has 
crushed  the  poor  man  with  but  one  oil 
wagon  and  a  small  local  trade,  has  joined 
the  railroads  as  fellow  conspirators  in  de¬ 
stroying  or  absorbing  alleged  independent 
companies.  Many  a  tank  on  wheels  mark¬ 
ed  as  belonging  to  some  other  corporation 
was  either  carrying  a  false  label  or  was 
paying  tribute  to  the  big  octopus  for  the 
privilege  of  selling  its  oil.  This  method 
of  deceit  gives  stronger  and  wider  credence 
to  these  words  in  the  president’s  message : 
“The  report  shows  that  the  Standard  Oil 
Co.  has  benefitted  enormously  almost  up  to 
the  present  moment  by  secret  rates,  many 
of  these  secret  rates  being  clearly  unlawful. 
This  benefit  amounts  to  at  least  three-quar¬ 
ters  of  a  million  a  year.” 

There  is  justification  of  the  charge  that 
the  ,  Standard  has  so  evaded  the  spirit  of 
the  law — where  it  has  not  evaded  the  letter 
— that  it  has  been  practically  able  to  make 
its  own  transportation  rates  either  for  the 
purpose  of  killing  competition  or  out  of 
voracious  greed  for  the  fattening  of  its  own 
coffers.  It  is  much  to  have  an  administra¬ 
tion  eager  to  grapple  with  so  arrogant  a 
corporation.  It  will  be  more  if  it  can  be 
subjected  to  wholesome  laws.  The  people 
are  sick  and  weary  of  the  aristocratic  dic¬ 
tum  that  “No  millionaire  can  do  anything 
for  which  he  should  be  sent  to  jail.”  There 
should  be  added  to  the  interstate  commerce 
law  the  imprisonment  clause  which  Sena¬ 
tor  Elkins  had  eliminated  in  1903.  This 
has  been  done  in  the  Senate  and  it  should 
be  enforced  with  all  the  power  of  execu¬ 
tive  authority. 

A  Golden  Shield  is  a  Perfect  Defense 
Against  Law. 

Nothing  impels  the  people  more  strongly 
to  punitive  punishment  for  those  robbing 
in  millions  and  ruining  by  tens  of  thousands 
than  this  whining  assumption  that  a  shield 
of  gold  is  proof  against  assaults  of  the 
law. 

This  review  of  a  subject  which  has  been 
so  prominently  before  the  entire  people  is 
not  with  the  single  purpose  of  establishing 
the  ignominy  and  guilt  of  the  Standard 
Oil  Co.  It  is  without  defenders  save  in  its 
principals,  hired  men  and  beneficiaries.  But 
it  is  the  unhallowed  partnership  which  the 
railroads  formed  with  the  scoundrely  oil 
monopoly  which  suggested  the  use  of  the 
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facts  brought  out  with  a  view  to  strength¬ 
ening  a  point  made  in  a  former  article  on 
the  mileage  question.  It  is  that  if  the 
roads  would  do  business  upon  honest  busi¬ 
ness  principles,  giving  equitable  treatment 
to  all  patrons,  they  could  well  afford  to 
carry  passengers  at  a  flat  rate  of  two  cents 
per  mile.  Through  the  allowance  of  secret 
rates  alone  the  railroad  was  giving  the 
Standard  three-quarters  of  a  million  annu¬ 
ally. 

Allow  for  the  drop  of  a  cent  a  mile  in 
order  to  reach  a  two-cent  rate — and  this  is 
too  liberal  an  estimate — ^practically  every 
man,  woman  and  child  in  the  country  could 
ride  a  mile  for  two  cents,  and  be  allowed 
no  larger  gift  than  that  made  to  the  colos¬ 
sal  oil  octopus  with  its  untold  millions. 
Like  donation  would  carry  3,750,000  twenty 
miles ;  1,500,000  fifty  miles  and  750,000  a 
hundred  miles.  Realize  that  this  is  but  a  drop 
in  the  bucket  in  measuring  the  unjust  and 
unpardonable  rebates  made  by  the  railroads. 
Grasp  the  fact  that  they  have  given  to  the 
sugar  trust  by  millions,  to  heavy  sugar 
wholesalers  with  like  unstinted  hand,  to  the 
beef  trust,  to  the  steel  trust  and  to  the  coal 
kings.  In  the  vast  sum  total  thus  disbursed 
through  criminal  discrimination  may  be  an 
explanation  of  the  beseeching  protest  of 
the  roads  against  a  two-cent  mileage.  What 
is  positively  certain  is  that  the  withholding 
of  these  enormous  rebates  would  insure  a 
big  profit  to  the  railroads  in  their  aggregate 
business,  even  if  passengers  were  carried 
at  less  than  the  rate  for  which  The  Busi¬ 
ness  Man’s  Magazine  stands. 

“Muck  Rake”  Cried  by  Those  in  the 
Muck. 

Here  there  is  pertinent  some  remarks 
about  the  “muck  rake.”  The  howl  is  kept 
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Up  by  publications  owned,  controlled  or 
hired  by  great  corporate  powers.  It  is  true 
enough  that  the  railroads  are  necessary  to 
the  people,  just  as  it  is  true  that  the  people 
are  necessary  to  the  railroads.  If  one 
choose  to  follow  the  whimsical  arguments 
of  these  giant  monopolies  in  the  same  tone 
which  they  adopt,  the  people  would  still 
hold  the  stronger  hand.  They  lived  and 
thrived  for  generations  without  the  roads 
which  would  have  died  at  birth  had  the 
people  not  adopted  them.  To  yield  to  their 
abuses  because  they  are  a  necessity,  leads 
logically  to  the  conclusion  that  they  may 
follow  their  perfidious  policy  until  they 
become  the  governing  power  of  the  nation. 
That  they  have  already  gone  far  in  that 
direction  is  responsible  for  the  agitation 
which  must  employ  the  terrific  forces  of 
outraged  popular  rights  until  they  are 
safely  restored  to  their  own.  We  are 
without  sympathy  with  the  mawkish  sen¬ 
timent  which  would  condone  the  unutter¬ 
able  cruelties  of  the  corporate  powers,  in¬ 
terlocked  with  each  other  until  to  find  the 
inner  history  of  one  is  to  find  it  a  member 
of  the  stupendous  conspiracy  which  mur¬ 
ders  the  'weak  in  the  commercial  field  and 
robs  the  consumer  with  merciless  men¬ 
dacity. 

Regulate  the  Roads  Before  They  Gain 
Absolute  Control. 

What  right  have  such  offenders  to  claim 
immunity  from  legislation  that  means  rigid 
regulation  and  an  assurance  to  the  masses 
of  their  fullest  rights  in  the  premises? 
Where  did  the  corporations  show  less  than 
a  spirit  of  defiance  and  contempt  for  those 
whom  they  plucked  by  the  shrewdest  de¬ 
vices  of  robbery?  What  modification  of 
justice  is  coming  to  those  who  have  bribed 
courts,  bought  legislatures  and  kept  their 
sappers  and  miners  at  work  in  the  surest 
way  to  destroy  our  distinctive  institutions? 

Bismarck  declared  that  in  politics  there 
is  no  middle  term  between  velvet  and  cold 
steel.  His  reference  was  to  international 
complications,  but  here  we  are  a  people 
largely  within  ourselves.  Our  individual 
operations  and  opportunities  should  be  held 
as  sacred  ?.s  the  form  of  government  under 
which  they  are  protected.  If  there  be  an 
invader  upon  the  guaranteed  rights  of 
American  citizenship,  he  must  be  repelled 
at  any  cost.  Where  the  invaders  threaten 
to  become  an  autocracy  of  wealth  and 


have  gone  far  in  that  direction,  and  when 
they  are  public  servants,  as  in  the  case  of 
the  railroads,  the  mean  plaint  that  they  are 
a  necessity  and  must  therefore  be  spared, 
calls  upon  the  people  for  such  restrictions 
as  will  surely  hold  the  erstwhile  insolent 
but  now  weak-kneed  offenders.  There  is 
not  the  slightest  danger  that  railroads  will 
be  abandoned.  The  real  “necessity”  in  the 
case  is  that  they  be  made  to  conform  to  that 
robust  morality  which  they  have  lost,  to 
the  utmost  extent  of  their  opportunities. 
Traced  through  its  various  ramifications, 
their  treason  is  worse  than  that  of  armed 
traitors. 

A  Stab  in  the  Back. 

You  may  fight  the  latter  face  to  face. 
The  railroads  have  the  ways  of  the  masked 
footpad  or  the  assassins  that  fire  from  am¬ 
bush.  A  long  lease  of  power  may  make  it 
difficult  for  them  to  realize  that  they  are 
not  supreme  in  its  exercise,  but  it  is  vital 
to  the  preservation  of  the  country  itself 
that  they  be  so  completely  disillusionized 
that  their  fate  may  long  retard  others  who 
would  undertake  the  same  iniquitous 
schemes  for  plunder  and  usurpation. 

Commissioner  «Clements  of  the  interstate 
commerce  commission  hit  the  nail  on  the 
head  during  the  investigation  at  C|iicago 
of  direct  charges  of  collusion  between  the 
Standard  Oil  Co.  and  the  St.  Louis  &  Iron 
Mountain  railroad.  One  of  the  attorneys 
of  the  Standard  declared  that  the  evidence 
of  one  of  the  witnesses  was  nothing  but  a 
lot  of  “muck-raking.” 

“Well,”  replied  the  commissioner,  “if  the 
Standard  Oil  Co.  is  in  the  muck  I  see  no 
reason  why  the  rake  should  not  be  used.” 

There  was  the  most  damaging  testimony 
going  to  show  that  both  the  greasy  octupus 
and  the  railroad  were  in  the  muck  and  in 
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deep.  Their  condition  was  that  of  many 
other  of  the  railroads,  as  has  come  to  light 
through  private  as  well  as  public  expos¬ 
ures.  They  have  forfeited  all  claims  to 
consideration  that  might  soften  the  de¬ 
mands  of  exact  justice.  Their  methods 
have  been  morally  and  legally  loathsome. 
They  have  been  bribed  and  have  bribed. 
They  have  divided  stolen  goods  with  all 
the  sang  froid  of  a  cultured  gang  of  thieves. 
They  have  built  their  golden  stronghold 
upon  the  ruins  of  private  fortune  and  the 
wreckage  of  private  enterprise.  They  have 
done  their  treasonable  best  to  scuttle  the 
ship  of  state  and  sink  it  to  the  depths  of 
their  infamy.  Every  man,  woman  and  child 
in  the  United  States,  outside  the  allied  rob¬ 
bers’  combine,  has  suffered  through  their 
unspeakable  wickedness.  We  have  no  pa¬ 
tience  with  the  prating  weaklings  who  say 
to  handle  the  situation  gently. 

An  Actual  Robbery  of  Widows  and 
Orphans. 

Recall  the  events  on  Wall  Street  when 
the  attempt  was  made  to  bring  about  the 
unlawful  and  forbidden  railroad  mergers. 
The  fever  became  a  contagion.  Billions  of 
dollars  of  new  securities  were  offered  and 
sold  at  an  immense  profit.  Tens  of  mil¬ 
lions  of  these  were  unloaded  upon  insur¬ 
ance  companies  in  which  railroad  kings 
were  directors,  thus  robbing  the  widows 
and  ’orphans  while  prostituting  the  institu¬ 
tions  created  to  make  sure  provision  for 
the  future  for  those  dependents.  Yet  the 
railroads  cry  “mercy !”  Give  them  what 
their  despicable  conduct  has  earned ;  no 
more,  no  less. 

What  have  the  things  considered  to  do 
with  the  mileage  question?  A  very  great 
deal.  Railroad  stocks  are  issued  and  in¬ 
tended  to  draw  dividends  upon  the  earnings 
of  the  entire  system  represented.  There  is 
no  sale  of  shares  in  the  freight  or  the  pas¬ 
senger  traffic,  but  in  both.  The  term  “rea¬ 
sonable  profit”  does  not  apply  to  either  but 
to  both  combined.  The  outcome  of  a  year’s 
business  is  deduced  from  the  net  earnings 
without  reference  to  the  specific  sources  of 
income.  If  the  result  be  “reasonable  profit” 
there  is  not  the  slightest  excuse  for  the 
stiffening  of  prices  by  the  companies.  But 
they  have  been  dissipating  millions  in  re¬ 
bates.  They  have  spent  other  millions  in 
their  literary  bureaus  meant  to  blind  and 
bias  public  opinion.  Still  more  millions 


have  been  given  in  the  currency  of  free 
passes  to  influence  the  lawmakers,  to  muz¬ 
zle  the  press  and  to  sustain  lobbies  regard¬ 
less  of  expense.  All  of  these  enormous 
sums  should  have  appeared  in  the  earnings 
and  added  to  the  profits  instead  of  in  the 
corruption  fund — no  difference  how  inno¬ 
cent  the  name  given  it  in  the  books  of  the 
offending  companies. 

Honest  Use  of  Moneys  Earned  Would 
Make  a  2c  Rate  Profitable. 

Make  these  changes  and  the  savings 
would  so  add  to  the  wealth  of  the  roads 
that  two-cent  mileage  would  be  dangerous 
to  the  railroads  only  in  the  fact  that  it 
would  be  liable  to  yield  them  more  than  the 
“reasonable  profit”  for  which  they  clamor. 
This  phase  of  the  question  has  been  gone 
into  at  some  length  because  the  position 
taken  by  The  Business  Man’s  Magazine 
in  the  June  issue  was  questioned  by  inter¬ 
ested  opposition. 

The  railway  pass  evil  as  bearing  upon  the 
two-cent  rate,  for  two  reasons  demands 
further  consideration.  The  first  is  that, 
to  meet  any  shortage  in  that  “reasonable 
profit,”  against  which  stolen  millions  arc 
charged,  those  who  pay  their  fares 
must  also  pay  the  fares  of  those  who 
ride  free.  In  plain  language,  those 
who  purchase  tickets  are  held  up  for 
those  who  do  not,  and  the  margin  goes  to 
the  railroads  for  purposes  of  bribery,  flim- 
sily  disguised  as  personal  compliment. 
This  is  no  unconsidered  accusation.  A  gov¬ 
ernor,  legislator,  judge  or  other  public  of¬ 
ficial  is  ordinarily  as  good  a  man  after  he 
has  served  his  term  as  before.  If  the  giv¬ 
ing  of  a  pass  is  a  personal  recognition  it 
should  not  be  withdrawn  because  the  re¬ 
cipient  loses  the  position  in  which  he 
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might  be  of  assistance  to  the  railroads  in 
their  schemes  for  defeating  the  will  of  the 
people.  The  same  is  true  of  the  editor, 
correspondent  or  reporter  who  yields  to 
temptation. 

Newspapers  Bribed  With  Pitifully  Small 

Sums. 

Some  newspapers  actually  have  mileage 
which  they  give  out  as  an  inducement  to 
advertisers,  and  the  railroads  supply  this 
additional  aid  to  bribery,  again  charging  it 
to  the  man  who  pays  as  he  goes.  The  re¬ 
actionary  claim  made  by  some  of  the  rail¬ 
roads  is  that  it  costs  them  little  or  nothing 
to  carry  those  who  are  passed.  This  is 
confession.  A  lawmaker,  judicial  officer, 
newspaper  man  or  any  beneficiary  of  rail¬ 
road  “hospitality,”  takes  as  much  room  ^nd 
generally  calls  for  more  attention  than  those 
who  pay  the  fare.  If  it  costs  little  or  noth¬ 
ing  to  carry  one  of  these  deadheads  it 
should  cost  little  or  less  than  nothing  to 
transport  the  cash  customer. 

It  has  been  held  for  some  time  that  to 
carry  an  interstate  passenger  without  charge 
when  other  such  passengers  are  required 
to  pay,  is  undoubtedly  a  forbidden  discrim¬ 
ination.  Under  the  pressure  of  public  opin¬ 
ion  the  ofYenses  are  fewer  than  they  used 
to  be  but  continue.  In  Ohio  the  legislature 
made  a  two-cent  rate  after  some  or  all  of 
the  roads  had  withdrawn  passes  from  the 
state  solons.  It  may  not  have  been  an  act 
of  retaliation  but,  it  hints  at  the  way  in 
which  the  states  may  bring  the  law  making 
offenders  to  action  as  commendable  in  re¬ 
sults  as  though  prompted  by  the  highest 
sense  of  duty.  It  need  only  be  added  in  this 
connection  that  lobbyists  not  only  travel 
free,  but  are  paid  liberally  for  their  con¬ 
temptible  services  and  supplied  with  ample 
means  to  be  used  in  vitiating  and  debasing 
the  sources  relied  upon  for  pure  govern¬ 
ment.  Thus  the  millions  are  squandered  in 
worse  than  riotous  living,  and  honest  peo¬ 
ple  must  stand  for  extortion  in  order  that 
the  roads  may  make  “reasonable  profit.”  It 
would  be  confiscatory  not  to  allow  them 
such  profit,  but  it  is  within  the  province  of 
government  regulation  to  insist  that  the 
question  of  profit  rest  upon  conscientious — 
or  at  least  legal — collections  and  disburse¬ 
ments.  To  hold  that  these  haughty  cor¬ 
porations  cannot  be  brought  to  such  rea¬ 
sonable  regulation  is  to  admit  that  at¬ 
tempted  self-government  is  a  failure ;  that 


railroads  and  allied  corporations  have 
established  a  dictatorship  which  cannot  be 
broken.  If  in  the  name  of  that  fetich, 
“reasonable  profit,”  they  can  exact  millions 
from  the  masses  and  expend  it  in  the  most 
damnable  schemes  which  the  genius  of  dis¬ 
loyalty  can  conceive,  and  then  be  listened 
to  in  their  plea  for  clemency,  the  public 
can  best  void  against  still  greater  oppres¬ 
sion  by  immediate  surrender. 

You  Must  Consent  to  be  Robbed. 

There  is  another  material  consideration. 
Traveling  men  are  the  most  numerous 
buyers  of  mileage.  As  a  rule  they  use 
sleepers  and  parlor  cars.  Here  they  are 
permitted  to  exercise  the  self-respect  which 
is  violated  when  they  are  held  up  and 
humiliated  by  the  rules  and  conditions  to 
which  they  subscribe  in  order  to  get  their 
mileage  book.  But  they  pay  well  for  the 
privilege.  The  porter  must  be  feed.  The 
waiters  in  the  dining  cars  must  be  tipped. 
Offend  these  sympathetic  autocrats  and 
they  are  as  indifferent  to  your  rights  as 
are  the  railroads  themselves.  You  get 

abominable  service  and  black  looks  unless 

« 

you  help  pay  the  railroad  help.  The  out¬ 
lay  of  the  corporations  in  this  direction  is 
a  pitiable  pretense  of  giving  wage.  You 
pay  the  rest,  just  as  you  pay  the  railroads 
to  help  throttle  scalpers.  Hire  a  stateroom 
at  an  extortionate  rate  or  a  costly  sleeping 
berth  and  after  that  you  must  settle  every 
time  you  trouble  an  ebony  attendant  to 
whisk  a  broom,  bring  a  table,  brush  your 
shoes  or  clothes,  furnish  ice  water  or  de¬ 
liver  in  good  shape  and  in  good  time  what 
is  scheduled  on  the  bill  of  fare.  You  have 
the  blessed  alternative  of  taking  the  infer¬ 
ior  cars,  the  increased  hazard  in  case  of 
accident,  go  dusty  and  uncomfortable  and 
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even  go  hungry  unless  you  tackle  the  din¬ 
ing  car  and  the  inevitable  tip  which  it  im¬ 
poses. 

Yet  we  must  be  merciful  and  not  hurt 
the  feelings  of  the  railroads.  They  are  a 
necessity  and ‘it  is  an  unavoidable  “bless¬ 
ing”  to  be  robbed  by  them.  Stand  all  the 
abuses  that  their  tyranny  suggests,  but  do 
not  hurt  their  tender  feelings. 

“Necessity.” 

Was  there  ever  a  more  nauseous  ap¬ 
peal  to  the  true  *  spirit  of  independence? 
Fawn  upon  the  hand  that  smites  you,  for 
it  is  a  necessity.  Let  your  pocket  be  filched, 
for  it  is  a  necessity.  Help  pay  the  bills  for 
wholesale  swindling,  defilement  and  de¬ 
moralization,  for  it  is  a  necessity.  .Con¬ 
tribute  to  crime  and  to  traitorous  crim¬ 
inals,  for  it  is  a  necessity.  Help  swell  the 
corruption  fund  and  contaminate  the  living 
springs  of  our  national  existence,  for  it  is 
a  necessity.  Sink  into  contemptible,  supine 


serfdom,  for  it  is  a  necessity.  Any  idea 
that  the  railroads,  equitably  and  fairly 
managed,  cannot  establish  a  universal 
rate  of  two  cents,  and  still  make  much  bet¬ 
ter  than  a  “reasonable  profit,”  vanishes  be¬ 
fore  the  truth.  It  is  not  the  soulless  and  in¬ 
animate  railroads  that  are  at  fault,  but  the 
soulless  and  super-animate  corporations 
that  run  the  railroads  which  must  be 
regulated.  When  honest  money  honestly 
made  is  honestly  converted  into  the  treas¬ 
uries  of  these  institutions,  then  will  be  the 
time  to  determine  the  relative  sums  to  be 
collected  from  the  passenger  and  the  freight 
traffics.  At  present,  allowing  for  the 
stupendous  misappropriations  and  the  cul¬ 
pable  diversions  made  from  the  proceeds  of 
the  freight  business,  two  cents  a  mile  for 
each  passenger  would  mean  more  than  the 
“reasonable  profit”  that  is  held  inviolable 
by  the  constitution  which’  our  railroads 
revere  in  no  other  essential  feature,  so  far 
as  this  controversy  is  concerned. 


Is  It  You  ? 


Some  one’s  selfish,  some  one's  lazy ; 

Is  it  you? 

Some  one’s  sense  of  right  is  hazy ; 

Is  it  you? 

Some  folks  live  a  life  of  ease. 

Doing  largely  as  they  please— 

Drifting  idly  with  the  breeze; 

Is  it  you? 

Some  one  hopes  success  will  find  him ; 
Is  it  you? 

Some  one  looks  proudly  behind  him ; 

Is  it  you? 

Some  one’s  full  of  good  advice, 

Seems  to  think  it  rather  nice 
In  a  has-been’s  paradise — 

Is  it  -you? 

Some  one  trusts  to  luck  for  winning. 

Is  it  you? 

Some  one  craves  a  new  beginning  ; 

Is  it  you? 

RAILROADS  ARE  A  NECESSITY". 


Some  one  says :  “I  never  had 

Such  a  chance  as  Jones’  lad.” 

Some  one’s  likewise  quite  a  cad — 

Is  it  you? 

Some  one’s  terribly  mistaken , 

Is  it  you  ? 

Some  one  sadly  will  awaken ; 

Is  it  you? 

Some  one’s  working  on  the  plan 

That  a  masterful  “I  can” 

Doesn’t  help  to  make  the  man— 

Is  it  you? 

Some  one  yet  may  “make  a  killing,” 
And  it’s  you. 

Some  one  needs  but  to  be  willing, 
And  it’s  you. 

Some  one  better  set  his  jaw, 

Cease  to  be  a  man  of  straw. 

Get  some  sand  into  his  craw — 

And  it’s  you. 

— Baltimore  American. 

RAILROAD  ROBBERS  ARE  NOT. 


1 


The  Magnitude  of  the  Glass  Industry 
in  the  United  States 


By  G.  P.  BLACKISTON 


WENTY-FIVE  years  ago 
there  were  but  169  glass  plants 
in  the  United  States,  repre¬ 
senting  a  capital  of  a  little 
over  eighteen  million  dollars. 
Today  there  is  over  seventy  million  dollars 
invested  in  the  400  plants.  This  great  in¬ 
crease  in  capital  is  indicative,  in  a  great 
degree,  to  the  vast  improvements  in  factory 
construction  and  equipment.  As  a  result 
the  valuation  of  the  products  have  increased 
almost  94  per  cent  or  from  twenty-one  mil¬ 
lion  to  sixty-five  million  dollars.  Though 
the  number  of  wage-earners  have  only  in¬ 
creased  85  per  cent,  their  wages  now  ap¬ 
proximate  thirty  million  dollars  annually  or 
a  total  increase  of  128  per  cent  over  those 
of  1880. 


While  the  origin  of  glass  is  shrouded 
within  the  folds  of  the  impregnaible  past 
and  interwoven  with  the  mythical  fables 
and  legends,  it  stands  today  as  a  monu¬ 
ment  to  the  wonderful  achievements  of  the 
ancient  as  well  as  modern  artisan,  the  glass 
blower.  Though  many  of  the  oldest  author¬ 
ities  claim  for  it  an  antiquity  out-dating  the 
flood,  others  go  so  far  as  to  assert  that  it 
was  in  existence  during  the  days  of  Job. 
But  that  it  was  in  vogue  during  the  reign  of 
the  Chaldeans  is  well  proven  by  the  mounds 
of  Warka  in  Mesopotamia  wherein  are 
“clay  coffins  covered  with  green  glaze  and 
embossed  with  the  figures  of  warriors,  etc., 
and  within  are  ornaments  of  gold,  silver, 
iron,  copper  and  glass.” 

Granting  that  Tyre  was  the  first  authen- 
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tically  known  city  to  have  made  glass,  we 
next  trace  it  to  Rome,  Bohemia  and  Venice, 
thence  to  Germany,  France,  Great  Britain 
and  the  United  States. 

In  Egypt  it  was  used  in  a  crude  form  as 
a  key  to  their  arts,  in  Bohemia  and  Venice 
as  extravagant  luxuries,  in  Rome  as  a  use¬ 
ful  art,  in  France  as  a  noble  profession,  in 
Great  Britain  as  a  commercial  enterprise 
and  in  the  United  States  as  a  stepping  stone 
to  the  throne  of  commercial  supremacy. 

So  rapid  and  marvelous  has  been  its  growth 
that  today  it  is  employed  by  all  classes  and 
nationalities  for  many  purposes.  It  is 
through  its  manifold  characteristics  that 
the  brightness  ot  the  outside  world  is  trans¬ 
ferred  within  the  walls  of  ,  our  homes,  the 
storm  and  chilly  blast  of  winter  kept  with¬ 
out.  It  adorns  and  ornaments  our  table,  our 
parlor,  kitchen  and  bedroom,  it  softens  the 
rays  of  the  lamp,  it  restores  the  sight  of 
the  aged  and  aids  that  of  the  young,  it  holds 
the  lightning  rods  and  telegraph  wires,  ex¬ 
tends  the  eyes  of  the  astronomer  into  the 
realms  of  the  unknown,  enlarges  the  size 
of  the  invisible  microbe  to  the  eye  of  the 
scientists,  it  aids  the  mariner  in  discovering 
unseen  dangers,  protects  the  small  flame  of 
the  ever  faithful  beacon  against  the  strong 
and  unmerciful  winds,  it  covers  the  side¬ 
walks,  floors  and  ceilings,  it  reflects  the 
form  of  beautiful  women  and  serves  as 
money  to  the  savages,  permits  the  hands  of 
the  clock  to  be  seen  and  protected,  it  is 
made  into  a  cloth  that  withstands  sewing, 
cutting  and  bending,  it  permits  the  flowers 
to  grow  and  revel  amid  the  bright  rays  of 
the  winter  sun  while  the  outside  world  is 
cold  and 'frosty,  it  reflects,  magnifies,  dimin¬ 
ishes  and  cuts ;  these  and  many  others  are 
the  uses  of  glass. 

Technically  speaking,  glass  is  a  silicate  or 
silicate  mixture,  which  is  fluid  at  a  high 
temperature,  a  semi-fluid  and  a  solid  at 
lower  tempU'atures.  In  its  fluid  and  semi¬ 
fluid  state  it  is  ductile  and  capable  of  being 
cast,  pressed,  rolled,  drawn,  blown,  welded 
and  spun.  Though*  opaque  at  a  red  or  white 
heat  in  its  molten  condition,  it  becomes 
translucent  and  transparent  when  cool.  The 
latter  depends  largely  upon  the  purity  of  the 
materials  from  which  it  is  composed. 

The  manufacture  of  glass  was  about  the 
first  important  industry  to  be  inaugurated  in 
this  country.  It  was  commenced  as  early  as 
1608  by  eight  Poles  and  Germans  sent  over 
by  the  London  Co'mpany.  They  located  at  a 


point  about  one  mile  from  Jamestown,  Va. 
One  year  later  the  first  export  shipment  of 
manufactured  articles  ever  made  by  the 
New  World,  was  dispatched  to  England, 
consisting  mostly  of  glass  products. 

Bottles  constituted  the  output  of  the  first 
factory,  though  a  few  beads  were  made  for 
the  Indians.  But  its  career  was  short  as  it 
soon  fell  into  decay — later  was  entirely  de¬ 
stroyed  by  the  great  Indian  massacre  of 
1622.  Though  many  small  factories  were 
started  up  afterwards  it  was  not  until  1787 
that  the  industry  acquired  a  new  impetus 
and  started  on  its  way  as  one  of  the  na¬ 
tion’s  leading  industries.  Today  Pitts¬ 
burgh  is  the  center  of  the  glass  industry. 

Though  the  several  grades  of  glass  have 
all  a  common  basis,  consisting  of  a  silicate 
and  an  alkali,  they  differ  somewhat  in  re¬ 
spect  to  their  other  ingredients.  Silica,  in 
form  O'f  sand,  constitutes  about  50  to  75 
per  cent  of  the  basic  material  of  all  glass. 
Its  quality,  however,  varies  with  the  grade 
of  glass.  The  alkaline  base  is  usually  com¬ 
posed  of  soda  or  potash,  while  oxide  of 
lead  and  lime  comprises  the  alkaline  earths. 
In  the  manufacture  of  stained  or  colored 
glass  such  metallic  oxides  as  copper,  gold 
and  tin,  cobalt,  chrome,  carbon,  antimony, 
cadmium,  and  phosphate  of  lime  are  em¬ 
ployed,  each  adding  its  particular  shade  and 
color. 

The  sand  used  in  manufacture  of  glass 
is  found  in  almost  inexhaustible  deposits  in 
Pennsylvania,  West  Virginia,  Illinois,  Mis¬ 
souri,  New  Jersey  and  Massachusetts.  Due 
to  the  very  large  yearly  consumption  of  this 
material,  many  of  the  glass  manufacturers 
are  today  operating  their  own  sand  interest, 
thus  economizing  and  guarding  themselves 
against  inferior  quality. 

Although  a  large  amount  of  material, 
used  in  glass  manufacture,  is  still  imported, 
namely :  nitrate  of  soda  from  South  Amer¬ 
ica,  arsenic  from  England  and  British  Col¬ 
umbia,  manganese  from  Saxony  and  potash 
from  Germany;  the  rapid  advancement  in 
the  production  of  these  materials  in  this 
country  enables  the  United  States  to  sup¬ 
ply  the  soda  ash  (formerly  supplied  alto¬ 
gether  by  England),  litharge,  salt  cake, 
limestone,  lime  and  silica.  Thus  the  indus¬ 
try  is  becoming  more  and  more  an  American 
enterprise  in_its  epitome,  just  as  the  iron 
and  steel  industry  has. 

In  the  actual  manufacture  of  glass,  the 
materials,  from  which  the  finished  product 
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MAKING  BOTTLES,  SHOWING  THE  MOLD  PARTLY  OPENED. 


is  to  be  made,  are  carefully  weighed  and 
thoroughly  mixed.  As  stated  before,  the 
mixtures  or  batch  varies  according  to  the 
grade  and  quality  of  glass.  It  is  then  con¬ 
veyed  to  the  furnaces  in  two-wheel  buggies 
or  carts.  Upon  its  arrival  there  it  is  charg¬ 
ed  into  the  pots  or  tanks,  whichever  the 
case  happens  to  be. 

It  might  be  apropos  to, mention  here  that 
no  branch  of  this  wonderful  industry  has 
made  such  remarkable  advancement  during 
the  last  ten  years,  with  regard  to  economy 
and  rapidity  in  operation,  as  that  of  the 
furnaces  themselves.  This  vast  change  has 
been  brought  about,  to  a  great  extent,  by 
the  substitution,  in  many  instances,  of  tank 
furnaces  for  the  old  clay  pot  type. 

Though  both  are  modifications  of  the  re¬ 
verberatory  furnace,  the  cost  of  operation 
differs  materially.  The  tank,  which  consti¬ 
tutes  about  49  per  cent  of  the  total  number 
of  active  furnaces,  has  proven  to  be  supe¬ 
rior  in  economy,  regularity  and  uniformity 
of  working  and  durability.  The  first  cost, 
however,  of  the  tank  is  far  more  costly  than 


that  of  the  pot  furnace. 
The  tank,  therefore,  is 
seldom  adapted  for  tem¬ 
porary  purposes. 

Although  t  h  e.r  e  are 
two  general  styles  of  pot 
furnaces,  those  wherein 
the  open  and  the  covered 
pots  are  employed,  the 
fundamental  principles 
are  similar.  In  the  for¬ 
mer  case,  which  is  most¬ 
ly  employed  in  the  manu¬ 
facture  of  jars,  bottles, 
plate,  and  window  glass, 
the  furnace  itself  is  usu¬ 
ally  oblong,  the  length 
varying  with  the  number 
of  pots  employed.  The 
capacity  is  mostly  from 
six  to  12  pots,  arranged 
in  two  rows.  The  top  or 
crown  of  the  furnace  is 
situated  at  such  a  height 
as  to  permit  an  adequate 
and  uniform  distribution 
of  heat  between  the  pots. 
If  the  fuel  is  gas,  the 
flames  enter  one  end  and 
traverse  the  entire  length 
of  t  h  e  furnace,  making 
their  exit  at  the  opposite 
end.  In  case  of  the  direct  fire,  grates  are 
located  in  the  space  between  the  two  rows 
of  pots,  below  the  level  of  the  floor  proper. 

By  these  methods  the  pots  are  continu¬ 
ally  enveloped  in  a  solid  flame  whose  heat 
is  most  intense. 

Where  the  covered  pot  is  used,  which  is 
invariably  the  case  in  the  manufacture  of 
flint  glass,  the  furnaces  are  conical  in  shape. 
The  crown  lies  very  close  to  the  top  of  the 
pot  and  covers  the  entire  diameter  of  the 
furnace.  The  fire  box  or  grate  is  situated 
below  and  in  the  center  of  the  stack.  The 
flames  entering  from  the  center  dart  around 
all  sides  of  the  pots,  finally  making  their 
exit  through  flues  in  the  breast  walls  into 
the  large  central  chimney  above.  The  pots 
are  arranged  in  a  single  row  around  the 
entire  outer  circumference  of  the  furnace. 
Openings  are  located  in  the  outer  wall,  at 
regular  distances.  The  necks  or  openings 
of  the  pots  come  flush  with  these  holes  thus 
permitting  the  charging  and  discharging  of 
the  same. 
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When  old  or  broken 
pots  are  to  be  replaced 
by  new  ones,  an  opening 
is  made  in  the  wall  of  the 
furnace  in  front  of  the 


pot  or  pots  in  question. 

They  are  then  removed 
by  a  two-wheeled  buggy 
whose  arms  fit  snugly 
aroundthebellyof  thepot. 

The  tank  furnaces  are 
also  of  two  types — con¬ 
tinuous  and  day.  The 
former,  as  its  name  in¬ 
dicates,  permits  continu¬ 
ous  charging  and  dis¬ 
charging— there  being  a 
supply  of  molten  glass 
at  all  times.  The  fur¬ 
nace  is  charged  at  one 
end  and  the  glass  ex¬ 
tracted  at  the  other.  The 
day  tank  resembles  the 
pot  furnace  in  as  much 
as  requiring  a  day  or 
night  to  melt  its  con¬ 
tents  when  it  is  worked 
out  and  another  charge 
made. 

Pots  are  entirely  done 
away  with  in  these  fur¬ 
naces,  the  charge  or 
batch  being  melted  di¬ 
rectly  upon  the  hearth  by  means  of  the 
flames  sweeping  across  the  same.  These 
tanks  are  made  of  the  same  material  as  the 
pots.  The  continuous  tanks  are  divided 
into  two  and  three  divisions,  the  batch  be¬ 
ing  charged  into  the  first.  The  -flames  en¬ 
tering  one  end  of  the  furnace  and  making 
their  escape  at  the  other,  melts  the  charge 
which  flows  into  the  next  compartment, 
through  a  hole  at  the  bottom  of  the  wall. 
Here  it  is  freed  from  its  impurities.  From 
this  section  it  passes  into  the  third  or  final 
section  from  which  it  is  extracted. 

In  many  plants  this  final  division  or  com¬ 
partment  covers  an  immense  space  and  con¬ 
tains  many  openings  for  the  men  to  work 
from.  In  some  cases  they  are  crescent  and 
round,  the  operators  working  from  all  sides. 
The  window  tank,  as  an  example,  is  about 
five  times  as  long  as  it  is  wide,  while  the 
bottle  tank  is  much  shorter  and  wider  than 
the  window  tank.  The  former,  as  a  rule, 
are  about  70  to  80  feet  long  and  14  to  15 
feet  wide,  the  depth  being  in  the  neighbor- 


HAND  CUTTING  A  GLASS  BOWL. 

Iiood  of  five  feet.  The  day  tanks  are  of 
much  smaller  capacity,  being  practically 
nothing  but  one  large  pot  in  which  the 
material  is  charged,  melted  and  extracted, 
the  operation  being  continually  repeated. 

There  are  three  general  methods  of 
working  glass  into  commercial  form,  cast¬ 
ing,  blowing,  and  pressing  in  molds.  Thus 
the  industry  is  divided  into  four  general 
divisions,  namely  plate  or  flat  glass,  hol¬ 
low,  massive  and  pressed. 

PLATE  GLASS. 

Although  many  attempts  had  been  made 
previous  to  1873,  to  manufacture  success¬ 
fully  polished  plate  glass  in  this  country,  it 
was  not  until  1879  that  it  was  placed  upon 
a  paying  basis.  The  success  of  this  branch 
of  the  industry  is  almost  altogether  due  to 
Capt.  J.  B.  Ford,  who  controlled  and  oper¬ 
ated  the  plant  at  New  Albany,  Ind. 

A  slight  idea  of  the  great  advancement 
of  this  branch  can  be  realized  when  one 
glances  at  the  immense  sheets  of  glass  that 
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confront  us  on  all  sides  in  the  shopping  cfis- 
tricts.  But  little  thought  is  ever  given  to 
the  skill,  ingenuity  and  labor  that  is  inter¬ 
woven  among  these  transparent  seas  of 
sand,  for  the  interest  is  invariably  centered 
upon  the  beautiful  displays  that  are  being 
protected  by  its  strong  composition. 

The  raw  materials  consisting  of  sand, 
soda  ash,  limestone,  salt  cake,  charcoal  and 
arsenic  are  usually  emptied  from  the  cars 
into  bins.  When  required  they  are  care¬ 
fully  weighed  and  placed  in  batch  wagons 
which  in  turn  are  conveyed  down  the  cast¬ 
ing  hall  to  the  furnaces. 

Due  to  the  peculiar  method  of  handling 
the  molten  glass,  open  pot  furnaces  are  al¬ 
together  employed  in  this  process.  The 
furnaces  are  arranged  in  one  or  two  long 
rows  facing  upon  a  common  hall  or  pass¬ 
ageway.  The  bottom  of  the  furnaces  are 
level  with  the  floor,  large  lifting  or  sliding 
doors  permitting  the  placing  or  extraction 
of  the  pots.  It  requires,  on  an  average,  14 
to  15  hours  for  the  batch  or  mix  to  thor¬ 
oughly  melt — in  a  condition  to  be  cast. 

When  of  the  proper  fluidity,  the  pots  are 
drawn  out,  one  at  a  time,  by  means  of  a 
large  crane  whose  arm  is  so  constructed  as 
to  extend  far  into  the  interior  of  the  fur¬ 
nace. 

The  pot  being  extracted,  it  is  rapidly  con¬ 
veyed  to  the  casting  table,  consisting  of  a 
large  cast  iron  surface,  perfectly  smooth 
and  level.  The  contents  of  the  pot  are  then 
poured  slowly  upon  one  end  of  the  table 
in  front  of  a  cast  iron  roller,  whose  width 
is  greater  than  that  of  the  table  itself.  It 
is  so  constructed  as  to  roll  from  one  end 
of  the  table  to  the  other.  A  narrow  strip 
of  iron,  of  the  thickness  desired  in  the  plate 
glass,  extends  down  both  sides  of  the  table 
for  its  entire  length.  It  is  upon  these  that 
the  roll  operates.  The  fluid  glass  being 
cast  upon  the  table  in  front  of  the  constant¬ 
ly  moving  roll,  the  molten  deposit  is  rap¬ 
idly  flattened  into  a  perfectly  flat  sheet,  of 
the  thickness  of  the  space  between  the  table 
and  the  roll. 

The  rough  sheet  of  glass  becoming  suf¬ 
ficiently  solidified  to  permit  moving,  is  next 
placed  into  the  large  annealing  furnaces 
where  it  is  gradually  cooled.  By  this 
method  a  readjustment  of  the  rapidly  mov¬ 
ing  molecules  are  permitted  to  occur,  thus 
obliterating  the  great  danger  of  unequal 
strains  and  breakage.  The  glass  is  also 
made  less  brittle. 


By  the  present  methods  this  operation  is 
carried  on  in  long  low  arched  ovens  or 
structures  200  to  300  feet  long  and  12  to 
15  feet  high.  The  doors  of  these  furnaces 
border  upon  either  side  of  the  casting  table 
which  operates  upon  tracks  down  the  cen¬ 
ter  of  the  .aisle.  The  plate,  therefore,  is 
readily  moved  from  the  table  into  one  of 
the  many  furnaces — when  the  table  is  ready 
for  another  cast. 

The  floor  of  these  lehrs  or  annealing  fur¬ 
naces  are  composed  of  a  specially  prepared 
clay  whose  surface  is  perfectly  flat  and 
smooth.  The  furnace  itself  is  divided  into 
five  sections,  each  being  a  little  cooler  than 
the  first.  As  the  plate  slowly  moves,  by 
means  of  an  endless  chain,  from  one  into 
the  other,  it  is  gradually  cooled  free  of  all 
strains  and  ununiformity.  By  this  method 
it  requires  but  three  hours,  whereas  in  the 
old  kiln  system  it  was  the  work  of  three 
to  five  days. 

But  the  plate  is  not  yet  ready  for  the 
market.  Its  surface  is  still  rough  and  void 
of  transparency.  This  necessitates  grind¬ 
ing  and  polishing.  For  this  operation  it  is 
moved  to  a  large  cast  iron  rotary  table  to 
which  it  is  securely  fastened.  By  means  of 
a  series  of  smaller  revolving  discs  fed  with 
a  stream  of  sharp  sand  and  water,  the 
plate  is  ground  to  a  comparative  smooth¬ 
ness.  The  lower  plate  or  base  being  re¬ 
movable,  it  is  readily  picked  up  with  the 
sheet  of  glass  upon  it  and  conveyed  to  the 
polishers— thus  avoiding  an  extra  turning 
over  of  the  plate.  By  this  method  one  side 
is  finished  when  the  opposite  side  passes 
through  the  same  treatment. 

In  the  finishing  process  the  surface  of 
the  already  ground  plate  is  subjected  to  a 
thorough  and  hard  rubbing  by  means  of  a 
series  of  felt  covered  polish  discs  fed  with 
a  rouge.  These  operations,  cause  a  reduc¬ 
tion  of  one-eighth  of  an  inch  on  each  side 
of  the  plate. 

WINDOW  GLASS. 

No  branch  of  the  glass  industry  has  met 
with  such  reverses  during  the  last  few 
years  as  that  of  the  window  glass.  The 
causes  are  various  and  numerous,  the  most 
important  of  which  has  been  the  introduc¬ 
tion  of  the  window  glass  blowing  machine, 
the  scarcity  of  men  and  the  strong  organi¬ 
zation  of  its  unions. 

The  manufacture  of  sheet  or  window 
glass  differs  materially  from  any  of  the 
other  processes.  The  tank  furnace,  espe- 
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cially  that  of  the  continuous  type,  is  al¬ 
most  altogether  employed  here.  The  hand 
blown  method  consists  of  gathering  upon 
the  end  of  a  glow  pipe,  a  lump  of  the  semi¬ 
fluid  glass.  These  pipes  are  mere  iron 
tubes,  five  to  six  feet  long.  The  pipe  be¬ 
ing  placed  in  the  furnace  and  with  several 
rapid  twists  of  the  same,  a  large  mass  is 
collected  upon  the  end.  When  a  sufficient 
amount  has  thus  been  obtained,  it  is  car¬ 
ried  over  to  the  shaping  block,  hollow  and 
oval  in  design.  Placing  the  ball  of  white 


carried  back  to  the  furnace  and  the  solid 
portion  heated.  It  is  then  swung  to  and 
fro  in  the  pits  located  in  front  of  the  fur¬ 
nace,  a  constant  rotary  movement  being 
administered.  This  together  with  a  well- 
regulated  breath  pressure  lengthens  the 
cylinders  to  their  full  capacity.  Of  course 
many  reheatings  are  required  for  the  full 
operation.  The  far  end  of  the  cylinder  is 
then  opened  by  holding  it  in  the  heat  un¬ 
der  an  inflated  condition.  By  skillful  man¬ 
ipulation  of  the  pipe  the  hole  is  widened 


DROPPING  THE  SEMI-MOLTEN  GLASS  INTO  THE  MOLD  PREVIOUS  TO  PRESSING  IT  INT6  THE 

DESIRED  SHAPE. 


hot  glass  into  the  hollow  of  the  block  and 
placing  the  other  end  of  the  blow  pipe  to 
his  lips,  the  blower  begins  to  inflate  and 
shape  the  mass.  Quicker  than  it  requires 
to  relate,  the  sphere  begins  to  expand  close 
to  and  on  both  sides  of  the  end  of  the  tube. 
Upon  the  width  or  diameter  of  this  shoulder 
depends  the  size  of  the  future  cylinder. 
As  the  bottom  of  the  ball  is  a  residue  of 
hot  glass,  weighing  from  20  to  80  pounds, 
it  can  readily  be  imagined  the  skill  and 
strength  required.  Being  thus  shaped  it  as 


to  the  desired  size.  The  finished  cylinder  is 
next  placed  upon  a  wooden  horse.  By 
drawing  a  hot  iron  hook  around  the  shoul¬ 
der,  followed  by  the  moistened  tip  of  a  fin¬ 
ger,  the  pipe  is  easily  detached  from  the  cyl¬ 
inder.  After  this  they  are  cracked  length¬ 
wise  in  a  similar  manner. 

Passing  from  here  the  cylinders  are 
placed  in  the  flattening  kilns,  the  cracked 
Slide  up.  As'  the  bottom  of  the  furnace  re¬ 
volves,  the  cylinders  are  carried  around  to 
another  opening  where,  by  means  of  a 
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wooden  maul,  the  sheet  is  flattened,  but 
hardly  has  this  occurred  than  a  long 
pronged  fork  is  inserted  into  the  furnace 
and  the  sheet  lifted  off  the  revolving  plate 
onto  an  endless  chain  traversing  a  long, 
low  passage.  This  furnace  resembles  very 
closely  that  of  the  annealing  lehrs  of  the 
plate  glass.  The  object  and  results  are 
similar — the  glass  softened  and  freed  from 
all  irregularities  and  uneven  strains.  The 
sheets  are  then  dippen  into  acid  and  clean¬ 
ed,  afterwards  inspected  and  cut  into  the 


of  air  being  introduced  into  the  center  and 
top  of  it.  By  a  series  of  up  and  down 
movements,  the  glass  is  drawn  into  long 
cylinders.  These  are  then  treated  in  a 
similar  manner  to  that  of  the  hand  blown 
product. 

Though  the  cylinders  can  be  made  muc^ 
longer  by  the  machine  it  is  argued  by  many 
that  its  product  is  not  as  uniform  as  the 
hand  blown.  The  difference  in  cost  is  very 
slight  at  the  present  writing.  Its  future, 
however,  is  good. 


BLOWING  LAMP  CHIMNEYS  BY  MEANS  OF  THE  MOLD. 


desired  sizes.  But  this  method  threatens  to  be 
a  thing  of  the  past  in  the  near  future  so  rapid 
have  been  the  advancements  of  the  window 
glass  blowing  machine — the  instigator  of  the 
terrible  war  that  rages  between  the  blowers 
and  one  of  the  large  glass  companies.  The 
machine  does  away  altogether  with  the 
skilled  blower.  The  glass  is  first  drawn 
from  the  furnace  in  ladles  and  placed  into 
a  larger  vessel.  A  disc  shaped  plunger,  of 
the  size  of  the  desired  cylinder,  is  then  sub¬ 
merged  into  the  molten  glass.  The  plunger 
being  gradually  raised  and  a  slight  pressure 


PRESSED  AND  BLOWN  GLASS. 

Similar  to  many  of  the  great  inventions, 
the  conception  of  shaping  glass  to  the  de¬ 
sired  form  and  size  by  means  of  a  metal 
press,  was  first  realized  by  a  New  England 
carpenter  in  1827.  Previous  to  this  all 
glassware  was  the  work  of  the  most  skill¬ 
ed,  as  it  had  all  to  be  blown.  Today  Amer¬ 
ica  stands  in  a  class  by  herself  for  the  beau¬ 
ty,  workmanship  and  purity  of  this  ware. 

During  the  last  eight  'or  ten  years  this 
branch  of  the  industry  has  almost  been 
revolutionized  by  the  introduction,  on  all 
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sides,  of  machinery  and  labor-saving  ap¬ 
pliances.  This  has  been  most  noticeable 
in  the  manufacture  of  fruit  jars  and  other 
wide  mouth  articles. 

Unlike  the  other  branches  of  the  glass 
industry,  several  methods  are  employed  for 
the  manufacture  of  pressed  and  blown 
ware. 

In  the  manufacture  of  bottles,  jars,  lamp 


however,  now  being  almost  altogether  made 
by  machinery,  presses  and  plungers  being 
substituted  for  the  swing  and  blowing  of  the 
blower. 

The  American  pressed  and  blown  lead 
and  lime  glassware  leads  the  world  in  purity 
of  color,  finish  and  economy.  Although  the 
hand  press  is  still  in  common  use  great  in¬ 
roads  are  being  made  upon  it  by  the  cheaper 

and  more  rapid  auto¬ 
matic  machine.  By  the 
old  method,  the  glass  is 
gathered  from  the  fur¬ 
nace  and  placed  into 
the  mold,  which  in  turn 
is  pushed  centrally 
under  the  plunger.  The 
press  lever  being  pull¬ 
ed  down,  the  plunger 
descends  forcing  the 
fluid  glass  outwardly 
into  all  the  crevices. 
The  top  of  the  mold  be¬ 
ing  closed,  the  glass  is 
retarded  in  its  upward 
flow,  thus  forming  a 


DRAWING  A  POT  OF  MOLTEN  GLASS  FROM  THE  FURNACE  TO  BE  CAST. 


CASTING  A  POT  OF  MOLTEN  GLASS  UPON  THE  TABLE  IN  FRONT  OF  ROLL. 


chimneys  and  other 
similar  articles,  t  h  e 
glass  is,  as  a  rule, 
gathered  upon  a  blow 
pipe,  rolled  upon  the 
marver,  swung  in  the 
air,  blown,  rerolled  and 
placed  upon  a  metal 
mold,  the  interior  of 
which  contains  the  pat¬ 
tern,  shape  and  dimen¬ 
sions  of  the  finished  ar¬ 
ticle.  The  glass  being 
inserted  and  the  mold 
closed,  the  blower, 
standing  upon  an  ele¬ 
vation,  places  the  other 
end  of  the  tube  to  his  lips  and  forces  the 
semi-fluid  glass  against  the  mold.  Solidifying 
from  contact  with  the  cold  walls  and  the 
mold  being  thrown  open,  the  well  defined 
article  is  lifted  out  and  separated  from  the 
blow  pipe.  It  is  then  reheated  dn  a  small 
furnace  (glory  holes)  and  finished  by  hand, 
afterwards  it  is  annealed,  inspected  and 
packed.  Wide  mouth  bottles  and  jars  are. 


perfectly  finished  edge.  By  the  modern  and 
faster  method  the  ball  of  glass  is  gathered 
from  the  furnace  upon  the  end  of  a  blow  pipe 
and  deposited  into  the  mold  which  is  secure¬ 
ly  clamped.  The  pipe  is  then  firmly  gripped 
by  an  arm  and  a  rubber  hose  attached  to  the 
blow  end  of  the  pipe.  The  mold  resting  upon 
a  revolving  table  is  carried  around,  air  being 
automatically  admitted  into  the  tube  which 
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forces  the  glass  into  the  form  of  the  mold. 
xA.s  the  table  contains  five  or  six  such  sets 
of  molds  the  output  is  immense  compared 
to  the  older  and  slower  method. 

By  these  great  improvements  the  straight 
blown  work  is  seldom  seen  in  the  up-to- 
date  plants.  It  used  to  be  that  almost  all 
of  these  wares  were. produced  by  the  magi¬ 
cal  skill  and  touch  of  the  blower,  armed 
only  with  his  hollow  wand. 

In  the  finer  wares  a  brilliant  surface  is 
obtained  by  subjecting  it  to  a  heat  suffici¬ 
ently  great  to  melt  a  thin  layer  of  the 
surface.  •  • 

But  no  matter  what  the  article  may  be 
it  is  invariably  thoroughly  annealed  before 
ready  for  shipment.  As  in  the  other  two 
branches,  the  most  popular  type  of  furnace 
for  this  purpose  lis  the  lehr,  built  upon  the 
same  principle  as  the  others,  with  the  ex¬ 
ception  of  not  being  quite  so  large.  The 


heated  articles  are  placed  in  one  end  and 
taken  out  the  other,  the  movement  being 
performed  by  an  endless  chain. 

In  the  case  of  hand  cut  glass,  the  arti¬ 
cles  are  taken  in  hand,  after  annealing,  by 
the  expert  cutters.  By  mean.s  of  fine  re¬ 
volving  stones  the  desired  marks  and  cuts 
are  made. 

Lamp  shades  and  other  colored  or  dec¬ 
orated  ware  are  finished  in  the  decorating 
room  by  hand. 

And  to  hiis  art  the  glassworker  adds 
something  of  the  alchemist’s  art.  Mixing 
a  little  gold  with  the  glass,  he  turns  it  into 
the  richest  of  rubies,  violets  and  an  amber 
that  is  solidified  sunshine.  He  adds  a  little 
iron,  and  draws  from  his  glowing  furnace 
glass  furnished  with  all  the  colors  of  the 
rainbow.  All  in  all,  he  is  one  of  the 
wonder  workers  of  the  twentieth  century. 


Building  Up  a  Banking  Business 

By  william  A.  LAW 

Cashier  Merchants'  National  Bank  of  Philadelphia 


ROBABLY  no  more  difficult 
task  confronts  the  corporate 
manager  today  than  to  select 
and  hold  trained  men  for 
high-grade  service.  That  the 
highest  paid  men  are  the  cheapest  is  an 
axiom.  The  money  invested  in  their  wage 
is  more  productive  dollar  for  dollar  than 
that  invested  in  the  wage  of  the  lowest  paid. 
This  principle  is  especially  applicable  to 
banking,  where  character  and  personality 
count  for  so  much.  Therefore  every  instru¬ 
mentality  tending  to  facilitate  education  in 
practical  banking  should  elicit  the  sympa¬ 
thy  and  support  of  bank  officers.  The  knotty 
problems  that  are  daily  presented  for 
prompt  solution,  the  complicated  situations 
that  require  instant  action  amid  the  press¬ 
ure  of  business,  and  the  eternal  interruption 
incidental  to  the  conduct  of  a  city  bank, 
generally  engross  fully  the  energies  of  the 
officers  and  heads  of  departments,  leaving 
them  scant  time  and  strength,  even  if  they 
possess  the  ability,  to  elucidate  for  the 
benefit  of  the  employe  the  underlying  prin¬ 
ciples  involved.  The  benefit  you,  as  indi¬ 
viduals,  derive  from  this  organization  de¬ 


pends  on  how  you  utilize  your  opportunity. 
Your  p'ace  in  the  chapter  is  what  you 
make  it,  and  it  is  likewise  in  the  bank  with 
which  you  are  connected.  The  bank  clerk 
of  today  is  the  bank  officer  of  tomorrow. 
The  winner  -in  this  age  of  specialization  is 
the  man  who  knows  most  about  his  busi¬ 
ness.  In  no  other  line  is  it  more  true  than 
in  banking  that  “knowledge  is  power.” 

In  presenting  a  few  thoughts  as  to  how 
the  business  of  a  bank  grows,  or  methods 
of  obtaining  new  accounts,  I  shall  prob¬ 
ably  tell  you  nothing  either  startling  or 
original,  but  shall  endeavor  to  present  some 
old  truths  in  possibly  a  new  dress.  The 
growth  of  a  bank  may  be  stimulated  or  re¬ 
tarded.  The  management  of  most  banks 
purpose  to  stimulate  growth  and  the  meth¬ 
ods  employed  towa'rd  that  end  are  as  mul¬ 
titudinous  and  of  as  infinite  variety  as  are 
the  human  beings  who  employ  them.  They 
often  depend  upon  and  vary  with  the  en¬ 
vironment  of  the  institution,  its  character, 
aims  and  policies ;  for  every  bank  has  a 
distinct  character,  changing  from  time  to 
time  as  change  the  characters  of  individ¬ 
uals.  It  also  has  a  reputation.  You,  of 
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course,  recognize  the  difference  between 
character  and  reputation.  Character  is 
what  you  actually  are;  reputation  is  what 
people  generally  think  you  are.  In  a  bank 
these  often  shift  and  change  with  the  per¬ 
sonnel  of  management,  their  ethical  and 
commercial  standards  and  ideals,  the  trend 
of  trade  currents  and  the  evolution  of  busi¬ 
ness  methods. 

CHARACTER  OF  A  BANK. 

The  character  of  a  bank  often  finds  ex¬ 
pression  in  its  building  and  equipment. 
Some  prefer  dingy  antiquity,  dust  and 
darkness ;  others  classic  beauty  and  dignity, 
combined  with  modern  lighting,  ventilating 
and  labor-saving  appliances ;  others  seek 
plain  comfort  and  economical  simplicity; 
and  others  again  strive  to  impress  the  pub¬ 
lic  with  their  wealth  by  extravagant  expen¬ 
ditures  for  ornamental  and  decorative  pur¬ 
poses.  The  character  of  a  bank  is  also  ex¬ 
pressed  in  the  kind  of  accounts  it  seeks. 
You  have  heard  banks  characterized  as 
“wholesale  banks ;”  others  as  “bankers’ 
banks ;”  others  as  “brokers’  banks,”  and 
some  are  justly  proud  that  on  their  ledgers 
appear  the  accounts  of  thousands  of  mer¬ 
cantile  firms  and  commercial  corporations. 
It  is  a  noticeable  fact  that  flagrantly  unde¬ 
sirable  customers  in  a  bank  inevitably  cause 
the  acquisition  of  other  similar  accounts. 
Like  begets  like,  and  such  accounts  seem  to 
multiply  mysteriously  if  a  bank  permits  a 
few  to  get  a  foothold.  Again,  the  character 
of  a  bank  is  often  expressed  in  the  man¬ 
ners,  appearance  and  attitude  of  its  em¬ 
ployes  toward  its  customers  and  the  public. 
Some  banks  insist  on  courtesy,  affability,  an 
obliging  spirit,  a  helpful  disposition ;  others 
permit  arrogance,  indifference  and  a  disin¬ 
clination  toward  any  act  of  helpfulness  or 
toward  any  relief  of  a  difficult  situation  or 
extrication  from  a  dilemma.  Others  are 
offensively  effusive  in  their  approach  of  a 
stranger.  A  bank  cannot  exaggerate  the 
value  of  courteous  service  and  continuous 
service  on  the  part  of  its  employes.  Fre¬ 
quent  changes  in  the  official  and  clerical 
force  of  a  bank  tend  to  irritate  its  old  cus¬ 
tomers. 

But  over  and  above  all  these  externals 
the  actual  character  of  the  bank  is  deter¬ 
mined  by  the  administration  of  its  internal 


affairs.  In  the  order  of  their  importance 
let  us  dwell  a  moment  upon  the  following 
salient  characteristics :  1 — Is  the  bank 
sound?  2 — Is  it  strong?  3 — Is  it  profit¬ 
able?  4 — Is  it  growing? 

IS  THE  BANK  SOUND? 

1.  To  be  sound  the.  bank’s  assets  must 
m  large  measure  be  convertible  either  auto¬ 
matically  or  readily  into  cash.  That  is,  the 
loans  must  be  not  only  collectible  but  liquid. 
The  first  item  upon  the  report  of  a  national 
bank  to  the  Comptroller  of  the  Currency  is 
“Loans  and  Discounts,”  and  their  nature 
really  determines  what  the  bank  is.  In  fact, 
most  of  the  machinery  of  the  bank  is  de¬ 
signed  and  operated  so  as  to  collect  funds 
for  the  purpose  of  loaning  them,  and  so  as 
to  perform  such  other  functions  as  are  nec¬ 
essarily  involved  in  their  care,  their  proper 
distribution  and  their  eventual  liquidation. 
The  bank  should  loan  its  funds  to  those 
who  are  investing  them  in  commercial 
transactions  rather  than  make  itself  invest¬ 
ments.  A  definite  and  fixed  amount  is  thus 
derived  from  the  liquidation  of  loans  when 
called  or  at  maturity,  whereas  a  bank  can 
realize  on  a  direct  investment  of  its  funds 
in  securities  only  by  the  sale  of  such  securi¬ 
ties,  and  their  value  fluctuates  with  market 
conditions. 

IS  THE  BANK  STRONG? 

2.  A  bank  is  strong  when  it  maintains 
such  proportions  of  cash,  balances  due  from 
reserve  agents  and  funds  loaned  on  strict 
call  as  will  not  only  serve  to  meet  the  legal 
requirements  of  national  or  state  laws,  but 
will  enable  the  bank  to  comply  with  such 
requirements  as  the  nature  of  its  business 
and  the  local  situation  impose;  that  is  to 
say,  banks  sometimes  have  such  an  environ¬ 
ment  and  their  business  is  of  such  a  nature 
that  it  would  be  not  only  injudicious  but 
almost  criminal  for  them  to  carry  a  reserve 
limited  to  the  proportions  prescribed  by 
law.  The  word  “strong”  in  this  connection 
is,  therefore,  a  relative  term,  and  what  re¬ 
serve  over  and  above  its  legal  reserv’^e  is 
necessary  in  order  to  maintain  a  strong 
position  must  be  determined  by  the  expe¬ 
rience  of  those  who  are  most  familiar  with 
the  nature  of  the  bank’s  transactions. 

{To  be  continued.) 
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Ornamental  and  Structural  Iron  Work 

Accounting 

A  FACTORY  SYSTEM  CORRECT  IN  PRINCIPLE  AND  RELATING  TO  BOTH  ORNA¬ 
MENTAL  AND  STRUCTURAL  PRODUCTION.  THE  ILLUSTRATIONS  ACCOMPANY¬ 
ING  ARTICLE  INDICATE  THE  VARIETY  AND  ARTISTIC  FINISH  OF  THE  PRODUCT 


By  JOHN  j.  s.  McFarland 


ELOW  I  will  try  to  describe  a 
method  of  accounting  by  which 
the  books  of  an  “Ornamental 
and  Structural  Iron  Work” 
concern 


may  be  kept ;  a  method 
by  which  the  profits 
may  be  computed  every 
month  or  oftener  if  de¬ 
sired  (or  losses  if  there 
happens  to  be  any). 

The  books  used  are, 
Order  Book,  Shop  Or¬ 
der  Book,  Stock  Book 
(or  rather  stock  cards, 
as  the  cards  are  of  de¬ 
cidedly  more  benefit 
than  the  old  style  books 
as  they  eliminate  all  the 
dead  wood).  Cost 
Book,  Pay  Roll  Record 
and  Distribution  Book, 
Combination  Purchase 
and  Sales  Book  (a  sep¬ 
arate  purchase  and 
sales  book  may  be  used 
if  it  is  found  to  be  more 
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advantageous  than  the  combination  book), 
Cash  Book,  Journal,  and  also  Workmen’s 
Record  Sheets  from  which  the  Pay  Roll 
Distribution  is  made  up  every  week. 

To  begin  in  rotation, 
the  Order  Book  is  a 
book  similar  to  the 
Journal.  When  an  or- 
'  der  is  received  it  is 
placed  in  this  book  and 
given  a  number.  These 
numbers  start  at  1,  and 
at  the  beginning  of  each 
new  year  they  start  at 
lA,  etc.  The  Shop  Or¬ 
der  Book  has  duplicate 
sheets,  one  of  which  is 
perforated.  The  dupli¬ 
cate  is  m  a  d  e  of  stiff 
card  paper.  When  an 
order  comes  in  one  of 
these  sheets  is  made  out 
and  handed  to  the  fore¬ 
man,  who  in  turn  hands 
it  to  the  workmen  who 
will  be  employed  on  that 
particular  job,  explain- 


66 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


ing  anything  that  may  prove  difficult.  The 
plans  and  specifications  always  accompany 
the  shop  order.  If,  as  it  happens  quite  fre¬ 
quently,  several  group  of  men  are  put  to 
work  on  the  same  job  at  the  same  time, 
then  the  sheet  is  placed  on  a  file  in  the 
shop,  and  the  shop  drawings  and  specifica¬ 
tions  of  the  particular  parts  are  given  to 
the  groups  of  men  working  on  same.  Ex¬ 
planations  as  to  the  different  parts  are 
noted  on  the  shop  order  sheet.  The  dupli¬ 
cate  sheet  is  kept  in  the  office  and  on  the 
tab  extension  is  placed  the  number  of  the 
job.  When  a  job  is  completed  the  duplicate 


method  would  be  of  very  little  value  on 
contracts  which  require  a  month  or  there¬ 
abouts  to  complete. 

It  might  be  •  well  to  state  here  that  the 
order  (purchase)  book,  by  which  the  mate¬ 
rial  is  ordered,  is  made  in  triplicate.  The 
original  copy  goes  to  the  party  or  parties 
from  whom  we  buy,  the  duplicate  goes  to 
the  stock  clerk  without  quantities,  and  the 
triplicate  is  retained  in  the  office.  These 
sheets  are  so  made  out  that  they  show  the 
number  of  the  contract  they  are  intended 
for,  or  if  for  stock  to  what  particular  section 
of  the  stock  they  are  to  be  placed.  It  is 


sheet  is  taken  from  the  file  and  filed  for 
future  reference.  At  the  end  of  each  week 
by  looking  at  this  file  you  are  enabled  to 
know  at  a  glance  the  outstanding  orders  in 
the  shop. 

If  the  orders  received  are  completed  in  a 
week  or  less,  the  workman’s  record  slip 
should  be  printed  on  the  back  of  the  shop 
order  slip,  thus  'having  on  one  sheet  full 
particulars  pertaining  to  labor  expended 
and  material  used  on  that  particular  con¬ 
tract.  In  this  event  group  the  different  set 
of  men  together,  i.  e.,  blacksmith  and  helper, 
finisher  and  helper,  erector  and  helper,  as 
the  helpers  have  as  much  time  on  a  job  as 
the  blacksmith,  finisher  and  erector.  This 


sometimes  advisable  to  buy  stock  in  ad¬ 
vance,  when  the  price  is  at  its  lowest,  as 
orders  come  in  every  day  which  generally 
uses  up  the  stock  within  a  short  time.  This 
enables  you  to  get  the  work  out  without 
undue  loss  of  time  in  ordering  same  when 
the  order  is  received. 

I  much^  prefer  the  card  system  for  the 
keeping  olstock.  It  is  O.  K.,  in  my  estima¬ 
tion,  fot /almost  every  kind  of  business. 
When  the  material  is  received  it  is  checked 
by  the  sfb9k  clerk  as  to  the  number  of 
pieces  and- ’weight  and  then  entered  on  the 
stock  keeper’s  card,  together  with  the  name 
of  the  concern  from  whom  received.  On 
the  office  card  the  cost  per  pound  and  the 
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amount  of  the  invoice  is  included.  When  a 
workman  needs  any  material  for  the  job  on 
which  he  is  working,  as  for  instance  a 
beam,  channel  or  in  fact  any  kind  of  iron  or 
supplies  he  goes  to  the  stock  clerk  and  finds 
out  whether  the  material  desired  is  in  stock 
or  not.  If  on  hand  the  stock  clerk  takes  it 
from  the  rack,  has  it  weighed,  puts  the 
weight  on  the  sheet,  together  with  the  con¬ 
tract  number  of  the  job  for  which  it  is  being 
used  and  the  number  of  pieces  taken  out. 
At  the  end  of  the  day  the  office  collects 


shop  unless  it  is  recorded  in  this  machine 
and  the  receipt  for  same  comes  to  the  office. 

The  cost  book  is  the  principal  book  of  the 
set,  inasmuch  if  the  concern  does  not  know 
what  it  costs  to  do  a  certain  job  it  cannot 
enter  into  competition  with  neighboring 
concerns  and  be  sure  of  success.  The  cost 
book  as  outlined  contains  a  record  of  all 
the  material  contained  in  the  job,  the  total 
amount  of  shop  and  outside  labor,  together 
with  the  amount  of  material  lost  in  com¬ 


these  cards  and  makes  an  exact  copy  of 
same  on  the  office  one,  and  charges  to  the 
contract  specified  the  amount  of  ma’terial 
used.  This  keeps  the  office  in¬ 
formed  as  to  the  amount  of  ma¬ 
terial  used  on  a  job  to  date,  and 


also  the  amount 
available  for  fu¬ 
ture  orders. 
This  record  goes  down 
the  line  on  all  the  sup¬ 
plies,  etc. 

This  also  helps  the  esti  - 
mator  to  arrive  at  a  satisfactory  basis  in  ref¬ 
erence  to  the  amount  of  waste,  because  when 
the  material  is  completed  and  ready  for  ship¬ 
ment  or  delivery  it  is  reweighed  and  the  fin¬ 
ished  weight  recorded  in  the  cost  book.  Hav¬ 
ing  the  original  weight  and  the  weight  of  the 
finished  material  it  is  a  very  easy  matter  to 
arrive  at  the  percentage  of  waste.  One  way 
in  which  to  keep  a  record  of  material  when 
sent  out,  whether  it  is  tools,  machinery  or 

finished  material  is  to  use  an  automatic 
« 

machine  which  copies  in  triplicate.  One 
writing  suffices  to  make  the  three  (3) 
copies,  one  of  which  goes  to  the  customer, 
one  is  signed  by  the  customer  and  serves  as 
the  driver’s  receipt  for  the  delivery  of  the 
material,  and  the  other  copy  remains  in  the 
machine  and  serves  as  a  guide  for  the  office. 
No  material,  or  in  fact  any  article  of 
machinery  and  tools  can  be  taken  out  of  the 


pleting  same.  This  method  seems 
to  me  to  be  much  better  than  keep¬ 
ing  the  record  in  the  ledger,  as  the 
estimator  after  a  few  large  con¬ 
tracts  have  been  completed  can  make  a  pretty 
fair  allowance,  per  ton  of  iron  and  steel 
used  in  a  job,  for  the  percentage  of  waste. 

The  Pay  Roll  Book  is  a  rather  long  one. 
The  time  is  taken  from  a  clock  (each  work¬ 
man  being  given  a  number),  and  at  the  end 
of  each  week  the  total  time  is  verified  by  the 
workman’s  record  sheet  (which  is  O.  K.’d 
by  the  foreman  in  charge).  The  distribu¬ 
tion  on  the  pay  roll  book  is  made  from  the 
Workmen’s  Record  and  this  book  must  bal¬ 
ance  with  the  amounts  charged  against  the 
different  contracts.  This  serves  as  a  check- 
on  the  payroll.  This  distribution  record 
can  accommodate  quite  a  few  contracts  by 
having  the  contract  numbers  written  in 
black  and  red  ink.  That  is  have  one  fine 
in  black  ink  1,  3,  5,  etc.,  and  under  this  have 
2,  4,  6,  etc.,  in  red  ink.  This  method  saves 
considerable  space  and  time. 

The  Workman’s  Record  Sheet.  This 
sheet  is  so  made  out  that  a  workman’s 
record  can  be  traced  from  the  moment  he 
commences  work  until  the  time  he  quits 
There  is  a  space  on  top  which  gives  the 
workman’s  name,  address,  occupation  and 
the  rate  per  hour  he  receives.  There  is 
also  a  space  for  expenses,  as  it  is  advisable 
to  charge  to  the  contract  the  minor  ex¬ 
pense,  when  they  are  on  some  particular 
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job,  instead  of  charging  same  to  shop  ex¬ 
pense,  for  I  found  that  in  some  contracts  of 
long  duration  these  items  amount  to  a  con¬ 
siderable  sum. 

There  is  a  column  entitled  “Description.” 
This  column  explains  what  the  workman 
was  doing  during  the  time  he  worked,  i.  e., 
making  scrolls,  fitting  pieces  together,  etc. 
In  the  “Contract  No.”  column  the  number 
of  the  contract  is  recorded.  Alongside  of 
the  Workman’s  Record  you  will  find  a  sort 
of  distribution  stamp.  When  the  work¬ 
man’s  record  is  made  out  and  O.  K.’d  by 


the  foreman  as  to  the  total  number  of  hours 
worked,  it  is  stamped  with  this  stamp  in 
red  ink,  so  as  to  readily  catch  the  eye,  the 
contract  numbers  are  placed  in  the  top  row, 
in  the  second  row  is  placed  the  number  of 
hours  worked  on  the  different  contracts  and 
in  the  bottom  row  is  placed  the  amount  of 
money  earned  on  the  different  contracts.' 
If  a  workman  works  on  more  than  twelve 
contracts  per  week,  which  is  very  seldom, 
why  another  stamp  impression  can  be  made 
alongside  of  the  first  one.  The  total  num¬ 
ber  of  hours  worked  and  the  amount  of 
money  earned  is  then  posted  from  the  work¬ 


man’s  record  sheet  to  the  particular  con¬ 
tract  in  the  cost  book.  The  total  number 
of  hours  worked  and  the  amount  of  money 
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earned  on  the  different  contracts  are  then 
compared  with  the  payroll  distribution 
which  must  agree.  This  prevents  the  stuf¬ 
fing  of  the  payroll. 

The  Combination  Purchase  and  Sales 
Recapitulation  Book.  By  referring  to  the 
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sketch  submitted  you  will  note  that  the 
ledgers  are  sectionalized.  I  have  divided 
the  merchandise  account  into  Plain,  Orna¬ 
mental  and  Structural,  also  Stock.  There 
are  certain  kinds  of  material  that  are  used 
exclusively  on  Plain,  Ornamental  and 
Structural  work;  but  in  some  cases  as  for 
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instance  on  an  ornamental  job  some  mate¬ 
rial  that  has  been  ordered  for  plain  work  is 
used,  then  we  credit  plain  and  debit  orna¬ 
mental  through  the  Journal.  This  will  keep 
the  record  straight.  In  reference  to  the 
Stock  column,  this  column  is  used  for  ma¬ 
terial  that  we  cannot  make  ourselves,  such 
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as  solid  columns,  etc.  This  column  will 
show  the  amount  of  profit  made  on  material 
bought  ready  for  delivery  to  the  job.  As 
this  material  is  only  purchased  as  required 
there  is  no  stock  on  hand.  The  supplies, 


office  expense  and  other  columns  are  self- 
explanatory  and  need  no  comment. 

In  reference  to  the  contract  number  col¬ 
umn,  this  column  proves  very  handy  be¬ 
cause  when  the  merchandise  is  bought  for  a 
particular  job  the  material  can  be  charged 


direct  to  that  job,  thereby  saving  entering 
the  material  on  the  stock-keeper’s  card,  also 

office  card,  and  then  charging  it  against  the 
contract. 

Cash  Book.  This  book  is  sectionalized, 
as  well  as  the  Combination  Purchase  and 
Sales  Recapitulation  Book.  As  every  sale, 
no  matter  how  small,  must  be  entered  in 
the  sales  book  there  is  no  need  for  a  cash 
sales  column. 

The  different  ledgers  are  proved  in  the 
nominal  ledger,  by  taking  the  amount  of 
purchases  during  the  month,  less  cash  paid, 
discount,  allowances  (if  any),  which  will 
leave  the  balance  due  to  other  parties  in 
that  particular  ledger.  The  other  ledgers 
are  proved  in  a  similar  way. 

The  Journal  is  only  used  for  adjusting 
entries. 

By  keeping  the  books  in  the  above  man¬ 
ner  it  is  very  easy  to  arrive  at  the  profit  and 
loss  each  month  on  the  different  kinds  of 
work  done. 


A  Phase  of  Hotel  Accounting  Discussed 

and  a  System  Outlined 

A  PLAN  TO  FACILITATE  AN  EFFICIENT  CHECK  ON  THE  NUMEROUS 
SMALL  CHARGES  MADE  AGAINST  HOTEL  GUESTS  IN  CAFE,  BAR 
OR  ROOM,  AT  THE  SAME  TIME  LIMITING  EACH  PATRON’S  CREDIT 

By  WALTER  C.  WRIGHT 

Member  International  Accountants’  Society,  Inc. 


T  IS  not  within  the  scope  of 
the  present  undertaking  to  at¬ 
tempt  a  discussion  of  the  gen¬ 
eral  subject  of  Hotel  Ac¬ 
counting,  but  with  as  brief  an 
introduction  as  the  occasion  permits  to  take 
up  one  phase  only  of  the  subject  and  elab¬ 
orate  a  system  which  has  recently  devel¬ 
oped  itself  in  the  writer’s  mind. 

Not  by  any  means  one  of  the  smallest 
problems  which  confronts  the  managers 
of  hotels  is  that  of  how  to  secure  them¬ 
selves  against  inadvertent  loss  on  the  one 
hand,  and  fraud  on  the  other  in  connec¬ 
tion  with  the  charging  up  to  their  guests 
of  the  various  items  which  constitute  their 
bills.  Especially  may  this  be  the  case  with 
hotels  conducted  upon  the  European  plan. 

A  number  of  methods  are  in  vogue.  Per¬ 
haps  the  most  common  one  is  for  the  guest 
to  be  required  to  indorse  each  waiter’s  slip 
with  his  signature  before  leaving  the  din¬ 
ing-room.  This  plan  requires  at  least  one 
entry  per  day  to  be  made  against  the  cus¬ 
tomer’s  account,  if  the  books  are  to  be  kept 
up-to-date  and  a  bill  to  be  forthcoming  at 
a  moment's  notice.  Those  hotels  which 
have  a  uniform  price  for  each  meal  obviate 
some  of  this  difficulty,  but  this  is  not  at 
all  a  general  custom,  and  even  in  this  case 
the  question  of  meal's  not  taken,  and  of 
‘‘extras”  has  to  be  reckoned  with,  and  pro¬ 
vided  for  in  the  system. 

USES  OF  THE  CARD. 

The  pivotal  point  around  which  the  fol¬ 
lowing  plan  .  revolves  is  a  card,  as  illus¬ 
trated  below,  and  which  is  handed  to  the 
guest  at  the  time  of  registering  his  name 
upon  entering  the  hotel. 

It  serves  as : 

1.  His  credential  for  entering  the  dining¬ 
room  (where  the  custom  of  the  hotel  so 
requires). 

2.  The  continuous  record  of  all  charges 


for  meals  and  extras  booked  against  him 
during  the  life  of  the  card. 

3.  As  a  day  book  record  and  ledger  ac¬ 
count  with  the  guest,  kept  up  at  the  min¬ 
imum  cost  of  clerical  labor. 

4.  As  the  basis  of  a  counter-check  be¬ 
tween  the  book-keeper  and  cashiers. 

5.  As  a  condensed  and  analyzed  record 
for  writing  up  cash  book  by  book-keeper. 

6.  After  being  hied  away  alphabetically 
as  a  perpetual  reference  memorandum  with 
regard  to  each  individual  guest. 

For  the  purpose  of  a  fuller  elucidation 
of  the  plan,  and  to  illustrate  more  par¬ 
ticularly  its  special  advantages,  let  us 
take  a  card  and  follow  its  history  from  the 
moment  of  its  issue  to  the  time  of  its  be¬ 
coming  obsolete. 

A  guest  having  recorded  his  name  in  the 
register,  the  clerk  takes  up  one  of  the  cards 
and  enters  the  particulars  which  the  spaces 
in  the  center  call  for,  giving  it  the  same 
“consecutive  number”  as  the  one  which 
identifies  the  line  upon  which  his  name  is 
written  in  the  guest  book.  (The  number¬ 
ing  of  the  card  may  facilitate  reterence  to 
this  entry  at  some  future  time;  it  is  also 
an  essential  feature  of  the  system.) 

If  the  hotel  is  conducted  upon  both  the 
European  and  American  plans,  the  clerk 
may,  upon  ascertaining  from  the  guest 
which  way  he  desires  to  be  accommodated, 
punch  either  the  “E”  or  the  “A”  as  shown 
in  the  corners  of  the  card.  This,  howevei. 
is  a  matter  of  detail.  It  might  be  thought 
best  to  have  a  separate  card  for  guests, 
booking  upon  the  American  plan. 

Presuming  tor  the  time  being  that  the 
hotel  is  exclusively  “European,’’  the  guest 
will  produce  his  card  upon  leaving  the 
dining-room,  together  with  the  waiter  s 
slip,  representing  the  charge  against  him. 

Jhe  slip  will  be  numbered  with  the  number 
of  the  card. 
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The  cafe  cashier  will  punch  the  card  with 
the  amount  charged  on  the  slip,  retaining 
the  latter. 

These  waiter's  slips  will  be  sorted  into 
numerical  order  by  the  cashier  (cafe)  as  the 
day  proceeds,  and  afterwards  sorted  in 
with  all  that  are  not  obsolete — same  becom¬ 
ing  obs  ilete  when  bills  representing  them 
have  been  paid. 

If  the  news  stand  or  any  other  depart¬ 
ment  in  the  building  is  under  the  direct 
control  of  the  hotel,  or  has  an  arrange¬ 
ment  with  them  to  that  effect,  those  in 
charge  of  same  may  be  furnished  with 


itulation  on  the  reverse  side,  as  shown  in 
Diagram  2.  His  total  must  agree  with 
total  charged  on  the  face.  From  this  recapitu¬ 
lation  he  enters  up  his  cash  book,  which 
is  provided  with  columns  to  correspond. 
Before  the  cards  are  filed  away  the  meal, 
news  stand  or  other  tickets  represented  by 
the  same  (which  have  been  sorted  in  nu¬ 
merical  order)  are  produced  and  footed  up 
(which  could  be  done  mentally  by  a  good 
man),  the  total  of  same  requiring  to  agree 
with  the  items  charged  under  their  respec¬ 
tive  heads.  If  the  hotel  should  possess  an 
Arithmometer,  it  would  be  well  to  make 
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punches  of  a  distinctive  character,  and 
charge  purchases  against  the  guests.  These 
items  will  be  recorded  in  their  cash  regis¬ 
ter,  and  tickets  bearing  the  numbers  of  the 
guest  s  cards  will  be  made  out,  and  turned 
in  to  the  book-keeper  to  be  checked  against 
the  same  as  described  below.  When  the 
guest  wishes  to  make  a  settlement  he  pro¬ 
duces  his  card.  The  cashier  makes  a  mem¬ 
orandum  on  the  face  of  it  of  the  amount 
charged  for  room,  foots  up  the  total  of 
items  punched  and  records  the  gross  fig¬ 
ure  in  the  space  provided  at  the  left  hand 
bottom  corner  of  the  card.  BTe  then  (or  at  the 
close  of  the  day)  hands  the  card  to  the 
book-keeper.  The  book-keeper  makes  an 
independent  calculation  by  departments  of 
the  items  punched  for  his  analyzed  recap- 


proof  lists  with  this  and  file  same  away, 
indorsing  with  the  number  of  the  card. 

This  being  done,  the  slips  arc  ‘‘obsolete.” 
They  should,  however,  not  be  destroyed,  as 
the  auditor  may  require  to  test  them  for 
any  particular  period  or  day  in  making  an 
examination  of  the  concern. 

It  will  thus  be  seen  that  a  check  is  pro¬ 
vided  upon  the  cafe  ’  cashier,  to  secure 
against  carelessness  in  punching  the  cards, 
and  upon  the  hotel  cashier  by  the  indepen¬ 
dent  recapitulation  of  the  book-keeper. 

It  may  here  be  remarked  that  the  waiter’s 
slips  should  be  written  in  indelible  pencil. 

The  conspicuous  advantages  of  this  sys¬ 
tem  have  revealed  themselves  as  the  article 
has  proceeded.  There  remains  a  few  addi¬ 
tional  remarks  to  be  made. 
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LOSS  OR  NON-PRESENTATION  OF  CARD. 

There  is  always  the  liability  of  a  guest 
failing  to  have  his  card  with  him  in  the 
dining-room.  In  such  a  case  he  may  sign 
the  waiter’s  slip  and  hand  it  to  the  cafe 
cashier.  Such  slips  she  will  put  on  a 
spindle  by  themselves.  If  the  guest  wishes 
subsequently  to  have  the  charge  punched 
on  his  card,  the  cashier  can  produce  the 
slip  and  erase  the  customer’s  signature  on 
the  same.  Otherwise  it  will  be  charged  to 
him  when  he  settles  with  the  hotel  cashier. 
To  insure  this  the  cafe  cashier  will  send 
memoranda  to  the  office  as  often  as  occa¬ 
sion  requires  (on  a  card  of  convenient 

Name _ 


size)  of  the  “numbers”  of  those  cards  which 
she  has  slips  for  that  will  require  to  be 
charged. 

Before  receiving  a  settlement  from  any 
guest,  the  cashier  will  always  glance  at  his 
memorandum  to  ascertain  whether  there 
are  any  slips  in  the  hands  of  the  cafe 
cashier. 

It  will  be  observed  that  this  method  of 
charging  limits  the  credit  of  the  guests 
(apart  from  room  charges)  to  an  amount 
equal  to  the  capacity  of  the  card.  This  is 
liable  occasionally  to  be  a  consideration  of 
no  small  amount.  The  proprietor  may  fre¬ 
quently  find  himself  in  a  difficult  or  em¬ 
barrassing  position  when  he  notices  that 
the  charges  running  up  against  a  certain 
customer  are  in  excess  of  what  he  believes 
to  be  a  reasonable  limit  in  that  particular 
case.  At  the  same  time  to  approach  the 
guest  on  the  matter  is  an  alternative  that 
he  would  be  pleased  to  avoid.  Under  this 
system,  however,  the  difficulty  is  met  more 
than  half  way. 

The  customer  is  the  one  to  make  the 
approach. 

The  card  having  become  exhausted  re¬ 


quires  to  be  replaced.  A  judicious  and  dip¬ 
lomatic  cashier  may  make  good  use  of  this 
circumstance;  if  he  wishes  to  gain  time 
for  consultation  with  the  proprietor,  he 
may  request  the  guest  to  call  for  the  re¬ 
newal  the  next  time  he  is  at  the  counter. 

It  will  be  noticed  that  spaces  are  pro¬ 
vided  on  the  reverse  side  of  the  card  both 
fur  the  number  of  the  room  and  for  re¬ 
marks,  as  well  as  for  a  repetition  of  the 
customer's  name.  It  is  suggested  that  so 
soon  as  the  book-keeper  has  finished  with 
them  the  cards  be  filed  away  alphabetically 
m  a  card  index  file,  which  should  be  kept  at 
the  elbow  of  the  counter  clerk.  Imme- 
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diately  a  guest  registers,  or,  if  possible,  as 
he  approaches,  the  clerk  will  turn  to  this 
file  and  inform  himself,  not  only  as  to  the 
room  which  he  has  previously  occupied,  but 
as  to  any  personal  tastes  and  prejudices 
which  the  guest  may  have  displayed  and 
which  have  been  noted  down  on  a  previous 
occasion. 

In  this  way  there  will  be  gradually  col¬ 
lected  together  and  systematically  tabulated, 
an  amount  of  information  which  will  be  of 
great  practical  value. 

Ultimately  it  might  be  found  desirable 
to  transfer  these  personal  particulars  to 
a  separate  series  of  cards,  designed  for  the 
purpose. 

So  far  as  the  ruling  of  the  card  is  con¬ 
cerned  this  may,  of  course,  be  changed  and 
modified  to  meet  a  variety  of  prevailing 
conditions  and  circumstances. 

When  the  meals  are  a  uniform  price, 
blank  spaces  may  be  left  at  the  top  and 
bottom,  each  space  representing  one  meal. 
The  ten  and  five  cent  spaces  would  be 
written  up  with  values  for  booking  any 
“extras”  the  guest  might  require  to  have 
charged. 
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Springfield,  Ill.,  April  1  3th,  1 906 

The  Book-Keeper  Publishing  Co.,  Ltd., 

Detroit,  Mich. 

Dear  Sirs : — I  enclose  money  order  for  $  1 .00,  for 
which  you  will  please  renew  my  subscription  for  “The 
Business  Man’s  Magazine.” 

I  have  been  a  reader  of  your  magazine  for  a  number 
of  years  and  take  pleasure  in  saying  that  it  has  helped 
me  very  much  to  obtain  my  present  standing  with  my 
Company.  My  Company  has  just  closed  a  contest  with 
its  representatives  for  the  largest  percentage  of  sales 
made  during  January  and  February,  and  I  had  the 
honor  of  winning  first  prize  in  my  class.  I  attribute  my 
success  in  winning  this  prize  to  the  many  business  les¬ 
sons  that  I  have  learned  through  reading  your  magazine. 

Yours  very  truly. 


Purchasing  Agents’  Order  System 

By  J.  H.  McQUISTON 

Asst.  Purchasing  .\gent,  Union  Switch  &  Signal  Co. 


OO  much  valuable  time  is 
often  lost  by  high-salaried 
purchasing  agents  and  their 
assistants,  looking  up  orders 
and  their  history  when  called 
for  and  which  is  wanted  instantly,  when 
asked  for  data  on  the  same,  all  for  lack  of 
records  systematically  kept  and  so  simple 
that  the  boy  of  a  purchasing  department 
can  give  out  the  information  in  the  absence 
of  his  superiors  instantly  and  quicker  and 
better  results  can  be  obtained  by  the  use  of 
same.  The  following  system  was  installed 
by  the  writer  in  one  of  the  largest  concerns 
of  its  kind  in  the  world,  and  is  intended 
to  handle  the  greatest  volume  of  business 
in  business  hours  by  the  least  amount  of 
help. 

REQUISITION  SHEET. 

The  first  step  is  the  requisition  sheet 
from  the  store-keeper  of  say  15  to  25  dif¬ 
ferent  articles  on  each  requisition,  Fig.  1. 
These  go  direct  to  the  purchasing  agent  or 
assistant  who  marks  opposite  each  article 
name  of  firm  to  be  bought  from  or  if  sub¬ 
ject  to  quotations,  stamps  quotation  oppo¬ 
site,  marking  names  of  parties  to  be  asked 
and  then  is  turned  over  to  stenographer 
who  takes  a  Bates  numbering  stamp  and 
sets  opposite  each  item  or  group  of  items 
purchasing  agent’s  order  number.  Any  of 
those  stamped  “quo'tation”  is  numbered 
likewise  but  when  next  writing  each  on 
Form  2  leaves  the  heading  of  party  to  be 
assigned  to  blank,  and  on  regular  quotation 
blanks  asks  for  price  and  delivery  date  from 
various  parties  noted,  pinning  copy  of  this, 
showing  names  of  parties  asked,  to  order 
and  dropping  same  into  every  day  file,  un¬ 
der  name  of  article  kept  on  desk.  The 
original  of  Form  2  or  order,  is  signed  by 
purchasing  agent  and  mailed  to  consignor. 
Duplicate  copies  and  requisition  sheets  are 
turned  over  to  the  boy,  who  numbers  each 
one  on  upper  right-hand  corner,  the  same 
number  as  on  sheet,  with  a  Bates  number¬ 
ing  stamp.  He  files  the  requisitions  in  a 
style  “N”  binder,  made  by  the  Chicago 


Shipping  &  Receipt  Book  Co.,  in  numerical 
requisition  order  number,  after  punching 
the  same  to  suit  the  posts.  He  next  takes 
the  duplicate  order  sheets  and  punches 
them,  clips  off  the  lower  right-hand  corner 
as  shown  in  Fig.  3,  and  here  I  submit  an 
explanation  on  keeping  orders  filed: 

FILING  PURCHASE  ORDERS. 

Get  two  style  “N”  binders  with  six  inch 
posts ;  where  business  is  large  use  two  for 
current  or  unshipped  orders  and  one  for 
transfer  or  dead  orders  when  shipped,  get¬ 
ting  a  leather  tab  index,  set  of  leaves  rein¬ 
forced,  back  and  front  for  unshipped  books 
and  linen  tabs  for  dead  ones  or  shipped 
books.  Where  business  is  heavy  run  first 
live  book  from  “A”  to  “Me”  and  second 
live  book  from  “N”  to  “Z.”  All  transfer 
books  “A”  to  “Z,”  putting  a  big  No.  1  on 
each  of  the  current  or  unshipped  books  on 
the  outside  and  running  the  dead  ones 
from  2  up,  in  regular  numerical  order.  Boy 
next  takes  white  sheets  of  good,  tough  pa¬ 
per,  and  slips  as  many  under  each  letter  as 
you  need  or  firms  you  buy  from  to  separate 
each.  Where  the  orders  are  only  transient 
put  two  or  three  firms  between  the  same 
leaves,  each  one  of  these  white  sheets  are 
numbered  with  the  Bates  stamp,  from  1  up 
in  the  lower  right-hand  corner  and  you  will 
readily  see  why  he  clipped  the  lower  right- 
hand  corner  off  the  duplicate  order  sheet 
or  Fig.  3,  so  as  to  expose  the  file  number 
at  all  times.  He  next  makes  a  list  in  al¬ 
phabetical  order,  under  each  letter,  in  the 
current  books  only,  as  the  same  file  num¬ 
bers  apply  to  the  transfer  or  dead  books, 
inserting  the  number  given  to  the  firms  on 
the  white  divider  in  front  of  the  name.  In 
this  way,  a  firm  once  indexed  does  not  have 
to  be  indexed  for  50  years,  if  you  deal  with 
him  that  long.  The  boy  next  looks  at  the 
numbers  in  the  index  and  marks  on  quickly 
in  lead  pencil  the  index  number  on  the  du¬ 
plicate  order,  thus  saving  him  time  in  look¬ 
ing  up  the  second  time  when  he  pulls  them 
out  to  be  transferred  to  the  dead  books,  and 
until  he  memorizes  the  various  numbers 
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which  always  remain  the  same.  He  then 
files  them  in  their  regular  places  in  nu¬ 
merical  'Order.  These  remain  in  unshipped 
books  until  bill  is  received  and  checked 
against  the  order  on  face,  and  when  com¬ 
pleted  are  pulled  out  and  put  into  transfer 
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binders  in  same  order,  thus  the  purchasing 
agent  knows  at  a  glance  just  what  is  ship¬ 
ped  and  what  is  not,  together  with  being 
able  to  turn  up  the  orders  of  every  firm  he 
deals  with  altogether  under  one  file  num¬ 
ber  at  any  time.  Each  binder  holds  1,500 
orders  and  when  run  out  eight  or  ten 
books ;  binders  can  be  removed  from  old¬ 
est  dead  one  and  laces  substituted  to  go  into 
vaults  and  same  used  again  if  desired.  On 
office  copy  of  Fig.  3  when  date  is  received, 
place  same  in  column  allotted  for  that  pur¬ 
pose  and  as  queries  are  sent  out  insert 
dates  sent  in  its  column,  using  a  metal 
marker  at  the  top  on  figures  shown  on  Fig. 
3  for  following  up  shipments,  as  every 
promised  date  on  every  order  can  be  readily 
seen  at  a  glance,  and  a  very  close  tab  can 
be  kept  on  all  shipments,  as  this  is  a  very 
important  feature.  Now  when  bills  are 
received  check  them  in  against  the  order 


in  their  respective  column,  at  the  foot  of 
office  copy,  Fig.  3,  as  you  will  see  there  is 
space  allowed  for  three  different  items  to 
each  order.  Of  course  where  they  run 
more  items  to  one  firm  on  each  requisition, 
use  more  purchasing  agents’  order  num¬ 
bers,  as  they  do  not  cost  anything  but  tend 
to  make  a  record  more  clear  where  a  num¬ 
ber  of  shipments  are  made.  Now  say  your 
store-keeper  calls  up  and  desires  to  know 
about  any  article  on  requisition.  He  gives 
you  the  article  and  requisition  number. 
You  turn  to  your  requisition  book  and  re¬ 
fer  to  the  number.  It  gives  you  the  name 
of  consignor  and  order  number.  You  next 
turn  to  your  order  book  to  that  firm  and 
readily  get  the  order  referred  to  and  give 
him  the  whole  history  which  is  on  the  face 


Figure  3. 

of  same.  Of  course  if  your  memory  is 
good  you  do  not  need  to  refer  to  requisi¬ 
tion  book,  but  knowing  you  buy  nails  from 
John  Smith  and  his  file  number  is  S-10, 
you  merely  turn  up  your  S-10  N  to  Z  order 
book  and  run  through  his  orders  till  you 
strike  the  requisition  number  called  for, 
getting  the  data  in  full. 
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Reasons  Why  Most  Inventors  are  Unsuccessful 

Business  Men 


AS  THE  AUTHOR  STATES,  IT  IS  UNFORTUNATELY  A  MATTER  OF  COM¬ 
MON  KNOWLEDGE  THAT  THE  MAJORITY  OF  INVENTORS  DO  NOT  SEEM 
TO  POSSESS  WHAT  IS  KNOWN  AS  “BUSINESS  CAPACITY”  IN  THE  HAND¬ 
LING  OF  THEIR  INVENTIONS  AND  PLACING  SAME  BEFORE  THE  PUBLIC. 
SO  THAT  THEY  USUALLY  BECOME  A  PREY  TO  THOSE  WHO  TEMPT 
THEM  TO  BARTER  THEIR  BIRTH-RIGHTS  FOR  A  MESS  OF  POTTAGE 


By  GZORCE  SHERMAN 


T  IS  a  familiar  saying — almost 
an  axiom — that  a  large  per¬ 
centage  of  our  great  inven¬ 
tors  fail'  to  participate  in  the 
wealth  produced  by  the  crea¬ 
tions  of  their  ingenuity.  And  of  the  great 
army  of  inventors  who  invade  the  patent 
office  annually  only  an  insignificant  few  de¬ 
rive  a  substantial  income  from  their  ef¬ 
forts.  Stories  are  aibroad — numbers  of 
them — that  tell  of  fabulous  fortunes  laid 
at  the  door  of  the  humble  mechanic  for 
the  mere  discovery  of  the  value  of  a  kink 
in  a  wire  hairpin  or  the  merits  of  a  zinc 
tip  on  a  shoestring.  Many  of  these  stories 
are  the  creations  of  imaginative  minds.  We 
never  meet  the  hairpin  croesus  driving  has 
automobile  on  the  boulevard  nor  do  we 
pass  the  gilded  palace  of  the  millionaire 
author  of  the  idea  of  combining  an  eraser 
with  a  lead  pencil. 

THE  inventor's  FAILING. 

The  inventor  lacks  business  acumen. 
This  is  his  inherent  failing.  It  requires 
the  initiative  of  the  promoter  or  the  spec¬ 
ulative  propensity  of  the  shrewd  man  in 
the  commercial  world  to  prove  the  worth 
of  an  invention  from  a  financial  stand¬ 
point.  Many  ideas — some  barely  passable — 
have  brought  thousands  to  the  promoters, 
while  others — truly  meritorious — are  dead 
and  forgotten  in  the  deep  recesses  of  the 
patent  office.  , 

It  proves  that  the  inventor  is  not  a  bus¬ 
iness  man  and  that  he  must  be  a  business 
man  if  he  would  find  profit  in  his  ingen¬ 
uity. 

An  invention,  whether  highly  meritor¬ 
ious  or  otherwise,  must  find  its  way  into 
public  favor,  through  the  shrewdest  kind  of 
business  management.  This  means  that  it 


must  be  judiciously  financiered,  its  merits 
must  be  adequately  demonstrated,  and, 
above  all,  it  must  be  well  and  properly  ad¬ 
vertised. 

The  albility  to  do  these  things  is  a  fac¬ 
ulty  which  the  great  majority  of  inventors 
do  not  possess.  And,  more  than  this,  the 
man  who  fails  to  profit  in  his  ingenuity, 
often  finds  the  cause  in  his  lack  of  dis¬ 
crimination  and  judgment. 

If  I  were  asked  to  advise  the  young  in¬ 
ventor,  I  would  say,  first  of  all,  “Do  not 
waste  your  inventive  talent,  energy,  time 
and  money  on  experiments  with  unmarket¬ 
able  machines  and  devices.”  Those  who 
have  made  this  “invention  business”  the  vo¬ 
cation  of  a  life-time  do  not  need  the  ad¬ 
vice.  It  may  be  that  a  garret-full  of  dere¬ 
lict  models  and  dust-covered  drawings  are 
reminders  that  this  trueism  should  have 
been  discovered  years  ago. 

DEMAND — THE  PARENT  OF  INVENTION. 

Again,  I  would  say,  “Is  there  a  demand 
for  the  improvement  you  have  in  mind,  or, 
is  it  probable  or  reasonably  certain  that  ’ 
good  business  management  will  be  able  to 
market  the  product?”  and,  “Will  the  mar¬ 
ket  price  of  the  device  be  returned  to  the 
buyer  in  due  time  by  reason  of  its  eco¬ 
nomical  value?”  Finally,  in  relation  to 
the  commercial  value  of  an  invention,  I 
would  say,  “Do  not  permit  the  ingenuity  of 
a  contrivance  to  subvert  your  good  judg¬ 
ment,  of  its  market  ability.” 

Millions  have  been  invested  in  inventions 
that  have  never  gone  farther  than  the  pat¬ 
ent  office  and  fortunes  have  been  squan¬ 
dered  on  models  and  drawings  that  have 
never  so  much  as  reached  the  patent  office. 
Think  of  it — several  thousand  patents 
have  been  issued  on  automatic  car-coupling 
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devices  alone !  Among  these  are  dozens 
of  sensible,  practical,  life-and-limb-saving 
devices,  and  yet  only  about  one-hundredth 
of  one  per  cent  of  these  have  been  put  into 
actual  practice  by  the  railroad  companies. 
Does  it  pay  to  waste  time  and  money  on 
experiments  of  this  nature?  Think  it  over. 
These  are  things  that  present  an  unprofit¬ 
able  field  for  experiment  on  account  of 
“over-invention,”  and  partly  because  pros¬ 
pective  buyers  are  not  in  a  receptive  mood. 

NOVELTIES  SHOULD  BE  INEXPENSIVE. 

An  invention  that  possesses  novelty  only 
must  depend  upon  cheapness  for  its  selling 
force.  The  novelty  of  an  expensive  device 
with  intricate  mechanism  will  not  recom¬ 
pense  the  cost  of  production.  It  must  pos¬ 
sess  economical,  labor-saving  or  commer¬ 
cial  features  in  addition. 

Some  men  have  mortgaged  their  homes 


and  lost  the  savings  from  years  of  labor 
because  they  failed  to  comprehend  the  fore¬ 
going  philosophy. 

AN  AUTOMATIC  CALENDAR. 

I  have  in  mind  a  young  mechanic  who 
devised  an  ingenious  automatic  calendar 
a  few  years  ago.  The  device,  two  views  of 
which  are  illustrated,  produced  a  calendar 
of  any  month  in  any  year,  past  or  future, 
by  pressing  the  proper  keys,  which  were 
arranged  like  unto  those  in  a  cash  regis¬ 
ter.  If  the  operator  desired  a  calendar  for 
say,  the  month  of  November,  1907,  it  was 
only  necessary  to  press  key  “1907”  and 
then  key  “November”  and  a  complete  cal¬ 
endar  for  that  month  would  appear  under 
a  glass  panel  in  the  case.  It  was  a  novel 


device,  to  l)e  sure.  So  fascinating,  in  fact, 
that  the  young  inventor  never  considered  it 
in  the  light  of  a  commercial  proposition.  He 
designed  and  planned  and  spent  months  of 
valuable  time  in  evolving  a  working  sketch 
of  the  mechanism.  Like  most  inexperienced 
and  over-cautious  inventors  he  failed  to 
submit  his  idea  to  a  competent  mechanical 
engineer  or  a  draughtsman,  either  one  of 
whom  would  execute  a  perfect  working 
drawing  for  from  $20  to  $30.  The  idea 
was  too  good,  he  thought,  and  he  must 
guard  it  carefully,  lest  some  avaricious 
manufacturer  would  steal  the  invention  be¬ 
fore  it  went  to  the  patent  office.  He  made 
rough  sketches  of  the  various  parts  of  the 
machine  and  gave  these  to  as  many  incom¬ 
petent  and  unscrupulous  model  makers.  By 
this  method  the  seven  sided  cylinder  con¬ 
taining  seven  spirals  and  49  combination 
pins  was  made  and  remade  five  times  in  all 
before  it  became  an  operative  device.  While 
this  in  no  wiise  completed  the  machine  it 
already  involved  an  expense  of  more  than 
one  thousand  dollars.  After  two  years  of 
this  kind  of  experimenting  the  machine 
and  drawings  were  finally  completed  at  a 
cost  of  more  than  twenty-eight  hundred 
dollars.  This  meant  two  years  of  worry 
and  a  mortgage  on  his  home.  His  heart 
failed  him  after  this  drain  on  his  resources 
and  he  feared  to  invest  in  attorney’s  fees, 
government  fees  and  other  expenses  con¬ 
nected  with  this  business  of  securing  a  pat¬ 
ent.  Being  in  sore  straits,  he  did  what  he 
should  have  done  in  the  first  place.  He 
opened  his  heart  and  frankly  submitted  his 
idea  to  responsible  business  men  and  man¬ 
ufacturers.  He  carried  his  machine  from 
one  to  the  other,  for  more  than  a  year,  but 
was  unable  to  find  a  man  who  looked  upon 
the  manufacture  of  such  a  device  as  a  prof¬ 
itable  investment.  It  would  cost  from  $50 
to  $75  to  put  the  calendar  on  the  market 
and  its  economical  value  would  not  assure 
its  sale  at  $100  or  $125. 

The  machine  was  never  patented  and  it 
is  now  in  the  garret  of  some  rookery — the 
graveyard  for  thousands  of  inventions  of 
a  similar  nature. 

A  NEW  ORLEANS  DREAMER. 

Apropos  of  what  has  been  said,  it  is  op¬ 
portune  to  mention  that  more  than  200  dis¬ 
carded  model's  were  found  in  the  garret 
of  a  New  Orleans  inventor,  after  his  death 
a  few  years  ago.  This  was  the  total  inher- 
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itance  of  the  heirs  who  anticipated  a  divi¬ 
sion  of  thousands  of  dollars  in  govern- 
naental  bonds. 

I  wish  to  advise  the  uninitiated  in  this 
invention  business.  I  want  to  give  them 
the  benefit  of  my  own  costly  experiences. 

Don’t  dabble  in  costly  experiments  with 
vague  ideas.  Consult  men  of  integrity — 
successful  business  men — as  to  the  com¬ 
mercial  value  of  your  idea.  This  much  will 
cost  you  nothing  and  it  may  save  you  hun¬ 
dreds  of  dollars  in  cash,  time  and  worry. 
If  your  idea  is  a  good  one  submit  its  every 
detail  to  a  competent  and  reliable  mechan¬ 
ical  engineer.  He  will  advise  you  as  to  its 
mechanical  practicability.  This  will  cost 
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you  little.  No  one  will  steal  your  idea 
and  no  one  but  the  unscrupulous  patent 
attorney  will  make  you  believe  that  this  is 
possible.  The  fact  that  you  have  expressed 
your  intention  to  prosecute  your  claim  with 
reasonaible  diligence  and  and  in  due  time, 
and  because  you  are  now  engaged  in  the 
transaction  of  preliminaries,  is  as  good  as 
a  patent,  and  is  so  recognized  in  any  court 
of  law.  After  your  drawings  are  com¬ 
plete,  have  them  witnessed  and  attested 
before  a  notary  public. 

THE  MODEL  MAKER. 

Avoid  the  unscrupulous  model  maker. 
He  is  a  parasite  in  the  community.  If 
your  means  are  limited  the  working  draw¬ 
ings  will  answer  every  purpose  of  a  model 
in  your  business  transactions.  If  a  manu¬ 
facturer  is  impressed  with  the  drawings  of 
your  device  he  will  be  ready  to  assist  you 
financially  in  the  building  of  a  model  and 
the  prosecution  of  your  patent.  But  do 


not  obligate  yourself  beyond  reason,  and, 
wherever  possible,  attend  to  this  patent- 
business  on  your  own  initiative. 

THE  PATENT  ATTORNEY. 

Avoid  the  unscrupulous  patent  attorney, 
and,  particularly  the  inexperienced  patent 
monger  who  is  neither  an  attorney  nor  a 
competent  man  to  entrust  with  the  making 
of  your  claims.  Ignore  the  attorney  who 
is  willing  to  prosecute  a  patent  on  any  and 
everything,  whether  it  is  meritorious  or  not. 
Remember  also  that  “an  applicant  may 
prosecute  his  own  case,  but  he  is  advised, 
unless  familiar  with  such  matters,  to  em¬ 
ploy  a  competent  attorney,  as  the  value  of 
patents  depends  largely  upon  the  skillful 
preparation  of  the  specification  and 
claims.”* 

Send  to  the  Commissioner  of  Patents, 
Washington,  D.  C.,  for  a  copy  of  the 
“Rules  of  Practice  in  the  United  States 
Patent  Office,”  and  acquaint  yourself  with 
its  instructions  before  selecting  your  at¬ 
torney. 

Forty  dollars  is  a  reasonable  and  suf¬ 
ficient  attorney’s  fee  in  all  ordinary  cases 
which  require  no  more  than  the*^ regular 
service  routine. 

This  service  should  include  a  compre¬ 
hensive  search,  the  making  and  filing  of 
claims  and  specifications  and  a  diligent 
prosecution  of  the  case,  to  the  extent  of 
making  revisions  to  overcome  the  exami¬ 
ner’s  objections.  I  would  advise  the  pat¬ 
entee  to  make  a  personal  search  of  previous 
issues  under  the  same  classification,  and 
cases  where  a  series  of  patents  pertaining 
to  a  certain  device  is  not  too  extensive,  it 
is  well  to  send  to  the  Commissioner  of 
Patents  for  all  drawings  and  specifications 
in  that  sub-class.  When  ordered  singly, 
printed  copies  of  drawings  and  specifica¬ 
tions  cost  the  applicant  five  cents  apiece; 
when  ordered  by  sub-classes,  three  cents 
each ;  and  when  ordered  by  classes,  two 
cents  each.  In  addition  to  the  attorney’s 
fee  a  complete  application  comprises  the 
first  government  fee  of  $15  and  a  final  fee 
of  $20,  to  be  paid  on  the  issuing  of  the 
patent.  Drawings  are  not  included  in  the 
attorney’s  fee  and  these  incur  an  additional 
cost  of  from  $5  to  $10  a  sheet,  according 
to  the  character  of  the  work. 


*Rule  17,  “Revised  Rules  of  Practice  in  the 
United  States  Patent  Office.” 


Accounting  Methods  in  the  Manufacture  of 
Bank  and  Office  Fixtures  and  Hisfh 
Grade  Cabinet  Work 


WE  HAVE  FREQUENT  CALLS  FOR  SYSTEMS  OF  RECORDS  IN  THE 
I'URNITURE  MANUFACTURING  BUSINESS  AND  HERE  PRESENT 
.\N  ARTICLE  DESCRIPTIVE  OF  THE  METHODS  EMPLOYED  IN  AN 
ESTABLISHMENT  PRODUCING  SPECIAL  FURNITURE  AND  FIXTURES 

By  RICHARD  FUCHS 


VERY  piece  of  work  in  this 
line  of  manufacture  is  made 
according  to  the  architect’s 
plan,  or  a  special  artistic  de¬ 
sign.  For  this  reason  the 
manufacturing  of  a  certain  thing  by  the 
dozens  or  hundreds,  as  in  other  lines  of 
business,  is  out  of  question. 

In  order  to  give  the  reader  a  clear  under¬ 
standing  how  orders  are  handled  and  ac¬ 
counted  for  in  our  plant,  I  invite  him  to 
follow  me  by  running  an  order  through  the 
factory. 

The  architect  submits  plans  and  specifica¬ 
tions  and  ask  for  an  estimate. 

For  our  calculation  on  price  the  measure¬ 
ments  of  the  architect  are  sufficient,  but 
when  we  get  the  order,  the  exact  measures 
will  be  taken  right  at  the  place  the  fixtures 
go  to,  as  we  cannot  rely  on  the  architect. 

The  first  thing  is  that  our  estimator  fig¬ 
ures  out  the  amount  of  wood  needed  and 
its  cost,  then  the  cost  of  machine  and  cab¬ 
inet  work  and  finishing.  The  total  sum 
with  the  amount  of  marble,  hardware,  glass, 
flooring,  ceiling,  mosaic,  etc.,  to  be  used, 
he  hands  to  the  office,  where  bids  will  be 
taken  for  work  we  do  not  manufacture, 
such  as  mosaic,  hardware,  etc.  In  the  of¬ 
fice  is  also  figured  up  the  cost  for  crating, 
freight,  setting  up  at  place  and  burden. 

When  all  bids  are  in,  the  entire  estimate 
will  be  submitted  in  one  sum,  say  $7,000. 

As  soon  as  we  receive  the  order  and  the 


contract  is  signed,  it  receives  a  job  number 
in  the  office,  and  we  send  a  man  to  the 
place  to  take  exact  measurements.  With 
these  on  hand,  our  draftsman  lays  out  a 
ground  plan,  scale  inches  to  the  foot, 
makes  his  elevation,  and  gives  it  to  the 
superintendent. 

His  duty  is  to  make  out  the  necessary 
stock  bills  according  to  our  own  drawings, 
mark  each  piece  of  wood  on  the  drawing 
with  the  same  number  it  has  on  the  stock 
bill,  and  state  kind  of  lumber  to  be  used. 
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Figure  1. 


See  illustrations  1  and  2.  The  stock  bills 
are  given  out  at  the  office.  The  Roman  III 
in  the  left  upper  corner  indicates  that  this 
is  the  third  stock  bill  on  job  730.  The  num¬ 
bers  on  the  stock  bills  run  from  1  to  50 ; 
on  large  jobs  the  second  stock  bill  will  run 
from  51  to  100,  while  the  third  one  starts 
with  No.  1  again. 

The  superintendent  gives  the  stock  bills 
and  drawings  back  to  the  office,  where  the 
stock  bill  is  figured  up  to  the  lumber  it  con- 


1  aiticlc  IS  a  native  of  Berlin,  Germany,  where  he  was  connected  with  a  very 

large  and  well  known  commercial  house.  In  the  United  States  his  commercial  experience  covers  such 
diverse  businesses  as  wholesale  shoes,  wholesale  liquors,  and  wholesale  toys.  At  the  present  time  he 
is_  chief  accountant  in  the  office  of  Mr.  W.  F,  Schick,  a  manufacturer  of  bank  and  office  fixtures  and 
high  grade  cabinet  work,  devoting  special  attention  to  the  cost  department,  in  which  he  has  made  a 
distinct  success,  having  proved  the  unprofitable  nature  of  certain  deparments,  which  had  been  running 
for  years  at  the  expense  of  those  departments  from  which  a  revenue  was  derived  ^ 

We  think  our  readers  will  find  this  article  both  instructive  and  interesting  and  containing  many 
suggestions  of  value.  ^ 
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tains,  one-quarter  of  the  lumber  is  added 
for  waste.  Then  the  stock  bill  is  handed 
to  the  stockcutter,  while  the  drawing  is 
held  in  the  office. 

The  stockcutter  cuts  out  the  lumber  from 
the  lumber  piles  according  to  size  and  kind 
of  wood,  giving  due  allowance  for  machine 
and  cabinet  work;  this  means  he  has  to  cut 
the  wood  one-half  to  one  inch  larger  than 
the  sizes  shown  on  the  stock  bill.  He  also 
marks  each  piece  of  wood  with  job  number 
and  the  number  it  has  on  the  stock  bill — • 
730 — 3,  which  means  job  No.  730,  number 
3  on  the  stock  bill. 

When  all  the  wood  on  the  stock  bill  is 
cut,  the  truck  on  which  the  stockcutter  piled 
it  goes  with  the  stock  bill  to  the  ripsaw. 


From  there  it  goes  in  the  same  way  from 
machine  to  machine. 

As  soon  as  the  lumber  arrives  at  the 
shaper  the  drawing,  kept  so  far  in  the  office, 
is  added  to  the  stock  bill,  because  the 
shaper,  sticker  and  lathe  hands  have  to 
know  the  kind  and  sizes  of  curves  they 
have  to  make  on  moldings,  faces  and  turn¬ 
ings. 

By  elevator  the  truck  with  lumber,  stock 
bill  and  drawings  on  it  goes  now  to  the 
cabinet  makers,  where  the  forman  gives  it 
to  a  cabinet  maker.  This  man  is  held  to 
look  over  the  lumber  according  to  the  stock 
bill,  in  order  to  see  that  he  receives  all  the 
lumber  the  stock  bill  calls  for,  and  if  short 
to  report  at  once  to  the  foreman. 

When  built  up  the  piece  of  work  is  sent 
to  the  finishing  room,  where  it  receives  the 
finish  according  to  the  architect’s  specifica¬ 
tions. 

The  drawings  are  returned  to  the  office 
from  the  cabinetmaker,  who  used  them,  the 
stock  bill  from  the  finishers.  Both  are  filed 
away  in  the  office. 

When  the  piece  of  work  is  thoroughly 
dry,  the  shipping  department  takes  care  of 
it;  here  it  is  crated,  marked,  billed  for 
shipment  and  sent  out. 

Original  bill  of  lading  together  with  our 
bill  for  the  job  is  mailed  by  the  office  to 
the  customer.  On  arrival  of  the  car,  we 
send  out  a  few  of  our  best  men  to  set  up 
the  job,  and  give  them  power  to  hire  addi¬ 
tional  help  at  the  place  of  vyork,  in  order 
to  complete  the  job  as  quickly  as  possible. 
When  this  is  done,  the  manufacturing  de¬ 
partment  is  through  with  this  job,  and  the 
reader  has  followed  the  work  from  start 
to  finish. 
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Now  we  will  see  how  the  accounting  de¬ 
partment  takes  care  of  the  same  job. 

The  first  man  who  did  some  work  on  the 
order  was  the  estimator.  If  we  were  to 
get  every  job  he  figures  on,  his  time  and 
cost  would  have  to  be  simply  added  to  each 
job.  But  as  a  matter  of  fact  not  every  esti¬ 
mate  brings  an  order,  as  we  have  in  each 
case  three  or  more  competitors  who  figure 
on  the  same  job  and  only  one  of  us  can 
get  it. 

For  this  reason  the  salary  of  the  esti¬ 
mator  is  figured  the  same  way  as  the  office 
expenses — into  burden. 

We  have  seen  before  that  the  job  re¬ 
ceives  a  job  number  in  the  office  as  soon 
as  the  order  for  it  arrives. 

The  cost  keeper  has  a  large,  especially 
devised  sheet  (job  ticket),  Fig.  3,  on  which 
he  enters  the  job  and  all  necessary  data, 
as,  when  to  be  delivered,  by  what  railroad, 
contract  price,  etc. 

At  the  same  time  the  book-keeper  makes 
out  a  regular  loose  leaf  order  blank,  filh 
out  the  heading,  for  instance ; 

PEOPLE’S  SAVINGS  BANK, 

DETROIT,  MICH. 

Also  job  number  and  other  data  in  spaces 
provided  for  them  and  says  then — 

Bank  fixtures  . $7,000. 

This  order  blank  he  keeps  in  a  file.  When 
he  receives  the  bill  of  lading  he  takes  out 
the  order  blank,  makes  out  a  bill  “Bank 
fixtures  as  per  your  plans  and  specifica¬ 
tions,”  $7,000,  mails  it  with  bill  of  lading 
to  the  customer,  gives  the  order  blank  a 
number  and  files  it  in  the  binder,  from 
where  it  is  charged  to  the  People’s  Savings 
Bank. 

When  the  superintendent  hands  the  stock 
bill  to  the  office,  the  cost  keeper  figures  out 


MR.  WM.  SCHICK, 
Proprietor  of  Business  Described. 


the  lumber,  and,  with  one-quarter  added 
for  waste,  he  enters  the  cost  on  his  job 
ticket.  Fig.  3,  under  the  heading  “Lumber.” 
The  same  he  does  with  veneer,  ply,  and 
later  on  with  marble,  glass,  hardware,  etc., 
bought  or  contracted  for  from  the  bills  for 
these  goods,  as  soon  as  they  are  received  by 
our  office. 

For  finishing  material,  stain,  filler,  shellac, 
wax,  varnish,  etc.,  an  appropriate  amount  is 
given  him  by  the  finishers’  foreman.  The 
same  for  glue  by  the  gluer. 

The  cost  keeper  has  now  the  cost  of  all 
material  entered  into  the  job  on  his  iob 
ticket,  Fig.  3. 

The  next  thing  is  the  cost  of  labor. 

The  timekeeper  of  each  floor  hands  to  the 
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workingman  every  morning  a  time  ticket, 
with  date  and  job  number  on  it.  If  the 
workingman  finishes  the  job  during  the  day. 
he  hands  his  time  ticket  to  the  timekeeper, 
who  enters  the  time  when  he  received  it. 
and  gives  out  a  new  one  for  another  job. 
All  workingmen  go  b}^  number,  a  list  of 
which,  with  the  rate  they  earn,  the  cost 
keeper  has  on  his  desk. 

From  these  time  tickets  the  cost  keeper 
enters  on  the  job  ticket,  Fig.  3,  the  num¬ 
ber  of  the  working  man,  the  number  of 
hours  worked  on  the  job  and  the  cosr 
of  it,  keeping  machine  hands,  cabinetmakers 
and  finishers  separate,  as  provided  on  this 
job  ticket.  This  enables  us  to  see  at  an> 
moment  how  much  money  a  certain  job  has 
cost  us  at  the  present  time,  where  to  find 
it,  and  who  is  working  on  it. 

The  cost  keeper  will  also  enter  on  Form 
4  the  total  hours  worked  each  day  on  every 
job,  keeping  machine  hands,  cabinetmakers 
and  finishers  separate.  This  Form  is  lined 
for  twelve  working  days,  as  we  have  pay 
day  every  two  weeks  only.  This  sheet  No. 


4  is  the  foundation  stone  to  figure  our 
burden. 

We  have  now  the  cost  of  material  and 
labor ;  to  this  we  have  to  add  the  burden. 

This  is  done  in  the  following  manner : 

The  hours  of  each  division  on  Form  4  are 
added  together  for  every  job,  and  finally  the 
grand  total  of  all  hours  on  all  jobs.  The 
salaries  for  all  office  help,  draftsmen,  esti¬ 
mator,  superintendent,  are  added  together 
for  two  weeks,  and  go  under  heading  “Of¬ 
fice,”  on  job  ticket  No.  3. 

If  the  salary  would  be  $250,  all  working 
hours  of  the  machine  hands,  cabinetmakers 
and  finishers  together  $4,000,  the  office  help 
would  cost,  each  hour,  $0.0625.  The  total 
working  hours  during  these  two  weeks  on 
job  730  are  750;  the  cost  of  office  help  on 
this  job  would  be  $0.0625X750=$46.88  In 
this  way  we  figure  out  the  burden  on  each 
job  for  heating,  rent,  taxes,  light,  insurance, 
interest,  general  expense,  day  workers,  up¬ 
keep,  etc. 

For  power  we  use  in  the  same  manner 
the  hours  of  machine  hands  only.  Cost  of 


Figure  5  (Continuation). 
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power  for  two  weeks,  $65 ;  total  working 
hours  of  machine  hands,  635 ;  cost  of  power 
for  one  working  hour,  $0.1024.  Total 
hours  of  machine  work  on  job  730  during 
two  weeks,  50;  cost  of  power  used  bn  job 
730,  $5.12. 

Depreciation :  We  figure  on  our  ma¬ 

chines  a  lifetime  of  five  years,  2,000  work¬ 
ing  hours  per  year,  interest  on  $4,000,  capi¬ 
tal  invested  in  machinery  at  6  per  cent, 
makes  the  cost  of  one  working  hour 
for  all  twelve  machines  $0,472.  But. 
while,  for  instance,  the  trim  saw  work¬ 
ed  three  hours  on  a  certain  job,  the 
other  eleven  machines  were  busy  on 
another;  therefore,  the  cost  for  each  hour 
on  the  trim  saw  will  be  only  one-twelfth. 
In  other  words,  I  divide  the  total  hours  of 
the  machine  hands  on  a  certain  job  by  the 
number  of  machines  (12)  and  multiply  by 
0.472.  This  gives  me  the  depreciation,  50 
hours  machine  hands  (job  730)  :  12= 

4.166X0.472=$!. 97.  This  money  is  paid  out 
to  the  depreciation  fund  and  deposited  in  a 
bank. 

Summing  up  the  burden  and  adding  it  to 


cost  of  material  and  labor  gives  cost  of  to 
manufacture.  To  this  comes  freight,  cart¬ 
age,  the  cost  and  railroad  fare  for  the  men 
setting  the  job,  and  we  have  the  total  cost 
on  the  job  ticket  Fig.  3,  which  is  now  given 
to  the  bookkeeper. 

Instead  of  crediting  the  merchandise  ac¬ 
count  with  $7,000,  the  old  way,  he  enters 
the  different  totals  from  the  job  ticket  on 
his  recapitulation  sheet.  Fig.  5.  Also  the 
profit  or  loss  made  on  the  job.  These  en¬ 
tries  require  a  little  more  work  than  one 
total  sum,  but  are  of  incalculable  value. 

The  ledger  having  the  same  accounts  as 
the  headings  read  on  the  recapitulation 
sheet,  no  merchandise  account  is  used,  lum¬ 
ber  is  credited  to  the  lumber  account,  glass 
to  glass  account,  and  so  on.  The  payroll  is 
also  divided  in  office,  machine  hands,  cab¬ 
inetmakers,  finishers,  and  day-workers,  and 
credited  with  the  amounts  on  the  job  recap¬ 
itulation  sheet.  Fig.  5.  All  material  received 
IS  charged  to  the  proper  account  also  all 
wages  paid  out. 

The  monthly  total  of  profit  is  credited, 
the  monthly  loss  is  charged  to  profit  and 
loss  account. 


Harmony  in  Business 


1  OCCURS  to  me  that  in  or¬ 
der  to  get  the  best  results 
from  any  business  everybody 
connected  with  it,  including 
the  employer,  should  work 
harmoniously.  Every  person  connected  with 
it,  including  the  employer,  is  one  of  the  cog 
wheels  in  a  piece  of  machinery  and  if  he 
or  she,  including  the  employer,  wants  to 
be  cranky  or  cross  the  whole  machine  is 
out  of  tune.  Every  person  employed,  in¬ 
cluding  the  employer,  should  thoroughly 
understand  the  duties  which  fall  to  him 
and  when  they  are  once  assigned  he  should 
carry  the  responsibility  of  the  position,  suf¬ 
fering  the  penalty  if  he  cannot  make  good, 
receiving  the  credit  if  he  succeeds. 

When  Admiral  Dewey  made  his  famous 
attack  upon  Manila,  he  simply  said :  “You 
may  fire  when  you  are  ready,  Mr.  Grid- 
ley.”  He  did  not  go  nosing  around  asking 
if  they  were  sure  that  they  had  powder  in¬ 
stead  of  black  sand,  or  waste  time  in  tell¬ 
ing  the  gunners  to  be  sure  to  hit  the  other 
fellow’s  vessels,  but  he  assumed  that  every¬ 


body  understood  his  business  and  so  went 
on  about  his  own.  The  investment  re¬ 
turned  everything  that  there  was  in  it,  the 
entire  destruction  of  the  opposing  fleet. 
That  is  the  way  every  business  should  be 
conducted  to  get  everything  out  of  it  there 
is  in  it.  • 

When  a  business  of  any  kind  assumes 
proportions  of  sufficient  size  to  be  divided 
into  departments,  each  should  be  placed  in 
charge  of  someone  perfectly  competent  to 
manage  it,  leaving  the  employer  free  to  do 
nothing  but  get  more  business,  to  expand 
the  business  which  he  has,  to  reach  out  for 
more,  and  each  manager  in  each  depart¬ 
ment  should  be  more  able  and  competent 
to  conduct  his  department  than  his  em¬ 
ployer,  or  he  is  not  the  right  man  for  the 
place.  Of  course,  this  statement  will  not 
be  indorsed  by  many  employers,  as  it  in¬ 
fringes  too  closely  upon  the  dignity  of  pro¬ 
prietorship,  but  a  sufficient  answer  to  all 
such  notions  is  to  ask  who  can  copy  the 
letters  the  better,  the  proprietor  or  the  of¬ 
fice  boy?  Then  a.s  the  business  expand.s 
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each  manager  should  be  given  more  help, 
but  let  the  help  understand  that  they  are 
accountable  to  the  manager,  and  to  him 
alone.  If  they  cannot  do  the  work  to  sat¬ 
isfy  him,  they  must  seek  employment  else¬ 
where.  The  best  cook  I  ever  had  was  a  China¬ 
man  and  all  he  wanted  to  know  was  how 
many  there  were  to  be  to  dinner.  Then  he 
would  serve  a  meal  fit  for  a  king,  but  if 
bothered  by  suggestions  would  be  sure  to 
make  a  mess  of  it.  A  modification  of  this 
applies  to  all  business:  let  one  department 
get  it  and  another  one  attend  to  it. 

Possibly  it  may  be  a  far  cry  from  the 
above  to  the  cost  of  manufacturing  but 
did  you  never  notice  that  in  the  most 
prosperous  concerns  there  is  the  least  fric¬ 
tion,  and  that  where  there  is  friction  every 
particle  of  it  adds  to  the  cost  of  produc¬ 
tion?  Every  article  that  is  manufactured 
bears  a  certain  factory  and  non-productive 
labor  burden,  which  in  round  numbers  is, 
say  50  per  cent  of  the  total  cost.  A  great 
deal  of  attention  is  paid  to  the  first  50  per 
cent  of  this  cost,  but  the  second  half  is  most 
always  given  rope  enough  to  hang  itself, 
if  it  only  could. 


But  this  memo,  was  commenced  for  the 
purpose  of  saying  something  about  letting 
employes  have  a  breathing  spell  once  in  a 
while,  especially  on  Saturday  afternoon. 
In  the  city  of  New  York  the  dry  goods 
stores  that  cater  to  the  best  trade  close  all 
day  Saturdays  during  the  summer,  and  as 
my  uncle,  not  the  Chatham  street  one,  used 
to  say,  I  assert  without  fear  of  successful 
contradiction  that  the  factory  that  gives  its 
office  force  every  Saturday  afternoon  man¬ 
ufactures  with  less  cost,  as  to  the  second 
50  per  cent,  than  the  one  that  crowds  the 
force  all  of  the  week.  A  schedule  should 
be  made  out  including  the  entire  office 
force,  in  this  instance  excusing  the  em¬ 
ployer,  each  one  of  whom  should  take  turn 
and  turn  about  to  remain  at  the  office  until 
five  o’clock  for  the  purpose  of  receiving 
telegrams,  telephone  messages,  etc.  This 
schedule  should  be  in  force  the  year  around, 
with  the  possible  exception  that  for  a  few 
of  the  winter  months  it  may  go  into  force 
at  three  o’clock,  but  the  entire  afternoon 
for  the  whole  year  is  preferable. 

An  Employer. 


The  Way  To  Do  It 


Exercise  three  times  a  day; 

Feed  yourself  on  simple  fare. 

Mostly  made  of  bran  and  hay; 

Revel  in  the  open  air; 

Never  give  way  to  your  fears; 

Sleep  just  like  a  baby; 

Then  yqu’ll  live  a  hundred  years — 

Maybe. 

Wear  no  wraps  about  your  throat; 

Do  not  eat  late  lunches; 

Do,  oh!  do  not  rock  the  boat; 

Shy  away  from  punches; 

Do  not  drink  too  many  beers; 

Let  not  debts  distress; 

Then  you’ll  live  a  hundred  years, 

More  or  less. 

Don’t  dispute  with  men  who  wear 
Larger  fists  than  you; 

Do  not  give  way  to_  despair. 

Though  the  rent  is  due; 

Do  not  waste  your  strength  in  tears; 

As  for  trouble,  scout  it; 

Then  you’ll  live  a  hundred  years. 

Doubt  it? 

Do  not  umpire  baseball  games; 

Don’t  for  office  run; 

Do  not  call  a  fellow  names 
If  he  has  a  gun. 

Unto  wisdom  lend  your  ears; 

Shun  the  festive  schooner; 

Then  you’ll  live  a  hundred  years. 

If  you  don’t  die  sooner. 

■^—Piqun  (Ohio)  Cdll, 


Stop-Payment  Orders. 

HE  regulation  of  the  matter 
of  stop-payment  of  checks  is 
of  no  little  concern  to  the 
bank.  In  law,  in  all  states 
where  a  check  does  not  con¬ 
stitute  an  assignment  to  the  payee,  the 
drawer  has  the  legal  right  to  order  its 
payment  stopped,  and  the  bank,  if  it  dis¬ 
obeys  or  disregards  the  order,  does  so  at 
its  peril.  But  in  practice,  it  occasionally 
happens  that  some  particular  stop-order 
will  be  overlooked,  and  payment  of  a 
stopped-check  be  inadvertently  made.  To 
relieve  the  bank  from  responsibility  for 
such  a  mistake,  clauses,  limiting  liability, 
are  sometimes  inserted  in  the  pass-books 
of  depositors.  Following  is  a  method  of 
regulation  which  has  recently  come  to  our 
notice,  that  would  seem  to  possess  superior 
advantages : 


This,  it  is  seen,  is  a  form  of  stop-order, 
to  be  signed  by  the  depositor,  which 
couples  with  it  a  disclaimer  of  the  bank’s 
responsibility  in  case  of  payment  through 
oversight  or  inadvertence.  It  is  printed 
on  a  card  3^2  x  6  inches.  The  clause  agree¬ 
ing  to  indemnify  the  bank  against  loss  re¬ 
sulting  from  non-payment  of  the  check  is 
probably  intended  to  cover  checks  which 


have  been  certified  by  the  bank  previous 
to  receipt  of  the  stop-order,  as  no  loss 
would  result  to  a  bank  from  refusing  to 
pay  an  uncertified  check,  by  direction  ol 
the  drawer.  Of  course,  as  to  certified 
checks,  the  drawer  has  no  right  to  order 
payment  stopped  in  any  case.  Such  a 
check  is  the  bank’s  own  obligation  to  pay, 
and  ordinarily,  for  its  own  honor  and 
prestige,  it  should  pay  it,  especially  where 
in  the  hands  of  a  transferee,  heedless  of 
any  ordinary  equity  claimed  by  the  de¬ 
positor  as  against  the  original  payee.  Bui 
exceptional  cases  may  exist — for  example, 
theft  of  a  certified  check  indorsed  in  blank, 
or  where  payment  is  demanded  by  the 
original  payee,  and  the  depositor  claims 
fraud  or  illegality  in  the  consideration — 
where  it  might  be  the  proper  thing  for  the 
bank  to  grant  the  request  of  the  depositor 
upon  satisfactory  indemnity,  and  withhold 
payment.  The  first  clause  in  the  card 
would  cover  such  cases. 

The  disclaimer  clause,  that  the  depositor 
will  not  hold  the  bank  responsible  should 
it  inadvertently  pay  the  stopped  check, 
affords  a  greater  measure  of  protection  to 
the  bank  than  a  similar  clause  in  the  pass¬ 
book,  because  the  depositor  may  deny  that 
he  ever  read  the  latter  while  he  could 
hardly  plead  ignorance  of  something  which 
he  has  delivered  the  bank  over  his  own 
signature.  For  instance,  one  of  the  banks 
in  New  York  City  printed  the  following 
clause  in  its  depositors’  pass-books : 


It  is  further  agreed  that  the  bank  shall 
not  be  responsible  for  the  execution  of  an 
order  to  stop  payment  of  a  check  previously 
drawn;  that  the  bank  will  endeavor  to 
execute  such  orders,  but  that  no  liability 
shall  be  created  by  the  failure  so  to  do, 
and  that  no  rule,  usage  or  custom  shall  be 
construed  to  create  such  liability. 


THE  PEOPLE’S  BANK, 

393-395  Canal  Street,  . 

New  York  City,  N,  Y. 

Gentlemen  : 

Please  stop  payment  on  check  No . 

dated . and  drawn 

by  us  to  the  order  of . 

. for  $ . 

and  I  hereby  agree  to  indemnify  The 
People’s  Bank  against  all  loss  resulting 
from  non-payment  of  said  check. 

Should  you  pay  this  check  through  inad¬ 
vertency,  or  oversight,  it  is  expressly 
understood  that  you  will  in  no  way  be  held 
responsible. 
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I'lie  bank  paid  a  stopped  check  through 
an  oversight  and  the  depositor  recovered 
judgment  against  the  bank.  The  clause 
did  not  protect  the  bank  as  the  depositor 
testified  “that  he  did  not  read  the  alleged 
agreement  and  was  not  aware  of  what  it 
contained  at  the  time  the  check  in  ques¬ 
tion  was  drawn,”  and  the  appellate  term 
of  the  New  York  Supreme  Court  said  this 
was  a  question  of  fact  “which,  it  must  be 
assumed,  the  trial  justice  determined  in 
favor  of  the  plaintiff.”  (Case  of  Elder  vs. 
Franklin  Nat.  Bank.) 

Even  if  a  depositor  should  read  a  pass¬ 
book  clause  so  worded,  the  particular 
language  would  be  insufficient  to  protect 
the  bank,  for  the  court,  discussing  it  upon 
the  assumption  that  it  was  an  agreement 
said  that,  being  framed  by  the  bank  for 
its  own  benefit,  it  would  be  strictly  con¬ 
strued  ;  that  the  courts  are  not  prone  to 
construe  instruments  in  such  a  way  as  to 
support  a  waiver  of  liability  for  negli¬ 
gence;  that  contracts  will  not  be  so  con¬ 
strued  unless  expressed  in  unequivocal 
terms ;  and  that  the  fair  import  of  the 
pass-book  clause  was  that  the  bank  would 
not  be  liable,  provided  it  exercised  ordinary 
care;  that  the  agreement  would  be  con¬ 
strued  as  if  it  read ; 


The  raised  words  which  were  inserted 
by  the  court,  illustrate  how  the  courts  will 
change,  by  legal  construction,  the  set  terms 
of  business  agreements.  The  card-form 
which  we  illustrate  above  has  two  advan¬ 
tages  over  the  pass-book  form  which, 
tested  in  the  courts  as  a  protective  shield, 
was  found  wanting : 

(1)  It  is  a  signed  communication  by  de¬ 
positor  to  bank ; 

(2)  It  expressly  tells  the  bank,  it  will 
not  be  held  responsible  for  “inadvertency” 
— in  other  words  “negligence” — in  paying 
a  stopped  check. 

The  card-form  illustrated  may  not  prove 
an  absolute  protection — some  possible  legal 
flaw  may  be  found  in  it — but  it  is,  at  all 


events,  an  improvement  upon  the  pass¬ 
book  clause,  and,  we  believe,  will  stand  a 
fair  chance  in  the  courts.  The  question 
may  arise,  is  it  supported  by  a  sufficient 
consideration?  Where  a  bank  inadvertently 
pays  a  stopped  check,  the  depositor  may 
argue  that  he  had  a  legal  right  to  stop 
payment  and  the  bank  was  under  obliga¬ 
tion  to  obey  his  stop-order,  without  his 
coupling  it  with  a  clause  exempting  the 
bank  from  responsibility;  that  that  promise 
of  exemption,  therefore,  was  without  suffi¬ 
cient  consideration  to  supnort  it,  and  falls. 
To  this,  the  bank’s  answer  would  be  that 
the  consideration  upon  which  it  carried  the 
depositor’s  account  and  paid  his  checks 
was  sufficient  to  support  the  promise  not 
to  hold  it  responsible  for  mistaken  pay¬ 
ment  of  a  stonned  check. — Banking  Law 
Journal. 


Catalog  Filing. 

BY  L.  G.  STHBBINS,  OFFICE  ENGINEER. 

There  are  many  different  systems  of 
filing  catalogs  and  no  doubt  each  one  is 
the  best,  in  the  estimation  of  the  user  of 
that  system ;  but  after  an  impartial  con¬ 
sideration  of  the  merits  of  the  separate 
systems  or  devices  which  really  is  the  best 
one  ? 

After  having  given  the  matter  much 
thought,  I  have  come  to  the  conclusion 
that  the  best  all  around  plan  is  that  which 
is  described  below.  This  scheme  has  the 
advantage  of  simplicity  and  in  all  other 
ways  is  certainly  equal  to,  if  not  superior, 
to  any  other.  This  plan  provides  for  the 
erection  of  shelves  on  the  wall  if  space 
is  available,  or  if  preferred,  the  construc¬ 
tion  of  a  cabinet  with  shelves  arranged  to 
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hold  the  catalogs  standing  on  edge.  If  the 
shelves  are  built  into. the  wall,  the  books 
may  be  protected  from  dust,  etc.,  by 
sliding  doors.  The  index  is  a  double  or 
cross  index ;  that  is,  the  catalogs  are  en- 


It  is  further  agreed  that  the  bank  shall 
not  be  responsible  for  the  execution  of  an 
order  to  stop  payment  of  a  check  previously 
drawn;  that  the  bank  will  endeavor  to 
execute  such  orders,  but  that  no  liability 
shall  be  created  by  failure  so  to  do  where 

THE  BANK  HAS  EXERCISED  ORDINARY  CARE  IN 
THAT  REGARD,  and  that  no  rule,  usage  or 
custom  shall  create  such  liability. 
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tered  on  cards  under  the  name  of  the  firm, 
giving  address,  etc.,  as  shown  in  Fig.  1. 
This  enables  quick  location  when  a  catalog 
of  a  particular  firm  is  required. 

The  catalogs  are  also  entered  in  the 
other  card  index  under  the  article  as 
shown  in  Fig.  2.  This  enables  quick  refer¬ 
ence  by  the  name  of  the  article.  The 
catalogs  may  be  placed  on  edge  on  the 
shelves,  closely  together  so  as  to  support 
each  other,  and  the  number  marked  on  the 
outside.  When  a  certain  catalog  is  wanted 
reference  is  made  to  the  card  index,  either 
for  the  article  or  the  name  of  the  concern, 
as  the  case  may  be,  the  number  ascertained, 
and  the  catalog  located  quickly  and  easily. 

There  is  a  more  or  less  serious  handi¬ 
cap  in  any  system  of  catalog  filing  on  ac¬ 


count  of  the  discrepancies  in  the  sizes  of 
catalogs;  but  in  the  shelf  plan  this  diffi¬ 
culty  is  reduced  to  a  minimum,  and  the 
catalogs  are  always  in  good  shape  for 
quick  and  easy  reference.  When  new  cata¬ 
logs  are  received  they  arc  given  the  num¬ 
bers  assigned  to  the  ones  they  supersede. 
The  catalog  file  should  be  in  charge  of  a 
competent  clerk  to  whom  application 
should  be  made  for  catalogs  when  required, 
and  returned  to  him  for  re-filing  when 
finished.  In  a  large  plant  where  many 
persons  continually  call  for  catalogs  a  reg¬ 
ular  system  of  charging  these  catalogs 
should  be  kept,  so  that  if  one  is  missing 
from  the  files,  a  record  will  show  who 
has  it. 

There  is  nothing  of  more  importance  in 
the  proper  conduct  of  a  business  enterprise 
than  a  good  catalog  file,  and  many  firms 
now  struggling  with  this  problem  can  find 
an  easy  solution  by  arranging  for  a  system 
such  as  above  described. 


Storage  of  Household  Furniture. 

BY  OSCAR  LEE, 

Sec’y  Shank  Furniture  Storage  Co.,  Indianapolis. 

We  run  a  warehouse  for  storage  of 


STORAGE  RECEIPT  JVo.  21327 

Shank  Furniture  and  Storage  Company 

No.  339  E.  Washington  Street  and  332  to  336  E.  Pearl  Street 

Mr.  John  Jones  Iiidia7iapoliSy  March  17,  1906 

Address  from  1762  Oak  Ave.  5  floor  East  side,  Row  B 

We  have  received  in  our  storage  houses  at  339  E.  Washington  Street  and  332  to  336  E.  Pearl  Street 
tor  your  account  and  subject  to  return  of  this  receipt  the  following  described  goods,  to-wit: 


6  dining  chairs 
1  ex.  table 
5  rockers,  1  broken 
1  chiffonier 
1  side  board  base 
1  side  board  mirror 
1  china  closet 
1  buffet 

1  book  case 

2  dresser  base 


2  dresser  mirrors 

2  wash  stands 

3  center  stands 
2  rolls  carpet 

1  bdl.  w.  shades 
1  bdl.  brooms 

1  bench  wringer 

2  wash  tubs  and  c. 
1  box  and  c. 

1  barrel  and  c. 


Transfer  $3.00 

These  goods  are  stored  at  owner’s  risk  against  loss  or  damage  by  fire,  rust,  leakage,  war  or  insur¬ 
rection,  and  acts  of  God.  Shank  Furniture  and  Storage  Company,  however,  obligates  itself  to  use 
diligence  in  protecting  said  property  while  in  its  custody.  The  goods  here  will  be  held  subject  to  return 
of  this  receipt,  but  will  be  delivered  to  owner  on  his  sworn  statement  before  a  notary  public  in  case  of 
loss  of  receipt,  providing  all  charges  for  storage  at  the  rate  of  $2.00  for  each  month  or  fractional  part 
are  paid. 


Front  of  Form. 
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household  furniture  and  think  we  have  a 
good  'System  for  taking  care  of  goods  left 
in  our  care. 

The  man  in  charge  of  the  warehouse  has 
a  'blank  book  in  which  he  lists  each  article 
as  it  is  taken  from  the  wagon  and  placed 
on  the  elevator.  After  the  lot  of  goods  are 
listed,  this  book  is  brought  to  the  office, 
where  a  storage  receipt  and  duplicate  of 
receipt  is  copied  with  typewriter.  The 
storage  receipt  is  given  to  the  owner  of  the 
goods,  and  the  duplicate,  which  is  made 
on  back  of  ledger  page  is  kept  in  office. 
We  had  a  loose  leaf  ledger  made  espe¬ 
cially  for  the  purpose. 

When  goods  are  taken  out  of  the  ware¬ 
house  the  Storage  receipt  is  turned  in  to 
the  office  and  goods  are  checked  out  from 
the  receipt,  the  receipt  and  ledger  page, 
duplicate,  are  then  filed  in  the  transfer 
binder. 

We  are  inclosing  a  copy  of  receipt  and 
ledger  page  duplicate  herewith. 

We  find  this  is  a  saving  of  at  least  one- 
half  in  time  over  any  system  used  here 
at  present,  and  very  little  liability  of  making 
mistakes. 

Insurance  Expirations. 

BY  PAGE  LAWRENCE. 

A  labor-saving  system  to  keep  insur¬ 
ance  expirations,  in  insurance  offices,  real 
estate  offices  and  buildine  and  loan  associ¬ 
ations,  is  an  inexpensive  card  carrying  the 
name  of  the  insured,  the  date  of  expira¬ 
tion,  the  name  of  the  insurance  company, 
number  and  amount  of  the  policy. 

The  cards,  keeping  an  accurate  account 
of  several  thousand  insurance  policies,  can 
be  kept  in  a  small  tray  indexed  by  years 
and  months.  The  days  can  be  designated 


by  index  cards  numbered  one  to  31.  Three 
sets  of  indexes  by  days  is  sufficient. 

This  device  enables  one  to  see  at  a 
glance  the  insurance  policies  expiring  on 
a  certain  day;  and  a  few  moments’  daily 
examination  is  all  the  time  needed  to 
keep  all  expiring  policies  covered. 

The  cumbersome  agency  record  as  a 
reference  on  expirations  is  done  away 
with.  In  insurance  offices  the  use  of  a 
card  of  this  kind  as  a  reminder  that  orders 
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for  the  renewal  of  expiring  policies  must 
be  looked  up  and  the  policies  renewed,  is 
indispensable. 

These  cards  have  been  used  by  a  build¬ 
ing  and  loan  association  which  has  some 
2,000  insurance  expirations  to  cover.  Two 
years’  use  have  proven  the  cards’  reli¬ 
ability  and  labor-saving  worth. 


Checking  Freight  Rates. 

The  appended  card  record  is  an  illustra¬ 
tion  of  the  system  used  by  me  for  check¬ 
ing  freight  rates.  It  is  also  a  good  rout¬ 
ing  file  and  by  means  of  double  postal 
card  notice  -of  shipment,  asking  consignee 
in  the  interest  of  good  railroad  service  to 
kindly  fill  out  and  mail  the  return  postal. 
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you  can  check  the  routing  which  gives  the 
best  service,  this  one  in  all  probability  be- 


ine  also  the  shortest  one. 

The  (“freight  rates  from . ”) 

first  blank  can  be  printed  in  and  the  sec¬ 
ond  blank  (“to . ”)  filled  in  on 

the  typewriter  or  with  pen.  Then  by  going 


through  shipping  and  receiving  records,  a 
list  of  towns  which  you  are  shipping  to 
and  receiving  from  can  easilv  be  gotten. 
The  “Official  Classification”  giving  various 
class  rates  which  different  materials  take 
both  in  carload  and  less,  can  be  gotten 
from  your  local  freight  agents  as  can  also 
the  class  rates  to  the  towns  you  are  doing 
business  with  in  the  freight  line.  Com¬ 
modity  rates  on  special  materials  can  be 
kept  in  the  snecial  rate  column. 

This  has  enabled  me  to  catch  errois 
amountinp’  to  not  quite  a  few  dollars. 

A  Subscriber. 


“Interest  by  a  Wall  Street  Expert.” 

BY  H.  G.  BUTLER. 

Stock  Exchange  houses  render  statements 
to  their  customers  of  their  acoounts  at  least 
once  a  month,  so  the  customer  can  see  for 
himself  just  what  has  been  charged  and 
credited  to  them  during  the  month  and  ex¬ 
pect  every  one  of  them  to  be  verified.  If  no 
comment  is  made  upon  them  or  if  no 
changes  are  requested  to  be  made  the  brok¬ 
ers  take  it  for  granted  that  they  are  cor¬ 
rect  but  that  is  not  always  the  case.  A 
great  many  customers  isimply  glance  at  their 
statements  and  never  think  of  checking 
them.  They  depend  entirely  upon  the 
broker  to  see  that  they  are  correct.  But 
when  brokers  never  depend  upon  each 
other,  it  would  seem  important  that  the 
customers  should  check  every  item  the  same 
as  the  brokers  do.  No  matter  how  careful 


the  book-keepers  are,  serious  errors  are 
bound  to  occur,  and  if  they  are  not  found 
by  the  customer  they  may  never  be  adjust¬ 
ed.  When  brokers  receive  a  statement 
from  another  house,  their  book-keepers 
check  every  detail  and  see  that  all  errors 
are  adjusted  without  delay. 

All  the  reports,  the  notices  of  debits  or 
credits,  and  the  dividend  notices,  should 
be  filed  and  checked  with  the  statement 
when  it  is  received,  and  the  extension  of 
each  item  verified.  Then  qheck  the  interest 
on  each  item.  A  great  many  dislike  to  fig¬ 
ure  interest  because  they  look  upon  it  as 
a  hardship,  but  if  they  devote  a  little  time 
and  thought  to  the  explanation  herewith, 
interest  will  lose  all  of  its  terrors,  and 
when  they  discover  a  few  of  the  errors 
that  are  consitantly  occurring  they  will  look 
upon  it  as  a  very  pleasant  pastime  and  are 
quite  sure  to  find  it  a  very  profitable  one. 

Interest  is  usually  figured  from  the  date 
of  each  transaction  to  the  last  days  of  the 
month,  on  both  debit  and  credit  sides  at 
six  per  cent.  But  no  matter  how  the  time 
is  figured,  the  following  method  will  take 
care  of  it.  It  is  all  figured  at  six  per  cent 
because  it  is  the  easiest  rate  to  figure,  and 
in  a  busy  house  there  is  so  much  to  figure, 
it  cannot  all  be  done  in  one  day  or  several 
days.  And  it  is  impossible  to  determine 
in  advance  what  rate  to  charge  the  cus¬ 
tomers  because  the  brokers  cannot  tell  them¬ 
selves  how  much  money  has  cost  them 
until  about  the  last  day  of  the  month.  Then 
the  difference  between  the  interest  on  both 
sides  of  the  statements  is  adjusted  by  divid¬ 
ing  the  amount  by  six  which  reduces  it  all 
to  one  per  cent  and  multiplying  by  the 
rate  determined  upon. 

The  rule  of  this  method  is  to  simply  di¬ 
vide  the  number  of  days  by  six,  the  rate. 
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multiply  the  result  by  the  principal  and 
point  off  three  places  from  the  right.  Cents 
in  the  principal  are  never  used  when  brok¬ 
ers  figure  interest.  This  rule  is  a  modifica¬ 
tion  of  the  one  laid  down  in  the  school 
books,  but  ^is  comparisons  are  odious  we 
will  avoid  them.  The  why  and  the  where¬ 
fore  can  be  safely  taken  for  granted  be¬ 
cause  it  is  impossible  to  prove  that  it  is 
wrong.  The  author  figures  as  much  if  not 
more  interest  than  anybody  else  in  Wall 
Street,  and  after  years  of  diligent  search 
he  cannot  find  a  better  method.  Let  us  try 
a  few  examples  by  way  of  'illustratiion.  The 
author  seldom  uses  all  the  figures  used  here 
because  he  is  compelled  by  sheer  necessity 
to  figure  most  of  his  interest  mentally  and 
anybody  else  can  do  it  the  same  way  after 
very  little  practice.  Take  $42,72i6  for  30 
days.  30^6=5.  5X4272G~213C30 ;  result 

$213.63.  Take  the  same  amount  for  six 
days:  0-^6=l.  1X42726=^42.726.  Don’t 

figure  iit.  Simply  point  off  three  places. 
Could  anything  be  easier?  Take  three  days, 
3  is  one-half  of  6,  half  of  the  principal, 
42726  is  21.363,  point  off  three  places.  Fig¬ 
uring  examples  like  those  are  unnecessary 
even  to  a  novice.  Every  other  number  of 
days  will  look  just  as  easy  after  a  little 
practice.  But  in  some  there  is  a  fraction, 
L6  or  1/3,  which  may  cause  some  people  to 
use  a  pencil,  but  don’t  let  it  bother  anybody. 
Just  think  of  what  a  simple  proposition  this 
method  makes  of  most  of  your  interest  and 
how  to  control  the  fraction  will  dawn  upon 
you  naturally.  Study  the  following  for  a 
little  while  and  the  fraction  will  be  as  easy 
as  the  rest.  The  figures  7 — 13 — ^19 — ^25 — 31 
for  the  number  of  days  will  give  1/6  more 
than  a  whole  number.  iMultiply  by  the 
whole  number  and  add  1/6  of  the  principal 
to  it.  Example,  42726  for  19  days,  19-j-6= 
3  1/6.  3X42726=128178.  1/6  of  42726= 

7121,  both  together  give  135299.  Do  it  this 
wav : 

42726 

3.6 


7121 

128178 

135299  result  $135.30 

The  figures  8 — 14 — 20 — 26  give  1/3  more 
than  a  whole  number.  Figure  the  same 
way,  only  instead  of  dividing  the  principal 
by  6  for  1/6,  divide  it  by  3  for  1/3  and  add 
it  to  the  result  of  multiplying  the  principal 
by  the  whole  number. 

Here  is  the  only  difficult  part  of  the 


method  to  explain.  That  is,  if  there  is 
anything  difficult  abont  it.  When  you  have 
the  following  number  of  days,  10 — ^16 — 22 — 
28,  if  you  divide  them  by  6  you  have  the 
fraction  2/3.  That  looks  difficult ;  but  it 
isn’t.  When  the  number  of  days  are  11 — 
17 — 23 — 29  you  get  the  fraction  5/6.  That 
looks  more  difficult;  but  it  isn’t.  Here’s 
liow  16^6=2  2/3,  but  instead  of  doing  that, 
add  2  days  or  1/3  of  6  to  16,  which  gives 
18.  18^6=3.  Multiply  the  principal  by  3 

and  subtract  the  1/3  which  you  added,  point 
off  three  places,  and  you  have  the  result. 
Do  it  like  this : 

42726 

3-3 


128178 

14242 

113.936  result  $113.94 

When  the  fraction  is  5/6,  add  one  day  or 
1/6,  multiply  the  principal  by  the  whole 
number  you  get  and  subtraot  1/6  of  the 
principal. 

The  old  adage  reads,  “Practice  makes 
perfect,”  but  very  little  practice  with  the 
foregoing  means  magic.  Many  men  marvel 
at  a  fresh  bank  clerk  approximating  inter¬ 
est.  They  can  do  it  mentally  and  get  so 
near  the  correct  figures  that  some  people 
think  they  are  wonderful.  Don’t  wonder 
any  more.  Practice  this  method,  master 
its  possibilities  and  you  can  go  them  one 
better  by  figuring  interest  exactly  in  your 
head  without  the  slightesit  effort. 


“Lay  Out”  of  a  German  Machine  Shop. 

BY  R.  GRIMSHAW. 

The  annexed  diagram  shows  the  gen¬ 
eral  lay-out  of  the  departments  of  a  suc¬ 
cessful  German  machine  shop — the 
“Maschinen  Bau  Gesellschaft  Karlsruhe,” 
of  Karlsruhe,  Baden.  The  new  buildings, 
with  a  floor  space  of  about  100,000  square 
meters,  or  say  1,100,000  square  feet,  are 
shown  in  the  ground  plan.  The  relation 
of  the  various  departments  to  each  other 
and  to  their  common  head  is  shown  in  the 
diagram,  which  relates  to  orders  received 
and  carried  out. 

In  regard  to  orders — the  customer  has 
at  first  to  do  only  with  the  manager’s  de¬ 
partment.  The  manager  sends  the  order 
to  the  construction  department,  also  to  the 
works  superintendent,  for  suggestions  and 
action.  The  former,  having  access  to  the 
library  and  photographic  department  and 
being  in  touch  with  the  purchasing  de- 
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partment,  figures  up,  through  the  counting- 
house  department,  the  cost,  and  makes  out 
the  bill  of  necessary  supplies,  raw  and  half 
finished  materials,  which  are  to  be  got  out¬ 
side  the  establishment,  as  well  as  those 
which  are  on  hand  or  to  be  made  in  the 
shops  themselves.  The  order  clerk  orders 
the  materials  from  the  dealers,  the  latter 
deliver  them  to  the  main  storeroom,  from 
which,  (against  proper  orders  from  the 
various  shops  represented  by  circles  on  the 
lower  line),  they  are  delivered  where  they 
are  wanted,  to  be  transformed  into  finished 
products,  dr  put  together.  The  works  su¬ 
perintendent  is  in  touch  with  each  of  his 
departments — pattern  shop,  foundries,  etc. 
The  various  foremen  arc  in  communica¬ 
tion  with  the  works  superintendent,  but 
not  with  any  other  departments  but  their 
own,  except  by  his  order.  The  billing  clerk- 
gets  his  data  from  the  calculation  depart¬ 
ment  and  his  bill  meets  the  goods  in  the 
shipping  department,  which  sends  goods 
and  bill  to  the  customer — who  in  turn  pays 
the  manager. 

•  The  course  of  an  inquiry  is  more  simple, 
but  no  less  svstcmatic.  The  customer 


knows  onl}'  the  manager’s  office  in  the  mat¬ 
ter  ;  the  corresponding  clerk  transacts  the 
necessary  correspondence  with  the  dealers 
in  materials  to  get  prices  of  raw  and  half 
finished  materials,  or  of  ready  made  com¬ 
ponent  parts,  as  valves,  oil-cups,  injectors, 
etc.  The  manager  consults  the  construc¬ 
tion  bureau,  which  is  in  touch  with  the 
counting-house,  which  latter  does  not 
bother  the  manager,  but  has  to  do  with 
the  corresponding  clerk  in  order  to  get 
inquiries  as  to  materials  afloat.  Dealers, 
however,  address  their  answers  to  the 
counting-house.  The  principle  here  in¬ 
volved  is,  that  outsiders  may  relieve  the 
correspondence  bureau  of  offers  and  esti¬ 
mates,  but  that  no  letter  which  might  com¬ 
mit  the  firm  is  permitted  to  be  sent  out 
from  any  department  but  that  of  corres¬ 
pondence. 


A  Practicable  Form  of  Voucher-Check. 

BY  W.  F.  BANE. 

The  appended  illustration  is  a  practicable 
form  of  voucher-check  to  which  bankers 
will  not  raise  any  objection.  I  have 
handled  hundreds  of  voucher-checks  and 


94 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


This  voucher-check  is  given 
in  payment  of  the  following 
invoices  or  items : 

Bluefield,  W.  Va., . 190... 

First  National  Bank,  of  Bluefield 

Pay  to  the  order  of 

.  S . 

Total,  $ . 

Received  payment. 

[Payee's  signature]  , 

Date....i . 190.. 

By . 

By . 

Practical  Form  of  Voucher  Check. 


the  reason  I  prefer  this  form  is  because 
it  is  complete  on  the  face. 

Vouchers  of  this  type  can  be  inspected 
by  the  book-keeper  as  ranidlv  as  the  ordi¬ 
nary  check.  The  one  in  most  common 
use,  the  folder,  has  to  be  taken  up  with 
both  hands,  opened,  receipt  figures  com¬ 
pared  with  the  statement  figures,  then 
place  for  payee’s  signature  to  see  that  it 
is  not  only  signed  by  payee,  but  signed 
officially  in  case  it  is  a  firm  or  corpora¬ 
tion. 

This  form  saves  time,  not  only  for  every 
bank  through  which  it  Passes,  (and  some¬ 
times  there  are  10  or  12  indorsements  by 
banks)  but  saves  equallv  as  much  time 
for  the  maker  of  the  check,  because  he  has 
only  to  write  on  the  one  side. — Banking 
Laiv  Journal. 


Farm  Accounting. 

THE  INQUIRY. 

BY  W,  H.  D. 

This  company  owns  12  or  14  farms,  con¬ 
taining  from  40  to  390  acres.  These  farms 
are  rented,  some  on  the  halves,  and  others 
for  third  and  fourth.  I  mean  by  that,  that 
the  company  furnishes  teams,  feed,  farm 
implements,  etc.,  in  the  one  case,  and  gets 
one-half  the  crops,  and  in  others  the  renter 
furnishes  these  things  and  pays  the  com¬ 
pany  one-third  of  the  grain  and  one-fourth 
of  the  cotton. 

Sometimes  one  farm  will  be  a  losing 
proposition — while  others  will  gain,  i.  e., 
in  the  one  case  the  rents  will  not  reim¬ 
burse  for  the  supplies  furnished,  others,  the 
rents  amount  to  more. 

Now,  the  way  I  have  been  keeping  these 
different  farm  accounts  is  like  this : 


Answer  by  G.  E.  Hutchinson. 

1.  This  is  a  set  of  accounts  that  will 
have  to  be  handled  the  same  as  any  other 
accounts,  insofar  as  the  debiting  and  cred¬ 
iting  of  items  against  their  proper  accounts, 
to  make  each  show  the  proper  per  cent  of 
profit  or  loss. 

2.  We  should  first  have  an  accurate  re¬ 
cord  of  all  property.  To  do  this  cards 
should  be  made  out  showing  details  of 
each  property  owned.  For  farms  we  should 
have  the  cost  of  the  same  in  total,  with 
description  of  land,  acreage,  location,  build¬ 
ings  thereon,  number,  how  built,  material, 
how  located,  what  timber  there  is  on  land, 
taxes  on  land  and  on  buildings,  worth  of 
each  one  separately.  Any  special  features 
such  as  a  well,  spring,  etc.,  should  be  men¬ 
tioned. 

3.  In  the  cards  kept  on  stock,  we  should 
have  record  of  what  kind  of  an  animal, 
age,  condition,  price  purchased  for,  name, 
breed,  sex,  etc.  Implement  cards  should 
show  the  kind  of  implement,  condition 
weight,  price  purchased  for,  etc.,  etc.  These 
cards  should  be  kept  in  properly  indexed 
sections.  On  the  back  of  each  should  be 
ruling  so  that  we  can  show  depreciation 
of  same,  giving  us  actual  worth  from  year 
to  year,  and  also  when  land  is  sold,  stock 
or  implements  are  sold  or  lost,  we  can  re¬ 
cord  same  and  file  these  cards,  charging  in 
proper  manner  through  our  accounts. 

4.  Wc  now  have  to  maintain  a  general 
ledger,  and  I  should  strongly  suggest  a 
card  ledger  that  can  be  divided  into  sec¬ 
tion  (of  course  a  book  ledger  can  be  used 
if  desired).  The  general  accounts  would 
be  Farm  Real  Estate,  Implement,  Horse 
and  Mule,  Wagon,  Furniture  and  Fixtures, 
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and  any  other  necessary  asset  accounts. 
Depreciation  will  be  charged  against  these 
accounts,  each  year  showing  what  the  as¬ 
sets  are  actually  worth.  This  can  be  very 
readily  done,  because  in  selling  farm 
stock,  implements,  wagons,  etc.,  the  buyer 
pays  just  what  he  thinks  the  article  is 
worth,  good  will,  location  for  business, 
etc.,  having  nothing  to  do  with  this  class 
of  business. 

We  will  keep  any  other  accounts  that 
are  necessary,  for  instance,  if  we  are  buy¬ 
ing  and  sending  out  feed,  we  will  need  a 
Feed  account. 

5.  We  are  now  ready  to  handle  the 
farmis,  and  we  open  an  account  with  each 
farm,  also  with  the  individual  we  rent  to. 
Where  we  merely  rent  the  farm  for  a  sea¬ 
son  and  do  not  rent  teams,  implements, 
etc.,  tenant  to  pay  all  expenses,  we  do  not 
need  any  personal  account  with  him,  unless 
it  is  a  cash  rental  deal. 

I  wish  to  say  here  that  I  do  not  under¬ 
stand  that  the  company  stands  the  expense 
of  keeping  up  teams,  etc.,  and  I  think  the 
most  logical  way,  as  well  as  the  safer,  is 
to  make  up  a  contract  with  the  renter,  that 
embodies  that  the  renter  must  take  care 
of  all  company  material  and  lands,  making 
repairs,  feeding  teams  and  stock,  etc.,  and 
to  return  same  to  company  in  good  condi¬ 
tion.  The  contract  to  embody  exactly 
what  land,  etc.,  teams,  stock,  implements 
had  been  rented,  clearly  defining  the  con¬ 
ditions  under  which  same  are  rented  or 
shared. 

Under  these  conditions  any  feed  furnish¬ 
ed,  repairs  done,  etc.,  by  company  would  be 
charged  direct  against  the  individual,  and 
deducted  from  his  share  of  grain.  Where 
we  are  paying  for  feed,  furnishing  teams, 
implements,  etc.,  we  make  charges  against 
the  farm. 

6.  A  certain  rental  should  be  fixed  on 
farms,  teams,  etc.,  based  on  their  cost 
price,  and  figuring  a  percentage  on  the 
money  and  depreciation.  For  instance,  we 
will  say  Farm  No.  1  cost  us  $9,500  for  ICO 
acres  of  land,  with  wooden  house,  six 
rooms,  large  barn,  small  chicken  house  and 
land  partly  fenced. 

The  land  is  estimated  at  $40  per  acre, 
the  house  at  $1,200,  the  barn  at  $1,300, 
other  improvements  $600;  this  makes  land 
worth  $6,400 ;  other  items  $3,100 ;  total 
$9,500.  We  figure  that  the  farm  and  build¬ 
ings  must  earn  $570  (or  it  happens,  six 


per  cent)  to  pay  for  interest,  depreciation, 
etc.,  the  tenant  to  do  necessary  repairing. 
If  we  give  him  teams  and  implements  we 
would  charge  a  rental,  commensurate  with 
the  rate  of  depreciation  and  interest  on 
money  invested,  and  as  we  cannot  figure 
that  teams,  harness  and  implements  are 
going  to  last  much  longer  than  from  five  to 
ten  years,  I  am  not  posted  but  I  should 
judge  that  five  years  would  be  a  better 
average.  The  teams,  harness  and  imple¬ 
ments  loaned  cost  us  $600 ;  this  means  a 
charge  yearly  of  $120,  or  an  estimated 
yearly  total  charge  of  $690,  to  which  must 
be  added  our  charge  against  this  property 
of  the  General  Expense  proportion  accru- 


This  is  form  of  Card  Ledger  that  can  be  used, 
divided  in  sections — as  Assets — showing  Farm, 
Real  Estate,  Horses,  Mules,  Implements,  etc. 

Expense — Section  for  expense  accounts. 

Farms — Section  for  Paragraph  5. 

Personal — Section  for  Paragraphs  4  and  5,  and 
also  for  other  persons  we  have  accounts  with,  etc. 

This  ledger  can  be  subdivided  if  desired. 

Debit  and  Credit  columns  can  be  left  unheaded 
instead  of  showing  “Rental,”  “Expense,”  “Cash” 
and  “Credit,”  and  then  any  heading  can  be  filled 
in. 

ing  to  it,  therefore  we  open  an  account 
with  this  farm  and  charge  it  with  these 
items  (the  farm,  not  the  tenant),  and  then 
at  the  end  of  the  year,  when  we  credit  it 
with  its  earnings,  we  see  what  profit  it  has 
made.  If  we  cannot  make  a  charge  for  its 
proportion  of  General  Expense  then,  we 
will  have  to  figure  that  out  at  the  end  of 
the  year. 

When  we  rent  for  cash  rental  we  fix  the 
price  and  charge  it  against  the  farm  and 
renter  and  credit  it  when  paid.  One  card 
answers  for  this. 

7.  Any  teams  working  on  farms  being 
operated  by  the  company,  implements,  etc., 
would  be  handled  the  same  as  though  they 
were  loaned,  in  other  words,  the  farm 
would  stand  the  expense. 

Teams,  etc.,  used  on  general  work  would 
bave  to  be  charged  against  the  proper  ex¬ 
pense  accounts  as  in  any  other  business. 
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that  is,,  all  feed,  repairs  and  expenses  for 
same. 

8.  It  stands  to  reason  that  we  cannot 
afford  a  large  amount  for  general  expenses ; 
there  should  be  little  outside  of  the  cost 
of  maintaining  the  office,  paying  salaries, 
etc.,  as  all  materials  and  possessions  should 
be  put  where  they  will  earn  money  or  they 
are  not  necessary. 

0.  The  depreciation  item  is  a  large  o<ne 
and  one  that  requires  careful  handling,  but 
by  figuring  this  for  each  place,  we  can  tell 
whether  each  farm  is  holding  up  its  end 
or  not.  The  depreciation  can  be  trans¬ 
ferred  to  one  account  and  will  be  charged 
off  against  profit  and  loss;  and  as  W.  H. 
D.  says,  that  one  farm,  rented  under  the 
conditions  they  rent  them,  may  show  a 
loss,  another  a  large  gain,  the  only  thing 
they  can  do  is  to  keep  close  check  on  the 
renters  that  can  farm  and  farm  properly 
and  get  rid  of  the  others. 

10.  Such  items  as  repairs  on  buildings, 
paintings,  etc.,  are  correctly  either  a  charge 
direct  to  the  General  Expense  (proper  ac¬ 
count),  or  can  be  charged  against  the  farm 
in  question,  but  I  believe  that  we  can 
charge  these  against  the  farm  and  handle 
our  depreciation  account  accordingly.  This 
is  a  question  that  will  have  to  be  decided 
by  the  company  themselves ;  one  barn 
might  not  be  very  strongly  built,  and  sub¬ 
ject  to  much  more  depreciation  than  an¬ 
other  ;  a  house  on  the  same  farm  might 
last  three  times  as  long  as  the  barn.  We 
can,  however,  figure  our  depreciation  items 
separately. 

11.  New  buildings,  etc.,  are  an  asset  to 


the  farm  and  an  addition  to  the  asset  ac¬ 
count,  and  our  cards  mentioned  in  Para¬ 
graph  2  would  show  such.  Our  assets 
accounts  would  show  details  of  worth  of 
each  farm. 

In  connection  with  the  ledger,  I  would 
keep  a  cash-journal.  There  will  hardly  be 
a  great  many  entries  any  day,  and  a  cash- 
journal  will  aiiiswer  the  purpose,  ruled  to 
show  columns  on  both  sides  for  general 
accounts,  farm  account,  either  in  one  ac¬ 
count  or  one  column  for  each  farm,  if 
there  were  a  good  many  charges.  Inter¬ 
est  and  Discount  account,  columns  for  the 
various  expenses,  under  a  major  heading 
of  General  Expense,  subdivided  into  the 
different  accounts  like  Salaries,  Office  Ex¬ 
penses,  etc.,  on  the  credit  side.  Any  other 
columns  that  may  be  necessary  can  be 
added.  Of  course,  we  will  have  a  “Cash” 
column  on  each  side,  in  which  all  cash 
transactions  will  have  to  be  debited  or 
credited  according  to  the  cash  received  and 
cash  disbursed. 

The  item  of  taxes  is  mentioned.  I  would 
charge  these  taxes  against  the  farm; 
therefore,  the  farm  must  pay  the  taxes, 
interest  on  the  amount  of  money  invested 
in  it,  a  certain  amount  for  depreciation, 
and  a  certain  per  cent  of  the  General  Ex¬ 
pense  before  it  is  keeping  up  its  own  ex¬ 
pense.  I  do  not  consider  that  taxes  should 
be  charged  to  a  taxes  account,  unless  it  is 
charged  to  that  and  then  the  charge  made 
against  the  farm,  in  other  words,  provision 
should  be  made  so  that  each  farm  will  bear 
its  own  taxes  as  an  expense  against  it. 
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Prove  it 
This 
Month 
at  Our 
Expense 
and  Risk 


We  will  Send  a  Standard  Adding  Machine 

o  o  why  we  offer  to  let  you  prove  its  worth 

11/  UtljT  Olloin^oo  lYIUn  in  your  own  office,  with  your  own  work,  and  at 

rOT  CL  IVlOTlth.  S  ITtCLl  “The  Standard”  isn’t  a  big,  clumsy,  awkward 

o  A#  CMC  machine  that  you  have  to  leave  in  one  place  or 

M  3r^  1.^  k 'T'HIS  is  exactly  what  we  niove  abcmt  on  a  truck. 

J-  mean.  Your  office  boy  can  carry  it  with  ease  and  it 

^  ^  rp  ^  i,  V.  top  of  a  desk,  on  a  table,  or  in 

To  prove  to  you  how  much  any  convenient  niche, 
time  and  labor  you  can  save  with  yourlnventory,  4.-  ,,  j  •  ^  ■ 

you  can  use  a  Standard  Adding  Machine,  at  out  small  compact  and  simple  m  construction . 

Lpense  long  enough  to  show  that  it  will  save  This  means  rtat  it  can  be  worked  easier  and  faster 
sufficient  worry,  expense  and  petty  labor  to  pay  ‘han Jiny  other  adding  machine  made, 
its  own  cost  ^  ^  There  are  only  two  rows  of  keys,  with  a  single 

,,  ,  V  ^  Cl,  •  ui  1  u  1  ^  figure  of  each  kind,  so  you  aren’t  likely  to  get 

You  haye  but  to  fill  in  the  blank  below,  cut  It  mixed  up  with  your  amounts. 

Then  all  the  figures  are  printed  in  plain  sight 
where  you  can  read  them  at  a  glance,  preyenting 
mistakes. 


As  soon  as  we  re- 
Standard  Adding 


out  and  mail  it  to  us  to-day. 
ceiye  it,  we  will  send  you  a 
Machine,  all  charges  paid. 

Use  it  in  your  office  a  month,  if  you  wish.  Do 
all  your  tabulating,  adding  and  balancing  with 
it.  Make  up  your  Inventory  and  see  how  quickly 
the  work  can  be  completed. 

And  if  you  aren’t  perfectly  satisfied — if  you 


A  good  bookkeeper’s  brains  are  too  valuable 
to  be  used  for  machine  work. 

Send  for  ‘‘A  Standard”  to-day  and  let  it  com¬ 
mence  saving  for  you  as  quickly  as  possible. 
The  price  is  less — by  about  one-half— than  that 


aren’t  thoroughly  convinced-that  the  machine  of  any  other  adding  machine  made. 

IS  all  we  claim,  send  it  back  and  pay  nothing.  ^.y  standard  Adder  at  our 

The  use  you  have  had  of  it  won’t  cost  you  a  expense,  at  least  write  for  our  little  book  telling 
penny.  If  you  don’t  keep  the  machine,  you  won’t  how  other  people  save  time,  labor  and  money 
owe  us  anything.  with  the  machine. 

You  see,  we  know  what  the  Standard  Adding  You  may  learn, from  what  these  people  say, how 

Machine  will  do,  and  we  want  you  to  know  it  also,  you  can  effect  big  savings  in  your  own  business. 


Want 


Men 


We  want  men  able  to  earn  $1,800.00 
to  $5,000.00  a  year  salary. 

Our  business  is  expanding  so  rapidly 
that  we  must  have  more  men  to  follow 
up  leads  and  turn  prospects  into 
customers.  We  want  men  capable  of 
becoming  District  Managers. 

If  you  are  such  a  man,  write  us  a  letter 
to-day,  telling:  your  experience  and  full 
particulars  of  your  present  employment. 


FREE 

Trial 

Blank 


I  am  willing:  to  prove  a  STANDARD 
ADDING  MACHINE  at  your  expense. 

Please  deliver  one  to  me  for  FREE 
TRIAL. 

Also  send  me  your  Standard  Adding: 
Machine  Book. 


Name  . . . . 
Business 
Address  ■ 


The  Standard  Adding  Machine  Co, 

3701  Spring  Avenue,  St,  Louis, 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


Talks  by  the  Sales  Manager 

t 

IN  WHICH  THE  MECHANICAL  SALESMAN  IS  CONTRASTED  WITH  THE  SALES¬ 
MAN  WHO  THINKS,  WITH  AN’  EXAMPLE  OF  HOW  A  LITTLE  DIFFERENCE 
MAY  SOMETIMES  CAUSE  A  GOOD  CUSTOMER  TO  CHANGE  HOUSES 

By  CHARLES  EDMUND  BARKER 


HERE  are  two  kinds  of  sales¬ 
men,”  remarked  the  Sales 
Manager  during  the  course 
of  his  talk  to  the  selling  force 
on  this  particular  Saturday 
morning.  “One  type  go  about  like  a  lot  of 
animated  wooden  Indians,  and  the  other 
kind  thinks.  The  line  of  demarca¬ 

tion  is  pretty  plain  if  you  do  a 
little  observing.  The  dummy  sales¬ 

man  gets  his  orders  by  a  purely  mech¬ 
anical  means.  He  goes  through  his  routine 
like  a  clog  dancer  and  the  least  variation  of 
the  commercial  music  rattles  him.  He 
makes  a  parrot-like  talk  to  his  customers 
and  awaits  results.  If  they  give  him  an 
order  well  and  good.  If  they  don’t  he  has 
done  all  he  can  and  he  thinks  it  very  hard 
if  anyone  at  the  house  takes  exception  to 
his  methods  of  work.  It  never  seems  to 
occur  to  him  that  selling  goods  is  a  matter 
of  discernment  and  judgment. 

“Unless  the  work  is  too  exacting  this 
mechanical  salesman  is  often  able  to  work 
up  a  pretty  strong  reputation  as  a  ‘patient 
plodder’ ;  but  like  any  other  kind  of  mechan¬ 
ical  device  a  few  rough  jolts  puts  him 
out  of  business.  To  analyze  more  closely, 
he  lacks  some  of  the  virtues  of  an  auto¬ 
maton;  for  a  good  usable  machine  may  be 
depended  upon  to  produce  about  the  same 
results  under  a  variety  of  conditions.  On 
the  other  hand  your  dummy  salesman  is 
weakly  human  enough  to  get  very  much 
discouraged  and  he  hasn’t  stamina  enough 
to  overcome  it  and  put  his  best  foot  fore¬ 
most.  A  run  of  ‘tough  business’  is  at  once 
reflected  in  his  bearing  and  manner.  The 
next  thing  you  know  he  is  holding  forth  to 
some  dealer  about  ‘poor  trade’,  never  think¬ 
ing  that  by  even  suggesting  such  a  thing  he 
is  furnishing  the  buyer  a  big  stick  with 
which  to  drive  him  deeper  into  the  slough 
of  despond.  Dealers  watch  the  traveling 
salesmen  like  a  weather  sharp  does  the 


barometer.  The  first  hint  of  a  tempest  sets 
them  to  reefing  their  sails.  They  will  ac¬ 
cept  as  gospel  truth  the  statement  of  a 
salesman  that  business  is  bad,  whose  judg¬ 
ment  on  blue  beans  they  would  not  value  in 
the  least.  They  are  not  only  super-sensitive 
on  this  point,  but  they  .know  that  the  com¬ 
mercial  traveler  has  such  excellent  oppor-, 
tunities  for  observation  that  they  naturally 
feel  he  speaks  by  the  book. 

“This  straw  man  type  of  salesman  de¬ 
velops  at  times  a  very  peculiar  style  of  soft¬ 
heartedness.  I  once  asked  a  man  of  this 
description  why  he  didn’t  sell  a  certain 
dealer,  and  he  gave  me  the  astonishing 
answer  that  he  couldn’t  bear  to  insist  upon 
his  buying  because  he  had  such  a  lot  of 
goods  sold  him  by  a  competitor  upon  his 
shelves.  I  asked  him  if  the  dealer  had  over¬ 
bought  and  he  said  he  didn’t  know,  but  that 
he  hadn’t  disposed  of  the  goods.  I  asked 
him  what  reason  the  dealer  gave  for  not 
selling  the  goods  on  his  shelves  and  he  said 
the  dealer  didn’t  just  state  any  particular 
reason.  The  dealer  simply  told  him  that  he 
didn’t  need  any  more  goods  and  after  look¬ 
ing  over  his  stock  he  agreed  with  him. 

“The  graven  image  salesman  is  full  of 
suggestions  about  the  offering  of  premiums 
of  one  kind  or  another.  His  sole  object 
appears  to  be  to  make  his  selling  as  near 
machine  made  as  possible.  He  is  morally 
sure  that  if  the  firm  would  offer  a  set  of 
dishes  or  a  gold  watch  with  a  certain  num¬ 
ber  of  cases  of  goods  he  could  sell  ‘a  raft 
of  stuff’ ;  and  he  never  figures  to  see 
whether  the  profit  on  the  goods  would  stand 
the  premium  offer  he  proposes  or  not.  In 
fact  the  matter  of  exactness  in  any  partic¬ 
ular  is  not  his  strong  point.  Lacking  quick¬ 
ness  of  judgment  he  also  lacks  quickness  of 
observation,  and  that  talent  for  deduction 
that  is  imperatively  demanded  by  the  trav¬ 
eling  man  who  must  serve  his  house  as  a 
business  getter  and  as  a  student  of  condi- 
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Hot  Weather 

Comfort 

You  can  feel  “fit  as  a  lord” — 8  to  10  degrees 
cooler,  and  enjoy  any  kind  of  weather  on  the  fol¬ 
lowing  breakfast,  luncheon,  or  supper,  suggested 
by  a  famous  food  expert  : 

Some  Fruit,  preferably  cooked, 

Saucer  of  Grape-Nuts,  with  good  rich  cream. 

Soft-boiled  Eggs, 

Some  hard,  crisp  Toast, 

Cup  of  Postum,  made  according  to  directions  and 
served  with  a  little  sugar  and  good  cream. 


That’s  enough  to  run  you  until  noon. 

Grape- Nuts  food  is  made  of  selected  parts 
of  the  grains  that  rebuild  the  brain  and  nerve 
centres. 


“There’s  a  Reason”  for 

Grape-Nuts 

Postum  Cereal  Co.,  Ltd.,  Battle  Creek,  Mich.,  U.  S.  A. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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tions  at  one  and  the  same  time.  He  is  as 
unsatisfactory  as  a  correspondent  as  he  is 
as  a  salesman ;  and  he  usually  finds  his  level 
among  the  most  primitive  workers  in  the 
field  of  salesmanship  and  complains  all  his 
life  because  salaries  are  so  small;  for  his 
general  inertness  seems  to  render  him  pow¬ 
erless  to  change  his  vocation. 

“Now  let  us  look  at  the  more  cheerful 
picture  of  the  salesman  who  thinks.  The 
keynote  of  his  superiority  is  judgment.  He 
saves  himself  a  heap  of  trouble  by  a  quick 
and  rational  sizing  up  of  things  before  he 
gets  mixed  up  in  them.  He  never  goes  off 
at  half  cock.  He  is  like  that  sensitive  pen¬ 
dulum  that  registers  the  earthquakes. 
Every  variation  of  temperament,  atmos¬ 
phere  or  condition,  makes  an  impression  on 
him.  He  has  the  intuition  that  makes  tact 
possible.  There  are  a  whole  lot  of  people 
who  would  have  wit  enough  to  do  about  the 
right  thing  if  they  only  had  the  skill  or 
grace  to  determine  exact  conditions.  It  is 
the  degree  of  skill  in  diagnosis  that  makes 
one  physician  better  than  another,  and  it  is 
the  same  with  salesmen.  The  selling  man 
who  looks  at  the  difficulties  between  him 
and  a  sale  as  so  much  disease  that  must  be 
rooted  out  and  corrected,  and  then  has  the 
skill  to  understand  the  nature  of  the  disease 
stands  a  pretty  good  chance  of  effecting  a 
cure. 

“The  salesman  who  thinks,  will  not  try  a 
subterfuge  where  frankness  will  gain  him 
confidence,  even  where  the  things  he  is 
forced  to  admit  about  his  line  in  truthful¬ 
ness  are  detrimental  in  a  general  way  to 
the  sale.  When  a  salesman  is  asked  some¬ 
thing  about  his  line  that  he  does  not  know, 
the  man  with  a  head  on  his  shoulders  will 
admit  that  he  does  not  know  frankly  and 
freely  instead  of  cooking  up  a  transparent 
lie  that  may  only  serve  to  put  him  and  his 
firm  in  hot  water. 

“The  thinking  salesman  who  finds  a 
dealer  loaded  with  goods  which  for  any 
reason  have  not  moved,  will  not  pass  up  his 
order  for  fear  of  embarrassing  him,  but 
will  try  and  devise  some  plan  for  moving 
the  dead  stock  to  make  room  for  goods  that 
will  sell.  It  is  better  for  a  dealer  to  make 
a  sacrifice  of  unsalable  goods  than  to  lose 
the  profits  on  goods  he  might  sell.  The 
thinking  salesman  can  be  depended  upon  to 
make  him  see  it.  If  only  goods  that  were 
absolutely  needed,  were  all  that  were  ever 
sold  by  the  salesman,  prosperity  would  fade 


out  like  crops  before  a  June  frost.  Goods 
sometimes  lay  on  a  dealer’s  shelves  because 
the  dealer  is  asleep.  It  takes  a  good  sales¬ 
man  to  set  off  the  alarm  clock.  Dealers  at 
times  become  listless  and  indifferent  as  to 
the  arrangement  of  their  stocks ;  neglectful 
of  their  window  displays  and  their  places 
take  on  a  run-down-at-the-heel  appearance. 
The  result  is  an  inevitable  falling  off  of 
business.  All  this  the  wide-awake  salesman 
can  do  much  to  correct  by  the  inspiration  of 
his  own  enthusiasm  and  optimism.  It  is  my 
belief  that  if  all  the  traveling  salesmen  were 
withdrawn  from  the  road  for  a  year  or  two 
these  symptoms  of  dry  rot  would  be  ob¬ 
served  in  some  of  our  best  retail  establish¬ 
ments  throughout  the  country.  The  most 
pronounced  cases  of  course  would  be  in  the 
smaller  commercial  centers  where  the  de¬ 
mands  of  the  trade  are  less. 

“The  salesman  who  thinks,  never  permits 
himself  to  talk  dull  business.  Things  are 
always  prosperous  or  at  least  satisfactory 
with  him.  He  knows  what  he  stands  for  to 
his  customer,  and  he  never  croaks  no  mat¬ 
ter  how  rough  he  may  find  the  sledding. 
He  meets  his  buyer  on  his  own  ground  and 
does  business  with  him  in  spite  of  his 
whims. 

“For  instance,  I  once  knew  a  young  sales¬ 
man  in  the  dry  goods  and  notion  trade  who 
had  a  customer  in  a  certain  town  whom  he 
had  always  sold  particularly  good  bills.  He 
went  to  his  store  one  day  and  found  the  old 
gentleman  rather  cool  and  disposed  to  con¬ 
fine  his  talk  to  words  of  one  syllable.  The 
salesman  allowed  the  kindergarten  conver¬ 
sation  to  run  along  awhile  and  then  he 
boldly  asked  the  old  gentlemen  in  a  courte¬ 
ous  way  what  he  had  on  his  mind. 

“  ‘Well,  sir,’  drawled  the  old  merchant,  ' 
‘I’m  just  going  to  tell  you  right  out,  John. 

I  have  been  tradin’  with  your  house  for 
quite  a  spell  and  they  have  always  given  me 
a  very  fair  figure ;  but  I’ve  about  made  up 
my  mind  to  make  a  change.’ 

“  ‘But  what’s  the  reason  you  want  to 
make  a  change  after  all  these  years?’  asked 
John. 

“  ‘Well,  I  have  been  offered  better  prices 
on  certain  goods  than  you  have  made  me.’ 

“‘What  kind  of  goods?’ 

“  ‘Well  John,  there  is  wire  hair  pins  that 
we  sell  a  good  many  of,  and  a  certain  firm 
in  the  same  town  as  your  firm,  has  priced 
them  to  us  two  cents  on  the  pound  lower 
than  we  can  buy  them  of  you.  I  thought  if 
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These  three  booklets,  which  we  will  mail  gratis  to  any  business  or 
professional  man,  contain  over  200  pages  of  new  and  valuable  information, 
on  the  subject  of  Loose  Leaf  Bookkeeping  and  Accounting. 


VOURS 

For  the 
Asking 


We  Send 


Them  ToYou  ? 


This 

Complete 

Loose 
Leaf 
Librairy 

Covers 
the  entire 
subject  of 
Loose  Leaf 
Record 
Keeping. 


No  matter  what  kind  of  records  you  keep,  or  what  system  you  use,  these  books 
will  show  you  how  to  simplify  and  improve  your  methods. 

Over  50  Record  Forms,  designed  for  manufacturers,  merchants,  managers 
and  men  of  all  professions,  are  illustrated,  described  and  fully  explained  in  these 
booklets. 


You  cannot  buy  a  more  comprehensive  and  complete  treatise  on  the  subject 
of  Loose  Leaf  Record  Keeping,  than  we  give  you  in  this  Library. 

You  Incur  no  obligation  by  accepting  the  books,  which  we  will  be  glad  to 
mail,  without  cost  to  you,  upon  receipt  of  your  request  written  on  your 
business  stationery* 

John  C.  Moore  Corporation,  418  Stone  St.,  Rochester,  N.  Y. 

Inventors  and  Manufacturers  of 

Moore’s  Modern  Methods 

of  Loose  Leaf  Record  Keeping.  Established  1 839 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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that  was  the  way  your  prices  were  running 
it  was  time  we  changed  houses.’ 

“The  salesman  had  to  turn  his  back  and 
pretend  to  be  consulting  his  price  list  to 
keep  from  laughing  in  the  old  man’s  face. 

“  ‘How  many  wire  hair  pins  do  you  folks 
sell  in  a  year,  Uncle  Billy?’  he  asked. 

“Uncle  Billy  fussed  around  and  consulted 
his  clerks  and  finally  told  him  the  number 
of  pounds  he  handled  the  year  previous.  In 
those  days  wire  hair  pins  came  packed  in 
small  barrels  containing  about  a  hundred 
pounds  or  so. 

“‘Uncle  Billy,’  said  John,  ‘Just  to  show 
you  how  much  we  value  your  trade.  I’m 
going  to  make  out  an  order  right  now  and 
have  my  house  send  you  a  barrel  of  wire 
hair  pins  free  of  charge  and  I’m  going  to 
prepay  the  freight  on  them.  Now  is  there 
anything  else  that  you  have  been  quoted 
better  prices  on  than  we  give  you?’ 

“  ‘No,  them  hair  pins  are  about  the  only 
thing  you’re  off  on,’  said  the  old  store¬ 
keeper  with  a  note  of  triumph  in  his  voice, 
and  then  he  remarked  that  if  John  was 
sending  in  an  order  for  the  hair  pins  he 
might  as  well  put  in  a  dozen  pieces  of  this. 


and  a  gross  of  that,  and  ran  along  in  that 
strain  until  he  had  given  about  his  usual 
liberal  order. 

“Gentlemen  I  have  recited  this  incident  to 
^how  you  that  it  is  sometimes  the  most 
trivial  thing  that  stands  between  you  and  a 
nice  order.  Your  prices  may  be  right  and 
your  house  square  in  their  dealings  and  yet 
a  little  insignificant  difference  exists  that  it 
takes  a  salesman  equipped  with  adjustable 
brains  to  seek  out  and  do  away  with.  Some¬ 
times  it  is  a  trivial  real  or  fancied  advantage 
in  freights,  an  imaginary  superiority  in 
quality  or  style.  I  once  knew  a  dealer  to 
turn  down  a  salesman  for  a  second  order 
of  shoes  because  the  shoes  he  delivered  on 
his  first  order  had  brass  tips  on  the  ends  of 
the  shoe  strings  instead  of  the  black  ones. 
He  fancied  the  brass  tips  looked  cheap. 
And  so  it  goes.  The  salesman  who  doesn’t 
encounter  these  things  has  yet  to  go  out  and 
hunt  up  his  customer.  The  thinking  sales¬ 
man  will  find  these  troubles  and  correct 
them;  but  the  mechanical  fellow  will  never 
even  suspect  that  there  is  anything  wrong. 
I  trust  I  make  myself  understood.” 


The  Backbone  of  Copy 

THE  ADVANTAGE  OF  HAVING  A  SINGLE  PURPOSE  AND  PURSUING 
IT  TO  ITS  LEGITIMATE  END  WITH  UNVARYING  PERSISTENCE 

By  clement  YORE 


HE  casual  reader  of  advertis¬ 
ing,  he  who  does  not  do  so 
from  an  aesthetic  taste  of  ad¬ 
miration  or  criticism  from  a 
professional  standpoint,  is 
forcibly  struck  by  the  very  key-note  of  the 
advertisers’  purpose.  He  remarks  how  clear, 
how  unique,  how  clever  and  how  interesting 
is  this  ad.  Perhaps  it  is  the  illustration, 
maybe  the  language,  but  at  all  events  it  im¬ 
presses  him.  This  impression  is  generally 
singular  in  its  source;  it  arises  from  a 
single  idea  gathered  from  the  ad.  This  im¬ 
pression,  I  take  it,  comes  from  the  backbone 
of  the  “copy,” — the  purpose  of  the  adver¬ 
tiser.  Once  this  advertising  vertebrae  is  in 
place,  the  campaign  from  a  copy  standpoint 
is  a  successful  sequence. 

Too  many  advertisers  hide  their  purpose 


in  their  copy  in  the  hope  of  following  it 
up  with  strong  letters  or  by  other  means 
that  send  home  the  voice  of  truth,  crying 
aloud  to  the  unwary.  This  is  fallacious, 
I  believe,  and  expensive.  The  true  pur¬ 
pose  of  this  latteir  day  advertising  is  not 
to  please  the  frolicsome  reader,  hut  to 
interest  him,  to  make  him  understand,  to 
make  him  see  as  you  see.  This  can  be 
done  with  “copy.”  Copy  so  strong  in  pur¬ 
pose  that  it  stands  boldly  from  the  page 
and  will  not  be  gainsaid. 

Of  course,  I  am  talking  of  the  honest 
advertiser  and  the  honest  copy.  If  your 
purpose  is  not  a  just  one,  it  is  best  hidden. 
If  it  is  honest,  it  is  folly  to  place  it  in  so 
susceptible  a  manner,  conducive  to  mis¬ 
interpretation  and  false  construction. 
Mohammed  said  that  men  of  honor  were 
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BECAUSE: 

It  has  an  expansion  of  over  100%,  per¬ 
mitting  easy  insertion  or  removal  of  sheets 
and  a  great  increase  in  capacity  for  ac¬ 
commodation  of  additional  accounts. 

The  sheets  are  creased  by  a  special  pro¬ 
cess,  rendering  them  very  flexible]  on  the 
binding  edge,  and  permitting  them  to  lie 
perfectly  flat  from  edge  to  edge. 

The  back  of  the  Majestic  is  slightly  round¬ 
ed  and  rotates  as  the  leaves  are  turned, 
giving  a  perfectly  flat  writing  surface  in  the 
front  or  back,  as  well  as  in  the  center  of  the 
volume.  All  points  coming  in  contact  with 
the  desk  are  rounded  and  will  not  injure 
the  finest  surface. 


No  mercantile  house  can  afford  to  be  without  our  48-page  Illustrated  Catalogue  showing  the 
largest  line  of  Loose  Leaf  Devices  in  the  World.  Write  for  it. 

Sieber  &  Trussell  Mf^.  Co. 

4004  L,acled[e  Av©.,  St.  L,ouis 

MAKERS  OF  THE  BEST  OF  EVERYTHING  IN  LOOSE  LEAF 


BECAUSE ! 

The  mechanism  binds  the  sheets  under 
tremendous  pressure,  yet  the  Ledger 
may  be  expanded,  sheets  removed  or  in¬ 
serted  and  locked  again  in  five  to  eight 
seconds. 

The  Aluminum  construction  of  the  back, 
securing  lightness  with  great  strength  and 
the  high  grade  leather  and  corduroy  used 
in  the  binding,  make  it  the  most  hand¬ 
some,  most  durable  and  most  convenient 
Ledger  made. 

If  these  features  of  merit  do  not  con¬ 
vince  you  of  the  superiority  of  the  Majestic, 
let  us  tell  you  more. 


The  Improved  Majestic  Ledger 
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like  rivers.  They  tried  to  follow  a  definite 
course;  they  might  be  compelled  to  run 
around  mountains  of  difficulties,  but  in  the 
main  thing,  all  great  men  and  rivers  fol¬ 
lowed  a  single  course.  It  is  said  of  Na¬ 
poleon  that  he  would  never  try  to  gain  his 
ends  by  following  two  desperate  chances, 
the  success  of  either  of  which  would  mean 
the  abolition  of  his  enemy’s  power.  He 
once  said,  “I  want  one  purpose  in  this 
affair.  I  think  I  have  it.  If  I  have  it,  I 
may  accomplish  much  with  the  many  side 
affairs  this  purpose  will  breed.  You  know, 
sir,  the  centipede’s  legs  are  poisonous,  but 
only  when  attached  to  his  body.” 

Queen  Victoria  had  one  purpose  in  life 
and  only  one — ^Peace  at  any  price.  Her 
reign  has  so  cemented  the  empire,  so  ’tis 
said,  that  its  entirety  cannot  be  broken. 
Alexander’s  purpose  in  life  was  to  conquer 
the  world,  not  to  govern  it,  make  its  laws 
or  improve  it,  only  to  conquer  it.  He  wept 
when  his  purpose  was  accomplished. 

So  it  is  with  the  purpose  in  “copy.”  This 
intangible  thing  that  stands  out  from  all 
good  “copy.”  One  sees  it  as  one  sees  the 
way  guides  at  the  forks  of  the  great  high¬ 
ways,  silently  pointing,  yet  never  so  im¬ 
pressive  as  in  the  most  simple  of  sur¬ 
roundings. 

Much  depends  on  the  expressiveness  of 
this  purpose.  It  is  necessary  for  some 
words  that  the  purpose  come  in  a  bewilder¬ 
ing  array  of  majestic  conviction.  That 
illustration  and  words,  so  strong  as  to  be 
almost  harsh,  are  best  to  be  used.  Then 
again,  the  need  may  be  that  of  simplicity, 
candor  and  retiring  argument  which  over¬ 
come  the  reader  to  such  an  extent  that  he 
seemingly  arrives  at  your  purpose  from 
his  own  reasonings. 

The  power  to  hold,  to  create  a  desire  for 
and  to  animate  the  feeling  of  vagueness  in 
a  reader’s  mind  is  a  point  for  the  backbone 
of  “copy.”  There  is  something  in  the  boy 


from  the  country,  who  first  views  a  great 
city  and  its  rush  of  ambition  and  its  throb 
of  life,  that  reminds  me  of  the  field  pur¬ 
pose  should  fill.  It  is  this,  the  wild  emo¬ 
tions  which  beset  this  youngster  to  succeed, 
to  be  one  of  those  who  make  up  that  city. 

Try  as  we  men  of  the  advertising  world 
may,  the  public  today  is  skeptical  of  the 
majority  of  the  ads  it  reads.  If  this  were 
not  so,  the  advertisers  of  today  would 
milk  the  country  in  a  single  year,  for  there 
is  no  doubt  that  most  all  readers  of  any 
publication  see  your  ad  and  read  it  at 
least  once  a  year.  If  they  were  convinced 
of  all  you  say,  they  would  undoubtedly 
become  patrons. 

There  can  be  no  sincere  refutation  of 
the  charge  that  advertising  has  debased 
advertising.  It  is  the  crafty  and  larcenous 
advertisers  who  have  brought  down  the 
popular  and  official  condemnation  on  the 
advertiser  of  today.  The  man  who  tries 
to  paint  in  his  copy  the  same  things  he 
molds  on  his  wares,  who  tells  the  simple 
tale  of  truth  unvarnished  and  straightfor¬ 
ward,  is  the  man  who  wins.  The  copy  of 
an  advertiser  in  most  cases  tells  his  char¬ 
acter  or  the  business  character,  as  plain  as 
though  it  were  written  in  letters  of  brass. 

The  greatness  of  all  things  of  success  is 
unquestionably  a  fixedness  of  purpose. 
This  purpose  must  not  end  within  your 
place  of  business  or  in  the  perfection  of 
your  ware.  You  must  let  your  copy  illus¬ 
trate  it,  so  that  this  silent  salesman  can 
go  forth  from  the  rumble  of  the  press¬ 
room,  luminous  with  power,  that  sends  into 
your  factory  the  orders  that  mean  for  an 
honest  article  everlasting  patronage,  even 
down  to  the  third  generation. 

In  the  Bible  we  read,  “Bread  of  deceit 
is  sweet  to  a  man;  but  afterwards  his 
mouth  shall  be  filled  with  gravel.”  “Every 
purpose  is  established  by  counsel  and  with 
good  advice  make  war.” 
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It  Saves  Labor,  Time  and  Money 
It  Eliminates  Bookkeepers’  Mistakes 

Every  account  is  under  its  own  printed  heading,  enabling  anyone  to  find  it 
without  referring  to  an  index.  No  writing  of  names  in  an  index.  No  “leafing  over” 
accounts  you  do  not  want,  as  is  the  case  with  even  the  most  improved  loose-leaf  ledgers 
of  other  makes. 

In  the  Kirtley  Self-Indexing  Ledger  tWO  tlims  take  yOll  tO  the  desired 
account. 

It  is  almost  impossible  to  open  two  accounts  for  the  same  party;  it  is  impossi¬ 
ble  to  Open  an  account  without  indexing  it.  In  the  Kirtley  Ledger  all 
accounts  of  the  same  name  are  under  one  heading;  the  initials  act  as  subheads. 

When  posting  or  finding  accounts  the  Kirtley  SaveS  fully  One-thir d  of  the 
bookkeeper's  time  in  any  line  of  business.  By  saving  his  time  it  helps  him  to 
prevent  mistakes. 

The  Kirtley  has  all  of  the  advantages  of  the  most  improved  bound  or  loose- 
leaf  ledger  with  its  own  self-indexing  features  besides. 

More  than  1  00  varieties  of  the  Kirtley  Ledger  are  now  made,  in 
form  and  size  to  suit  any  line  of  business,  whether  it  requires  a  series  of 
ledgers  or  one  small  book.  We  have  just  published  a  very  interesting 
book  on  “Saving  Labor,  Time  and  Money.”  We  want  to  send  you  a 
free  copy  of  this,  also  a  Kirtley  portfolio  of  loose-leaf  or  bound  book 
sheets  (state  which.)  They  demonstrate  clearly  just  how  the  Kirtley 
operates.  Send  for  them  to-day.  Address  Department  B. 
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Real  Estate  Records 


The  first  requisite  in  such  a  system  is  a  list  of 
the  property  for  sale  and  for  this  purpose  I  rec¬ 
ommend  Form  1.  You  will  note  that  this  form, 
■which  is  printed  on  a  card,  has  been  devised  espe¬ 
cially  for  listing  farm  properties  and  provides  for 
very  complete  information  about  any  such  prop¬ 
erty  on  your  list.  Since  you  are  covering  a  large 
territory,  it  would  be  best  to  file  these  cards  ac¬ 
cording  to  location,  i.  e.,  for  the  indexes,  use 
guide  ,  cards  on  which  are  printed  or  written  the 
names  of  the  towns.  At  the  top  of  the  card  you 
will  have  the  name  of  the  town,  the  name  of  the 
owner,  and  the  price  of  the  property.  All  cards 
representing  property  in  a  certain  town  will  be 
filed  back  of  the  guide  card  representing  that  town. 

Instead  of  arranging  the  town  guides  alphabeti¬ 
cally,  it  will  probably  be  best  to  arrange  them  by 
counties,  using  county  guides  subdivided  with  the 
town  guides.  The  advantage  of  this  method  of 
filing  is  readily  seen.  Suppose  you  have  an  in¬ 
quiry  for  property  in  a  certain  county  or  section 
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Results 
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E  have  organized  a  force  of 
175  local  agents,  in  the  west¬ 
ern  part  of  ■  the  state,  and 
have  compiled  a  list  of  all  oi 
the  lands  that  they  have  for 
sale.  This  gives  us  a  very  large  list  of 
valuable  land  for  sale,  to  investors  or  home- 
seekers.  Now,  what  we  would  like  to  get 
is  some  system  that  will  land  the  customers, 
so  that  we  can  take  them  out  to  the  west¬ 
ern  part  of  this  state,  and  turn  them  over 
to  our  local  agents,  who  will  make  the  sales. 

E.  F.  B. 
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When  wealth  and  fashion  go  in 
search  of  relaxation  and  amusement 
the  most  exacting  standards  of  criti¬ 
cism  prevail,  and  only  unequaled 
quality  finds  favor. 

MURAD 

CIGARE-TTE,S 


immediately  won  the  approval 
of  the  most  discriminating 
by  their  original,  mild,  at¬ 
tractive  blend,  rich  flavor 
and  delightful  fragrance 
— and  continue  to  grow 
in  favor  because  of  their 
sustained  high  quality. 


10  for  15  cents 

S.  ANARGYROS,  Manufacturer 

111  Fifth  Avenue 
New  York 
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of  the  state;  reference  to  the  cards  in  that  di¬ 
vision  of  the  file  will  show  you  at  once  whether  or 
not  you  have  property  that  will  answer  the  re¬ 
quirements. 

After  listing  the  property,  you  will  require  a 
system  for  handling  the  inquiries.  For  this  pur¬ 
pose,  Form  2  is  used.  When  an  inquiry  is  receiv¬ 
ed,  one  of  these  cards  is  filled  in  with  the  name 
and  address  of  the  applicant,  the  date  received,  a 
brief  memorandum  of  the  property  wanted,  the 
manner  in  which  he  is  willing  to  make  payments, 
and  the  name  and  address  of  the  nearest  agent. 
Below,  the  card  is  ruled  for  a  record  of  follow-up 
matter  sent;  this  is  divided  into  three  classes,  viz.: 
literature  meaning  printed  matter,  form  letters, 
and  special  letters  with  dates  of  replies.  If  you 
have  an  agent  or  a  connection  with  another  real 
estate  firm  near  the  applicant,  you  will  naturally 
wish  to  refer  the  inquiry  to  them  and  in  such  cases 
the  date  referred  will  be  entered  on  the  card. 
This  card  provides  for  a  record  showing  just  what 
you  have  done  in  the  way  of  following  up  the  in¬ 


quiry.  On  the  back  of  the  card  you  can  note  the 
property  offered  him  and,  if  you  do  not  succeed  in 
selling  the  first  property,  you  can  offer  him  some¬ 
thing  else  but  the  card  should  show  just  what 
properties  have  been  offered  from  time  to  time. 
In  this  connection,  we  might  say  that  the  agent 
should  be  furnished  with  a  complete  list  of  the 
properties  you  have  for  sale  so  that  he  can  use 
his  judgment  to  a  certain  extent  in  negotiating 
with  a  customer. 

Again  referring  to  Form  1,  it  is  a  good  plan  to 
note  on  the  back  of  this  card  the  dates  when  it  is 
offered  and  the  names  of  the  customers  to  whom 
offered.  This  will  prevent  your  offering  the  same 
property  to  several  customers  simultaneously,  but 
when  negotiations  with  one  customer  cease,  this 
fact  should  be  noted  on  the  card. 

These  two  forms  furnish  a  simple  yet  complete 
system,  for  one  file  would  show  what  properties 
you  have  for  sale  in  different  sections,  while  the 
other  will  show  the  names  of  all  prospective  cus¬ 
tomers.  J-  B.  Griffith. 


The  Cashier’s  Romance,  or  a  Lost  Balance 

IN  THEIR  DESIRE  TO  RENDER  TIMELY  PROFESSIONAL  AID  TO 
A  BROTHER  IN  DISTRESS  MANY  SOLUTIONS,  WITH  MUCH 
EXCELLENT  ADVICE,  ARE  OFFERED  BY  OUR  SUBSCRIBERS 


HE  perplexities  of  Mr.  Lori- 
mer  as  described  in  our  May 
number  have  called  forth  a 
most  edifying  display  of  char¬ 
itable  and  timely  assistance 
from  his  professional  brethren.  We  do  not 
know  when  we  have  ever  had  the  privilege 
of  conveying  to  an  afflicted  subscriber  so 
voluminous  a  response  to  an  appeal  for 
help,  although  not  many  such  appeals  are 
presented  in  so  heartrending  a  style  nor 
command  such  a  flow  of  sympathy  by  the 
unusual  nature  of  the  trouble. 

The  majority  of  those  who  have  hastened 
to  the  aid  of  Mr.  Lorimer  are  ready  to 
prove  that  the  amount  of  the  lost  balance 
was  $76.50.  We  regret  to  say  that  a  steady 
minority  declare  the  amount  should  be 
$56.70,  so  that  we  are  in  no  way  ahead  ol 
the  two  expert  accountants  to  whom  he 
refers  and  who  differ  in  their  solutions  of 
the  problem  to  the  extent  of  nearly  $20. 

As  one  of  our  subscribers  justly  remarks 
— "As  Mr.  Lorimer  proposes  to  foot  the  bill 
I  imagine  he  will  take  the  (first)  amount 
mentioned — $56.70.  If  he  is  an  appreciative 
chap  he  might  as  well  mail  me  check  for 
the  difference  to  remunerate  me  for  my 
advice.” 

On  the  other  hand,  many  correspondents 
select  either  $56.70  or  $76.50,  and  con¬ 
temptuously  criticize  the  ability  of  the  two 


expert  accountants  heretofore  alluded  to 
because  of  their  differences. 

That  a  fellow  feeling  makes  us  all  akin 
is  pleasingly  illustrated  in  the  following 
quotation  from  the  letter  of  a  brother  from 
Missouri. 

"Anyone  who  has  passed  through  the 
thrilling  experiences  of  Mr.  Lorimer,  and 
also  lost  his  balance,  is  certainly  deserving 
of  some  consideration,  and  his  appeal  for 
assistance  should  be  heeded,  for  when  a 
fellow  loses  his  balance,  wise  or  otherwise, 
his  position  is  very  unenviable,  although  it 
may  be  preferable  to  that  of  the  lunatic 
whose  acts  are  responsible  for  the  con¬ 
troversy.” 

Another  accountant  most  reasonably  sug¬ 
gests  that  it  would  have  been  wiser  on  Mr. 
Lorimer’s  part  to  have  recollected  the 
amount  of  the  cash  balance  than  the  "luna- 
tical  problem  by  which  it  was  obscured.” 
This  is  very  justly  a  matter  for  serious  con¬ 
sideration,  and  undoubtedly  influences  an¬ 
other  subscriber  who  expresses  his  appre¬ 
ciation  of  Mr.  Lorimer’s  desire  to  restore 
the  lost  amount  out  of  his  own  pocket. 

Many  of  those  interested  in  this  unusual 
problem  have  submitted  algebraic,  and  oth¬ 
ers  arithmetical,  solutions,  and  we  append 
for  the  information  of  our  readers  the  con¬ 
tribution  received  from  Mr.  W.  H.  Hartney, 
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Chapter  III.  The  catalog  business.  How  the  profit  is 
made.  The  evolution  of  a  mail-order  customer.  How  a 
customer  is  secured.  The  kind  of  ads  that  pull.  Arnount 
of  money  to  spend  in  advertising.  How  to  place  it  ad¬ 
vantageously,  etc. 

Chapter  IV.  The  follow-up  system.  Examples  of  fol¬ 
low-up  letters  that  bring  a  large  percentage  of  orders. 

Chapter  V.  The  class  of  goods  for  the  man  with  lim¬ 
ited  capital.  How  to  grow  from  cheap  goods  into  a  more 
pretentious  class  of  articles.  Examples. 

Chapter  VI.  Selling  goods  through  agents.  The  right 
method.  Price  and  profit.  Examples  of  good  ads  and 
letters. 

Chapter  VII.  “Hints  by  the  way.”  Practical  experi¬ 
ence  of  a  concern  that  has  succeeded  where  others  fail¬ 
ed.  Three  follow-up  letters  that  will  prove  excellent 
models  for  many  mail-order  dealers. 

Chapter  VIII.  The  mail-order  medicine  business.  In¬ 
quiries,  and  how  to  turn  them  into  orders.  The  value 
of  testimonials,  and  how  to  get  them.  The  price  and 
the  profit.  The  value  of  a  new  idea,  etc.  Examples  of 
good  ads  and  letters. 

Chapter  IX.  Selling  medicines  through  agents.  How  to 
get  agents  and  how  to  keep  them.  The  literature.  Sell¬ 
ing  on  consignment  and  making  collections.  Three 
strong  letters  to  agents.  This  is  a  long  chapter — the 
su^'ect  is  fully  covered. 

Chapter  X.  Giving  satisfaction.  Promptness  in  filling 
orders.  Slack  methods  and  where  they  lead.  The  key¬ 
stone  of  a  successful  mail  business. 

Chapter  XI.  Legitimate  schemes.  How  to  make  a  big 
profit  and  still  give  satisfaction.  Samples  of  scheme  cir¬ 
culars  and  follow-up  letters.  An  example  of  a  good 
scheme  is  given. 

Chapter  XII.  The  trust  or  consignment  scheme  is 
gone  into  fully.  The  author  has  had  wide  experience  in 
this  class  of  business  and  speaks  with  full  knowledge. 
The  best  class  of  articles  and  premiums  are  shown  in 
the  light  of  practical  experience.  Where  to  buy  at  lowest 
prices.  How  to  get  replies  at  the  lowest  possible  figure. 
Delinquent  creditors.  How  to  keep  the  percentage  of 
losses  down.  Examples  of  dunning  letters.  Do  not  go  into 
the  trust-scheme  business  without  reading  this  chapter 


MAIL  ORDER 

Biggest  Offer  Ever  Made.  Nearly  900  pages  of  interesting, 
solid  and  instructive  matter  relating  to  every  subject  of 
ADVERTISING  and  the  MAIL  ORDER  Business. 

TF  you  are  a  business  man,  advertising  student,  mail  order  man,  ad 
writer  or  connected  in  any  way  with  advertising  or  the  mail  or¬ 
der  business,  send  $1,  and  take  advantage  of  this  offer  to-day. 
ArlTr^>l*'tfCfncy  edited  by  Arthur  E.  Swett,  has  for  its  contribu- 
/xU VvrilSlIl^^  tors  the  most  brilliant  and  experienced  adver¬ 
tising  men  in  the  world  and  every  conceivable  subject  pertaining  to 
advertisement  writing,  space  buying,  system,  methods,  etc.,  is  dis¬ 
cussed  in  a  masterly  manner  at  once  interesting  to  the  tyro  and  con¬ 
vincing  to  the  most  experienced  advertisers — such  as:  The  Chance 
for  the  Small  Business,  Striking  while  the  iron  is  hot.  Mailing  Cards, 
The  Value  of  Price  in  Advertising.  Why  booklets  bring  business. 
Doctors  and  Advertising,  The  Farmer,  the  Catalogue,  Letters  the  mainstay  of  the 
Proposition,  Saving  Bank  Business  by  Mail,  Retail  Advertising  in  the  Country, 
How  Country  Merchants  can  draw  trade.  Employing  an  Ad  Writer,  The  Advertis¬ 
ing  Writer  and  the  man  who  pays  him.  Word  of  mouth  advertising.  How  and  why 
the  Ad  Writer  gets  business.  Good  Schemes  and  Bad  ones,  Continuous  Advertising, 
Inactive  Advertising  Matter,  etc.,  etc.,  and  a  mass  of  other  interesting  matter  too 
numerous  to  mention.  The  man  who  is  studying  advertising  by  correspondence  will 
be  interested  in  “The  Letters  of  an  Advertising  Man  to  His  Younger 
Brother,”  which  discusses  in  a  series  of  heart  to  heart  talks  the  trials,  difficulties 
and  temptations  that  beset  the  young  advertising  writer  in  learning  and  following  his 
profession.  “Principles  of  the  Mail  Order  Business,”  the  most  complete, 
practical  and  comprehensive  book  on  this  branch  oi  advertising  ever  published.  This 
important  subject  has  never  before  been  fully  treated  in  a  special  work  of  this  kind.  A 
complete  synopsis  of  contents  is  impossible  in  the  space  alloted  in  this  ad.  but  it  covers 
every  branch  of  the  mail  order  business  in  20  complete  chapters,  fully  illustrated. 

Chapter  I.  Largely  introductory.  Shows  the  great  possibilities  of  the  mail  or¬ 
der  business.  How  manufacturers  can  market  their  goods  by  this  method,  either  by 
selling  to  retailers,  smaller  mail  order  dealers,  or  direct  to  the  public. 

Chapter  II.  The  standpoint  of  the  small  dealer.  How  to  begin  the  business  as  a 
side  line  acquiring  the  necessary  experience  to  go  in  deeper.  Ready-print  circulars  and 
catalogs.  How  to  keep  records  by  the  card  index  system.  How  to  follow  up  inquiries. 

‘  buying  the_  right  class  of  circulation.  Value  of  the  differ¬ 
ent  monthlies.  How  to  place  your  ad  in  papers  that  will  pull 
Chapter  XIV.  Typographical  detail.  How  space  is 
measured.  Display  ads.  _  Reading  matter  ads.  A  flat 
rate.  Classified  ads.  Position.  How  to  send  copy,  etc. 

Chapter  XV .  Postal  pointers.  What  you  ought  to  do 
and  what  you  ought  not  to  do.  Postal  regulations  and 
infractions. 

Chapter  XVI.  The  future  growth  of  the  mail-order 
business.  This  class  of  trade  constantly  increasing. 
The  impetus  given  the  mail  trade  by  the  extension  of 
the  Rural  Free  Delivery.  The  cumulative  results  of  cir¬ 
cular  mailing.  How  to  strengthen  q  good  first  impres¬ 
sion  so  that  an  order  follows.  This  chapter  shows  the 
way  to  “key”  your  ads  effectively. 

Chapter  XVII.  “Miscellaneous  Schemes.”  Matrimon¬ 
ial  bureaus  and  their  operation.  The  right  class  of  ad¬ 
vertising  literature.  Courses  in  hypnotism,  and  the  im¬ 
mense  profits  realized.  Palmistry,  Astrology  and  Phy¬ 
sical  Culture  are  also  given  attention.  How  to  start  a 
successful  book  or  subscription  business  by  the  mail¬ 
order  method.  The  books  that  sell.  Valuable  points  on 
guessing  contests  and  puzzle  offers. 

Chapter  XVIII.  Gives  exhaustive  consideration  to  the 
question  of  Financial  Advertising.  How  to  get  mail-or¬ 
ders  for  investment  securities  and  speculative  ventures 
on  margin.  Literature  and  methods.  The  best  mediums 
to  use.  Brokers’  advertising.  The  discretionary  pool. 
Get-rich-quick  schemes.  Real  estate  advertising.  Build¬ 
ing  and  loan  societies.  Selling  mining  stocks.  Follow¬ 
up  letters,  etc.  Three  model  letters  showing  th«  right 
sort  of  argument  to  use. 

Chapter  XIX.  This  chapter  gives  a  plan  for  working 
up  a  very  profitable  business.  Small  capital  is  required. 
Where  to  get  goods  that  will  sell.  A  number  of  valu¬ 
able  points  for  every  beginner  in  the  mail-order  business 
Chapter  XX.  Contains  a  number  of  letters  of  mail-or¬ 
der  firms  (names  omitted)  who  were  not  succeeding  as 
well  as  they  should,  or  who  had  made  absolute  failures 
of  the  business.  The  reasons  for  the  lack  of  success. 

The  Appendix  contains  the  names  of  manufacturers 
and  jobbers  who  supply  mail-order  men  with  goods,  sup¬ 
plies  and  circulars  needed  in  their  business.  Full  ad¬ 
dresses  are  given. 

It  win  give  yon  the  requisite  knowledge  to  enter 


Chapter  XIII.  Advertising  mediums.  Importance  of 

This  book  is  a  mine  to  ali  mall  order  men  and  other  business  men  who  wish  to  extend  their  business 
the  business  intelligently,  and  with  prospect  of  success.  You  will  receive  this  book  and  a  year’s  subscription  to  Advertising  (12  numbers,  2  volumes.) 

^FNTD  TO-DAV  advantage  of  this  great  offer,  which  contains  the  biggest  dollar’s 

^  X  ^Qj-th  of  advertisine  instruction  advice  and  information  ever  offered. 

CHICAGO 


ARTHUR  E.  SWETT. 


worth  of  advertising  instruction 

Royal  Insurance  Building.  Dept.  9. 
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auditor  of  the  Lehigh  &  New  England 
Railroad  Co.,  as  follows  : — 

“Having  had  a  copy  of  The  Business 
Man's  Magazine  for  the  month  of  May, 
1906,  handed  to  me  by  a  young  man  em¬ 
ployed  in  an  office  where  I  was  transacting 
some  business  a  few  days  ago,  my  eyes  fell 
on  the  article,  ‘The  Cashier’s  Romance,  or 
the  Lost  Balance.’ 

“As  I  had  spent  some  years  in  looking  up 
lost  balances,  with  more  or  less  success,  I 
at  once  became  interested,  and  without 
reading  the  whole  proposition  commenced 
working  with  a  view  to  the  untangling  of 
your  trouble  and  had  apparently  after  sev¬ 
eral  trials  solved  the  same  to  my  satisfac¬ 
tion  by  fractions  but  when  reading  over 
more  carefully  I  discovered  I  had  omitted 
taking  into  account  the  original  cash  bal¬ 
ance. 

“With  this  new  understanding  of  the 
problem  I  obtained  on  second  attempt,  the 
result  as  hereafter  explained. 

“While  recognizing  that  the  article  had 
not  been  written  in  good  faith  as  to  the 
author’s  inability  to  solve  the  same,  never¬ 
theless,  I  will  endeavor  by  a  retrograde 
movement,  to  throw  sufficient  light  on  the 
unfortunate  predicament  in  which  he  seems 
to  have  been  placed,  to  enable  him  to  per¬ 
ceive  the  amount  requisite  to  make  good; 
and  trust  he  may  have  no  difficulty  in  rais¬ 
ing  the  necessary  wherewithal,  that  it  may 
be  possible  for  him  to  give  his  backer  the 


assurance  that  his  accounts  are  straight; 
even  though  his  cash  book,  were  it  not 
burned,  would  bear  the  ear  marks  of  crook¬ 
edness,  viz.,  erasures,  which  would  disqual¬ 
ify  the  same  from  being  accepted  as  legal 
evidence. 

“Let  us  assume  that  Mr.  Lorimer  had  in 
his  possession  $765.00  at  the  time  this 
‘nutty  customer’  proceeded  to  take  unwar¬ 
ranted  liberties  with  his  cranium,  from 
which  deduct  10  per  cent  or  $76.50  for  loss 
of  time  while  in  that  dreamy  state,  and  for 
paying  expert  accountants  to  figure  out 
where  he  was  at,  also  deduct  the  endorsed 
check  of  $406.26,  which  was  evidently  ‘N. 
G.,’  and  in  all  probability  would  have  been 
returned  marked  ‘no  funds,’  and  which 
leaves  a  balance  of  $282.24,  extracting  the 
square  root  of  which  leaves  but  $16.80,  to 
which  add  the  sum  of  $8.70  for  luck,  or  just 
because  it  is  divisible  by  three  (that  omen 
of  good  fortune),  which  will  show  $25.50 
against  him,  then  multiply  this  amount  by 
three  and  we  have  $76.50,  the  original  bal¬ 
ance,  and  which  is  one-tenth  of  the  assumed 
amount. 

“That  the  above  may  assist  Mr.  Lori¬ 
mer  to  extricate  himself  from  the  unfor¬ 
tunate  dilemma  in  which  he  found  himself, 
is  my  wish,  and  I  will  have  reason  to  feel 
glad  of  the  circumstance  which  placed  a 
copy  of  The  Business  Man’s  Magazine 
in  my  hands.” 


Now 


If  you  have  hard  work  to  do, 

Do  it  now. 

Today  the  skies  are  clear  and  blue. 
Tomorrow  clouds  may  come  in  view, 
Yesterday  is  not  for  you; 

Do  it  now. 

If  you  have  a  song  to  sing. 

Sing  it  now. 

,  Let  the  notes  of  gladness  ring 

Clear  as  song  of  bird  in  Spring, 

Let  every  day  some  music  bring; 

Sing  it  now. 

!  If  you  have  kind  words  to  say. 

Say  them  now. 

Tomorrow  may  not  come  your  way. 

Do  a  kindness  while  you  may. 

Loved  ones  will  not  always  stay; 

II!  Say  them  now. 

If  you  have  a  smile  to  show, 

1  Show  it  now. 

Make  hearts  happy,  roses  grow. 

Let  the  friends  around  you  know 
The  love  you  have  before  they  go; 

Show  it  now. 

— New  York  Sun. 
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^1500  a  Year 


For  Life 


IF  you  wish  to 
save  for  old 
age  or  provide  for 
h  e  a  1 1  hy 
m  i  d  d  1  e 
age,  you 
can  u  o  I 
find  a 
more  con¬ 
servative  or  a 
more  reasonable 
investment  than 
we  have  to  offer — ■ 
more  profitable  than  life 
insurance — safe  as  city 
real  estate,  yet  not  so 
costly — better  than  a  sav¬ 
ings  bank,  for  the  return 
is  greater. 

We  have  full  and  com¬ 
plete  literature,  showing 
conclusive  facts,  logical 
figures  and  definite  refer- 
!i6  Month-Old  Trees  ence  of  good  character, 
proving  beyond  any 
doubt  that  our  proposition  is  bona  fide,  cer¬ 
tain  and  profitable.  Our  booklets  give 
"‘reasons”  and  anyone  who  can  spare  from 
$5  to  $25  a  month  can  provide  for  old  age 


and  protect  themselves  against  the  ravages 
of  time,  the  chances  of  poverty  and  the 
misfortune  of  ill  health  by  securing  a  com¬ 
petent  income  that  will  cover  all  necessary 
living  requirements. 

It  is  worth  your  time  to  ask  for  our 
booklets — do  this  today  in  justice  to  your 
future.  It  is  not  only  the  man  who  saves, 
but  he  who  saves  profitably.  The  demand 
for  rubber  can  never  be  fully  supplied — a 
rubber  plantation  is  more  hopeful  than  a 
gold  mine — our  booklets  tell  you  the  facts 
that  have  taken  years  to  prove — write  for 
them  today. 

This  company  is  divided  into  only  6,000 
shares,  each  one  representing  an  undivided 
interest  equivalent  to  an  acre  in  our  Ystilja 
Rubber  Orchard  and  Plantation,  consisting 
of  6,000  acres  (one  for  each  share)  in  the 
State  of  Chiapas,  Mexico — undeniably  tne 
finest  rubber  land  in  the  world.  Our  book¬ 
lets  will  prove  to  you  that  five  shares  in 
this  investment,  paid  for  at  the  rate  of  $25 
a  month,  will  bring  you  an  average  return 
of  26  per  cent  on  your  money  during  the 
period  of  seven  years  and  an  annual  income 
of  $1,500  for  life.  This  investment  in¬ 
sures  absolutely  the  safety  of  your  future. 
The  man  or  woman  who  owns  five  shares 
in  Ystilja  rubber  plantation  need  have  no 
fear  of  old  age,  no  doubts  about  illness,  no 
care  nor  anxiety  for  after  years — you  are 
safe — absolutely  and  certainly — our  booklets 
will  prove  these  statements — write  for  them 
today. 


Conservative  Rubber  Production  Co. 

612  Monadnock  Building,  SAN  FRANCISCO,  CALIFORNIA 


What 
Do  You 
Get  On 
Pay  Day 


— Just  enough  to  carry  you  until  the 
next,  without  a  dollar  to  invest?  Then 
this  offer  of  the  International  Corres¬ 
pondence  Schools  is  vital  to  you !  If 
you  will  indicate  on  the  coupon  below 
your  choice  of  an  occupation,  this  great 
institution  will  at  its  own  expense  show 
you  how  you  can  without  neglecting 
your  present  work,  leaving  home,  or 
distressing  yourself  fina7icially^  qualify 
yourself  for  a- high  position  and  a  good 
salary.  There  is  no  risk;  no  catch;  no 
humbug !  This  is  a  bona  fide  offer  to 
earnest  men  and  womefi^  by  an  institu¬ 
tion  of  fourteen  years’  standing,  repre¬ 
senting  an  invested  capital  of  I5, 000,000. 
Can  you  afford  to  pass  it  by  ? 

Special  Offer— ^  short  time 

for  information  will  be  entitled  to  a  special 
discount  if  they  decide  to  enroll.  Act  now 
and  profit  by  this  special  self-help  offer. 


International  Correspondence  Schools, 

Box  lore,  SCRANTON,  PA. 

Please  explain,  without  further  obligation  on  my  part 
how  I  can  qualify  for  a  larger  salary  in  the  posi¬ 
tion  before  which  I  have  marked  X 


Bookkeeper 

Mechanical  Draftsman 

Stenographer 

Foreman  Plumber 

AdTerUsemrnt  Writer 

Elec.  Lichtlne  Supt. 

Show  Card  Writer 

Meehan.  Engineer 

Window  Trimmer 

Surveyor 

Commercial  Laer  for 

Stationary  Engineer 

Clerks  Sc  Bookkeepers 

Civil  Engineer 

Illustrator 

Building  Contractor 

Civil  Service 

Architee’l  Draftsman 

Chemist 

Architect 

Textile  Mill  Supt. 

Structural  Engineer 

Electrician 

Bridge  Engineer 

Elec.  Ensrlneer 

Mining  Engineer 

Name_ _ 

Street  and  No. 
City _ 


State 
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The  Book-Keeper 

CAE  DOLLAR  PER  YEAR  IN  ADVANCE. 

An  illustrated  magazine  devoted  to  business  systems, 
including  book-keeping,  accounting,  auditing,  steno¬ 
graphy,  salesmanship,  advertising,  manufacturing,  , 
credits,  collections,  short  cuts,  etc.,  etc. 

Published  monthly  by 

THE  BOOK-KEEPER  PUBLISHING  CO.,  LTD. 

E.  H.  BEACH,  Editor. 

Subscribers  desiring  to  buy  any  article  not  advertised  in  the 
magazine  will  be  furnished  with  the  name  and 
address  of  the  manufacturer  on  re¬ 
quest  to  the  publisher. 

offices: 

Detroit,  Mich.,  Book-Keeper  Building. 

New  York,  Johnston  Bldg  ,  28th  and  Broadway. 
Boston,  Mass.,  24  Milk  Street. 

Chicago,  III.,  1040  First  National  Bank  Building. 
Cincinnati,  Ohio,  818  Union  Trust  Bldg. 

St.  Louis,  Mo.,  1522  Chemical  Building. 

Montreal,  P.  Q.,  74  East  Notre-Dame  Street. 
London,  England,  231-232  Strand. 

V'OL.  XIX  JULY,  1906  NO.  1 

Official  Accountancy. 

OVERNMENT  accountants 
are,  as  a  matter  of  course, 
superior  beings  to  those  who 
afflict  commercial  circles. 
They  move  in  a  mysterious 
way  their  wonders  to  perform,  always  pre¬ 
ferring  the  use  of  red  tape  to  common 
sense. 

Exploits  such  as  one  department  memor¬ 
ializing  another  for  the  purpose  of  acquaint¬ 
ing  that  department  with  the  fact  that  the 
president’s  salary  check  is  short  one  cent  of 
the  proper  amount — -of  that  department 
memorializing  another  department  to  make 
a  voucher  for  the  said  cent — of  that  depart¬ 
ment  memorializing  another  department  to 
make  a  proper  distribution  and  allocation 
of  that  cent — of  that  department  memorial¬ 
izing  another  department  to  duly  audit  the 
voucher  for  one  cent — of  that  department 
memoralizing  another  department  to  draw 


a  check  in  payment  of  that  cent — of  that 
department  memoralizing  another  depart¬ 
ment  to  forward  the  check  to  its  destina¬ 
tion — and  finally  of  the  president  framing 
the  check  for  one  cent  as  a  heritage  for  the 
future  ages  and  a  souvenir  of  the  inimitable 
methods  of  twentieth  century  official 
accounting — exploits  such  as  these  are  mat¬ 
ters  of  popular  knowledge  and  admiration. 

It  is  somewhat  disturbing  to  find  that 
other  governments,  in  their  foreign  and 
naturally  inferior  ways,  have  similar  meth¬ 
ods  of  meeting  and  solving  accounting 
emergencies  and  problems. 

Here,  for  example,  is  the  great  and 
glorious  war  office  of  Great  Britain  stoop¬ 
ing  to  instruct  its  officials  in  the  art  of 
calculating  depreciation  on  army  clothing. 
It  appears  from  a  story  told  by  a  contem¬ 
porary  that  a  private  soldier  was  so  un¬ 
fortunate  as  to  lose  his  service  overcoat 
and,  according  to  the  army  regulations,  the 
value  of  this  overcoat  must  be  deducted 
from  his  salary  of  one  shilling  per  day. 
Now  the  war  office  is  economical  in  small 
things,  if  not  in  large  ones,  and  after  a 
soldier’s  overcoat  is  no  longer  respectable 
in  appearance  it  is  returned  to  the  quarter¬ 
master,  who  then  issues  a  new  garment  and 
sells  the  old  one  to  some  captain  of  in¬ 
dustry  who  converts  it,  with  others,  into 
some  staple  product  for  consumers. 
Therefore,  the  value  of  a  worn-out  over¬ 
coat  is  the  amount  it  .will  realize  from  the 
old-clothes  man. 

But  the  question  is — what  was  its  actual 
value  on  the  day  it  was  lost?  Here  is  the 
formula : 

“The  calculation  of  the  value  of  a  lost 
overcoat  should  be  made  by  deducting  the 
value  when  worn  out  from  the  value  when 
new,  as  given  in  Article  75  of  1865  Cloth¬ 
ing  Warrant,  dividing  the  remainder  by 
the  number  of  months  the  garment  should 
wear,  multiplying  the  quotient  by  the  num- 
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Notice  how— as  in  this  picture — 
President  Suspenders  work  with¬ 
out  even  slightly  pulling  the 
trousers. 

Raise  either  shoulder  &  the  movable 
back  will  slide  quick'y  &  gracefully, 
with  absolutely  no  pressure  on  the  shoul¬ 
ders,  making  Presidents  delightfully 
easy  suspenders. 

The  braided  cords  pass  through  little  slides 
without  friction,  first  one  way,  then  the 
other,  as  you  bend,  lift,  or  reach.  There’s 
no  strain  on  the  webbing,  or  anywhere. 

For  comfort  alone.  Presidents  are 
worth  many  times  the  price.  For  long 
service,  none  equal  them.  Try  a  pair  — 
you’re  bound  to  like  them. 

Light,  medium  and  heavy  weights.  50c. 
and  $1.00.  A  guarantee  ticket  on  each 
pair;  read  it.  ^  Once  you  decide  to  wear  a 
pair,  stick  to  it.  If  your  dealer  has  none, 
buy  of  us. 

THEC.  A.  EDGARTON  MFQ.  CO. 
505  Main  St.,  Shirley,  Mass. 


A  Ball 
Bearing 
Swivel 


An  Inde¬ 
pendent 
Sockhold 


Thelndepertd  |i'|  ent  Sockhold 
keeps  the  u  “  Jsocks  securely 
in  place.  The  Swivel  which  sep¬ 
arates  the  sockhold  relieves  the  tension 
on  the  webbing.  ’Thus  there  can  be  no 
slipping  or  binding.  Because  of  the  Ball 
Bearing  Swivel  these  garters  will  wear 
about  twice  as  long  as  any  other  kind. 

If  not  at  your  dealers,  send  25c.  for 
a  pair  to  us. 

Ball  Bearing  Garters  and  President  Sus¬ 
penders  in  a  combination  box  7  5c. 

THE  C.  A.  EDGARTON  MFG.  CO. 
505  Main  St.,  Shirley,  Mass. 


Return  reverse  halt  of  Guarantee  Ticket  with  tOc.  for  pack  of  President  Piaying  Cards, 
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"DESKS  •; 

Filing  Cabinets 


"Sectional 
System 


you  Don't 
Get  Done 
IVhen 
You  Buy 
a" Gunn" 


Above  cut  shows  one  of  our  new  400 
series  with  Vertical  Filing  equipment 


Our  64  page  catalogue  mailed 
FRE£  on  request. 

Gunn  Desks  are  made  in  two 

hundred  and  fifty  styles — all  prices. 

A  larger  assortment  than  any  other 

maker  in  the  country  produces. 

Write  today  for  catalogue. 

The  requirements  of  every  office 

man,  small  or  large,  are  a  constant 

and  pains-taking  study  with  us. 

Honest  material,  perfect  cabinet 

work  and  highest  finish  guaranteed. 

Our  reference,'' THE  USER." 

On  ssde  at  leading  furniture  dealers  or  shipped  direct  from 

factory. 

GUNN  FURNITURE  CO. 

Grand  Rapids,  Mich. 


Gunn  Filing  Devices 
adapted  to  the  needs 
of  Bankers,  La\\Ters, 
Insurance  men.  Brok¬ 
ers  and  all  business 
offices. 


Makers  of  the  famous  Gunn  Sectional  Book  Cases 


Quartered  Oak.  Mahogany 


Please  mention  The  Business  Man’s 
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ber  of  months  the  garment  has  actually 
been  worn,  and  subtracting  the  sum  fhus 
obtained  from  the  total  value  of  the  new 
great-coat.  The  balance  is  the  amount 
that  should  be  charged.” 


to  serve  their  appointed  purpose  without 
longer  using  it  as  a  cloak  for  oppression, 
spoliation,  illegal  concentration  of  wealth, 
conspiracy  with  other  incorporated  plunder¬ 
ers  and  the  wholesale  debauchery  of  our 
civil  institutions.  We  can  have  a  higher 


Railroad  Men  Object. 

In  May  The  Business  Man's  Magazine 
sent  to  prominent  men  of  the  country  a 
large  number  of  announcements  calling  at¬ 
tention  to  its  proposed  campaign  against 
organized  railroad  abuses.  Among  those 
whom  it  was  sought  to  favor  is  Mr.  Chas. 

M.  Walker,  of  Greenboro,  North  Carolina. 
There  is  something  of  a  hint  in  this  reply 
that  he  did  not  appreciate  the  intended 
favor ; 

“Gentlemen — Being  a  railroad  man,  I  don’t 
care  a  cuss  to  read  your^  damnable  fulminations 
against  the  greatest  civilizers  of  modern  times, 
and  the  greatest  providers. 

Yours,  C.  M.  WALKER,  5-18. 

As  nearly  as  distance  will  permit  we 
shake  with  Mr.  Walker.  It  is  not  requisite 
to  agree  with  a  man  in  order  to  admire  his 
courage  in  getting  right  out  and  declaring 
himself.  He  admits  the  bias  of  self-interest, 
which  would  bar  him  from  dealing  with 
the  case  were  he  a  legislator  or  on  the 
bench,  but  he  boldly  issues  his  proclamation 
over  his  own  name.  His  diction  is  like  the 
crack  of  a  six-shooter,  but  his  aim  is  bad 
when  he  damns  the  “fulminations”  before 
he  has  had  a  chance  to  read  them.  The 
futility  of  arguing  with  one  committed  to* 
the  doctrine  of  predestination  is  a  lesson 
learned  and  impressed  since  the  days  of 
Calvin. 

No  one  questions  the  claim  that  the  rail¬ 
roads  are  great  civilizers  and  providers. 
What  the  people  are  awakening  to  is  the 
fact  that  they  can  have  these  mighty  agen¬ 
cies  for  good  without  being  robbed  and 
tyrannized  over  by  the  most  lawless  com¬ 
mercial  power  that  ever  dominated  a  na¬ 
tion.  School  houses  and  school  books  are 
conceded  to  be  in  the  line  of  civilizers,  but 
there  is  scarcely  a  large  city  in  the  country 
where  they  have  not  been  used  in  the  out¬ 
rageous  plundering  of  the  people.  Beef  is 
still  held  in  high  esteem  among  good  pro¬ 
viders,  but  there  is  an  assertive  opinion 
that  we  can  get  this  edible  without  supinely 
enduring  the  outrageous  abuses  of  the  beef 
trust. 

There  is  no  thought  of  getting  rid  of  the 
railroads.  They  are  to  keep  right  on  with 
their  civilizing  and  providing,  but  they  are 


civilizing  influence  and  more  generous  pro¬ 
vision  through  the  railroads  by  regulating 
those  who  have  been  retarding  civilization 
and  lawlessly  appropriating  the  provisions. 


The  Mission  of  the  “Follow-up.” 


One  of  our  subscribers  comments  on  the 
follow-up,  claiming  that  it  is  “worked  to 
death.”  He  says : 

“In  these  days  of  ‘follow-up’  systems, 
frequently  worked  to  death,  we  think  your 
readers  would  be  interested  in  a  letter  ac¬ 
tually  received  by  the  concern  with  which  I 
am  connected.  I  am  not  at  liberty  to  men¬ 
tion  the  name  and  address  of  the  writer; 
but  I  enclose  copy  of  this  unique  docu¬ 
ment.”  The  letter  referred  to  is  as  follows : 


“Some  few  days  ago  we  had  the  pleasure  of 
sending  you  our  catalog  and  circular  upon  your 
request,  naturally  supposing  that  you  were  greatly 
interested  in  our  filing  systems,  and  also  anxious 
to  take  advantage  of  the  opportunity  and  get  the 
benefit  of  our  long  experience  in  filing  systems  by 
laying  you  out  and  explaining  a  system  for  your 
particular  requirements.  One  that  would  net  you 
the  greatest  results  in  operation,  which  is  no  doubt 
the  one  point  in  view.  It  is  not  the  first  cost  of 
an  outfit  but  it  is  the  saving  to  be  obtained  m  the 
operation  of  the  system  which  is  far  greater  than 
the  expense  of  an  outfit.  We  will  now  have  to 
ask  you,  inasmuch  as  we  have  not  received  a 
reply,  what  became  of  your  order.  You  will  no 
doubt  appreciate  that  we  have  you  in  our  follow-up 
system  and  will  follow  you  up  four  or  five  times 
unless  you  give  us  some  information  regarding  the 
prospects  for  us  receiving  your  order  or  take  the 
matter  up  further  with  us.  Is  it  because  you  have 
purchased  locally  that  we  do  not  receive  as  low 
prices  from  us  as  elsewhere?  However,  you  have 
not  given  us  an  opportunity  to  quote  you  on  your 

will  appreciate  that  is  considerable  ex¬ 
pense  to  keep  up  a  follow-up  system,  following  up 
Sfe  who  are  not  further  interested  in  our 
goods,  and  trust  you  will  take  the^  time  to  adv'®® 
us  by  return  mail  as  to  your  *  decision  m  the 

“  ThaAking  you  in  advance  for  an  early  reply,  we 

beg  to  remain,  ,  , 

Yours  very  truly. 

It  seems  to  us  that  there  is  a  little  mis-  • 
apprehension  here.  This  particular  letter 
is  a  pretty  poor  piece  of  work  but  the  idea 
is  all  right.  Consider  it  a  moment.  When 
information  was  sent  you  it  was  sent  at 
your  own  request.  This  applies  not  only 
to  this  case,  but  to  tens  of  thousands  of 
others.  The  information  is  sent  freely  and 
gladly— which  is  as  it  should  be.  But  no 
further  word  is  received  by  the  sender.  He 
is  then  at  liberty  to  consider  that  one  of 
these  following  is  true: 

Information  not  received. 
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WO  BOOKS 
EVERY 


BOOK-KEEPER  SHOULD  USEl 


URR’S 

Patent  Combination 
Index  and 

URR’S 

Improved  Trial  Balance 
Sheet 

The  use  of  these  books  saves  valuable 
time  and  labor.  They  will  be  found  inval¬ 
uable  in  every  office  having  numerous 
names  to  handle.  The  “INDEX”  is  alpha¬ 
betically  subdivided,  so  that  any  name 
can  be  found  at  a  glance — practical,  simple 
and  convenient.  The  “TRIAL  BALANCE 
SHEET”  is  so  arranged  with  short  leaves 
that  writing  the  names  but  ONCE  in 
twelve  months  is  avoided.  Send  for 
Illustrated  Catalogue  and  Price  List. 


SOLD  BY  ALL  STATIONERS 
Generally. 

ASK  TO  SEE  IT  I 


WILBUR  &  HASTINGS,  37  Frlton  Street,  New  York  City. 
MARSHALL-JACKSON  COMPANY,  140  Monroe  Street,  Chicago,  Ills. 
THE  OMAHA  PRINTING  CO.,  918-924  Parnham  Street,  Omaha,  Neb. 
A.  CARLISLE  &  CO.,  417  Montgomery  Street,  San  Francisco,  C^. 
HENRY  GOOD  &  SON,  12  Mooregate  Street,  London,  England. 
PEACOCK  BROS.,  578  ColPns  Street,  Melbourne,  Australia. 


THE  BURR  INDEX  COMPANY 


THOUSANDS  NOW  IN 


HARTFORD,  CONNECTICUT 

USE 


GIVE  THEM  A  TRIAL 


C,  It  looks  like  a  book — has  no  metal  posts — cannot 
mar  the  desk — has  a  lock  which  is  absolutely  secure — 
that  will  bind  one  sheet  or  one  thousand  sheets. 

Ct.  Let  us  send  you  our  literature  which  tells  you  why 
the  “KALAMAZOO”  is  best  and  contains  the  endorse¬ 
ments  of  prominent  users,  or  better  still,  let  us  send  an 
outfit  on  approval.  The  “KALAMAZOO”  weighs  but 
one-half  as  much  as  a  metal-back  binder — lays  perfectly 
flat  upon  the  desk — binder  is  no  thicker  than  the  covers 
plus  the  sheets  it  contains.  Note  cut  showing  binder 
holding  but  one  sheet.  Get  the  best — it  costs  no  more. 

d  We  carry  in  stock  a  large  variety  of  ruled  and  printed 
sheets.  Special  ruled  and  printed  sheets,  also  special 
sized  binders  made  to  order  on  short  notice. 

STOCK  LEDGER  OUTFITS, 

$12.75  to 
$25 

TELEPHONE 
OR  WRITE  US 


CHOICE  OF  ANY  OF  OUR  STOCK  RULINGS. 
ASK  FOR  SAMPLE. 


W.  B.  WILSON,  Manager  New  York  Office, 
Room  1803,  150  Nassau  St. 


KALAMAZOO  LOOSE  LEAF  BINDER  CO..  Dept.  N.  Kalamazoo,  Mich..  U.  S.  A. 


“KALAMAZOO” 

Noted  for  its  Simplicity  and  Perfection  to 
Bind  and  Hold  One  Sheet  or  One  Thousand 


Patent 


TRY  THE 

KALAMAZOO 

binder 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Information  not  complete. 

Information  not  satisfactory. 

Order  placed  elsewhere. 

The  sender  has  something  to  sell.  If  he 
cannot  make  a  sale  he  wants  to  know  why 
— which  is  perfectly  natural.  What  is  more 
natural,  then,  than  for  him  to  ask  a  ques¬ 
tion  regarding  it — and  what  more  discour¬ 
teous  than  to  neglect  or  ignore  that  ques¬ 
tion?  If  a  circular  letter  is  sent  without 
your  request  it  is  a  very  different  thing,  but 
where  you  ask  for  information  and  get  it 
the  least  that  can  be  done,  in  all  decency,  is 
to  advise  the  sender  of  your  decision.  As 
for  the  follow-up  being  “worked  to  death,” 
there  is  a  chance  for  a  difference  of  opin¬ 
ion.  To  persist  in  a  good  cause  is  a  laud¬ 
able  thing.  Here  is  a  man  or  a  firm  start¬ 
ing  out  to  sell  you  something  (at  your  own 
request).  It  is  perfectly  proper  that  they 
should  continue  to  try  until  you  buy  or 
else  until  you  tell  them  to  stop.  If  you 
want  it  stopped  a  postal  card  will  do  it. 
Use  common  courtesy  then  and  send  the 
postal.  It  is  pretty  sure  that  you  will  hear 
no  more  of  the  matter.  It  is  possible  to 
criticize  the  letters  sent  out — sometimes 
severely,  as  in  the  above  case,  but  that  does 
not  affect  the  principle  involved.  Briefly 
stated  that  principle  would  seem  to  be:  You 
started  it.  It  is  your  duty  to  stop  it  when 
it  has  performed  its  mission  in  your  case. 

Business  Women  vs.  Men. 

For  the  sake  of  gathering  opinions.  The 
Business  Man’s  Magazine  reproduced  an 
article  on  “Business  Women  vs.  Men,” 
originally  published  in  the  New  York  Com¬ 
mercial.  That  paper  did  not  father  the 
opinions  expressed  on  the  subject,  but 
quoted  them  from  the  head  of  a  big  es¬ 
tablishment  in  the  metropolis.  The  meat 
of  his  statements  is  that  up  to  $50  a  month 
a  woman  is  all  right.  “After  that  she  is 
not  eligible,  at  least  with  us.”  The  line 
of  argument  in  support  of  this  proposi¬ 
tion  is  a  familiar  one.  Woman  is  out 
of  her  element  as  a  wage-earner.  From 
the  beginning  it  was  intended  that  she 
should  preside  in  the  home  and  man  be  the 
provider.  The  qualities  which  make  a  pow¬ 
er  in  the  home  are  a  hindrance  to  her  in 
business.  Women  are  cheaper,  and  for 
that  reason  are  employed  up  to  the  point 
where  real  business  capacity  is  an  essen¬ 
tial.  They  are  not  fitted  for  positions  of 
power  and  large  responsibilities. 


1  he  purpose  of  putting  this  quoted  ar¬ 
ticle  before  our  readers  has  been  accom¬ 
plished  with  a  vengeance.  The  offended 
of  the  fair  sex  come  back  with  fire  in  their 
eyes  and  a  sting  in  their  tongues.  Among 
the  forceful  champions  of  her  sex  is  Eva 
M.  Talcott,  employed  in  a  very  extensive 
business  institution  of  Chicago.  She  frank^ 
ly  makes  it  known  at  the  outset  that  she  is 
in  an  inflamed  frame  of  mind:  “I  don’t 
know  that  I  ever  saw  such  a  rank  article 
on  the  subject  of  business  women,  and  it 
makes  me  mad  !  That  s  the  word  mad ! ! 

Further  along  our  “mad”  correspondent 
puts  more  ginger  into  the  game:  “This 
subject  is  too  broad  to  be  disposed  of  in  a 
quarter-page  article  such  as  you  publish, 
and  shows  narrow-minded,  short-sighted 
consideration;  moss-grown,  as  it  were,  a 
New  York  idea,  pure  ,  and  simple.  It  used 
to  be  said  that  women  had  no  judgment, 
but  now  we  are  conceded  that  in  a  measure, 
and  one  by  one  the  false  theories  are  ex¬ 
ploded;  and  still  the  croakers  come;  but. 
we  are  thankful  to  say,  not  from  the  west, 
not  from  the  west !” 

Because  of  experience,  observation  and 
study,  Mrs.  Talcott  establishes  her  right  to 
go  after  the  man  in  New  York  who  so  wise¬ 
ly  failed  to  connect  his  name  with  his  inter¬ 
view.  For  16  years  she  has  been  in  busi* 
ness  life  and  never  drew  a  salary  so  low 
as  $50  per  month.  She  assures  us  that  she 
is  prepared  to  give  the  names  of  hundreds 
of  girls  who  draw  more  than  that  pay,  and 
of  a  large  number  getting  from  $75  to  $125 
per  month  in  positions  of  confidence  and 
trust ;  “positions  which  are  not  filled  by  the 
young  men  of  Chicago  because  of  the  dis¬ 
trust  their  bad  habits  have  engendered. 

Our  welcome  correspondent  goes  on  to 
say  that  women  are  not  working  against 
men,  but  for  and  with  them ;  are  satisfying 
employers  or  running  their  own  commer¬ 
cial  enterprises  with  profit,  are  not  inferior 
to  men  clerks  in  deposited  gray  matter,  are 
sober,  honest,  careful  in  attention  to  detail, 
are  neat  in  appearance,  “all  of  which  are 
moving  her  to  the  fore,  notwithstanding  the 
prejudice  of  centuries.”  *  *  *  There 

are  girls,  X  know,  who  enter  the  field  and 
pose  as  business  women,  who  seek  only  for 
a  short^period  of  money-getting,  and  per¬ 
haps  the  attention  and  admiration  of  men, 
but  these  are  but  the  froth  who  call  down 
the  harsh  criticism  expressed  in  your  criti- 
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Why  the  Bates  is  Best 


Economy 


Numerical  systems  are  admitted 
to  be  time-savers.  Make  them 
money-savers.  Even  the  clerk,  for 
whose  accuracy  you  pay,  can  make 
mistakes.  The  new  boy,  at  an  insig¬ 
nificant  salary,  can  do  better  with 
the  original  Bates  Hand  Number¬ 
ing  Machine.  Set  in  accord¬ 
ance  with  the  needs  of  your 
system — at  consecutive,  dupli¬ 
cate  or  repeat — the  machine 
proceeds  automatically.  Re¬ 
quires  no  thinking,  cannot  err, 
cannot  make  an  illegible 
number. 


Durability 

There  is  a  vast  difference  in  num¬ 
bering  machines.  Some  are  made  to 
sell  cheap,  others  are  made  to  last. 
The  exposed  construction  of  the 
cheap  machine  is  the  main  cause 
of  the  ever  increasing  repair  item. 
All  working  parts  of  a  Bates 
are  enclosed  in  a  dust  and  dirt 
proof  case.  With  ordinary  bus¬ 
iness  use,  it  will  last  a  life  time. 
This  reputation  is  enviable,  so 
beware  of  imposition. 


The  original  Bates  Automatic  Hand  Numbering  Machine  is  made  only  at  the  works  of  Thomas  A.  Edison,  Orange,  N.  J. 
We  have  a  booklet  that  will  make  our  case  even  stronger  than  the  facts  here  presented.  It  will  pay  you  to  write  for  it. 


Bates  Mfg.  Co. 


5  Lakeside  Avenue,  Orange,  N.  J. 

31  Union  Square,  New  York 


The 

Mann 

Ledger 

Interchangeable  Leaves. 


Those  who  have  been  deterred  from  using  Loose  Leaf  Ledgers  from  fezvr  tha.t  leaves 
would  be  m&.nipu!ated,  are  now  enabled  to  install  a  Mann  Ledger  with  a  Yale  Lrock, 
rendering  it  absolutely  proof  against  manipulation.  The  mechanisms  of  Lock  and  Binder 
are  operated  by  one  key. 

Our  Sectional  Post  Transfer  Binder,  Current  Holder,  and  Deprima  Flat  Opening  Leaf, 
complete  an  outfit  which  is  high  grade  in  every  respect.  Write  for  Illustrated  Catewlog. 
We  are  owners  zwnd  manufacturers  of  Leslie  Binders  and  Leaves. 

WILLIAM  MANN  COMPANY 


Blank  Book  Ma.kers,  Stationers,  Printers  and  Lithographers.  Manufacturers  of  Copying 

Books  ak.nd  Pak,pers  and  Loose  Lea^-f  Devices. 


59-61  Maiden  Lane,  New  York.  529  Market  St.,  Philadelphia,  Pa. 
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cism.  I  guess  we  can  stand  it,  also  the  ef 
forts  of  some  men  to  place  themselves  for¬ 
ever  on  a  high  pedestal  with  a  mark  on  the 
brow,  ‘Brains  within.’  ” 

Mrs.  Talcott,  in  pushing  her  contention 
that  all  the  wisdom  does  not  emanate  from 
the  cranium  of  the  man  who  sits  at  the 
desk  as  proprietor,  manager  or  in  other 
responsible  capacity,  takes  a  fall  out  of  cer¬ 
tain  types.  She  points  to  the  poorly  edu¬ 
cated  man  who  mumbles  and  stumbles 
through  his  words,  while  his  stenographer 
uses  her  brains  to  put  his  ideas  in  English 
which  looks  and  sounds  right.  “Then 
watch  him  sign  his  name  with  a  flourish 
to  her  finished  effort,  and  then  hear  him 
say  with  pride  and  satisfaction:  ‘Gee,  but 
I’m  getting  to  be  a  fine  dictator !’  ”  Then 
she  lands  on  the  man  in  business  with  a 
hand  like  a  ham,  clumsily  trying  to  drive  a 
pen  or  a  bargain  and  falling  far  below  the 
mark.  “Let  all  seek  their  level,  I  say,  and 
sex  will  no  longer  be  a  bar  to  advance¬ 
ment  in  this  great  country  of  ours  where 
women  have  played  such  a  part  in  upbuild¬ 
ing;  and  it  is  manifest  that  she  will  not 
back  to  the  kitchen  and  wash  tub  until  she 
can  no  longer  enjoy  the  very  pleasant  re¬ 
ception  she  now  receives  in  the  field  of  busi¬ 
ness.” 

Now  does  the  arch  offender  from  Gotham 
care  to  stick  his  head  out  of  the  bushes? 


How  to  Make  a  Gain  on  Unsubscribed 
Treasury  Stock. 

Fish  stories  we  recognize  from  afar — 
nautical  yarns  we  pass  by  on  the  other 
side— the  paint  of  exaggeration  we  sniff 
from  a  distance — but  who  can  fathom 
the  comic  departments  of  accountancy,  that 
cult  of  facts  and  figures  whose  high  priests 
are  as  immutable  as  their  mysteries  are  in¬ 
variable  ? 

There  are  occasions  when  the  entire 
staff  of  The  Business  Man’s  Magazine 
sinks  into  a  state  of  literary  coma,  from 
Friend  Beach  down  to  the  very  smallest 
and  most  insignificant  perverter  of  the 
truth  the  business  can  afford,  and  all  real¬ 
ize  how  very  puny  our  efforts  to  amuse  bj'' 
indirection  really  are. 

The  case  under  consideration  calls  for 
one  mine  and  one  mining  corporation. 

The  price  of  the  mine  was  $50,000.  The 
company  incorporated  for  $100,000  (1,000 


shares  of  $100  each),  and  $1,000  cash  was 
paid  on  $10,000  of  stock  subscribed.  The 
mine  could  not  be  purchased  for  $1,000,  so 
the  necessary  $49,000  was  raised  by  a  loan 
in  the  ordinary  manner.  The  corporation 
also  borrowed  an  additional  $50,000  for 
development  purposes  and  after  this  work¬ 
ing  capital  had  all  been  expended,  they 
were  fortunate  enough  to  “strike  it  rich,” 
so  that  they  were  enabled  to  sell  the  mine 
to  a  syndicate  for  $250,000. 

The  books  therefore  now  showed  as  fol¬ 
lows  : 

ASSETS. 

Construction  and  Development  Account.. $  50,000 


Cash  .  250,000 

Stock  Subscriptions  Unpaid .  9,000 

Treasury  Stock  .  90,000 


Total  . $399,000 

LIABILITIES. 

Bills  Payable  . $  99,000 

Mine  Credit  .  200,000 

Capital  Stock  .  100,000 


Total  . $399,000 


After  discharging  the  liabilities  on  bills 
payable  tliere  was  a  surplus  of  $150,000  on 
hand  and  the  directors  ordered  the  book¬ 
keeper  to  proceed  to  close  out  the  com¬ 
pany’s  affairs  and  to  declare  and  pay  a 
dividend  of  150  per  cent.  The  book-keeper 
immediately  “got  busy,”  distributed  $15,000 
among  the  stockholders  by  way  of  divi¬ 
dend  and  credited  treasury  stock  with  said 
dividend  at  the  rate  of  150  per  cent  ($135,- 
000  on  $90,000  unsubscribed),  reporting  to 
the  astonished  directors  that  the  treasury 
stock  showed  a  profit  of  $45,000  and  re¬ 
questing  instructions  as  to  the  disposition  of 
the  said  profit. 

The  directors  looked  askance  at  that 
new  profit  of  $45,000— regarded  it  with  a 
kind  of  awe— something  after  the  style  of 
a  rarebit  dream  to  be  carefully  avoided— 
something  entirely  unaccountable  and  phe¬ 
nomenal  in  their  experience,  and  instructed 
the  book-keeper  to  ignore  the  gain  on  treas¬ 
ury  stock  and  to  go  ahead  and  declare  an¬ 
other  dividend  of  135  per  cent.  So  the  book¬ 
keeper  distributed  $13,500  among  the  stock¬ 
holders,  credited  Treasury  Stock  with 
$121,500,  and  reported  to  the  amazed  di¬ 
rectors  a  further  gain  of  $31,500  on  the 
Treasury  stock  account. 

Upon  this  the  directors  called  on  the 
book-keeper  to  furnish  an  itemized  state¬ 
ment  of  account,  showing  what  he  meant, 
and  what  he  was  doing,  and  the  book¬ 
keeper  presented  the  following  figures : 
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USES  ANY  STEEL  PEN 

Straight,  slant,  crooked,  stub  or  oblique  pens,  large  or  small,  can  be  interchanged  in  the 

INK -CONTROLLED 
Fountain  Penholder 


without  any  trouble  or  loss  of  time.  THE  PATENTED  FEED  NOZZLE 
can  be  pushed  in  or  pulled  out  to  suit  any  lengih  of  pen. 

obtain,  no  one  need  ever  again  put  up  with  the  nuis¬ 
ance  of  old-fashioned,  clogging  and  leaking  pens. 

The  Klio  fills  every  requirement  and  overcomes  every  deficiency  of  the  ordinarv 
fountain  pen.  It  will  save  time,  ink,  pens  and  clothing— enough  to  pay  for  itself 
many  times  in  a  year.  There  is  nothing  to  get  out  of  order.  It  cannot  clog,  as  the 
force  of  the  ink  always  keeps  it  clean.  With  ordinary  use  it  will  last  indefinitely. 

.  ,  .  .  LEAKING  IS  ABSOLUTELY  IMPOSSIBLE 

what  position  the  holder  is  held.  Never  sweats  in  the  pocket  Outside 
.  dry  and  clean.  Unused  ink  is  sucked  back  into  the  barrel  bv  thp 

AUTOMATIC  VACUUM  CONTROL. -The  ink  is  supplied  while  writing  wiUiout 
interruption  in  any  quantity  needed  by  a  thumb  pressure  on  THE  INK  CONTROL 

Guaranteed  never  to  get  out  of  order.  Any  defect  that  develops  any 
time  with  ordinary  use  will  be  made  good  without  cost. 

Large,  $2.00;  Medium,  $1.50;  Small,  $1.00;  Large  Gold  Pen,  SOc.  extra 

If  for  any  reason  your  dealer  cannot  supply 
you  or  make  our  ten  days’  time  offer, 
write  us.  On  receipt  of  price  we  will 
mail  the  holder  prepaid  and  you  may 

TRY  IT  FOR  TEN  DAYS 

If  you  are  then  dissatisfied 
return  it  and  your  money  will 
be  refunded  withoutquestion. 

Catalog  free  to  any  address 

LOUIS  WINTER 
Dept.  A,  Reading,  Pa, 

N.  Y.  Office 
877-379  Broadway 


w 


Actual  size  of  the 
Gillette  Safety 
Razor 
for  use. 


Sold  by  leading  Drug, 

Cutlery  and  Hardwcure 
Dealers. 

If  unprocurable,  write  us.  Ulus 
trated  booklet  and  particulars  about 
our  special  trial  offer  mailed  free  on 
request. 


DON’T  STROP  YOUR  RAZOR 

Just  lather  and  Shave 

The  Gillette  Safety  Razor  is  always  sharp  without  stropping.  TTie 
Gillette  blades  will  give  an  average  of  more  than  20  satisf^ng  shaves 
each,  without  touching  a  strop.  In  fact,  you  forget  you  ever  owned  a  strop. 
....^The  blade  is  tightly  held  between  the  cap  and  guard,  insuring  absolute 
■'■"^ity,  and  making  it  impossible  to  cut  yourself.  The  Gillette  is  the 
only  razor  in  which  the  blade  can  be  adjusted  for  close  or  light 
shaving.  The  ideal  razor  for  self  shavers,  and  you  should  shave 
yourself. 


Prices  :  Triple  silver-plated  set  with  12 
blades,  ®5.00.  Standard  combination  set 
with  shaving  brush  and  soap  in  triple  silver- 
plated  holders,  ^7.50. 

GILLETTE  SALES  COMPANY 
216  Times  Building  New  York  City 


Twelve  double-edged  blades  with 

year.  A  razor  that  is  always 
sharp 

s>uc»rp. 

All  kio 


blades  aseptic.  No 
blades  resharpened. 
When  dull,  throw 
away  as  you  would 
a  used  pen.  A 
new  blade  inserted 
in  a  second. 


EXACT  SIZE  OF  A  GILLETTE  BLADE. 

10  Double-ed^ed  blades,  50  cts. 


A  Safety 
^r.  Razor 


ONING 
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Cain 

Cain 

Cain 


on 

on 

on 


Sale  of  Mine. 
Treasury  Stock 
Treasury  Stock 


. $150,000 

Dividend — No.  1 .  135,000 
Dividend — No.  2.  121,500 


Total  Cam  . ‘  Nt' i 

Cash  Paid  Out.  Dividend  No.  1 
Cash  Paid  Out.  Dividend  No.  2 
Balance  . 


$406,500 
$  15,000 
13,500 
378,000 


Total 


$406,500 


The  directors  now  passed  a  resolution  to 
continue  transacting  business  with  the 
treasury  stock  account  on  this  highly  profit¬ 
able  basis,  and  the  book-keeper  has  fur¬ 
nished  us  with  the  particulars  herein  set 
down  with  a  request  that  we  favor  him 
with  our  professional  advice. 


A  Frequent  Difficulty  in  Cost  Accounting 

A  very  common  condition  in  regard  to 
the  cost  accounting  records  of  manufactur¬ 
ing  establishments  is  illustrated  in  the  fol¬ 
lowing  communication  received  from  a 
subscriber : 

“In  our  Cost  Department  it  is  usually 
between  the  15th  to  the  20th  of  the  month 
before  the  cost  sheets  for  the  preceding 
month  are  completed,  and  this  handicaps 
the  management  very  considerably.  Not 
being  able  to  obtain  the  information  they 
need  they  are  unable  to  determine  whethei 
their  prices  are  too  high  or  too  low.  In  our 
business,  competition  is  very  strong  and, 
therefore,  prices  are  always  changing,  and 
it  is  very  important  to  be  in  a  position  to 
know  whether  we  can  meet  our  competitors’ 
prices,  deals,  rebates  and  other  inducements 
offered  to  the  dealer.  We  have  to  do  a  cer¬ 
tain  amount  of  business  per  month  or  we 
lose  money,  and  to  get  that  business  we 
should  be  in  a  position  to  make  our  propo¬ 
sition  as  attractive,  or  a  little  more  so  than 
the  other  fellow.  Now,  what  I  want  to 
know  is — how  can  wo.  manage  to  get  our 
cost  sheets  out  more  promptly,  and  this 
also  will  facilitate  the  preparation  of  our 
complete  statement  of  the  month’s  busi¬ 
ness.” 

Any  delay  in  sending  bills  for  work  done, 
or  any  possibility  of  suffering  loss  on  ac¬ 
count  of  an  incorrect  distribution  of  fac¬ 
tory  expense,  is  equally  objectionable  to 
the  manufacturer,  while  the  large  majority 
of  cost  accountants  or  cost  keepers  are  not 
familiar  with  the  proper  solution  of  the 
difficulty  which  appears  somewhat  compli¬ 
cated  until  thoroughly  understood. 

Special  attention  is  devoted  to  this  sub¬ 
jest  in  The  Improved  Balance  System  of 
Cost  Accounting.  In  fact,  this  problem 


and  its  solution  is  therein  considered  as  the 
key  to  the  organization  of  a  perfect  and 
successful  factory  cost  system,  and  the  ap¬ 
plication  of  this  key  is  demonstrated  in 
such  a  graphic  and  thorough  manner  that 
the  busiest  factory  superintendent,  or  cost 
accountant,  will  be  able  to  readily  absorb 
the  information  without  difficulty,  or  loss 
of  valuable  time. 


Our  “Home  Study”  Magazine. 

For  the  discussion  of  live,  up-to-date  ac¬ 
counting  problems  in  connection  with  all 
classes  of  business  and  all  departments  of 
those  businesses,  we  refer  our  readers  to 
our  overflow  publication — Home  Study. 

This  magazine  is  practically  given  away 
to  subscribers  of  The  Business  Man’s  Mag¬ 
azine,  as  the  subscription  price  has  been 
fixed  for  the  present  at  only  10  cents  per 
annum. 

The  April  contents  of  this  valuable  little 
magazinq  comprise  articles  on — 

Commercial  Education;  Waste  in  Furni¬ 
ture  Manufacturing;  Errors  in  Inventory¬ 
ing;  The  Stores  Room;  Uses  of  a  Convert¬ 
ible  Bond ;  How  to  Compute  Equal  Annual 
Payments  of  Principal  and  Interest;  Ac¬ 
counting  Methods  for  a  Small  Gas  and 
Electric -Light  Business;  Transfer  From  a 
Partnership  to  a  Corporation;  Bills  Re¬ 
ceivable  in  Real  Estate.  Accounts  Receiv¬ 
able  as  Capital;  Voucher  Checks;  Comput¬ 
ing  Profit  on  Selling  Price;  Investigation 
of  Private  Concern  With  a  View  to  Its 
Conversion  Into  a  Corporation,  etc.,  etc. 


A  “Follow-up”  Wrinkle. 

The  survival  of  the  courtesy  title  “Es¬ 
quire”  in  correspondence  has  long  been  a 
matter  of  surprise  to  business  men  in  the 
West,  who  consider  it  a  custom  more  hon¬ 
ored  in  the  breach  than  in  the  observance, 
as  it  is  a  polite  fiction  even  in  the  country 
where  it  originated.  That  it  is  still  used  in 
England  to  advantage  as  a  weapon  of  flat¬ 
tery  is,  however,  amusingly  illustrated  in 
an  article  on  “Follow-up  Systems,”  recently 
published  in  an  English  exchange,  m  which 
the  use  of  the  title'  (whether  appropriate 
or  not)  is  strongly  recommended  as  an  im¬ 
portant  factor  in  securing  orders  by  mail. 

We  congratulate  our  English  cousins  on 
the  possession  of  one  “follow-up”  induce¬ 
ment  of  which  we  cannot  expect  to  take 
advantage  in  the  United  States. 


INVOICES  are  required  for  individual  purchases  use  TWINLOCK  combination 
bill  and  charge  system. 

INVOICE  AND  CHARGE  MADE  AT  ONE  WRITING 

THE  TWINLOCK  COMPANV  ^  95  Duane  street,  new  YORK 

^  I  \  164  Devonshire  Street.  BOSTON 

424  MAIN  STREET,  CINCINNATI,  OHIO 

British  Agency :  P^cy  Jones  &  Co.,  153  Cheapside,  E.  C.,  London.  a  *.  •  ii  d-  •  i 

Canada:  Grand  &  Toy,  Ltd.,  Toronto  :  Librairie  Beauchemin,  Ltd.,  Montreal.  Agents  in  all  Principal  Cities 


THE  ENGLISH  EDITION  OF 

The  Business  Man’s  Magazine 

offers  American  advertisers  an  opportunity  to  reach  the  business  men  of  Great  Britain 
direct.  If  you  have  an  English  branch,  or  desire  to  create  a  demand  for  your  goods  in  that 
country,  you  can  reach  more  active  business  men  at  a  small  cost  through  The  Business 
Man^s  Magazine  than  in  any  other  way. 

The  Britisher  is  adopting  modern  ideas— he  buys  advertised  goods— he  is  interested  in 
American  ways  of  doing  business.  Appeal  to  him  with  strong  American  advertising  in  his 
own  Business  Magazine,  and  his  trade  is  yours. 

Advertising  Rate  $40.00  a  Page==SmaIler 

Space  Pro  Rata 

Do  you  want  an  English  agent?  Tell  us  what  you  make  and  we  will  put  you  in  touch 
with  a  live  English  representative  who  will  push  the  sale  of  your  goods. 


^  ADVERTISERS  WRITE  FOR  SAMPLE  COPY  ^ 


The  Book=Keeper  Publishing  Co.,  Ltd. 

BOOK-KEEPER  BUILDING  DETROIT,  MICHIGAN 
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Card  and  Loose-Leaf  Records. 

We  are  pleased  to  note  that  Mr.  L.  R. 
Dicksee,  C.  A.,  one  of  the  best  known  au¬ 
thorities  on  accounting  subjects  generally, 
is  one  of  the  first  to  become  emancipated 
from  what  he  acknowledges  to  have  been 
nothing  but  prejudice  in  regard  to  card 
and  loose-leaf  records;  and  that  he  now 
takes  an  advanced  stand  on  behalf  of  the 
innovation  is  apparent  from  a  recent  article 
bearing  his  signature  in  which  he  asserts 
that,  owing  to  the  many  disadvantages  of 
bound  books  as  accounting  records  the  gen¬ 
eral  substitution  of  card  and  loose-leaf  rec¬ 
ords  for  ledgers  and  other  business  pur¬ 
poses  is  only  a  matter  of  time.  -This  is 
another  instance  of  the  certain  ultimate 
triumph  of  meritorious  improved  methods 
over  objections  that  cannot  be  defended  ex¬ 
cept  from  the  standpoint  of  conservatism. 


The  Retail  Merchant  and  His  Profits.. 

“An  article  costs  $.80,  The  retail  merchant 
marks  it  up  25  per  cent  on  the  cost  price,  mak¬ 
ing  the  selling  price  $1.  Now  his  expense  is  20 
per  cent.  We  take  it  for  granted  that  this  per¬ 
centage  is  figured  on  the  sales  as  per  the  average 
merchant’s  custom.  Twenty  per  cent  on  $1,  the 
selling  price,  is  $.20.  Deduct  that  from  the  sell¬ 
ing  price  and  the  retail  merchant  has  his  original 
net  cost  of  80  per  cent  and  the  five  per  cent  is 
lost  in  the  shuffle.” 

The  above  quotation  is  a  fair  example  of 
the  arguments  used  in  a  discussion  now 
proceeding  in  some  of  the  retail  trade  mag¬ 
azines  under  the  heading  of  “What  is 
Profit?” 

It  is  very  extraordinary  that  in  these  arti¬ 
cles  it  should  be  presumed  that  the  re¬ 
tailer  consistently  computes  profit  on  cost 
in  order  to  fix  selling  price  and  as  con- 
sYstently  computes  percentages  on  selling 
price  to  find  out  the  cost  of  running  the 
business. 

This  proposition  presupposes  that  the  re¬ 
tailer  is  a  wooden-head  who  has  no  idea  of 
arithmetic  and  is  incapable  of  understand¬ 
ing  that  25  per  cent  on  $125  amounts  to 
more  than  25  per  cent  on  $100. 

■  Instead  of  publishing  these  far-fetched 
articles  on  the  subject  of  “What  is  Profit? 


and  how  to  find  it,  those  who  desire  to  as¬ 
sist  retail  grocers  should  instruct  them 
how  to  make  comparative  trading  accounts, 
as  the  statistics  thus  available  would  fur¬ 
nish  every  information  desired  and  to  any 
extent,  rendering  self  deception  absolutely 
impossible. 


Typewritten  Checks. 

Penmanship  has  gone  out  of  fashion.  The 
writing  machine  is  now  used  for  practically 
every  purpose,  including  the  making  ,ot 
checks— and  in  looking  over  a  bunch  of 
“machine  made”  checks  the  idea  comes  up . 
Will  it  be  as  easy  as  before  to  detect  raised 
or  altered  checks?  It  would  seem  to  be 
an  easy  matter  to  alter  a  typewritten 
check.  The  type  on  one  machine  is  much 
like  the  type  on  another  and  the  ink  used 
is  far  from  indelible.  It  is  all  very  well  to 
say  that  a  proper  sort  of  perforator  will 
obviate  all  chance  of  check  raising,  but  we 
know  very  well  that  only  one  out  of  a  hun¬ 
dred  of  the  writers  of  checks  will  use  a 
perforator  or  protector  at  all,  and  that  only 
one  out  of  a  thousand  will  use  one  which  is 

of  any  use. 

What’s  the  answer? 


Concerning  the  Proposed  Parcels  Post. 

The  German  Parcels  Post  does  not  ap¬ 
pear  to  suffer  from  the  antagonism  either 
of  the  government,  the  express  companies 
or  the  retail  trade,  but  then  in  some  ways 
conditions  are  so  very  different  from  those 
existing  in  the  United  States.  Germany 
seems  to  be  pre-eminently  the  land  wherein 
a  National  Parcels  Post  should  luxuriate, 
and  spread  like  the  chestnut  tree,  for  by 
law  the  railroads  are  required  to  carry  all 
parcels  up  to  11  pounds  in  weight  free  of 
charge. 

If  the  President  of  the  United  States  de¬ 
sires  a  third  term  he  should  lose  no  time 
in  incorporating  this  idea  as  a  popular 
plank  for  the  confusion  of  the  railroads  and 
express  companies. 
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Your  Slow  Debts 

Converted  INTO  Capital 


The  amount  of  money  lost  in  slow  debts  is 
largely  due  to  the  lack  of  a  carefully  system¬ 
atized  collection  department  assuring  prompt  and 
effective  methods  of  dealing  with  those  who 
are  delinquent  in  remitting  their  accounts. 

Ct,  The  Postal  Mercantile  Agency  Systems  will 
strengthen  your  credit  department  and  collect 
your  slow  and  doubtful  debts  so  courteously 
and  tactfully  that  you  will  not  lose  the  debtor’s 
friendship  or  trade. 

Our  Standard  System 

of  credits  and  collections,  including  our  Direc¬ 
tory  of  Commercial  Attorneys  and  Banks,  Mer¬ 
cantile  Reports,  Watch  Lists,  Dunning  Letters 
and  Dunning  Drafts,  provides  the  services  of 
a  well-systematized  agency  at  a  very  small 
cost.  The  credit  man  is  saved  much  worry  and 
his  department  is  relieved  of  many  disagree¬ 
able  details. 

\ 

No  Collection  —  No  Pay 

a  No  fee  charged  upon  collections  made  by 
Dunning  Letters  or  Dunning  Drafts. 

<1.  Send  to-day  for  free  Booklet,  “Mod¬ 
ern  Credit  and  Collection  Systems.”  It 
fully  explains  our  different  systems — 
The  Standard,  Direct  and  Simplex— one 
of  which  will  meet  the  demands  of  the 
business  of  any  manufacturer  or  jobber. 


P0STAlf\ERCANTlLEAGENGY 

107  State  Street 

ELMIRA  ^  NEW  YORK 


Representatives  wanted  in  all  parts  of  the  United 
States  and  Canada  to  install  these  systems. 


I  N  G 

MONEY 

FOR  10,000  SATISFIED  CLIENTS 
I  CAN  MAKE  IT  FOR  YOU 

Uy  customers  received  nearly  $300,000  profits 
in  1905  and  they  should  receive  twice  that 
amount  in  1906. 

Their  holdings  have  increased  in  value 
about  $6,000,000  in  a  few  years,  and  I  believe 
they  will  increase  from  $3,000,000  to  $4,000,- 
000  more  this  year. 

So  far  as  I  know,  not  one  of  my  clients 
has  ever  lost  a  dollar. 

I  am  working  on  a  wonderfully  successful 
sys^m  tnat  combines  immense  speculative 
profits  with  perfect  safety. 

Would  you  like  to  share  in  these  profits? 

Would  you  like  an  assured,  liberal  income 
for  life? 

Would  you  save  and  invest  a  few  dollars 
each  month  in  safe,  guaranteed  security,  in 
order  to  accumulate  a  fortune?  If  so,  send 
me  your  name  and  I  will  mail  you 

FREE  FOR  SIX  MONTHS 

THE  INVESTMENT  HERALD 

an^  illustrated  financial  and  investment  mag¬ 
azine  which  fully  explains  my  successful 
money-making  system. 

•  how  to  make  your  dimes  grow 

mto  dollars. 

It  shows  how  my  clients  are  fast  making 
fortunes  from  small  investments,  and  how 
you  may  do  the  same. 

It  describes  one  of  the  most  wonderful 
money-making  enterprises  of  modern  times. 

**  ffives  information  and  advice  that  may 
be  worth  thousands  of  dollars  to  you.  Don’t 
fail  to  send  for  it  today. 

A.  L.  WISNER  &  CO.,  BANKERS 

Dept.  9,  78-80  WaU  St.,  New  York. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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by  W.  L.  JAMES. 


V.'  .. 


ERHAPS  there  is  no  study  so 
filled  with  discouragements  as 
that  of  shorthand.  One  rea¬ 
son  for  this  is  the  idea,  preva- 
lent  among  many,  that  short¬ 
hand  is  but  a  matter  of  a  few  months  study, 
and  then  the  one  who  devotes  but  little 
study  to  it  would  know  everything  there  is 
to  be  known  about  it.  The  fallacy  of  this 
reasoning  was  shown  in  the  April  number 
of  this  magazine,  when  John  Ritchie  de¬ 
tailed,  in  part,  his  experience  in  learning 
shorthand.  If  these  people  would  stop  to 
think  one  minute,  they  would  realize  that 
no  profession  can  be  mastered  to  such  an 
extent  that  it  would  be  lucrative  in  any 
short  length  of  time.  It  is  a  fact  that  men 
and  women  throughout  the  United  States 
are  earning  thousands  annually  because  of 
their  knowledge  of  shorthand.  How  can 
anyone,  with  just  one  grain  of  common 
sense,  expect  to  compete  with  this  class  of 
stenographers  after  spending  but  a  few 

weeks  to  its  study  ? 

*  *  * 

The  first  discouragement  is  generally 
found  with  the  very  first  lesson  in  short¬ 
hand.  The  student  has  absolutely  no  con¬ 
ception  of  what  shorthand  is,  and  works  on 
entirely  new  ground.  Then,  too,  unfortu¬ 
nate  as  it  is,  the  first  lessons  are  the  most 
difficult  to  master,  and  require  a  degree  of 
thoroughness  which  is  generally  appalling. 
As  the  house  rests  on  a  substantial  founda¬ 
tion,  so  ability  in  shorthand  rests  on  a  thor¬ 
ough  kno’vledge  of  the  elementary  princi¬ 
ples.  Everyone  taking  up  this  study  should 
be  especially  thorough  with  the  first  prin¬ 
ciples.  The  average  student  will  work  an 
entire  day  on  the  consonants,  and  the  next 
morning  will  find  that  they  have  taken 
wings  during  the  night  and  another  day’s 
study  is  necessary.  The  fact  of  the  matter 


is,  an  entire  week  should  be  devoted  to 
them,  but  before  that  week  has  ended  the 
pupil  becomes  so  tired  of  them  that  the 
sight  of  the  consonants  is  disgusting.  Then 
the  vowels  are  elusive  things ;  in  fact,  all 
principles  at  the  start  are  such  as  to  give 
the  student  cause  for  wishing  that  short¬ 
hand  had  never  been  invented.  As  the 
study  progresses,  however,  there  is  none 
more  fascinating,  and  the  pupil  soon  comes 
to  that  point  where  he  thinks  that  he  is  a 
pretty  good  shorthand  writer. 

*  * 

The  next  time  that  discouragement  comes 
is  the  first  dictation  taken  from  a  istranger. 
If  the  reader  of  this  is  now  a  stenographer, 
it  is  a  safe  bet  that  that  period  of  the  study 
is  remembered.  How  your  hand  trembled, 
and  the  last  particle  of  nerve  in  your  entire 
system  ran  away  down  several  inches  below 
the  soles  of  your  shoes !  Once  more  you 
began  to  doubt  whether  you  would  ever 
“make  good”  in  the  stenographic  business, 

didn’t  you? 

Perhaps  you  are  just  at  that  stage  of  the 
game  now,  and  you  feel  that  your  guiding 
star  slipped  several  cogs  when  it  decreed 
that  you  should  study  shorthand.  But  that 
star  was  not  far  from  right;  there  was,  in 
fact,  nothing  the  matter  with  it.  There  is 
nothing  the  matter  with  you,  although  it 
is  true  that  the  sight  of  the  dictator  sends 
the  blood  rushing  to  your  face,  the  cold 
chills  chasing  each  other  up  and  down  your 
spine,  makes  you  weak  in  the  knees,  and. 
(if  you  are  of  the  feminine  gender)  even 
starts  the  tears  from  the  eyes.  The  short¬ 
hand  outlines  have  taken  refuge  in  the  most 
inaccessible  cells  of  the  brain,  from  which 
they  absolutely  refuse  to  be  dislodged;  the 
hand  convulsively  grasps  the  pencil  and 
cannot  be  induced  to  make  anything  which 
looks  like  the  correct  shorthand  outlines. 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


125 


BOOK-BINDERS 

DO  YOUR  OWN  BINDING 
WE  FURNISH  YOU  OUR 

LOOSE  LEAF  METALS 


Our  goods  are  patented.  We  sell  Loose  Leaf 
Metals  direct  to  the  binding  trade  only. 

We  carry  a  complete  line  of  stock  Loose  Leaf 
Metals  for  immediate  shipment. 

Special  Loose  Leaf  Metals 

made  and  shipped  in  24  hours.  You  can  compete  with 
any  Loose  Leaf  manufacturers  in  the  world  with 
price  and  quality.  Have  your  own  monopoly  in  the 
Loose  Leaf  business. 

Round  Back  Ledger  Metals. 

Patented  Feb.  13,  1906. 

Plat  Back  Ledger  Metals. 

“C”  Clamp  Transfer  Metals. 

Patented  Feb.  27, 1906. 

Loose  Sheet  Order  Springs. 

Order  Blank  Metals. 

“H.  Q.”  Ring  Book  Metals. 

Price  Book  Metals 

News  Paper  Flies,  Etc.,  Etc. 

Other  Patents  Pending. 


Catalogue  No.  4--  Mailed  Free 

The  Tenacity  Loose  Leaf  Metal  Co. 

Dept.  K,  Cincinnati,  Ohio 


THIS  BOOK  IS  FREE 

TELIS  HOW  TO  MAKE 


$50 10^300  P 

A  MONTH 


This  book  tells  how  to  start  a  Mail- 
Order  business  on  very  small  capital, 
increasing  the  volume  of  business  from 
the  profits.  Tells  how  many  of  the  large 
mail-order  firms  started  with  limited 
capital  and  in  a  few  years  have  become 
immensely  wealthy.  It  tells  how  it  is 
possible  to  transact  a  large  volume  of 
business  on  small  capital,  as  the  mail¬ 
order  dealer  gets  his  money  in  advance, 
practically  transacting  business  on  his 
customers’ money.  This  book  tells  of  a 
successfulplan  by  which  anyone,  possess¬ 
ing  ordinary  intelligence,  can  quickly 
start  a  profitable  mail-order  business. 

Tells  how  to  start  right,  how  to  avoid  the 
mistakes  made  bv  others,  best  line  of 
goods  for  the  beginner,  valuable  hints 
on  advertising,  etc.,  etc.  — _ 

Selling  Goods  by  Mail 

Is  the  Twentieth  Century  Method.  Greatest  business  suc¬ 
cesses  in  recent  years  have  been  made  by  Mail-Order  firms. 
Note  the  large  number  of  advertisements  in  any  weekly  or 
monthly  publication;  nearly  all  transact  business  through  the 
medium  of  the  mails.  If  you  are  at  all  interested,  write  for 
free  book,  “How  to  Make  Money  in  Mail-Order  Business.’’ 

CENTRAL  SUPPLY  CO., 

1021  GRAND  AVE.,  KANSAS  CITY,  MO. 


Gentlemen :  —  The 
ad  you  wrote  and  in¬ 
serted  for  us  in  one 
paper  has  brought  to 
date  over  fourteen 
hundred  orders,  each 
containing  cash  or 
stamps.  This  enables 
us  to  send  out  to  cus¬ 
tomers  1100  of  our 
catalogs,  which 
should  bring  a  large 
volume  of  business. 

James  Otis  Co. 

Kansas  City,  Mo. 


THE  IMPROVED 


Garter 


WORN  ALL  OVER 
THE  WORLD 

REFUSE  ALL 
SUBSTITUTES 
OFFERED  YOU 


J|l@  The  Name  is 
stamped  on  every 
loop  — 


EVERY 
PAIR 
WARRANTED 


CUSHION 

BUTTON 


LIES  FLAT  TO  THE  LEG-NEVER 
SLIPS,  TEARS  NOR  UNFASTENS 


Sample  pair,  Silk  50c.,  Cotton  26c. 
Mailed  on  receipt  of  price. 


GEO.  FROST  CO.,  Makers 
Boston,  Maas.,  U.  S.  A. 


ALWAYS  EASY 


SPEEDY  TYPEWRITERS 

EARN  BIG  SALARIES! 

CET  SPEED! 

AND  THE 


MY  BOOKLET  IS  FREE 

to  typewriter  users.  It  will  tell  you  more  about  fast 
typewriting  than  you  have  learned  since  you  began  to 
use  the  machine.  It  will  tell  you  how  you  can  increase 
your  speed  40  to  80%;  how  you  can  watch  your  notes 
and  write  without  ever  looking  at  the  keys.  It  will  tell 
you  of  the  new 

TULLOSS  TOUCH  SYSTEM 

and  why  it  is  the  fastest  and  yet  the  most  easily 
learned  method  of  typewriting  in  the  world.  It  will 
show  you  letters  from  students  in  every  part  of  the 
country  who  have  found  these  things  true  and  easy. 
It  is  yours  for  the  asking.  Write  today.  — — — 

THE  TULLOSS  SCHOOL  OF  TOUCH  TYPEWRITING 

Dept.  W^1  14,  SPRINGFIELD,  OHIO 
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The  dictator,  unconscious  of  the  trials  of 
the  shorthand  novice,  goes  on  with  his  let¬ 
ter,  not  noticing  the  dilemma  in  which  you 
are  placed.  Perhaps  you  get  down  a  scratch 
here  and  there  which  you  can  decipher. 
From  those  notes  you  manufacture  a  letter, 
not  of  what  your  dictator  said,  but  what 
you  think  he  should  have  said.  You  recall 
your  practice  work,  and  remember  the  ease 
with  which  you  wrote  at  double  the  speed 
your  present  dictator  uses.  You  wonder 
what  can  be  the  matter.  There  is  nothing 
— that  is,  nothing  out  of  the  ordinary. 
You  simply  have  the  “rattles”  and  are 
knocked  out  for  the  time  being.  The  next 
will  be  much  easier,  and  there  is  absolutely 
no  cause  for  discouragement.  On  the  con¬ 
trary,  it  should  make  you  go  at  it  with  a 
firmer  determination  than  ever  before. 
Stiffen  the  upper  lip  and  that  nervousness 
will  soon  be  overcome. 

♦  *  * 

I  never  see  a  young  stenographer  suffer¬ 
ing  under  such  condition  but  that  he  or 
she  has  my  sincere  sympathy.  There  is  but 
one  other  situation  to  compare  with  it  in 
stenographic  work,  and  that  is  the  occasion 
of  the  first  attempt  of  the  young  shorthand 
writer  to  break  into  court  work.  Expe¬ 
rience  has  calloused  the  expert  court  re¬ 
porter  to  any  realization  of  the  importance 
of  his  work.  Not  so  with  the  beginner. 
He  or  she  is  painfully  conscious-  of  the  con¬ 
sequences  attending  inability  to  “deliver  the 
goods,”  and  shorthand  which  can  be  writ¬ 
ten  under  other  circumstances  with  ease 
becomes  an  utter  stranger.  This  is  another 
instance  when  the  stenographer  is  entitled 
to  all  the  pity  which  can  be  given,  and  un¬ 
less  the  right  kind  of  mud  has  been  put 
into  the  make-up  of  that  stenographer,  the 
chances  are  that  not  again  will  the  court 
be  visited. 

:|c  ^ 

One  of  the  most  painful  recollections  in 
the  mind  of  the  writer  is  the  reporting  of 
his  first  case  in  court.  It  was  a  simple  lit¬ 
tle  default  divorce  case,  but  it  caused  more 
trouble  than  any  shorthand  work  since  en¬ 
countered,  no  matter  of  what  magnitude  it 
may  have  been.  I  will  “fess  up  ’  and  sav 
that  I  was  not  qualified,  and  had  circum¬ 
stances  not  made  it  absolutely  necessary, 
I  would  not  have  been  there.  A  friend  was 
getting  a  divorce,  and  was  'of  so  sensitive 
a  nature  that,  had  the  outside  world  known 
of  the  hearing,  there  would  probably  have 


been  a  suicide.  His  attorney  had  made  ar¬ 
rangements  for  a  hearing  in  the  chambers 
of  the  judge,  but  had  overlooked  the  mat¬ 
ter  of  a  court  reporter.  Under  these  cir¬ 
cumstances  I  was  pressed  into  service 
and  prior  thereto  I  had  a  pretty  fair  notion 
of  my  ability.  The  witnesses  were  sworn 
and  the  examination  began. 

From  somewhere  away  off  in  the  hazy 
distance  came  the  first  question  asked  by 
the  attorney.  It  was,  “What  is  your  name  ?” 

I  did  have  sense  enough  to  put  down  a  very 
elongated  “en-em” — the  outline  for  “name” 
—allowing  “What  is  your”  to  go  by  the 
boards.  Luckily,  I  knew  the  name  of  my 
friend,  and  it  was  not  necessary  to  write 
the  answer:  Then  came,  “What  is  your  age  ?” 
Having  omitted  the  “What  is  your”  in  the 
first  question,  and  in  order  to  be  consistent, 
and  for  the  further  very  excellent  reason 
that  I  could  not  have  written  it,  I  let  it  go 
again,  and  a  very  wobbly  “jay”  represented 
the  word  “age.” 

Now,  I  will  show  you  how  badly  rattled  I 
was.  The  answer  was  “Twenty-etght.” 
We  had  no  figure  scheme  at  that  time,  and 
it  would  have  availed  me  nothing  had  I 
known  one,  for  such  was  the  state  of  my 
nerves  that  it  was  an  impossibility  for  me 
to  write  the  figures  “28”  in  the  usual  short¬ 
hand  numerals. 

4: 

This  experience  is  common  to  all  short¬ 
hand  writers.  Charles  E.  Picjle,  the  official 
court  reporter  at  Austin,  Tex.,  than  whom 
there  is  none  better,  gave  me  his  first  ex¬ 
perience  of  this  kind.  Here  is  what  he  en¬ 
countered  : 

“My  first  attempt  to  report  a  case  in 
court  was  a  suit  against  a  railroad  com¬ 
pany  for  negligently  permitting  sparks  to 
be  dropped  from  its  locomotive  onto  the 
right  of  way,  through  the  plaintiff’s  pasture, 
setting  fire  to  the  grass  and  destroying  it.^ 
It  happened  that  the  reporter  under  whom’ 
I  had  studied  was  out  of  the  city,  and  the 
attorney  for.  the  railroad  company  requested 
me  to  make  the  trip  with  him  and  report 
the  case.  Being  of  the  opinion  that  I  knew 
all  there  was  to  be  known  about  shorthand, 
I  went  with  him.  Court  opened,  the  case 
was  called,  the  plaintiff  took  the  witness 
stand,  and  my  troubles  commenced.  Some¬ 
how  on  other  I  could  jiot  induce  my  pencil 
to  make  an  outline  less  than  about  two 
inches  in  length,  and  very  few  of  those.  I 
had  an  attack  of  what  hunters  call  ‘buck 
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MENNEN’S 

BORATED  TALCUM 

TOILET  POWDER 

and  insist  that  your  barber  use 
it  also.  It  is  Antiseptic,  and 
will  prevent  any  of  the  skin 
diseases  often  contracted. 

A  positive  relief  for  Sunburn, 
Chafing,  and  all  afflictions  of 
the  skin.  Removes  all  odor  of  perspiration. 
Qet  Mennen’s— the  original.  Sold  every¬ 
where  or  mailed  for  25  cents.  Sample  free. 
Try  Mermen's  (Borated)  Talcum. 

GERHARD  MENNEN  CO.,  Newark,  N.  J. 


Investors 


1AM  SENDING  out  two  books  free 
to  my  clients,  as  well  as  to  any  one 
who  is  interested  in  sound  invest¬ 
ments.  One  book  is  entitled 
“Money  Making,  the  Master  Problem” 
and  is  a  beautifully  illustrated  book 
containing  facts  not  theories.  It 
gives  information  of  great  value  to 
bank  depositors,  stockholders  and 
to  anyone  who  contemplates  in¬ 
vestment. 

The  second  book  is  entitled 

“  Nature’s  Golden  Storehouse.” 

This  gives  a  complete  history  of 
the  great  mineral  section  in  Guan- 
acevi,  Mexico.  It  is  a  history 
of  the  Guanacevi  camp.  It  is 
intensely  interesting.  Over 
$350,000,000  have  been  taken 
out  of  this  camp  and  you  will  be 
interested  in  it. 

Both  books  free  if  you  will 
write  immediately.  No  postal  cards 
answered.  Simply  say  that  you  are 
interested  in  investments  and  wish  to 
gain  inside  knowledge  in  the  mechanism 
of  financial  legerdemain. 

BARNARD  &  CLARK. 
Dept.  O.,  25  Broad  Street.  N.  Y. . 


The  Best 

TONIC 

For  the  restoration  of  energy  and 
vitality  ;  the  relief  of  mental  and 
nervous  exhaustion,  impaired 
digestion  or  appetite,  there  is  no 
remedy  so  beneficial  as 

HORSFORD’S 
Acid  Phosphate 

(Non-Alcoholicd 

It  is  a  scientific  and  carefully 
prepared  preparation  of  the  phos¬ 
phates  that  provides  the  tonic  and 
nerve  food  needed  to  improve  the 
general  health. 

If  your  druggist  can’t  supply  you,  send  25 
cents  to  Rumfokd  Chemical  Works,  Provi¬ 
dence,  R.  I.,  for  sample  bottle,  postage  paid. 


SPACE’S  CLUE 

Has  been  the  STANDARD  for  ADHESIVES 


=for  25  Years= 


Always  ready  for  use,  its  great  adhesive¬ 
ness,  combined  with  its  keeping  qualities 
in  all  climates,  has  made  this  possible. 

Invaluable  in  household  use  for  Furni¬ 
ture,  China,  Ivory,  Books,  Leather, 
and  wherever  a  strong  adhesive  is  desired. 

Does  not  set  quickly  like  the  old  style 
glue  ;  has  four  times  the  strength  (Official 
test,  one  in.  sq.  hard  pine 
butted,  registered  1620  lbs. 
before  parting).  Used  by 
the  best  mechanics  and 
manufacturers  everywhere. 


Nearly  3  Million  Bottles 

sold  yearly,  besides  the  glue 
in  cans  for  Mechanics’  use. 

Either  the  one  ounce  Bottle  or  P.atent 
Collapsible  Tube  (seals  with  a  Pin),  retailing 
for  lo  cts.,  mailed  for  12  cts.,  if  your  dealer 
hasn’t  our  line.  Specify  which. 


bPAGE’S  PHOTO  PASTE 

2  oz.  size  retails  5  cts.;  by  mail, 10  cts. 

LEPAGE'S  MUCILAGE 

2  oz.  size  retails  5  cts.;  by  mail,  10  cts. 
are  like  the  Glue,  unequalled,  the  best 
of  their  kind  in  the  world,  and  are  put 
up  in  convenient  and  attractive  pkgs. 


RUSSIACEMENTCO. 

209  Essex  Street  ,  .  .  Gloucester,  Mass, 


'V 
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fever,’  or  a  chill,  or  something  on  that  or¬ 
der,  and  great  beads  of  perspiration  stood 
on  my  brow.  I  called  a  halt  in  the  pro¬ 
ceedings,  but  after  a  few  minutes  we  com¬ 
menced  again.  This  time  I  managed  to  do 
a  little  better ;  in  fact,  I  actually  got  about 
half  of  what  was  said,  and  could  read  some 
of  it.  The  testimony  continued  for  about 
10  or  15  minutes,  when  a  messenger  boy 
arrived  with  a  telegram  from  the  gen¬ 
eral  attorney  of  the  company,  accepting  an 
offer  of  compromise  which  had  been  there¬ 
tofore  made  by  the  plaintiff  s  attorney,  and 
that  stopped  the  trial.  That  messenger  boy 
will  ever  hold  a  tender  spot  in  my  mem- 
orv.” 

^  ^  ^ 

There  is  an  object  in  relating  these  first 
experiences,  and  it  is  to  put  new  life  in  the 
almost  hopeless  stenographer  who  goes  up 
against  the  same  proposition.  Do  not  let 
the  first  experience  discourage  you.  When 
doubts  assail,  at  any  stage  of  the  study  or 
practice  of  shorthand,  remember  that  every 
other  shorthand  writer  had  the  same  doubts. 

In  April  a  portion  of  a  speech  of  the  vet¬ 
eran  reporter,  John  Ritchie,  was  given  in 
these  columns.  Here  is  printed  the  trou¬ 
bles  with  which  he  contended  when  he 
tackled  his  first  sermon,  as  given  by  him  m 
another  address.  Read  it,  and  then  lemem- 
ber  that  this  man  who  met  and  overcame 
these  difficulties  afterwards  became  the 
greatest  practitioner  of  shorthand.  It  is ; 

“At  last  the  clerical  gentleman  swung 
open  the  lid  of  the  ponderous  Bible,  and 
glanced  threateningly  at  me  out  of  the  cor¬ 
ner  of  his  eye,  as  if  to  inform  me  that  he 
was  going  to  talk  faster  than  a  greased  gun- 
wad,  but  I  leered  triumphantly  upon  him 
and  muttered,  ‘All  right,  old  boy;  you 
might  bust  somebody  else,  but  you’ve  got 
Old  Lightning  after  you  now.  Pull  her 
wide  open  and  let  her  rip.’ 

“It  was  war  time  then  and  most  of  the 
texts  were  taken  with  an  eye  to  a  patriotic 
sermon.  This  one  I  remember  painfully 
well,  for  I  had  frequent  occasion  afterward 
to  chew  it  over  in  my  mind  along  with  the 
bitter  cud  of  reflection.  It  was,  ‘The  wicked 
flee  when  no  man  pursueth,  but  the  right¬ 
eous  are  bold  as  a  lion.’  He  opened  his 

mouth  and  I  sailed  in. 

“Boys,  did  any  of  you  ever  fall  off  a  shot 
tower?  I  think  that  must  afford  a  sensa¬ 
tion  something  like  what  I  experienced 
when  I  began  to  scratch  gravel  after  the 


Rev.  Cannon  Ball  in  the  pulpit.  All  I  got 
of  the  text  was  ‘The  wicked  flea  and  the 
righteous  lion,’  and  in  between  these  two 
remarkable  specimens  of  the  animal  king¬ 
dom  were  some  wisps  of  shorthand  that 
looked  like  cross  sections  of  a  hair  mat¬ 
tress.  By  the  time  I  had  fully  completed 
the  phonographic  architecture  of  the  king 
of  beasts,  my  friend  in  the  pulpit  was  wrest¬ 
ling  with  a  mighty  metaphor  eight  or  nine 
hundred  words  ahead  of  me,  and  I  had 
no  more  idea  of  what  should  occupy  the 
hiatus  than  I  have  of  the  number  of  feath¬ 
ers  in  the  tail  of  a  pterodactyl.  I  was  not 
astonished— I  was  only  stunned.  I  had 
lost  sight  of  the  fact  that  I  was  taking  the 
sermon  for  the  paper,  and  could  do  nothing 
but  wonder  why  it  was  that  Providence 
hadn’t  hung  the  human  hand  on  a  doubly 
back-action  pivot,  so  that  it  could  flip-flop 
on  equal  terms  with  the  human  tongue. 

“Then  I  suddenly  woke  up  to  the  fact 
that  my  valuable  opportunity  was  rapidly 
slipping  away  from  me,  and  I  waded  m 
again,  only  to  be  swept  out  in  a  more  di¬ 
lapidated  condition  than  before.  Listening 
to  the  oily  Bible  pounder,  it  had  seemed  a 
very  easy  matter  to  get  away  with  him,  but 
attempting  to  take  him  was  experimenting 
with  a  maelstrom.  Standing  on  the  bank 
and  gazing  admiringly  on  its  graceful  cir¬ 
cles,  as  they  swept  by  in  sleek  undulations, 

I  enjoyed  it  as  a  beautiful  spectacle.  Wad¬ 
ing  into  its  fascinating  depths,  to  be  seized 
and  banged  and  battered  and  scaled  and 
flayed  in  a  dizzy  whirl,  I  beg  to  think  that 
Providence  had  not  ordained,  away  back 
in  the  past,  that  I  should  ever  become  a  re¬ 
porter  in  the  dim,  distant  future. 

* 

All  questions  relating  to  shorthand  will 
be  answered  through  this  department  or  by 
personal  letter.  Address  communications 
to  “Editor  Shorthand  Department,  The 
Business  Man’s  Magazine  and  Book- 
Keeper,  Detroit,  Mich.” 


Where  Wealth  is  Stored. 

The  article  entitled  “Where  Wealth  is 
Stored,”  published  in  the  May  No.  of  The 
Business  Man’s  Magazine,  was  contri¬ 
buted  by  Mr.  Thos.  W.  Hotchkiss,  who  has 
now  been  appointed  Managing  Editor  of 
“Town  and  Country,”  an  illustrated  New 
York  Weekly  Magazine. 


Elusive 

Dollars 


For  <hc'  Scifes  Man«ii»er' 


SYSTEM  IDEAS 
FOR  YOU 


OULD 


you  like  to  have  soitk 
practical,  time-tried,  up-to-dat( 
system  short-cuts  to  money 
saving  in  office  work  ? 

^  If  you  tell  us  what  business  you  an 
m,  and  what  department  of  accountlnj 


BURROUGHS  ADDING 
MACHINE  COMPANY 

Block  0,  Detroit,  Michigan,  U.  S.  A, 


Conclusion 
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Handling  Orders  and  Stock  in  a 

Vehicle  House 


AN  IMPROVED  STOCK  SYSTEM  WHICH  CAN  BE  ADAPTED  TO  ANY  LINE 
OF  BUSINESS  WHERE  GOODS  ARE  HANDLED  IN  UNBROKEN  UNITS 

By  JOSEPH  A.  RAACH 


RECORD  *  of  vehicles  on 
hand,  sold,  and  ordered  from 
the  factory  is  of  great  im¬ 
portance  in  a  vehicle  house, 
and,  unless  such  a  record  can 
be  depended  upon  as  being  absolutely  cor¬ 
rect,  it  is  of  no  value.  Most  stock  systems 
are  incomplete  and  do  not  show  the  true 
condition  of  stock  nor  give  a  correct  rec¬ 
ord  of  sales. 

A  Stock  Record,  to  be  of  any  value  at 
all,  must  not  only  account  for  every  “job” 
in  the  house,  but  must  show  the  full  and 
correct  description  of  same.  Some  houses 
tag  each  job  when  it  comes  in;  the  tag 
bearing  the  full  description  of  the  job  and 
other  information  of  identification.  While 
this  is  of  some  extent  a  satisfactory  check 
on  the  stock,  it  has  been  found,  that  in 
houses  where  a  large  stock  is  carried  and 
the  goods  are  subject  to  frequent  changes, 
the  description  on  these  tags  cannot  always 
be  depended  upon  and  the  records  in  the 
office  do  not  agree  with  the  stock. 

In  some  houses,  I  have  found  Stock 
Records  where,  in  addition  to  these  tags, 
'“the  full  description  of  the  vehicles  was 
copied  in  a  loose  leaf  book.  Each  catalog 
number  was  given  a  page  and  the  “jobs” 


were  entered  in  the  order  they  were  re¬ 
ceived,  and  checked  off  after  they  were 
sold;  a  series  of  stock  numbers  being  used 
to  identify  each  vehicle.  One  of  the  objec¬ 
tions  to  this  system  was  that  the  vehicles 
were  entered  on  these  sheets  regardless  of 
their  specifications  and,  even  if  they  had 
been  properly  arranged  at  the  beginning, 
their  arrangement  soon  would  have  been 
spoiled  by  the  changes  which  are  frequent¬ 
ly  necessary.  After  considerable  experi¬ 
ment  along  this  line,  the  following  improved 
system  was  evolved  and  is  now  in  use  in 
one  of  the  largest  vehicles  houses  of  the 
country,  where  it  works  perfectly.  By 
using  separate  cards  for  each  job,  they  can 
easily  be  kept  in  proper  arrangement  and 
all  dead  matter  eliminated.  As  soon  as  a 
vehicle  is  sold,  the  card  is  transferred  to 
the  “dead”  file,  after  being  properly 
marked.  Different  colors  of  cards  are  used 
for  the  different  colors  of  gears  and,  by 
properly  indexing  the  cards,  any  job  can 
easily  be  found.  Changes  which  are  neces¬ 
sary  on  the  vehicles  are  first  noted  on  the 
card  and,  in  this  way,  the  Stock  Record 
is  always  complete  and  up-to-date.  A  short 
description  of  the  complete  system  follows 
and  will,  no  doubt,  interest  many  of  the 
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Description 


Steel  clips,  ^  enclosed  in  leather  tabs,  on 

— ; -  which  any  inscription  may  be  written  or 

printed.  They  can  be  instantly  slipped  on  a  leaf,  or  card,  and 
hold  with  a  vise-like  grip,  but  do  not  tear  or 
mark  the  leaf.  They  can  be  quickly  removed 
to  another  page  or  to  a  different  book  if  you  wish. 

Besides  the  tags  to  write  on,  we  carry 
in  stock  over  1,000  different  kinds  of 
printed  tags. 


This  Cut  shows  how  Tags 
are  Put  on  Leaves 


ALPHABETS 


Sty  e  341 


Style  342 


We  make  13  different  adjustable  alphabets.  The 
letters  from  A  to  Z  (including  Me)  are  made  in  five 
styles,  on  four  sizes  of  tags. 

Sub-divided  Alphabets  are  made  in  eight 
different  sets  ranging  from  26  to  200  sub-divisions 
style 381  of  the  alphabet  (fifteen  tags,  overlapped  extend 
only  six  inches). 

Absolutely  the  best  index  for  loose  leaf  books. 

Accounts:  The  names  of  over  70  of  the  most 
Style  382  used  accounts. 

Cities:  The  names  of  75  of  the  largest 
cities. 

States  and  Territories :  Fifty  names. 

Numbers:  In  four  styles  and  sizes. 

Months:  In  four  styles  and  sizes. 

Printed  to  order:  We  print  to  order,  promptly  and 
style  103  moderate  expense,  tags  with  any  desired  inscription. 


Sub-divided  Alphabet 

made  in  sets  rangjing 
from  26  to  200  sul)di- 
visions  of  the  alphabet 


We  Guarantee  Every  tag  to  be  perfect  in  material  and  construction,  and  to  pay 
• —  for  itself  in  the  time  saved  by  its  use. 


We  prepay  transportation,  and  will  send  tags  to  any 
responsible  person  or  firm  on  trial,  to  be  returned  if 

not  found  profitable.  K  here  and  mail  TO-DAY— Don't  Delay 

W.  have  never  found  an  office  so  large  and  but  few  ■  Dept.  a,  ChAS.  C.  SMITH,  Exeter,  Nebraska 
so  small  but  that  at  least  a  few  of  our  tags  could  be  ■ 

profitably  used.  Fill  out  the  coupon,  mail  it  with  I  i  send  your  circulars  and  price  list  free.  En- 

.  ■  closed  IS  5  cents  for  sample  tag.  7-06 

your  letter-head  and  receive  our  catalogue  and  price  “ 

list  showing  how  YOU  can  save  time  and  labor.  B  Name 

Sample  tag  for  5  cents. 

_  Street. 

CHAS.  C.  SMITH,  ^  ■  City . .  ..State. 

EXETER.  NEBRASKA  §  Business .  . 

State  What  You 
Wish  to  Index . — 

Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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r-eaders  engaged  in  this  and  similar  lines 
of  business. 

The  first  step  towards  simplifying  the 
handling  of  the  stock  was  by  adopting 
“Lot  Numbers”  as  equivalent  to  the  de¬ 
scriptions  of  the  jobs.  At  first,  this  idea 
may  meet  with  objections  but  it  has  proved 
to  be  absolutely  practical  and  a  wonderful 
help  not  only  to  the  stock-keeper,  but  also 
to  the  salesman  and  buyer. 

As  an  illustration,  I  show  a  form.  Fig. 
1,  used  for  the  ‘Tdeal  Stock  List,  which 
contains  a  full  description  of  every  vehicle 
which  is  to  be  carried  in  stock.  This  “Ideal 
Stock  List”  is  made  up  at  the  beginning 
of  the  season  and  revised  every  year.  Each 
salesman  is  provided  with  a  copy  and  this 
list  is  used  for  a  guide  in  placing  and 
taking  orders.  It  will  be  seen  by  the 
illustration  that  opposite  each  description 
appears  a  “Lot  Number.”  This  lot  numbei 
indicates  the  full  description  of  the  vehicle 
and  is  really  sufficient.  The  “Ideal  List 
is  put  up  in  loose  leaf  book  form,  pocket 
size. 


Fig.  2  shows  the  Record  Card  such  as 
is  used  for  each  individual  “job”.  Ihese 
cards  can  be  made  of  different  colors  either 
to  identify  the  different  colors  of  gears 
or  to  classify  the  vehicles  by  grades,  manu¬ 
facturers,  styles,  etc.  To  each  card  (A)  is 
attached  three  coupons,  the  shaft  and  pole 
ticket  (B)  ;  the  floor  ticket  (C)  ;  the  crate 
tag  (D).  Nothing  but  the  record  numbers 
are  shown  on  these  coupons  as  these  num¬ 
bers  are  sufficient  to  identify  a  “job”. 
When  a  car  of  vehicles  is  received,  each 
job  is  given  a  stock  number  and  a  card  is 
made  out  from  the  invoice  for  each  job  m 
the  car.  The  three  coupons  are  detached 
and  sent  to  the  receiving  clerk.  As  the 
goods  are  taken  from  the  car,  they  are 
carefully  inspected  and  a  detailed  list  of 
the  specifications  sent  to  the  office  on  the 
receiving  report.  The  crate  tag  is  attacheo 
to  the  job  and  the  factory  crate  number 
stamped  on  the  outside  of  the  crate.  This 
can  be  done  at  the  factory  if  attention  is 
called  to  it.  After  the  job  has  been  placed 
in  the  warehouse,  its  location  should  be 
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A  Marvelous  Shorthand  Record 

Chauncey  W.  Pitts  Kquipped  for  a  $3,000  a  Year  Position 

IN  Less  than  Six  Months’  Study 


JANUARY  I,  1905,  with  absolutely  no  knowl¬ 
edge  of  shorthand  ;  January  i,  1906,  appointed 
official  court  reporter  of  the  Fourth  Judicial 
District  of  Iowa,  a  pcsition  worth  in  the  neighbor¬ 
hood  of  $3,000  a  year.  Such  is  the  record  of 
Chauncy  Wells  Pitts,  whose  picture  is  printed  here¬ 
with.  It  is  a  record  which  should  be  an  inspiration 
to  every  young  man  and  woman  desirous  of  suc¬ 
ceeding  in  this  line  of  work. 

The  above  is  not  the  real  record  of  Mr.  Pitts,  but 
illustrates  what  can  be  done  by  one 
who  works  and  studies.  The  facts 
in  the  case  are  that  it  was  not  unt'l 
June,  1905  that  Mr.  Pitts  began  the 
study  of  shorthand,  and  five  and  one- 
half  months  after  commencing  the 
study  he  received  the  appointment 
as  official  reporter — a  position  which 
he  has  held  with  credit  ever  since. 

Chauncey  Wells  Pitts  was  born 
January  20,  1885,  at  Alton,  Sioux 
County,  Iowa,  and  has  resided  there 
since  that  time.  His  position  as 
official  reporter,  therefore,  came  to 
him  before  he  had  attained  his  ma¬ 
jority.  -He  was  educated  in  the 
public  schools  and  graduated  from 
the  Alton  high  school  in  1901.  After¬ 
wards  he  was  employed  in  the  bank  in  his  home  city, 
June  I,  1905,  acting  under  the  advice  of  W.  C. 
Gray,  then  one  of  the  official  reporters  in  Iowa,  he 
resigned  his  position  in  the  bank  and  took  up  the 
study  of  stenography  with  the  Success  Shorthand 
School  of  Chicago.  He  qualified  himself  for  expert 
woik  in  less  than  six  months  and  his  appointment 
was  given  him.  He  is  one  of  the  experts  of  Iowa 
and,  though  but  twenty -one  years  of  age,  has  a 
salary  which  would  be  welcomed  by  most  men  of 
twice  his  age. 

Throughout  the  United  States,  Canada  and 
Mexico  there  are  hundreds  of  other  experts  in 
commercial  positions,  law  offices,  acting  as  private 
secretaries  to  statesmen,  railroad  magnates,  bank¬ 
ers  and  people  prominent  in  business  life,  as  well 
as  court  reporters,  who  have  been  trained  by  the 
correspondence  course  of  this  school.  George  L. 
Gray,  who  is  not  yet  twenty  years  of  age,  is  an 
expert  court  reporter  with  Clarence  Walker,  the 
official  at  Louisville,  Ky. ;  Dudley  M.  Kent  is  the 
official  reporter  at  Colorado,  Texas ;  J.  M.  Lord  is 
the  official  court  reporter  at  Waco,  Texas  ;  Seven- 


CMAUNCEY 

ALTON, 


teen-year-old  Roy  Bolton  is  private  secretary  to  the 
Comptroller  of  the  Illinois  Central  Railroad  Com¬ 
pany  ;  George  P.  Muny  is  private  secretary  to 
Governor  Swanson,  of  Virginia  ;  F.  H.  Eastman 
is  official  reporter  at  Warsaw,  N.  Y.  All  these  — 
and  these  are  but  a  few  of  the  many  —  are  gradu¬ 
ates  of  the  Success  Shorthand  School. 

If  you  are  a  young  man  or  woman  desirous  of 
success  in  the  future,  you  should  investigate  the 
work  of  this  school.  It  is  presided  over  by  the 
most  successful  expert  shorthand 
writers,  and  has  taught  hundreds  of 
young  people  the  same  expert  short¬ 
hand  which  the  instructors  used  in 
building  up  the  greatest  shorthand 
business  in  the  world.  Whether  you 
desire  to  become  a  commercial  steno¬ 
grapher,  a  private  secretary  or  a 
court  reporter,  you  should  learn  the 
best  system.  This  is  the  easiest 
learned  and  the  most  expert  known. 

If  you  are  a  stenographer,  using 
any  system  of  shorthand,  this  school 
will  perfect  you  for  the  most  expert 
work.  You  are  taught  at  your  home 
and  are  not  obliged  to  go  to  the  ex¬ 
pense  of  attending  a  personal  school. 
Write  today  for  full  information,  and 
we  will  send  you  our  elegant  48-page  catalogue, 
copy  of  guaranty  and  newspaper  and  magazine 
comments  on  graduates  of  this  school  breaking  all 
records  in  national  convention  work.  Write  today; 
your  ctpportunity  may  come  soon.  Fill  out  coupon 
and  send  at  once  : 

Success  Shorthand  School : 

Suite  27,  J9  Clark  Street,  Chicago,  Ill. 

Please  send  Success  Shorthand  System  and  copy  of 
guaranty  to 


W.  PITTS 
IOWA 


Name, . . 
Address 
Town. . , 
State .... 


Note  to  Stenographers  : —We  also  publish 
the  most  up-to-date,  instructive  and  inspiring 
weekly  shorthand  magazine  in  the  world.  Send 
ten  cents  for  one  month’s  trial  subscription  to  The 
Shorthand  Writer,  79  Clark  Street,  Chicago. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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noted  on  the  Hoor  ticket.  By  this,  it  will 
be  seen  that  it  is  immaterial  where  a  job 
is  placed  in  the  warehouse  as  it  can  always 
be  readily  found  by  the  floor  ticket  and  all 
space  in  the  warehouse  can  be  utilized 
regardless  of  the  arrangement  of  the  stock 
by  catalog  numbers  or  crate  numbers.  Of 
course,  where  a  number  of  jobs  are  re¬ 
ceived  which  are  identically  the  same,  they 
can  be  stacked  together  but  care  should  be 
used  that  the  lowest  stock  number  is  placed 
where  it  can  be  gotten  out  first.  The  floor 
ticket  and  shaft  and  pole  ticket  are  kept  by 
the  stock-keeper  and  filed  upright,  accord¬ 
ing  to  the  catalog  numbers,  in  a  card 
drawer  with  small  compartments.  The  two 
coupons  should  not  be  separated,  but  folded 
back  to  back. 

When  an  order  is  received,  the  stock 
clerk  selects  from  his  card  index  the  proper 
card  and  writes  the  stock  number  and  the 
factory  crate  number  on  the  shipping  order, 
marking  the  card  “Sol'd.”  The  stock- 


keeper  will  first  look  for  the  corresponding 
coupon  in  his  file  and  the  floor  ticket  will 
indicate  the  location  of  the  job,  while  the 
shaft  ticket  will  show  if  the  job  came  in 
with  pole  or  shafts.  The  factory  crate 
number  must  be  used  for  the  identification 
of  a  job  in  the  warehouse  and,  for  this 
reason,  it  should  always  appear  on  the  out¬ 
side  of  the  crate  in  plain  figures. 

By  checking  the  record  cards  with  the 
receiving  clerk’s  report  after  a  car  has  been 
unloaded,  any  discrepancy  in  the  specifica¬ 
tions  is  detected  and  can  be  corrected  be¬ 
fore  the  job  is  placed  in  the  warehouse. 

No  change  on  the  stock  should  be  made 
without  written  instructions  from  the 
office.  Neither  should  a  job  be  uncrated 
or  set  up  without  such  orders.  Proper 
forms  for  these  orders  are  shown  in  Figs. 
3  and  4. 

These  orders  must  be  passed  over  to  the 
stock  clerk  for  proper  entry  before  they 
are  handed  to  the  shipping  clerk  or  stock- 
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Recording  Thought 

Past  and  Present 

From  the  Clay  Cylinders  of  the  Babylonian  days  tq  the  Commercial  Graphophone 
Cylinders  in  wax  what  a  span !  VC^hat  wonderful  progress  in  the  art  of  record¬ 
ing  thoughts ! 

This  evolution  couldn  t  stop  with  the  shorthand  system.  Modern  business  methods 
found  it  too  slow.  The  hand  couldn’t  keep  pace  with  speech. 

So  you  see  the  stenographer’s  pencil  has  already  passed  from  the  service  of  corre¬ 
spondence  in  a  great  many  of  the  largest  commercial  houses  of  the  country. 

The  Commercial  Graphophone  records  whole  sentences  [aster  than  the  hand  can 
pencil  single  characters.  It  writes  them  with  greater  accuracy.  It  writes  them  with 
far  more  convenience. 

Remember  you  save  50  per  cent  of  your  time  and  expense  when  you 

“TELL  IT  TO  THE  GRAPHOPHONE” 

Write  us  if  you  would  like  a  free  trial  of  the  Graphophone  system  in  your  office.  ^  You  will  be  under 
no  obligation,  whatever,  to  purchase.  ^  The  trial  will  not  interfere  with  the  routine  of  your  daily  corre¬ 
spondence.  ^  Send  us  the  coupon  below,  filled  out,  and  we  will  mail  you  our  new  Booklet,  which  explains 
in  detail  what  the  Graphophone  System  is,  does  and  costs,  and  why  it  improves  and  saves  so  much. 

COLUMBIA  PHONOGRAPH  CO.,  GEN’L. 

90-92  West  Broadway,  New  York  City 

Largest  Talking  Machine  Manufacturers  in  the  World.  Creators  of  the  Talking  Machine  Industry. 
Owners  ot  the  Fundamental  Patents.  Only  Award  for  Talking  Machines  St.  Louis  1904. 

Grand  Prix  Paris  1900.  Double  Grand  Prize  St.  Louis  1904. 

.  COUPON  . 

B.  K.  8 — Kindly  mail  me  FREE,  complete  information  concerning  the  Commercial  Graphophone: 

.  State  trade  or  profession . 

. ^tate  position  you  hold  therein,  whether  executive, 

.  .  manager,  clerk,  stenographer,  etc., 

State . 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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keeper,  as  they  should  be  O.  K.’d  and 
returned  to  the  office  after  they  have  been 
executed. 

An  accurate  stock  account  can  be  kept  by 
recording  the  cost  price  of  the  vehicles  on 
the  stock  record  cards  and,  by  the  use  of 
an  adding  machine,  the  monthly  balances 
of  stock  sold  and  stock  on  hand  can  readily 
be  drawn  off.  The  inventory  can  thus  be 
taken  from  these  cards  whenever  wanted 
and  the  stock  can  be  verified  by  simply 
checking  the  stock  numbers. 

Filing  of  the  stock  record  cards  by  cata¬ 
log  number  is  preferable.  ^  They  should  be 
subdivided  by  lot  numbers;  using  small  tab 
cards  for  the  purpose.  The  Guide  Cards, 
Fig.  5,  can  be  utilized  as  an  index  to  the 
lot  numbers,  this  index  being  an  exact  copy 
of  the  “Ideal  Stock  List.”  The  star  oppo¬ 
site  the  lot  number  indicates  that  the  lot 
is  to  be  closed  out.  Specifications  which  do 
not  come  under  the  regular  “Lot  Number” 
series  are  called  “Specials”  and  should  be 
worked  off  first.  A  separate  list  of  the  “Spe¬ 


cials”  should  be  kept  before  the  salesman 
constantly  and,  by  placing  a  steel  pointer 
on  the  “Specials”  cards  in  the  card  index, 
this  list  can  be  revised  any  time.  Slow 
selling  stock  can  be  handled  in  the  same 
manner. 

The  small  tab  cards,  subdividing  the  lot 
numbers,  are  used  for  a  sales  and  order 
record.  This  record  will  determine  which 
lot  numbers  are  the  most  popular  ones. 
(See  Fig.  6.)  It  also  shows  the  number 
of  jobs  from  the  factory  and  the  number 
of  jobs  sold.  This  record  is  especially 
valuable  when  goods  are  sold  for  future 
delivery. 

To  post  the  salesmen  as  to  stock  on 
hand,  each  should  have  a  copy  of  the  “Ideal 
Stock  List”  as  explained  before.  When 
these  lists  are  given  out,  the  quantity  on 
hand  should  be  filled  in  with  pencil.  At 
the  end  of  each  week,  a  “List  of  Changes” 
is  made  up  and  sent  to  the  salesman.  To 
do  this,  the  stock  clerk  should  keep  track 
of  the  lot  numbers  which  have  been  sub- 
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LOFTIS 


LOFTIS 


SYSTEM 


Save  a' 
^Diamondi 


/id  SYSTEM 


How  to  Ohtain  a  Diamond  write  for  a.  copy  of  the  Loftis  Catalog.  On  the  66  pages 
IIUTY  lU  UUiaill  a  LridlllUlIU  win  be  found  one  thousand  illustrations  of  fine  Diamonds, 

highest  grade  Watches  and  Jewelry.  To  all  applicants  we  will  mail  free  a  copy  of  our  splendid 
Catalog  and  also  our  superb  souvenir  Diamond  Booklet.  Write  for  Loftis  Catalog.  Write  Today. 

A  RllVPf  at  a  DKfanrP  can  write  to  us  for  our  Catalog  and  in  the  privacy  of  home 
rk  Lfujk,!  a  I,  a  i/ioiaiiww  select  a  Diamon  d,  a  Watch  or  any  article  of  Jewelry.  On  com¬ 
municating  with  us,  we  send  the  article  on  approval  to  your  residence,  place  of  business  or 
express  oEBce  as  preferred  and  you  can  examine  it.  You  are  free  to  buy  or  not.  We  deliver  our 
goods  anywhere  in  the  United  States.  We  pay  all  charges.  Write  for  Loftis  Catalog.  66  pages. 

InVP^f  in  n  Difimnnrl  Diamonds  are  predicted  to  increase  in  value  twenty  per  cent  in 
■iiTwoi.  Ill  a  i/iaiiiuiiu  the  next  twelve  months.  Buy  a  Diamond  in  the  Loftis  way.  One- 
fifth  the  price  to  be  paid  on  delivery.  You  retain  the  article,  pay  balance  in  eight  equal  monthly 
amounts,  sending  cash  direct  to  us.  Write  for  LoJtis  Catalog.  66  pages.  Write  Today. 

R^Cnrd  have  an  honorable  record  of  almost  fifty  years.  Weare  theoldest,  the 

u  largest  and  the  most  reliable  credit  retailers  of  Diamonds,  Watches  and 
Jewelry  in  the  world.  Ask  your  local  banker  about  Loftis  Bros.  &  Co.  He  will  refer 
to  his  Dun  or  Bradstreet  book  of  commercial  ratings  and  tell  you  that  no  house 
The  Old  Sellable  Original  Diamonds  on  Credit  House  Stands  higher  for  responsibilty, 

Diamond  Cutters  imegrity 

■  lip  I  WATCHMAKERS,  JEWELERS 

B  14#  Dept.  039  92  State  St. 

■HBROS&CO.!^  ChieaHo.  111.,  U.S.A. 


The  Gold  Medal, 
Highest  Award 
which  wo  won  at 
the  World’s  Fair, 
8t.  Louis. 


The  Loftis  System  can  be  made 
a  great  convenience  at  Christ- 
mas.New  Year’s.  Birthdays.Wed- 
ding  Anniversaries,  etc. 


Filing  Cabinets  consist  of  outer  cabinets  or  shells 
with  all  the  practical  kinds  of  office  filing  devices 
le  in  skeleton  units  to  fit  inside  —  and  made  inter- 


No.  1  5  Cabinet,  containing  2  Vertical  Letter  File  Drawers 
Cupboard  beneath.  A  desirable  arrangement  for  small 
I  with  good  size  storage  for  extra  supplies. 

Price . $16.00 

i  or  direct  from  factory,  freight  paid  east  of  Montana,  Wyoming,  Colorado 
w  Mexico.  To  points  in  and  west  of  these  states  add  15  per  cent. 

sk  for  Free  Catalog  No.  Z-4405 
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Chicago,  . 
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Philadelphia 


.  .  .  343  Broadway 
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jected  to  changes  during  the  week;  whether 
new  goods  have  come  in  or  jobs  have  gone 
out  and,  at  the  end  of  the  week,  a  report 
of  stock  on  hand  of  only  those  lot  numbers, 
is  made  on  the  change  sheet.  (See  Fig.  7.)' 
Each  salesman  should  make  these  changes  in 
his  stock  book  and  it  will  require  only  a  very 
little  of  his  time  each  week  to  keep  it  up. 

By  following  these  suggestions  closely, 
the  system  will  not  only  work  satisfactorily, 
but  it  will  save  time,  annoyance  and  losses. 

Some  people  may  think  that  it  will  re¬ 
quire  too  much  work  to  make  a  separate 
card  for  each  vehicle.  But  see  what  saving 
can  be  made.  It  will  not  take  much  longer 
to  fill  out  one  of  these  cards  than  to  make 
out  a  tag  for  each  job  (nearly  all  jobbers 
do  this  anyhow)  and  furthermore,  these 
cards  are  the  only  record  necessary  and, 


after  they  are  once  made  out,  it  is  simply 
a  matter  of  filing  them  properly  to  keep 
the  records  up-to-date.  After  a  job  has 
been  shipped,  the  name  of  the  purchaser 
is  written  on  the  back  of  the  card  and  the 
card  is  filed  in  a  transfer  box  marked 
“Sold,”  where  it  can  readily  be  found  any 
time  one  wishes  to  refer  to  it.  By  using 
medium  weight  stock  for  the  record  cards, 
several  can  be  made  out  at  one  writing  on 
a  Fisher  billing  machine. 

The  principle  of  this  system  can  be 
applied  to  any  line  of  business  where  goods 
are  handled  in  unbroken  units.  Where 
goods  of  the  same  description  are  handled 
in  large  quantities,  it  will  be  advisable  to 
have  the  full  description  printed  on  the 
cards,  or  rubber  stamps  may  be  used  for 
the  purpose. 


FOR 

BUSINESS 

MEN 


Aluminoid  Pens  express  you  perfectly — they  are  firm,  rapid 
and  yet  flexible. 

They  last  longer,  wear  smoother,  serve  you  better  and  cost 
a  trifle  more  by  the  gross  than  other  pens. 

No.  7  Railroad  Stub — Large,  Falcon  shape,  holds  much  ink. 

No.  9  Lawyers’  Rapid  Writer— Flexible  action,  responds 
quickly. 


No.  10  Fine  Stub— Rather  rigid,  gives  clear-cut  line. 

No.  II  Editorial  Stub — Medium  broad,  very  rapid,  makes 
a  rather  heavy  line  of  much  character. 

No.  30  Lady  Falcon  Stub — Most  popular  small  shape, 
holds  more  ink  than  No.  10,  and  is  the  daintiest  small 
stub  made. 


A  lutninoid  Pens  are  on  Sale  at  First-class  Stationers 

Samples  of  the  five  pens  illustrated  mailed  free  on  request  to  any  business  bouse  in  the  country 

A.  L.  SALOMON  &  CO..  339  Broadway.  NEW  YORK 


£ollection  Insurance 

HAVE  YOU  ANY  UNPAID 
ACCOUNTS  ? 

O.  Would  you  like  to  have  them  collected  for  you  by  means  of  a  safe, 
sure  and  sane  system  ? 

a  In  making  a  collection  the  point  of  prime  importance  is  to  get  the  money 
without  loosing  a  customer’s  business.  This  is  a  unique  feature  of  our  system. 

Cl.  Some  cases  require  more  stringent  methods.  These  we  are  prepared 
to  adopt. 

CL  Write  for  our  booklet. 

ffi.  Send  us  a  few  of  your  claims  and  see  how  we  fulfill  ours. 


C.  The  service  we  offer  is  not  that  of  a  regular  col¬ 
lection  agency,  but  of  an  established  organization  of 
well  known  New  York  banking  men  and  attorneys,  with 
an  equally  experienced  and  representative  body  of 
associates  in  every  city  and  town  in  the  United  States, 


CL  Our  charge  for  making  collections  is  10  per 
cent— no  collection,  no  charge. 

CL  The  $20,000  Indemnity  Bond  issued  by  the  United 
Surety  Company,  protects  our  clients  absolutely  and 
unconditionally. 


HOWARD,  HOLLES  &  HEWSON 

(INCORPORATED) 

32  BROADWAY  NEW  YORK,  N.  Y. 

Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Competitors  must  sign  their  articles  and  give  address — not  necessarily  for  publication  but  as  an 
evidence  of  good  faith. 

Competitors  are  requested  to  send  their  photographs,  carefully  marked.  All  forms  should  be  drawn 
on  separate  sheets  and  carefully  numbered.  Write  on  one  side  of  the  paper  only.  Address  everything, 
Competition  Editor. 


Branch  Stores  Competition 

By  E.  HENDERSON 

FIRST  PRIZE  ARTICLE 


N  describing  a  system  provid¬ 
ing  for  an  efficient  super¬ 
vision  of  branch  retail  stores 
by  a  main  wholesale  store — 
a  system  that  shall  be  at 
once  comprehensive,  simple  and  practi¬ 
cal — it  is  necessary  to  define  the  pre¬ 
cise  objects  we  desire  to  attain.  These  we 
will  present — first — in  the  shape  of  head¬ 
ings  under  which  we  propose  to  describe 
our  system,  and  in  the  way  in  which  they 
will  be  treated ;  and  second — in  an  explana¬ 
tion  of  the  methods  to  be  adopted  in  order 
to  achieve  the  desired  results. 

I  OBJECTS. 

The  treatment  of  purchases  and  sales  so 
as  to  secure  a  perpetual  inventory  with 
the  smallest  amount  of  trouble  and  ex¬ 
pense. 

A  daily  or  weekly  report  of  the  trading 
results  of  each  department  of  each  branch. 

A  daily,  or  weekly  exhibit  of  the  busi¬ 
ness  transacted,  and  profit  made  by  each 
branch. 

HEADS  UNDER  WHICH  SYSTEM  WILL  BE 
DESCRIBED. 

Purchase  records. 

Stores  records. 

Branch  debits. 

Sales  records. 

Branch  acco'unts  receivable. 

Records  of  cash  receipts. 


Daily  and  weekly  dissection  of  cash  and 
credit  sales. 

Departmental  trading  accounts. 

Branch  trading  accounts. 

At  the  outset  it  will  be  understood  that 
the  following  accounts  will  be  ke^t  by  main 
office  with  branch  stores : 

Branch  Merchandise  Purchases. 

Branch  Cash  and  Credit  Sales. 

Branch  Expense. 

Also  separate  accounts  with  each  depart¬ 
ment  of  each  branch  in  regard  to  which  it 
may  be  desired  to  ascertain  the  net  re¬ 
sults  of  trading. 

PURCHASING  DEPARTMENT. 

All  merchandise  for  the  branches  shall  be 
purchased  in  the  usual  way  by  the  main 
office  purchasing  department.  Orders  re¬ 
ceived  at  main  store  or  delivered  direct  to 
branches  shall  first  be  debited  to  the  Gen¬ 
eral  Purchase  account  and  credited  to  ac¬ 
counts  payable.  The  merchandise  intended 
for  the  branches  will  then  be  credited  to  the 
General  Purchase  account  and  charged  to 
the  branches  at  selling  price  (list  selling 
prices  will  be  furnished  to  each  branch 
by  the  main  office). 

The  branch  merchandise  purchase  ac¬ 
counts  shall  be  ruled  with  two  sets  of  col¬ 
umns  on  the  debit  and  credit  sides.  In 
the  first  debit  column  will  be  entered  cost 
price  and  freight  of  merchandise  purchased. 
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S  U  C  C  E  S  S 

is  the  direct  result  of 

Ability  plus  Opportunity 

a  If  you  are  proficient  in  any  line  of  work  and 
feel  that  your  ability  should  command  larger  salary 
than  is  possible  in  your  present  position,  we  can  help 
you.  We  can  find  the  right  opportunity  for  your 
ability.  Success  will  be  the  sure  result. 

C[,  Let  us  tell  you  of  our  system  and  explain  how 
we  find  right  places  for  right  men  and  right  men  for 
right  places.  We  are  constantly  placing  hundreds 
of  men  in  Salesman,  Executive,  Clerical  and  Tech¬ 
nical  positions  at  salaries  of  $1,000  to  $5,000.  Our 
organization  covers  the  entire  country  with  offices  in 
12  cities. 

C,  What  we  have  done  and  are  doing  for  others,  we 
can  do  for  you.  Don’t  delay— write  us  to-day  for 
plan  and  booklet. 

Hapgood5 

INCORPORATED 

The  National  Organization  of  Brain  Brokers 

Suite  142,  305  Broadway,  New  York. 
EASTERN  offices: 

EXECLTIVE  OFUCES  :  Suite  142,  305  Itroadwar,  New  York 
PIIIliAUELEHIA  OFFICE  :  IKiH  I’ennsylvania  Huildinir 
PITTSBCRO  OFFICE  :  704  Park  Ruildins 
LONDON  OFFICE  :  Ilapgoods,  Ltd.,  23  Fleet  St,,  E.  C. 

WESTERN  offices: 

CHICAGO  OFFICE;  1011  Hartford  Huildlnff 
CLEVELAND  OFFICE  :  53.5  Williamson  Rulldinff 
ST.  LOCIS  OFFICE  :  915  Cheniieal  Ruilding 
MINNEAPOLIS  OFFICE  :  Loan  Ac  Trust  Company  Ruildlng 


“Save  Money  Every  Day” 

Each  unnecessary  stamp  you 
use  wastes  money. 

Use  one  cent  too  little  and  per¬ 
haps  your  package  won’t  arrive. 

You  can’t  afford  to  guess. 

The  Pelouze  Postal  Scales 


National,  4  lbs.  $3.00 
Union,  lbs.  2.60 

Columbian,  2  lbs.  2.00 
Star,  1  lb.  1.60 

Crescent,  1  lb,  1.00 


point  to  the  number  of  cents  re¬ 
quired  the  moment  the  letter  or 
package  is  placed  on  scale. 

You  don’t  have  to  figure— the 
scale  does  it  for  you. 


Every  Pelouze  Scale  is  guaran¬ 
teed  accurate  and  will  stay  that 
way. 

The  Pelouze  Postal  Scales 

Have  a  double  needle  pointed 
index  that  starts  at  the  top  and 
moves  through  a  slot.  Very  easy 
to  read. 

Accept  No  Substitute 

Send  for  Catalogue  “P.” 

For  sale  everywhere  by  Leading 
Dealers. 


Mail  &  Express  16  lbs.  $5.00 
Commercial,  12  lbs.  3.75 
U.  8.  4  lbs.  2.60 

Victor  IJ^lbs.  1.76 


PELOUZE  SCALE  &  MFG.  CO. 

118-132  W.  Jackson  Boulevard.  CfllCAaO,  ILL. 


Scientific  Salesmanship 

What  is  it  worth  to  you? 

It  costs  you  one  dollar,  prepaid — it  is  worth 
much  more, 

Because — 

It  will  help  you  to  meet  men  ; 

demni^sJLti’rf'^fh  prominent  manufacturers  are 

aemonstrating  their  goods ; 

give  you  67  selling  points— the  best  from  10,000 
salesmen,  showing  you  how  they  land  their  checks  ; 

nrir^ir!.a  landing  of  the  check  as 

practiced  by  leading  New  York  specialty  houses  ; 

tn  customers  so 

on  earth  ^  satisfied  users-the  best  advertisement 

Mo?‘e — 

services  at  a  higher  rate 
Ihfc  getting.  And  after  that  to  keep  up  to 

this  higher  plane  of  thought.  cp  up  lu 

him  worth  more  is  to  have 
the  thoughts  that  accompany  the  higher  salary. 

vnn  Salesmanship  will  be  worth  all  of  this  to 

o?  a  the  price  of  a  dozen  roses 

others  are  doing  ?  your  salary,  as  many 

$1,  prepaid.  212  pp.,  flexible  binding;  can  be  carried  In  hip  pocket. 

Send  checks  or  money  order  to 

BURT  B  FARNSWORTH,  Educational  Director  23d  St.  Y.  M.  C.  A. 

NEW  YORK  CITY,  N.  Y. 


Money  refunded  if  you’re 
uissatisfied. 


Drawing  Pencils 

last  twice  as  long  as  ordinary  pencils 


17  GRADES 

From  6  B  to  9  H 


SIX  SAMPLES  OF  ASSORT-  m  i\ 
ED  GRADES  MAILED  ON  WII/Y 
RECEIPT  OF . OvFW 

Ask  your  dealer  for 
Venus 

GET  VENUS 

.NO  OTHER  “JUST  AS  GOOD" 


American 
Lead  Pencil  Co. 

61  E.  Washington  Square 
NEW  YORK 

21  Farrington  Ave.,  London,  E,  C 

C.  If  INDELIBLE  (copying)  is 
wanted,  ask  for  No.  165. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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In  the  second  column  will  be  entered  the 
selling  price  at  which  the  merchandise  is 
charged.  The  reason  for  this  arrangement 
is  that  experience  has  shown  it  to  be  an  ex¬ 
cellent  plan  for  preventing  theft  of  stock. 
The  manager  is  aware  that  he  will  have  to 
render  an  itemized  account  of  the  goods 
put  in  his  care— he  will  see  that  the  goods 
are  accounted  for  by  his  clerks.  Each  of¬ 
fice  will  be  provided  with  a  cash  register. 
The  best,  although  somewhat  expensive,  is 
the  one  with  a  drawer  for  each  clerk,  num¬ 
bered,  or  by  letter.  By  this  means,  each 
evening  the  strip  can  be  cut  off,  the  name  of 
the  branch  manager,  number  of  branch  and 
date  .  attached,  and  the  whole  can  be  for¬ 
warded  to  main  office. 

Thus,  at  any  rate,  an  accurate  check  can 
be  had  on  all  employes,  and  the  nature  and 
amount  of  every  sale  is  recorded. 

Purchase  returns  are  entered  in  the 
credit  columns. 

In  order  to  prevent  fraud  in  duplication 
of  invoices,  etc.,  purchase  orders  will  be 
made  in  quadruplicate;  one  copy  to  par¬ 
ties  from  whom  purchases  are  made;  one 
copy  for  the  branch  for  which  ordered  (if 
specially  ordered)  ;  one  copy  to  the  receiv¬ 
ing  room  and  one  copy  for  the  purchasing 
department  file.  No  invoice  will  be  O. 
K.’d  for  payment  unless  the  receiving 
clerk’s  O.  K.’d  copy  otf  purchase  order  is 
attached,  and  all  purchase  orders  will  be 
numbered  consecutively  when  printed.  If 
specially  ordered  for  delivery  to  a  branch, 
the  branch’s  O.  K.’d  copy  of  purchase  order 
will  be  attached. 

By  adopting  this  plan  the  trading  ac¬ 
counts  at  selling  price  will  exactly  balance, 
providing  the  sales  records  and  inventories 
are  correct,  or  otherwise  will  call  imme¬ 


diate  attention  to  important  differences  and 
the  departments  in  which  they  have  oc¬ 
curred.  Also,  the  branch  store  managers^v 
will  not  know  exactly  how  much  profit  has 
been  made  by  the  business  of  which  they 
have  charge. 

BRANCH  STORES  AND  INVENTORIES. 

In  this  kind  of  business  where  there  is 
such  a  variety  of  supplies  it  will  be  found 
best  to  use  loose  sheets  for  stores  records, 
and  dissection  of  sales,  as  per  illustration. 

A  boy  may  be  employed  to  dissect  sales 
each  day  from  cash  and  charge  tickets,  the 
accuracy  of  the  work  being  easily  proved 
by  a  recapitulation  of  the  amounts  of  the 
tickets.  The  totals  may  be  carried  to  tne  . 
inventory  sheets  each  day,  or  each  week, 
as  considered  advisable. 

These  sheets  will  be  made  in  duplicate,  a 
copy  being  forwarded  to  the  main  office 
each  day.  In  this  way  the  main  office  will 
carry  a  perpetual  inventory  of  all  stock  on 
hand  at  the  branches,  and  will  verify  it 
from  time  to  time  by  taking  actual  inven¬ 
tory  of  certain  departments,  or  sections. 

The  inventory  sheets  will  be  sectional- 
ized  into  departments  so  that  the  necessary 
statistics  for  these  departments  will  be  al¬ 
ways  available.  \ 

BRANCH  EXPENSE. 

All  expenditures  made  on  behalf  of  the 
branches  will  be  debited  to  the  branch  ex¬ 
pense  accounts. 

BRANCH  SALES: 

Cash  registers  will  be  employed  at  the 
branches  as  above  indicated,  for  cash  sales, 
and,  probably,  also,  for  charge  sales,  as 
these  devices  are  now  arranged  so  as  to 
provide  for  both  records  as  well  as  for  sep¬ 
arate  department  records. 
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I  The  Famous  Calculating  Machine,  and  do 
r  away  with  mental  strain  and  error. 

Capacity,  999,999,999  . 

Ingeniously  simple,  rapid,  accurate,  ^ 
durable.  Adds,  subtracts,  etc. 


-^DONT  WEAR  OUT  YOURS 

BRAIN  ADDING  FIGURES! 


Adding  is  mechanical  work.  It  dulls  the  mind  and 
takes  energy  which  you  should  save  for  better  things. 
Lift  the  load  from  your  brain,  and  do  this  grind¬ 
ing,  wearisome  adding  with  a  machine.  Use 


THB 


Computes  nine  columns  simultaneously.  Saves  time,  labor, 
money.  Makes  adding  a  pleasure  instead  of  a  burden. 

The  Modern  Business  Necessity. 


$100.00  would  not  take  it  from  me. 
Carver,  Troy  Center,  Wis. 


It  is  all  you  claim.— .B.  A. 


Have  found  it  entirely  equal  to  any  of  the  high-priced  calculat¬ 
ing  machines.— IF.  J.  Hirni,  Visalia,  Calif. 

Two  models:  oxidized  copper  finish,  $5.00;  oxidized  silver 
finish,  with  case,  $10.00,  prepaid  in  the  U.  S.  Size  4xlOM  ins. 
Write  for  Free  Descriptive  Booklet,  Testimonials  and 
Special  Offer.  Agents  wanted. 

|C.  E.  Locke  Mfg.Co.  23  Walnut  St.,  Kensett,  Iowa. 


'"OU  can  insure  your  office  furni¬ 
ture  but  that  won’t  protect  you 
against  loss  by  fire  of  your  valu¬ 
able  records,  important  corre¬ 
spondence  and  legal  documents, 
many  of  which  are  perhaps  worth  a 
hundred  times  more  to  you  than  all 
the  furniture  you  possess.  Equip 
your  office  with 

BERGER 
STEEL  OFFICE 
FURNITURE 

and  your  records  will  be  absolutely 
safe  from  the  ravages  of  fire. 

We  will  send  free  on  request  our 
illustrated  book  “  Steelsects  ”  com¬ 
pletely  describing  our  handsome  line 
of  steel  fire-proof 

DESKS,  tables,  wardrobes. 

FILING  CABINETS, 

VAULT  EQUIPMENTS 

We  build  special  steel  office  equipment 
to  order.  Write  us  your  requirements 
and  we  will  furnish  estimate. 

THE  BERGER  MEG.  CO. 

CANTON,  OHIO 

New  York,  Boston,  Philadelphia,  St.  Louis 


WILM^TISON,  Guarantor 


I  investigate 
and  guarantee 
the  merit 
of  all 
I  advertise 


Make  all  complaints  or 
report  any  dissatisfaction 
direct  to  me. 

.  WILL  PATTISON 
Sk  Advertiser 


^  ?  Do  you  enjoy 

POC«  HEALTH 


Perhaps  you  THINK  you  have  done  your  best 
to  GET  WELL. 

There  is  an  Association  in  Boston  who  makes 
you  a  BUSINESS  PROPOSITION  regarding 
your  health.  Write  to  them.  Address : 

Fellowship  of  the  Better  Health 

Wentworth  Building,.  Boston,  Mass. 

Do  not  write  them  if  you  have  good  health.  .  ^  - 

Do  not  write  thefn  if  you  do  not  want  perfect  health. 

Do  not  write  them  if  you  cannot  give  good  references. 

Otherwise  write  them  NOW,  as  above.  ^ 

WILL  PATTISON,  Boston 

Advertiser  and  Guarantor 


'hl'.i!; 

.  'iWii 


A  re  you 
Just 

Hanging  on 
To  a  Small 
Positiofi  ? 


#  - 


LEARN  TO  MAKE  FROM 
$3,000  TO  $10,000 

YEARLY  IN  THE  REAL  ESTATE  BUSINESS 

We  will  teach  you  the  REAL  ESTATE, 
GENERAL  BROKERAGE  and  IN¬ 
SURANCE  BUSINESS  by  Mail.  This 
is  your  opportunity  to  succeed  without 
capital. 

By  our  system  you  can  learn  the  business 
and  make  money  in  a  few  weeks  without 
interfering  with  your  present  occupation. 
All  graduates  appointed  representatives  of 
leading  international  brokerage  companies 
who  will  furnish  choice  salable  real  estate 
and  investments,  cooperate  with  and  help 
you  make  a  large  steady  income.  Our  co¬ 
operative  methods  insure  larger  and  stea¬ 
dier  profits  than  ever  before. 

Full  course  in  Commercial  Law  given 
free  to  every  real  estate  student.  Every 
business  man  should  have  this  course. 
Our  Free  Book  is  valuable  and  interesting 
and  tells  how  you  cati  succeed. 

H.  W.  CROSS,  President  THE  CROSS  CO. 

185  Reaper  Block,  Chicago 


Please  mention  The  Business  Man's  Magazine  when  writing  to  advertisers. 
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Both  cash  and  charge  tickets  will  be  de^ 
livered  to  the  main  office  after  dissection. 

RBANCH  ACCOUNTS  RECEIVABLE. 

Provide  each  branch  with  a  combination 
loose  leaf  ledger  and  sales  record,  indexed 
in  the  usual  way.  At  each  opening  in  the 
ledger  the  right-hand  page  will  be  the  sales 
record  and  the  left-hand  page  the  ledger 
account.  The  sales  record  is  made  in  dupli¬ 
cate  from  the  salesmen’s  tickets,  tne  orig¬ 
inal  constituting  a  statement  to  be  mailed 
to  the  customer  at  the  end  of  each  month, 
and  the  (duplicate  the  permanent  sales 
record,  the  total  of  which  is  posted  month¬ 
ly  to  the  debit  of  the  customer’s  account  on 

the  left-hand  page. 

There  are  other  ways  of  accomplishing 
the  same  resnlt  but  this  appears  to  be  a 
very  convenient  method. 

Daily  reports  of  credit  sales  are  rendered 
to  the  main  office,  as  also  lists  of  receipts 
on  account. 

The  wholesale  house  will  carry  in  its 
general  ledger  controlling  accounts  with  the 
branches,  and  at  the  end  of  each  month  will 
verify  the  balances  of  these  controlling 
accounts  by  listing  the  balances  of  the 
branch  accounts  receivable  ledgers,  at 
which  time  they  can  also  make  a  list  of  ac¬ 
counts  overdue  for  special  attention. 

The  total  cash  and  credit  sales  should 
be  entered  each  day  in  a  summary  sales 
book,  the  grand  totals  at  the  end  of  each 
month  to  be  credited  to  the  branch  cash 
and  credit  sales  accounts. 

CASH  RECORDS. 

The  branches  will  render  to  the  main  of¬ 
fice  a  daily  report  of  receipts  from  cash 
sales  or  charge  accounts,  accompanied  by 
the  total  receipts  for  the  day;  or,  in  some 
cases,  these  receipts  may  be  deposited  in  a 
bank  to  the  credit  of  the  account  of  the 
main  store. 

A  fixed  sum  per  day  shall  be  allowed  to 
each  branch  for  the  purpose  oi  making 
change,  and  for  petty  expenditures,  same 
to  be  continuously  restored  by  making  up 
each  day  the  amount  expended  on  the  pre¬ 
ceding  day. 

DISTRIBUTION  OF  EXPENSE. 

At  the  end  of  each  month  each  branch 
should  be  charged  with  its  proportion  of 
administrative,  or  main  office  expense,  to 
cover  cost  of  any  direct  supervision  from 
the  main  store,  or  clerical  work  on  branch 
records  and  on  accounts  relating  to 


branches.  These  charges  are,  of  course, 
made  by  journal'  entries,  debiting  branch 
accounts  and  crediting  main  office  accounts 
involved,  such  as  salary,  advertising,  cost 
of  delivery,  etc. 

A  proper  proportion  of  branch  general 
expense  based  on  departmental  turnover 
shall  be  distributed  over  the  departments 
with  which  separate  trading  accounts  are 
kept. 

TRADING  ACCOUNTS,  ETC. 

We  are  now  ready  to  prepare  our  sta¬ 
tistical,  or  comparative  statements,  which 
will  be  drawn  up  as  per  the  following  il¬ 
lustration  O'f  one  branch  and  its  depart 

BRANCH  1. 

department  trading  account,  may  31. 

Dr. 

Inventory  at  Sell-  /  ' ' '  Tf ' 

ing  Price,  5/1..$....  Inventory  at  Sell- 

Purchases  at  Sell-  .  mg  Price  5/31.$.... 

ing  Price  5/31.$. ... 


$.. 


$.... 

department  trading  account  at  cost. 

Cr. 


Sales  . $• 

Inventory,  5/31..$. 


Dr. 

Inventory,  5/1  ..$. 

Purchases  . $• 

Direct  Expense... $. 

Distribution  Ex¬ 
pense  . $• 

Net  Profit  . $• 

$. 

BRANCH  1. 
general  trading  account, 
Dr. 


$... 


Total  Inventories. $. 
Total  Purchases.  .$ . 
Total  Direct  Ex¬ 
pense  . ?• 

Total  Distribution 

Expense  . $• 

Net  Profit  . $• 


$. 


Cr. 

Total  Sales  . $• 

Total  Inventories, 
5/31  . $ 


$■ 


Prize  Competition  Award. 

WHOLESALE  GROCERY  BUSINESS  WITH  RETAIL 

branch  stores. 

The  first  prize  of  £2  has  been  awarded 
to  Mr.  E.  Henderson,  of  Chicago.  The 
second  prize  of  £1  has  been  conferred  on 
Mr.  G.  E.  Hutchison,  of  Columbus. 


SPECIAL  JULY  COMPETITION. 

A  Practical  Problem  in  the  Wholesale 
Cheese  Business. 

I  submit  herewith  an  accounting  prob¬ 
lem,  which  please  submit  to  the  readers  of 
The  Business  Man's  Magazine. 

We  self  cheese  on  contract,  to  be  shipped 
at  option  and  on  order  of  buyer,  but  to  be 
paid  for  at  time  of  sale  at  the  rate  of  25  per 
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T«^IDEAL  SIGHT  RESTORER 

The  Ideal  Eye  Masseur 

Indistinct  Vision  ;  Muscular  Troubles,  Chronic  Dis¬ 
eases  of  the  Eye  all  successfully  treated  by  Scientific 
Massage  at  any  age. 

English,  German  or  Spanish  pamphlet  mailed  free. 


THE  IDEAL  COMPANY,  Dept.  G,  239  Broadway,  New  York 


ONLY  $2.00  PER  100 


The 

“COMMON 

SENSE” 

Travelers’ 

Expense 

Books 


The  Cheapest  and 
Best  Books  in 
the  market. 

Traveling  Men 
Book-keepers 
Business  Men 

all  like  them 


PRICES: — Weekly  Common  Sense  Expense  Books, 
per  100,  $2;  Monthly  Common  Sense  Expense  Books, 
per  100,  $4.  Samples  free  ufon  application, 

“I  have  used  your  books  for  several  years,  they  are  the 
best  of  the  kind  there  is.”— ARTHUR  BARLOW. 

B.  H.  BEACH,  Pub.,  Detroit,  Mich. 


The  Eagle  Adding  Machine 

The  Simplest  and  Only  Absolutely  Correct 
Low-priced  Adding  Machine  ever  offered. 

This  machine  will  lighten  your  work,  and  will 
be  like  adding  another  man  to  your  office  force. 
It  saves  time,  worry,  mistakes,  brains  and  work. 

Neither  a  puzzle  nor  a  toy,  but  a  practical 
and  reliable  labor-saving  machine  that  cannot 
make  a  mistake. 

Price,  $5.00 

Money  back  if  not  satisfactory,  after  a  week’s  trial. 

Eagle  Adding  Machine  Company, 


106  Wall  Street 


New  York,  N.  Y. 


Live  men  and  women  can  make  big:  money  selling  these  ma¬ 
chines.  Write  for  our  money  saving  proposition  to  agents. 


HAIR 


Guarantee 
Backed  by 
The  Bank. 


THE  EVANS  VACUUM  CAP  is  simply  a  mechanical  means 
of  obtaining  a  free  and  normal  circulation  of  blood  in  the  scalp. 

the  scalp  a  healthy  glow  and  produces  a 
delightful  tingling  sensation,  which  denotes  the  presence  of  new 
me  in  the  scalp,  and  cannot  be  obtained  by  any  other  means. 

Channels  which  have  been  practically  dormant  for  years  are 
opened  and  all  follicle  life  is  stimulated  and  revived  to  activity, 
and  by  supplying  the  hair  roots  with  nutrition,  the  weak,  color¬ 
less  hair  is  in  time  developed  to  its  natural  size  and  strength. 
fb«  t>  1  r  o..  )V®.Iurnish  the  Cap  on  trial  and  under  guarantee  issued  bv 

nn  Bank  of  bt.  Louis,  and  any  bank  or  banker  will  testify  as  to  the  validity  of  this  guarantee.  We  have 

ibrr.1,^1?  ti  I  one  IS  authorized  to  sell,  offer  for  sale  or  receive  money  for  the  Evans  Vacuum  Cap— all  orders  come 
alsn  f  ns  send  you  a  book  which  explains  the  possibilities  of  the  invention,  and 

uence  of  the  results  it  has  achieved.  This  book  is  sent  free  on  request  and  we  prepay  postage  in  full. 

EVANS  VACUUM  CAP  COMPANY,  733  Fullerton  Building,  ST.  LOUIS,  MO.,  U.  S.  A. 
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cent  cash  margin,  taking  for  the  balance  the 
customer’s  collateral  note,  payable  on  de¬ 
mand,  and  drawing  six  per  cent  interest. 
While  the  conditions  are,  that  payments  on 
this  note  are  to  be  made  at  the  time  goods 
are  ordered  out,  that  is,  in  advance  (which 
would  make  the  transaction  comparatively 
simple)  this  has  been  found  impracticable 
of  enforcement,  as  the  customers  are  all 
good  financially  and  would  object  to  this 
way  of  doing  it.  We  use  duplicate  billing, 
posting  the  footing  to  Merchandise  at  the 


end  of  each  month.  What  I  would  like  to 
have  advice  on  is  : 

1.  The  original  charge. 

2.  The  original  credit. 

3.  The  charge  at  the  time  the  several 
shipments  are  made. 

4.  A  way  of  getting  the  proper  credit 
to  the  Notes  Receivable  account. 

For  the  best  solution  of  the  above  prob¬ 
lem  we  will  award  a  first  prize  of  $10  and 
a  second  prize  of  $5  to  the  author  of  the 
second  best  solution. 


Accounting  for  the  Retail  Furniture 

Business 


By  GEORGE  F.  HARRISON 


N  preparing  this  article  it  has 
been  my  aim  to  present  the 
accounting  methods  of  a  suc¬ 
cessful  business  in  such  a  con¬ 
cise  and  (^mprehensive  man¬ 
ner  as  to  enable  anyone  versed  in  the 
1  science  of  accounts  to  open  and  conduct  a 
set  of  books  along  similar  lines  in  a  satis¬ 
factory  manner,  without^orrying  him  with 
details  familiar  to  all  book-keepers. 

'With  the  exception  of  a  loose  leaf  ledger 
I  use  bound  books  for  all  my  work. 

Where  it  is  customary  to  carry  from  800 
to  1,000  open  accounts  in  the  customers’ 
ledger,  the  most  convenient  arrangement 
may  be  obtained  by  the  use  of  a  subdi¬ 
vided  index  with  50  divisions,  running  from 
A  to  K  in  one  volume,  and  from  L  to  Z  in 
another. 

A  one  volume  transfer  binder  with  a 
similarly  subdivided  index  will  suffice  for 
one  or  two  years  until  tho  number  of  closed 
accounts  increases  sufficiently  to  necessi¬ 
tate  an  additional  binder,  when  the  index 
may  be  arranged  as  in  the  ledger.  " 

A  separate  ledger  with  its. corresponding 
transfer  binder,  and  a  26  subdivision  index 
for  each,  is  preferable  for  handling  credi¬ 
tors’  accounts. 

L  prefer  to  carry  the  representative  ac- 
-  counts,  such  as  discount,  expense,  insur- 
..  ance,^  ^dnterest,  merchandise,  salaries  and 
stoGk,-'and  the  ledger  closing  accounts,  prof¬ 
its  and  loss,  and  resource  and  liability,  in 
the  front  of  customers’  ledger,  alphabetic- 


.ally  arranged,  but  without  reference  to  the 
regular  index, 

In  handling  invoices  for  merchandise 
purchased  out  of  town,  I  simply  paste 
them  in  an  invoice  book,  and  post  them 
direct  to  the  creditors’  ledger,  the  amount 
of  each  being  entered  on  a  blank  page  at 
the  beginning  of  the  current  month,  and 
their  total  for  ^  the  month  posted  \  to  the 
debit  of  merchandise  in  the  current  ledger. 


THE  SALES  BOOK. 

I  use  a  three  column  sales  book  and 
journal  combined  for  the  original  entry  of 
sales,  and  for  the  credits  of  merchandise 
returned  by  customers,  and  post  direct  from 
this  to  the  customers’  ledger,  carrying  the- 
totals  forward  through  the  month,  and 
then  posting  them  to  their  respective  sides 
of  the  merchandise  account. 

This  plan  eliminates  the  “regular”  jour¬ 
nal,  and  saves  much  time  in  posting.  I  re¬ 
serve  one  page  at  the  first  of  every  month 
for  cross  entries,  to  avoid  confusing  thern 
with  regular  entries. 

id  prefer,  having'  the  'shipping  clerk  copy 
the  sales  into  his  book,  although  I  have 
used  a  sales  book  with  alternate  leaves  per¬ 
forated  so  as  to  be  detached  after  receiv¬ 
ing  a  carbon  copy  of  the  sales  recorded  on 
the  preceding  sheet.  This  latter  plan  saves 
the  shipping  clerk  much  time  and  work, 
but,  on  the  contrary,  it  necessitates  his 
waiting  until  the  perforated  page  is  filled 
before  detaching  it,  and  also  wastes  one^, 
half  the  pages.  This  matter,  then,  will 
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PICTURES  ATTRACT  even  BUSY  MEN 


SUustrated  S^htter^  ■ 

'  7  w  be  one  of  ihe  best  .  metlKxls  of 

7'*., .  ' 

"  Have  you  dwtn  ? 

I  We  wilt  fwnish  1600  Bloncrs  like 
I  ihis  with  youf 

ii  JOHN  T-  Palmer  Company 

mmmiisj  ■  lik  r’:,^ 


Therefore  our  Pictorial  Blotters  are  the 
•  Best  means  of  getting  the  attention  of 
buyers  of  your  goods.  Write  us  on  your 
business  stationery  for  samples,  or  send 
50  cents  for  complete  set.  We  refund 
the  fifty  if  you  order. 


JOHN  T.  PALMER  COMPANY 

FIFTH  AND  LOCUST  STS.,  PHILADELPHIA 


BLOTTERS  with  pictures  BRING  BUSINESS 


Boss 


— 

Motel  IRegent 

Sbetman  Square 


I  want  a  job. 

Work  is  what  I  want. 

.  The  more  the  better. 

I  am  a  first-class  office 
man  and  bookkeeper. 

Give  me  a  job. 

If  I  don’t  suit,  don’t  pay 
me. 

Will  go  anywhere  on 
earth. 

W.  Y.,  1040  First  Nat.  Bank  Bldg.,  Chicago 


BROADWAY  &  70TH  STREET,  NEW  YORK 


Absolutely  Fireproof 


Exclusive  Family  Hotel. 

Fashionable  Residential  Section,  adja¬ 
cent  to  Central  Park  and  Riverside  Drive, 
overlooking  Hudson  River. 

Within  one  block  of  the  fir^t  uptown 
Subway  express  station;  five  minutes  to 
Grand  Central  station. 


American  plan  and  a  la  carte 


Special  Rates  During  the  Summer  Months 


F,  M.  ROGERS,  Manager 


anti-waste  basket  letters 


QBT  A  READING 


Years  ago  1  realized  the  necessity  of  exactly  duplicating  the  work  of  a  typewriter.  I  made  it  my 
specialty,  and  have  not  found  it  advisable  to  do  anything  else,  because  practice  made  my  work  per-  m 
feet.  More  orders  ^d  larger  ones  from  my  oldest  customers  proves  the  satisfaction  I  give.  Send  “ 
for  my  free  samples  for  comparison  with  any  other  form  letter  work.  That  is  all  1  require  to  con¬ 
vince  you.  Ribbon  Free  with  every  order.  I 


John  Rogan,  Circular*  Letter  Specialist,  3QS  fVlain  St.  E.,  Rochester.  IV.  V, 


FOR  TEA  AND  COFFEE  MEN  AND  LIVE  GROCERS 

It  makes  no  difference  whether  jou  are  the  proprietor  of  a  business  in  this  line  or  Just  a  plain  office  man,  clerk  or  salesman,  you  are  sure  to  find 

THE  TEA  AND  COFFEE  TRADE  JOURNAL 

a  great  help.  This  is  the  most  unique  trade  magazine  in  America.  It  is  the  recognized  organ  of  the  tea,  coffee,  spice  and  fine  grocery  trade. 
Each  issue  is  chock  full  of  valuable  information  on  tea,  coffee  and  spice  culture.  There  are  also  departments  devoted  to  “System  in  the 
Tea  and  Coffee  Business,*’  “Store  Management  and  Window  Dressing,’’  “Salesmanship,’’  “Profitable  Advertising,’’  etc. 

By  Subscription  $1  per  year— Ad.  rates  upon  Suspicion. 

THE  TEA  AND  COFFEE  TRADE  JOURNAL— The  Blue  Book  of  The  Trade,  93  WALL  STREET,  NEW  YORK 

Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Dr. 


CASH 


Ge()«r 


DiiCouijti 


M  dse 


CASH 


Cr 


simply  resolve  itself  into  a  question  of 
choice  for  the  employer. 

THE  CASH  BOOK. 

On  the  cash  book  I  deem  it  proper  to 
enter  in  detail  only  the  receipts  on  cus¬ 
tomers’  accounts,  and  the  disbursements  to 
out-of-town  creditors,  with  the  correspond¬ 
ing  discounts  on  the  same  line  as  the  pay¬ 
ments. 

For  this  purpose  I  use  a  cash  book  with 
three  columns  on  the  left-hand,  and  four 
columns  on  the  right-hand  page,  balanc¬ 
ing  cash  every  day  on  a  small  book  kept 
for  the  permanent  record  of  these  daily 
balances  as  proven  by  the  receipts  and  dis¬ 
bursements  shown  by  the  cash  register,  and 
carrying  the  totals  of  the  various  columns 
forward  to  the  end  of  the  month,  when  the 


SALES  fSOOHl 

Series 

CTcdit6 

Toto 1 5 

Ar\outyt  Forword 

cash  book  is  ruled,  and  the  totals  of  mer¬ 
chandise,  expense  and  discount  are  posted. 

When  cash  is  over  or  short,  and  I  can¬ 
not  locate  the  error,  I  enter  it  as  such  on 
the  proper  side  of  the  cash  book  for  the 
day,  and  post  it  to  the  “Over  and  Short” 
account  in  the  ledger.  Someone  may  later 
bring  in  a  receipt  corresponding  in  date  and 
amount  with  some  item  on  this  account, 
when  the  matter  may  be  satisfactorily  ad¬ 
justed. 

As  stated  above  I  do  not  burden  the 


let)* 


Dl5COU9ti 


Mdse 


Expeijie 


pages  of  the  cash  book  with  the  details  of 
petty  cash  paid  for  items  of  expense,  such 
as  gas,  water,  matches,  car  fare,  ’phone 
rent,  etc.,  nor  for  merchandise  bought  from 
firms  in  the  city,  who  render  invoices  with 
every  purchase,  and  send  a  collector  the 
first  of  every  month. 

It  is  unnecessary  to  burden  the  ledger 
with  these  city  credit  accounts,  or  the  cash 
book  with  the  record  of  their  payment  in 
detail,  so  for  this  purpose,  and  for  record¬ 
ing  petty  expense,  I  use  a  petty  cash  book 
(Form  3),  and  charge  in  ink  all  the  pay¬ 
ments  made  for  merchandise  on  city  bills 
on  one  side,  and  for  petty  expense  items 
on  the  other  side,  entering  the  totals  of 
these  items  in  the  merchandise  and  ex¬ 
pense  columns  on  the  credit  side  of  the 
cash  book  each  day,  the  sum  of  these  to¬ 
tals  agreeing  with  the  disbursements  shown 
by  the  cash  register  plus  any  checks  that 
may  have  been  given  and  charged  on  the 
petty  expense  book,  and  less  amounts  re¬ 
ceived  by  members  of  the  firm  from  the 
register,  and  charged  to  them  on  the  cash 
book. 

The  register  also  records  the  cash  sales 


PETTY  CASH 


Merc^)c<odiae  Dr 


E.xpei75€  Dr 


the  merchandise  column  on  the  debit  side 
of  the  cash  book.  As  explained  above, 
for  the  day,  and  their  total  is  entered  in 
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“PRECISION”  IS  MY  NAME 

“THAT  IS  WHY  MY  INDEX  STARTS  AT  THE  BOTTOM” 

roStLcT 

,he,.\„  .f  ™ca?.  “"variation.  „o  mat,., 

i  VI  in  make,  and  guaranteed  absolutely  accurate 

I  am  finished  m  full  Nickel  Plate.  Oxidized  Copper.  Black  Enamel  or  Aluminum. 

SM  by  all  leading  stationers,  or  prepaid  by  us  on  receipt  of  the  Price 
Write  for  Circular  "A  ”  for  a  complete  line  of  our  Postal  Scales. 


rRirvBR  scaUtE;  «&  mrq.  go.,  Chicago,  ills. 


Capacity  4  lbs.  by 
J^-ounces.  Price  -  ^ 


10  Days  Trial 

to  any  office  or  business  man 

Write  your  order  on  your  business  letter  head 
and  we  will  send  on  trial  a 

SENGBUSCH 

IseLr-CLOsmc  INKSTAND 

IF  IT  ISN’T  THE  BEST 
inkstand  you  ever  saw 
return  it  at  our  expense.  If 
it  suits  you,  remit  $1.50. 

Closes  automatically;  dust 
w  pi'oof ;  prevents  evaporation; 
^Va^SPSsl!!<''''' ill  doesn’t  spurt  out,  never 

1  causes  blots.  Easily  filled— 
H  H|h;:i  always  ready  for  use. 

'  ''  Price  $  1 .50 

Should  be  on  the  desk  of  everyone 
who  wishes  to  save  ink  and 
trouble.  W rite  for  Circulars. 

SENGBUSCH  SELF-CLOSING  INKSTAND  CO. 

B  31  1.2  Montgomery  Building,  MILWAUKEE,  WIS. 


No.  1—3  in. 


16  Foot  L  aunch 

COTViPL’ETEUL 
•  -  WITH".  ''® 
■.EMcinjE '  -  ^y\J 


ARE  THE  LARGEST  BUILDERS  OF  BOATS  X  LAUNCHES  IN  THE  WORLD 

SEND  FOR  FREE  ILLUSTRATED  CATALOG 
ALL  BOATS  FITTED  WITH  WATER  TIGHT  COMPARTMENTS 

A  FULE  LIME  OF  BOATS  READV  TO  SHIP 


X  AVE 
IICH  * 


Michigan  STEEirBoATCd:  !  D  eV R  oTt*^ 


PARKER’S 

^  HAIR  BALSAM 

Cleuuef  and  Sjeasrtiflof  (Ih* 
xTomotof  %  SaxnmaS  «rowfflla„ 
lives’  yailg  4©  Beatoxe  OsNup 
Halt  ftp  ita  Toutliftil  CqlorT 
Corel  icalp  diieaiei  a  ha& 

Wc,  and  11.00  at  DrugfiiU 


MAKERS  or 
HALF-TONES  AND 
ZINC-ETCHINGS 
FOR  CATALOGUES. 

BOOKLETS. 
LETTER  HEADS  ETC. 

74  WOODWARD  AVE 

DETROIT  MICH. 


START  A  MAIL-ORDER 

VI  Mil  I  BUSINESS  AT  HOME 

dlfleronee.  We  furnish  every 
thing;.  Money  comes  with  orders 
enormous  profits.  St  ' 
capital  and  increae 
business  from  profits, 
can  make  big  money* 
attending  to  the 
work  evenings  In 
your  own  home. 

When  business 
grows,  drop  other 
employment,  and 
dovote  your  entire 
time  to  it.  A  chance 

to  get  into  hnalnocc  ,  mum 

for  yourself.  Wo  tell  you  now  for  a  two  cent  stamp. 

FRANKLIN'HOWARD  CO.,  KANSAS  CITY,  MO. 


I  niicix  I  WILL  mAKfi  A 

^BOOK-KEEPER 


TO  LEARN  BOOK-KEEPING 
WHEN  I  WILL  MAKE  A  FIRST-CLASS 

of  YOUR 
YOU  OWIV 

,  at  HOIVfE 

I  In  SIX  WEEKS  for  $3  or  refund  MONEY!  Fair  enough? 
Distance  and  experience  immaterial.  I  find  Position*,  too. 
EVERYWHERE,  FREE.  Placed  pupil  Feb’y  16  at  $76  weekly. 
Perhaps  I  can  place  yon,  tool  Have  8467  TESTIMONIALS. 
T  T-T  SAVE  THIS  AND  WRITE. 

J*  n»  CjUUUWIIN,  expert  accountant, 

Room  364.  1215  Broadway.  New  York 


Classified  Advertisements  from  four  to  twelve  lines,  or  less 
than  an  inch  run  on  page  20.  Advertisements  with  cuts  not 
accepted  for  this  department. 

Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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these  totals  of  merchandise  and  expense 
are  carried  forward  to  the  end  of  the  month, 
when  they  are  posted  to  the  ledger. 

It  is  a  rule  of  the  house  to  mail’  no  re¬ 
ceipt  when  a  personal  or  firm  check  is 
received  by  mail  in  payment  of  account. 

For  making  remittances  to  out-of-town 
creditors  I  use  a  check  3x8  inches,  ruled 
on  the  reverse  side  for  a  statement  of  the 
account  the  check  is  to  cover,  and  this 
serves  as  a  receipt. 

The  stub  of  my  check  book  shows  at  all 
times  the  correct  balance  in  bank,  by  add¬ 
ing  deposits  and  deducting  checks. 

The  trial  balance  for  a  loose  leaf  ledger 
is  much  simpler  than  that  in  connection 
with  a  bound  ledger,  and  for  the  benefit  of 
those  who  are  yet  wandering  through  the 
mazes  of  old  fogyism  I  beg  to  refer  them 
to  an  article  about  the  trial  balance,  found 
on  page  713  of  The  Business  Man^s  Mag¬ 
azine  for  October,  1904. 

By  the  use  of  some  practical  check  fig¬ 
ure  stunt  in  connection  with  the  above 
described  system,  the  troubles  of  the  book¬ 
keeper  and  the  errors  on  his  books  are  re¬ 
duced  to  a  minimum,  his  work  .becomes  a 
pleasure,  and  he  has  more  time  for  touch¬ 
ing  up  delinquents  and  “praying  ’  for  dead 
beats.” 

The  preceding  system  carefully  applied, 
and  in  connection  with  an  order  book  for 
the  buyer,  a  freight  claim  book,  a  book  for 
recording  freight  bills,  a  bills  receivable 
and  bills  payable  book,  a  daily  memoran¬ 
dum  calendar,  index  books  for  collectors, 
*The  Business  Man’s  Magazine  and  The 
-Book-Keeper,  and  a  copy  of  Thornes 
Twentieth  Century  Book-keeping,  consti¬ 
tutes  the  working  outfit  for  properly  con¬ 
ducting  the  business  department  of  a  first- 
class  retail  furniture  store,  allowing  credits 
of  30  and  60  days  without  instalment  fea¬ 
tures. 


Retail  Store  Accounting  Competition. 

We  do  not  expect  to  find  the  same  up- 
to-date  methods  of  book-keeping  in,  retail 
stores  as  are  generally  in  use  in  wholesale 
establishments.  It  is  evident  that  the  au¬ 
thor  of  the  above  article  considers  the  sys¬ 
tem  described  as  fairly  perfect,  and  it  un¬ 
doubtedly  achieves  results,  but  after  a  caie- 
ful  perusal  we  believe  we  can  detect  sev¬ 
eral  points  wherein  it  might  be  improved, 
both  in  the  interest  of  the  business  and  of 
the  book-keeper. 


We  have,  therefore,  decided  to  submit 
the  article  to  our  experienced  subscribers 
with  the  following  queries: 

What  changes  or  improvements  in  the 
system  described  would  you  suggest,  and 

why?  _  .  j  • 

For  the  best  contribution  received  m 

answer  to  these  questions  we  will  award 
a  prize  of  $10,  and  for  the  second  best 

answer,  a  prize  of  $5. 

This  competition  will  close  June  10. 

Standard  Prize  Competitions. 

We  are  desirous  of  obtaining  a  compre¬ 
hensive  article  on  accounting  methods  and 
systems  in  connection  with  the  carriage  and 
wagon  manufacturing  business  and  their  ^ 
related  industries.  We  mean  by  this  that 
a  carriage  manufacturing  company  may 
purchase  its  spokes,  axles,  etc.,  of  indepen¬ 
dent  companies.  We  wish  to  obtain.,  an., 
article  covering  the  whole  process  of  man-; 
ufacture. 

Articles  submitted  must  be  illustrated  by 
examples  of  forms  used.  These  forms  need 
not  be  elaborately  drawn  as  they  will  be 
re-drawn  in  our  standard  size  and  style  by 
our  special  artist. 

Articles  submitted  may  be  accompanied 
by  photograph  and  biographical  sketch  of 
the  author,  together  with  photographs  m 
connection  with  the  plant  that  will  convey 
to  the  readers  of  The  Business  Man’s 
Magazine  a  fair  idea  of  its  magnitude  and 
general  plan. 

For  the  best  article  submitted  we  offer  a 
prize  of 

FIFTY  DOLLARS. 

This  prize  will  be  awarded  on  the  basis 
of  the  accounting  merit  of  the  article  sub¬ 
mitted. 

All  articles  sent  in  will  become  the  prop¬ 
erty  of  The  Book-Keeper  Publishing  C6:, 
Ltd.,  to  be  used  for  publication,  if  desired, 
in,  which  case  additional  prizes  will  be 
awarded  the  authors  of-  acceptable  papers. 

In  addition  to  the  above  we  will  give  two 
prizes  of  $20  and  $10,  respectively,  for 
the  two  best  articles  descriptive  of  good 
bbok-keeping  and  cost  systems  for  the  fol¬ 
lowing  lines  of  business; 

Aerated  W^ater  manufacturing. 

Artificial  Stone  manuifacturing. 

Biscuit  or  Cracker  manufacturing. 

Boot  and  Shoe  manufacturing. 

Bridge  builders. 
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STANDARD  OUTFITS  SHIPPED  ON  APPROVAL 


'  mMtmTss  MGfswooa 
Mmy^- 
^  wra  DATC 


Every  Bookkeeper  who  Labors  along 

under  the  old  bound  book  system  has  wished  that  by  some  means  he 
could  eliminate  the  mass  of  dead  wood  with  which  his  books  were 
crowded.  The  time  he  wasted  searching  through  these 
numerous  volumes  for  live  accounts  would  quickly  pay  for  a 

Razall  Loose  Leaf  Ledger 

.Cuts  out  bookkeeping  drudgery.  Reduces  time  and 
expense.  Makes  night  work  unnecessary.  Books 
always  up  to  date  Monthly  statements  and  bal¬ 
ances  always  on  time.  Nothing  in  current  ledger 
but  live,  active  accounts.  Dead  accounts  filed 
away  as  quickly  as  closed. 


ACCURKTS  wm 
■HO  W('0«s« 


I  ^  r  For  the  Razall  Special  Complete  Outfit, 
imi  n  consisting:  of  Ledgrer,  Transfer  Ledger,  two 
Index  Sets  and  500  Best  Quality  Leaves. 


Systematic  Accountiii(f  is  the  title  of  our  booklet  that  tells 
all  about  the  convenience  of  the  system  and  how  it  can  be 

^  ledgers  and  other  books.  Send  for  edition 

“C  ,  Free. 


The  f1.  G.  RAZALL  MFG.  CO.,  405-407  East  Water  St.,  MILWAUKEE,  WIS. 

Canadian  Manufacturer,  CHAS.  F.  DAWSON.  1813-1815  Notre-Dame  Street.  Montreal,  Canada. 


PERSONAL  SERVICE 


H  To  Business  Houses  who  desire 
to  have  installed  economical  office 
and  factory  systems,  guaranteed  to 
give  desired  results,  we  now  offer  the 
services  of  our  specialists. 

d.  Special  attention  is  given  to 

COST  ACCOUNTING 

for  all  lines  of  manufacture.  This 
branch  of  the  work  is  in  charge  of 
Mr.  J.  B.  Griffith,  who  will  person¬ 
ally  supervise  the  installation  of  cost 
systems  in  any  factory. 

CL  Ask  for  terms  and  let  us  refer 
you  to  others  for  whom  we  have  in¬ 
stalled  satisfactory  systems. 

IIVTERIVATIOIVAU, 
ACCOUIVTArNTS*  SOCIJSTY 

(INCORPORATED) 

DETROIT,  JMICHIOAIV 


C.  My  object  in  coming  before  the  readers  of  this 
magazine  IS  to  advise  them  from  time  to  time  of  in¬ 
vestments  that  I  know  to  be  the  truth.  I  want  to 
secure  the  confidence  of  every  investor  in  this  country, 
who  has  a  dollar  to  invest.  I  realize  what  a  difficult 
matter  this  will  be  to  accomplish  in  these  days  of 
disUust,  wild  cat  schemes,  and  the  alluring  promises 
ot  big  profits,  but  I  hope  to  win  out  in  the  long  run. 

O.  If  you  have  ever  purchased  a  dollar’s  worth  of  stock  In 
any  company  I  recommended,  and.  the  investment  has  not 
exactly  as  I  stated  it  would — send  me  a  list  of  your 
holdings,  and  I  will  mail  you  my  check  for  every  dollar  you 
invested.  This  lias  been  my  method  of  doing  business 
tor  seven  years.  I  openly  make  this  statement  to 
every  reader  of  this  magazine,  their  friends  or  any¬ 
one  they  know. 

The  New  York  Metal  Ceiling  Co. 

has  placed  in  my  hands  an  issue  of  8%  Preferred 
stock,  to  be  sold  for  the  purpose  of  increasing  the 
capital  of  the  Company  and  the  enlargening  of  their 
P.*'^sent  size.  Its  capital  stock  is 
only  $250,000,  while  Its  gross  yearly  income  is  150% 
greater  than  its  entire  capital,  and  its  net  yearly 
income  is  sufficient  to  pay  the  dividends  upon  its  8% 
rreterred  Stock  for  three  years  in  advance.  This  is 
a  great  record  for  any  company,  and  is  well  worth 
looking  into  by  any  person  who  has  $10  or  more  to 
invest.  I  can  sell  the  stock  at  par,  $10  a  share,  in  ten 
shares  or  more,  to  suit  your  convenience.  Monthly 
payments  will  be  accepted. 

C.  If  you  are  looking  for  an  8  ^  income  upon  your 
money,  write  me  for  further  particulars  and  I  will  send  you 
everything  in  detail,  with  ten  photographs  of  the  plant. 
Address  me  care  the  above  Company. 

R.  S.  KENNEDY, 

538  West  24th  Street  :  ;  New  York 
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Broom  manufacturing. 


Bronze  Powder  manufacturing. 

Chemical  Works. 

Coffin  and  Casket  manufacturing. 

Cold  Storage  business. 

Condensed  Milk  factory. 

Cordage  manufacturing. 

Creamery. 

Distillery. 

Electric  Motor  manufacturing. 
Electrotype  Eoundry. 

Elour  Mill. 

Gas  Mantels. 

Harness  and  Saddles  manufacturing. 
Hats  and  Caps  manufacturing. 

Ice  manufacturing. 

Ink  and  Mucilage  manufacturing. 
Incandescent  Lamp  manufacturing. 
Jewelry  manufacturing. 

Knitting  Mills. 

Life  Insurance. 

Leather  manufacturing. 

Lime  manufacturing. 

Linoleum  manufacturing. 

Lithographing  Business. 

Neckwear  manufacturing. 

Paper  Box  manufacturing. 

Patent  Medicine  manufacturing. 

Pearl  Novelties  manufactdring. 

Photo  Supplies  manufacturing. 

Piano  and  Organ  manufacturing. 
Pottery  manufacturing. 

Produce  (wholesale). 

Saw  Mill. 

Silk  manufacturing. 

Soap  manufacturing. 

Surgical  Instruments  m'anufacturing. 
Valves  and  Hydrants  manufacturing. 
Wall  Paper  (wholesale  and  retail). 
Whips  manufacturing. 

Woolen  Mills. 


Associated  Accountants  of  New  Orleans. 

In  keeping  with  their  usual  custom  the 
Associated  Accountants  of  New  Orleans 
held  their  annual  reunion  banquet  May  I2th, 
observing  in  an  appropriate  manner  the  14th 
anniversary  of  the  organization  of  the  asso¬ 
ciation,  as  a  result  of  which  conditions  have 
shown  marked  improvement  so  far  as  ac¬ 
countancy  is  concerned,  and  all  the  members 
fully  appreciate  the  advantages  and  oppor¬ 
tunities  secured  through  co-operation. 

A  number  of  clever  addresses  were  made 
by  various  members,  among  those  who 
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spoke  being  P.  W.  Sherwood,  I.  J.  Fowler, 
J.  E.  Elizardi,  Al  Soule,  E.  F.  Mielly,  E. 
Bienvenu,  L.  R.  Jaquet  and  F.  Quereus. 

The  officers  of  the  Associated  Account¬ 
ants  for  the  current  year  are  as  follows: 
A.  J.  Edmonds,  president;  G.  A.  Turner, 
first  vice-president ;  William  LeMonnier, 
second  vice-president;  F.  Quereus,  Jr.,  sec¬ 
retary  ;  George  Coiron,  treasurer,  and  C.  A. 
Bonnet,  librarian. 


Novelty  for  Business  Managers. 

A  very  practical  and  useful  novelty  at 
the  recent  Chicago  Business  Appliance  Ex¬ 
position  was  a  basket  carrier,  taking  from 
the  hands  of  a  possibly  undependable  small 
boy  or  girl  the  urgent  messages  which  every 
day  are  sent  out  in  thousands  through  the 
great  manufacturing  and  commercial  plants 
of  the  country. 

The  design  of  this  machine,  as  described 
by  Morgan  Buckner,  is  to  operate  from  the 
directing  head  of  an  institution.  On  top 
of  his  desk  will  be  a  series  of  wire  baskets 
such  as  are  in  use  at  the  present  time  toi 
hand-carried  messages.  The  head  of  the 
forces  will  write  as  he  does  now  the  mes¬ 
sage  for  a  subordinate,  and  place  it  in  the 
basket  from  which  the  individual  has  been 
taking  his  orders.  The  automatic  carrier, 
passing  over  the  basket,  picks  up  the  paper 
or  papers,  and  moves  directly  to  the  desk 
to  which  the  message  is  consigned,  dropping 
it  in  a  receiving  basket  there. 


Insure  Your  - - . 

Have  you  ever  thought  of  how  many 
different  kinds  of  insurance  there  are? 
Here  is  a  list  that  appeared  recently  in  The 
Insurance  Press :  Fire,  life,  safe,  rents, 
theft,  credit,  patent,  marine,  tornado,  acci¬ 
dent,  burglary,  sprinkler,  lightning,  plate 
glass,  transportation,  tourists’  baggage, 
bank  and  messenger,  robbery,  tailors’  and 
furniture  floaters,  physicians’  and  drug¬ 
gists’  liability,  travelers’  samples,  fidelity, 
official,  guaranteed  attorneys’  department, 
contract,  judicial  and  court  bonds,  teams, 
health,  postal,  elevator,  casualty,  flywheel, 
leaseholds,  automobile,  contingent,  steam 
boiler,  landlords’  liability,  workmen’s  col¬ 
lective,  liquor  dealers’  license,  general  lia¬ 
bility,  hold-up  insurance,  bank  accounts,  - 
Michigan  Tradesman. 
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SAVE  208  SHAVES 

$20.80  a  year.  Also  save  the  razor,  your  face, 
time  and  temper  by  using  “3  in  One”  on  the 
blade.  _ 

keeps  the  blade  keen  and  clean,  by  preventing 
surface  rusting  which  is  caused  by  moisture  from 
the  lather.  Write  for  free  sample  and 
special  “razor  saver”  circular.  Why 
not  know  the  truth? 

Q.  W.  COLE  COMPANY 

133  Washington  Life  Building,  New  York  City 

PATENTS 

VALUABLE  BOOK  ON  PATENTS  FREE 

Tells  how  to  secure  them  at  low  cost.  How  to  sell  ® 
Fatent,  and  What  to  Invent  for  profit.  Gives  Mechanical 
Movements  invaluable  to  inventors.  Full  of  Money-Making 
Patent  Information.  Inventors’  Guide  Book  mailed  FREE. 

O’MEARA  &  BROCK)  Patent  Attorneys 

i8  F.  Street,  WASHINGTON,  Do  Co 


Legal  Consultation  $1.00.  Ascertain  your  rights. 
Understand  your  liabilities.  Overcome  your  diffi- 
culties.  Safeguard  your  property.  Avert  disaster. 
Avoid  litigation.  Secure  your  interests.  Protect 
your  family.  Perfect  your  title.  Insure 
your  Inheritance.  Relieve  your  mind  of  wor¬ 
ry,  trouble,  uncertainty,  doubt.  Bank  and 
court  references.  “Our  Book  Free.’’ 

ASSOCIATED  LAWYERS  COMPANY 

Old  South  Building  Boston,  Mass. 


$1 


INTERNATIONAL  SPEED. CONTEST 

Held  AprU  14th,  im  at  Baltimore,  under  the  auspices  of  the 
Eastern  Teachers’  Association,  The  E.  N.  Miner  Cham, 
pionshlp  Gold  Medal  for  Speed  and  Accuracy  in  Short¬ 
hand  Writing  was 

Won  by  Sidney  H.  Godfrey,  an  Isaac  Pitman  Writer. 

For  full  particulars  see  Pitman’s  Journal  for  May,  1906.  SneH- 
men  copy  free.  Send  for  Trial  Lesson  in  Shorthand. 

ISAAC  PITMAN  &  SONS,  31  Union  Square,  New  York 


ACEEP  TRACK  WITH  TACKS 


^J'HE  Map  and  Tack  System.  The 
only  system  whereby  you  can 
keep  in  close  touch  with  your  out= 
of-town  business.  Endorsed  by  up- 
to-date  business  men.  Adaptable 
to  all  lines. 

Send  for  price  list  and  our  FREE  box 
outfit  demonstrating  the  value  of  the  system. 

JOHN  W.  ILIFFdCO..  350  Wabash  Ave.  Chicago 


DEAFNESS 

The  Morley  Phone” 

I  A  miniature  Telephona  for 

the  Ear — invisilde,  easily  ad¬ 
justed  and  entirely  comfort¬ 
able.  Makes  low  sounds  and 
whispers  plainly  heard.  Over 
fifty  thousand  sold,  giving  instant  relief  from 
k  deafness  and  head  noises.  There  are  but 

^  caeee  of  deafness  that  cannot  be 

benefited. 

Write  for  booklet  and  testimonials. 

TH^  MORLrEV  COMRAIVY 

Dept.  89,  31  South  I6th  Street,  Philadelphia 


I  SELL  PATENTS 


I F  YOU  Wl 5H  TO  BU Y  OR  LEASE  THEM- 
ANY  DESCRIPTION- WRITE  ME.  IT  WILL 
i.PR0VE  PROFITABLE  TO  BOTH  OF  US. 


CHARLES  A.  SCOTT  , 


MUTUAL.  LIFE.  BLD’C- 

93  BUFFALO.  N.V. 


PENMANSHIP 

Adequately  taught  by  mail.  Learn  to  write  a  good  business 
hand;  It  may  be  the  basis  of  your  success  in  life.  First  course 
of  instruction,  a  copy  of  Palmer’s  Penmanship  Budget,  also 
^  subscription  to  the  beautiful  monthly,  The 
Western  Penman,  all  now  for  $3.00.  A  handsome  diploma 
when  course  is  completed.  We  are  making  more  good  busi- 
ness  penmen  than  all  other  agencies  in  America  combined. 
Over  100,000  pupils  enrolled.  Catalog  Free. 

PALMER  SCHOOL,  (Est:  1881)  Box  86,  Cedar  Rapids,  lows 

Print  My  Own 

Cards,  Circulars,  etc,,  with  a  $5 
Press.  Small  newspaper  press 
$18.  Money  saved.  Money  mak¬ 
ing  business  anywhere.  Type¬ 
setting  easy  by  the  printed  in¬ 
structions  sent.  Write  to  factory 
for  illustrated  catalog  of  presses^ 
type,  paper,  etc. 

The  Press  Co.,  Meriden,  Conn 


^■patents  that  PROTECT^ 

D  "e  OB  receipt  of  6  cts.  staaipa 

A  A.  BoLACEY,  Washington, D.C.  Estab.  1869 


np^ 

?9~| 


Superior  Bandages 
FLAVELL'S 

100?  SPRING  GARDEN 


Write  for  Catalogue. 
Elastic  StockingSj  Supporters, 
TRUSSES. 

STREET.  PHILADELPHIA 


TJIE  DETROIT  COIN  WRAPPER 

Millions  are  used  annually  by 
large  handlers  of  coin,  such 
as  Banks.  Trust  Companies. 
RatiroadsandStseet  Railway 
Companies,  etc.  Made  to 
hold  all  silver  coisas,  nickels, 
pennies,  etc.,  in  amounts 
from  26  cents  up  to  $20.00. 
Samples,  price-list  aud  des¬ 
criptive  circular  free.  Write 
the  Detroit  Coin  Wrapper  Co.. 
18  John  R  Sto,  Detroit.  Bieh. 


MY  BOOK, 


“How  to  Remember” 

Sent  Free  to  Readers  of  this  Publication 


pE 

KEYTO 
BUaESS 


You  are  no  greater  intellectually  than 
your  memory .  My  course  simple,  inexpensive. 
Increases  business  capacity,  social  standing,  gives 
an  alert,  ready  memory  for  names,  faces  and  business  details.  Develops  will 
conv«sation,  speaking,  etc.  My  booklet  “How  to  Remember.’’  sent  Free! 
DiCKSON  SCHOOL  OF  MEMORY,  760  Kimball  Hall,  CHICAGO 

W  B  A.RB  SBLrLrllVG 


^'oy  Eleetrle  Railways 
Fan  Hotors,  all  kind*  o  o  ,  o 

Rleetrleal  Book*  .  o  »  o 
Meisktl®  and  Cap  Light*  .  .  . 

Battery  Table  Lamps  ,  , 

Carriage  and  Bieyele  Lights  ,  .  , 

Haaaiiterms  and  Pocket  Lights  ,  , 

Battery  Motors  and  Fans  ,  ,  o 

Bleetrle  Door  Bells  complete  ,  . 

^feSephones  complete  »  o  «  . 

I'elegraph  Ontits  complete  •  , 

$8  Medical  Batteries  .  .  . 

Electric  Belt  and  Suspensory  g 
Dynamos  and  Motors  .  .  o  o 

Bas  and  Gasoline  Engines  .  . 

Wg  undersell  all.  Catalog  free. 
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OHIO  ELECTRIC  WORKS,  Cleveland,  Ohio 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


MEN5V0GUE3 

AND 

VAGARIES 


O  dress  in  accord  with  fashion 
now-a-days,  one  must  dress 
comfortably,  for,  true  fashion 
and  stiffness  in  dress  are  at 

_ _  swords’  points.  The  well- 

dressed  man  in  the  best  sense  of  the  term 
looks  wholly  at  ease  in  his  clothes,  makes 
them  seem  part  and  parcel  of  his  persona •- 
in.  The  virile  spirit  of  the  age  frowns 
upon  dandyism  as  unmanly.  The  softer 
and  “loungier”  one’s  clothes  are,  the  more 
do  they  chime  with  fashion  and  fitness.  If 
Americans  were  a  race  of  polite  idlers,  fond 
of  sprawling  in  wide-armed  chairs  and  laz¬ 
ily  surveying  the  world  through  a  club 
window,  it  would  be  different. 

But  we  are  doers,  not  dreamers,  workers, 
not  shirkers,  and  the  man  of  complete  leis¬ 
ure,  even  among  those  of 
large  wealth,  is  a  rarity. 

Therefore,  our  manner 
'of  dress  must  be  com¬ 
fortable,  sensible  and 
suited  to  the  tasks,  big 
or  little,  that  each  of  us 
perform  day  by  day.  The 
real  determiner  of  fash¬ 
ion  is  not  the  social 
dawdler,  but  the  business 
man.  He  avoids  the 
purely  faddish  and  does 
not  tingle  for  the  lime¬ 
light.  Dress  is  to  him 
just  the  means  to  an  end, 
not  the  end  itself.  He 
dresses  well  not  for  its 
effect  upon  others,  but 
rather  for  a  soothing 
sense  of  personal  satis-  the  correct 


faction.  And  here  let  me  put  my  finger  on 
the  true  inwardness  of  fashion  dress  so 
well  that  you  feel  “fit”  to  your  finger  tips 
and  then — forget  about  yourself. 

Above  all,  summer  clothes  should  be  cool 
and  hence  they  must  be  loose,  to  allow 
complete  freedom  in  moving  around. 
Neither  the  so-called  military  nor  the  semi¬ 
military  cut  with  its  shaped-in  back,  flaring 
skirts  and  creased  side  seams  is  adapted 
to  grilling  weather.  Flannels  in  plaids  and 
shadow  effects,  both  gray  and  blue,  are 
modish  just  now,  but  the  very  fact  that 
these  two  colors  have  become  popular  mil- , 
itates  against  their  vogue  among  men  who 
like  to  dress  differently  from  the  crowd. 
Trousers  have  the  usual  belt  loops  and  are 
turned  up  at  the  bottom  for  greater  com¬ 
fort.  It  is  well  to  have 
one’s  trousers  cut  several 
inches  longer  for  sum¬ 
mer  to  allow  for  folding 
at  the  bottom.  The  folds 
should  not  be  pressed, 
but  left  soft  to  avoid  that 
stiffness  which  runs 
counter  to  the  spirit 
of  the  mode.  Brown 
and  even  green  have 
been  revived  among 
the  upp^r-class  tailors, 
not  because  they  are  par¬ 
ticularly  becoming,  but 
simply  as  a  departure 
from  the  monotonous 
reign  of  gray  and  blue. 
Indeed,  it  is  believed  by 


tacket  for  summer 


some  that  brown  and 
erreen  will  be  the  fashion- 
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FLAT  CLASP 


GARTERS 


PURE 

SILK 


Brighton  Flat  Clasp  Garters  once  on,  are  on  to  stay.  Stand, 
sit,  walk,  run,  cross  your  legs — they’re  there,  but  you  never 
feel  them.  They  neither  bind,  chafe  nor  pinch.  They  hold  the 
socks  smooth,  firm,  snug. 

The  clasp  is  flat,  cannot  catch  in  the  clothing,  or  tear  the  socks. 
The  web  is  one  piece  of  pure  silk,  not  mercerized  cotton.  All  the 
latest  shades  and  designs.  All  metal  parts  heavily  nickeled,  can¬ 
not  rust. 


Get  a  pair  to-day — 25  cents  at  your  dealers  or  will  be  sent  by 
mail  postpaid. 


A  PAIR 


PIONEER  SUSPENDER  CO.,  7  18  Market  St.,  Philadelphia. 

Makers  of  Pioneer  Suspenders. 


NOT 
IN 

NAME 
ONLY,  BUT 

Automatic  in  Operation 

There  is  no  other  File  like  it. 

It  is  the  only  one  with  an  adjustable  tilting: 
operated  automatically  by  a  drop  or  hingred  front. 


An  exclusive  patented  feature  which  effectually  over¬ 
comes  the  only  objection  to  Vertical  Filing-. 

For  rapid  and  convenient  reference  it  is  gruaranteed  to 
excel  all  others  or  no  sale.  Shipped  on  approval.  Freight 
paid.  No  advance  payment.  Keep  it  if  you  like  it  or  have 
us  take  it  away  free  of  all  expense  to  you. 

We  make  the  Best  also  the  Cheapest  Vertical 
Cabinet  on  the  Market. 


VVrite  for  catalogue  of  our  line 
Filing  Devices. 


of  Sectional  Cabinets  and 


The  Automatic  File  &  Index  Co. 

Green  Bay,  Wls. 


Its  use  entirely  eliminates  errors  and  brain 
fag.  Used  in  direct  connection  with  the 
figures  to  be  added  without  leaving  your 
desk.  Invaluable  for  -totaling  trial  balance 
items.  Automatic  carrier.  Guaranteed  for 
two  years.  Costs  from  $15  to  $30,  according  to 
capacity.  Small  monthly  payments  accepted. 

G.  A.  Hepinstall,  Accountant, 

Washington,  N.  C. 

Dear  Sir  ;  I  have  used  a  number  of  different  makes  of  ad¬ 
ding  machines  and  have  seen  nearly  every  kind  on  the  market, 
and  I  can  state  that  for  the  bookkeeper,  accountant  or  all-around 
office  use  the  Calcumeter  is  the  best  of  all.  Multiplication,  etc., 
can  also  be  performed  on  the  machine  as  quickly  as  on  the  high¬ 
er-priced  machines,  and  when  you  look  at  the  Calcumeter  you 
can  see  in  a  glance  that  it  will  last  a  business  lifetime,  without 
getting  out  of  order.  The  operation  is  as  simple  as  writing  with 
a  pencil,  and  does  not  tire  the  arm  as  the  key  and  lever  machines 
do.  I  heard  a  man  say  that  he  would  pay  $2.00  per  week  as  long 
as  he  remained  in  an  office  rather  than  to  be  without  it. 

G.  A.  Hepinstall,  Expert  Accountant, 

Write  for  Catalogue  No.  3. 

HERBERT  NORTH  MORSE 

30  Green  Building,  TRENTON,  N.  J.,  V.  S.  A. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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able  colors  for  autumn,  though,  to  be  sure, 
both  are  a  bit  trying  for  most  men  to  wear. 

The  correct  summer  lounge  suit  has 
broad,  low-lying  lapels  which  form  a  V, 
two  lower  and  one  upper  patch  pockets. 
The  sleeve  may  have  a  narrow  cuff  finish 
or  a  narrow  folded-back  cuff  with  one  but¬ 
ton  in  the  center.  The  lapels  are  not 
pressed  flat,  but  are  ironed  to  a  soft  roll. 

For  the  young  man  who  likes  to  thrust 
his  hand  into  his  pockets  with  a  jaunty  air, 
the  pockets  on  the  newer  summer  suits  are 


SILK  SUMMER  SHIRT  WITH  WHITE  LINEN  CUFFS. 

set  well  forward  and  some  are  vertical, 
semi-vertical  and  crescent-shaped.  The 
deep  center  and  side  vents,  as  well  as  side 
pleats,  having  become  too  common,  have 
been  discarded  and  the  correct  jacket  is  now 
cut  ventless  and  defines  the  back  but 
slightly. 

Tub  ties  are  pre-eminently  suited  to  sum¬ 
mer,  not  only  because  they  may  be  laun¬ 
dered,  but  also  because  they  are  softer  and 
lighter.  They  are  made  into  narrow  four- 
in-hands  or  bows  which  are  pinched  into  a 
narrow  knot  and  flare  decidedly  at  the  ends. 
White  is  the  coolest  and  comeliest  of  all 
colors  and  therefore  is  greatly  approved,  but 
there  are  many  other  shades  and  combina¬ 
tions  which  are  in  just  as  good  form,  soil 
less  easily  and  hence  go  longer  without  a 
trip  to  the  tub.  Summer  ties  and  handker¬ 
chiefs  are  made  to  match,  not  only  in  color 
but  also  in  pattern,  and  this  fad  is  greatly 
affected  by  young  men  who  like  to  empha¬ 
size  a  single  color  scheme  in  their  dress. 


At  the  fashionable  watering  places  white 
duck  and  canvas  shoes  with  rubber  sole.s 
are  much  approved  and,  if  white  socks  ac¬ 
company  them,  both  look  cool  and  grateful 


A  FASHIONABLE  WAISTCOAT,  COLLAR  AND  CRAVAT. 

to  the  eye,  as  well  as  somewhat  picturesque. 
“Knicker”  drawers  and  sleeveless  under¬ 
shirts  have  become  standard  articles  of  sum¬ 
mer  wear  and  their  comfort  is  too  ob¬ 
vious  to  need  dwelling  upon.  As  the  ordi 
nary  elastic  garter  is  said  to  bind  the  leg 
and  may  not  be  wholly  suited  to  wear  with 


FOLDED  FOUR-IN-HAND  FOR  SUMMER. 

knee  drawers,  a  garter  made  of  English 
pigskin  has  been  introduced.  This  has  no 
metal  to  rust  and  chafe  the  skin,  does  not 
create  perspiration  and  feels  soft  and  cool. 
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vw  Uacdtion 

We  are  making  a  special  offer  of  200 
high  grade  Turkish  or  Egyptian  cigarettes 
marked  with  monogram,  crest,  initials, 
fac-simile  or  other  design  for  $4. 

We  pack  these  cigarettes  in  attractive 
boxes  and  guarantee  them  to  keep 
fresh  for  one  year. 

PINKUS  BROTHERS 

Dept.  C,  56  New  Street,  New  York  City 
Booklet  Free.  Samples  on  receipt  of  25  cents. 


Largest 
and  Best 
Suspender 
and  Beit 
Makers 
in  the 
IMorld 


WARM  WEATHER  WEAR 
TESTS  SUSPENDER  QUALITY 

That’s  when  ordinary  suspenders 
w’ear  out  quickly — their  trimmings 
rust,  their  colors  fade  out  or  run 
and  spoil  the  linen — they  become 
lifeless  because  the  poor  quality 
rubber  used  dies  quickly. 

That’s  when  BULL  DOG  SUS¬ 
PENDERS  Prove  Their 
Great  Superiority. 

Their  trimmings  never 
rust  —  their  colors  are 
sweat-proof,  and  never 
-W  fade  and  with  webbing 
l\  containing  more  real 

'  live  rubber,  they 

Out  wear  Three  Pairs 
of  the  Other  Kinds 

Light  and  cool,  they 
are  the  most  com¬ 
fortable  hot  weather 
suspender. 

Made  in  light  and  heavy 
weights, also  extra  lengths  and 
youths'  sizes.  Your  dealer  will 
gladly  show  them  to  you  if  he 
has  them:  if  not,  we  will  send 
you  a  pair  by  mail,  post-paid, 
for  50  cents. 

HEWES  &  POTTER 
Dept.  6.  87  Lincoln  Street 

Boston,  Mass. 


The  True  Test  Ck 
Collar  Quality 

When  you  buy  collars,  do 
not  allow  the  dealer  to  evade  ll  e 
question  of  quality.  To  your 
question  "Is  this  a  linen  collar?"  demand  a 
plain  "Yes"  or  "No."  Do  not  allow  him 
to  sell  you  a  cotton  collar  under  fancy 
Dcune  said  to  be  "as  good  as  linen." 

To  wear  well  and  launder  well,  a 
good  collar,  should  be  made  of  li.ien 
—  not  cotton,  sold  as  linen. 

four-ply  —  are  "  linen  "  —  stamped 
"linen." 

JondonHown 

BRANDj 

LINEN  COLLARS 

They  are  the  only  maKe  evei 
sold  under  a  guarantee 

They  are  Collar  shrunk,  not  piece  shrunk, 
therefore  they  keep  size  and  shape  perma¬ 
nently. 

They  save  7 5%  of  all  your  collar  troubles; 

the  real  twenty-five  (25c) 
cent  kind,  but  sold  at  two- 
for-a-quarter  and  come  in 
quarter  sizes. 

They  are  a  bit  exclusive 
— not  to  be  had  everywhere. 

If  your  decJer  cannot  sup¬ 
ply  you,  send  twenty-five 
cents  for  two  London  Town 
I  Linen  Collars— cut  shows 
our  Kingsway  collar,  a  com¬ 
fortable,  stylish  warm 
weather  collar. 

MORRISON  SHIRT  ^ 
COLLAR  CO. 

Dept.  B.,  Glen  Falls,  N.  Y. 

Send  for  Book  "How  We 
Be-LinenYou."  It’s  FREE 


X 
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SETS  ON  THE 

REMENT 

COLLAR  BUTTONS' 

USED  THE  WORLD  OVER 

by  those  who  know  where  they 
get  the  most  for  their  money.  Made 
of  one  piece  of  metal.  Easy  to  button 
and  unbutton.  Stay  buttoned.  They 
outwear  any  other  button,  and  the  rolled 
plate  never  wears  off  like  other  plated 
buttons.  Also  made  in  gold  and  ster¬ 
ling.  If  damaged  in  any  way, 
change  it  for  new  one.  ^ 

At  all  jewelers  and  haberdashers. 

Send  for  story  of  Collar  Button. 

KREMENTZ  &  CO., 

65  Chestnut  Street, 

Newark,  N.  J . 
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The  belt  most  indorsed  for  summer,  meas¬ 
ures  about  an  inch  and  is  made  of  pigsl^ln 
or  Russian  leather.  There  are  invisible 
suspenders  to  supplement  the  belt  in  hold¬ 
ing  up  trousers.  They  are  worn  under  the 
skirt  and  are  hidden  from  view.  Those 
men  who  cannot  forswear  suspenders  and 
yet  do  not  care  to  wear  them  together  with 
a  belt,  will  find  that  invisible  suspenders 
solve  the  problem  of  tidiness.  Fashion  has 
swerved  from  the  stiff  sailor  shape  in  straw 
hats,  which  sorne  wag  has  called  shingles, 
to  softer  and  more  pliable  straws,  Milans, 
Mackinaws  and  the  like,  which  may  be 
shaped  to  suit  the  wearer’s  taste  and  feel 
much  lighter  and  cooler  than  the  “sailor.” 

If  one  has  a  taste  for  fancy  hat  ribbons, 
and  young  men  delight  in  them,  they  may 
be  procured  separately  from  the  straw  hat 
and  attached  by  the  wearer.  Indeed,  these 
detachable  ribbons  enable  a  man  to  wear  as 
many  differently  colored  hat  bands .  as  liis 
mood  prompts.  The  wide  approval  in  which 
gray  is  held  this  summer  has  led  to  the 
adoption  of  gray  hat  bands  on  straw  hats 
to  match  the  suits. 

If  a  man  dislikes  to  go  gloveless  in  sum¬ 
mer,  and  some  men  do,  one  may  wear  silk 
gloves,  white,  gray,  mode  in  shade.  These 
can  be  washed.  They  are  particularly 
suited  to  traveling  and  light  summer  wear, 
when  cumbrous  gloves  are  clearly  an  in¬ 
fliction. 


Pennsylvania  C.  P.  A.’s  Elect  Officers. 

The  annual  meeting  of  the  Pennsylvania 
Institute  of  Certified  Public  Accountants 
was  held  Tuesday  evening.  May  1st,  at 
Boothby’s  restaurant,  Philadelphia,  follow¬ 
ing  an  informal  dinner. 

After  the  transaction  of  the  general  busi¬ 
ness,  the  following  officers  were  elected  for 
the  ensuing  year,  viz : — President,  Adam  A. 
Ross,  Jr.;  vice-president,  Lawrence  E. 
Brown ;  secretary,  William  W.  Roror ; 
treasurer,  Charles  Lewer;  council,  William 
E.  Montelius,  Edward  P.  Moxey,  Edward 
C.  Spaulding,  J.  D.  Stinger,  William  M. 
Lybrand;  auditor,  John  F.  Steenson. 


He  Was  the  Boy. 

A  business  man  who  occupies  a  loft  on 
Canal  street  directed  one  of  his  clerks  to 
hang  out  a  “Boy  Wanted”  sign  at  the  street 
entrance  a  few  days  ago.  The  card  had 
been  swinging  in  the  breeze  only  a  few 
minutes  when  a  red-headed  little  toad 


climbed  to  the  publisher’s  office  with  the 
sign  under  his  arm. 

“Say,  mister,”  he  demanded  of  the  pub¬ 
lisher,  “did  youse  hang  out  this  here  ‘Boy 
Wanted’  sign?” 

“I  did,”  replied  the  publisher,  sternly. 
“Why  did  you  tear  it  down?” 

Back  of  his  freckles  the  youngster  was 
gazing  in  wonder  at  the  man’s  stupidiiy. 

“Why,  because  I’m  the  boy !” 

And  he  was.— Michigan  Tradesman. 


The  Term  “O.  K.” 

The  term  “O.  K.”  does  not  spring  from 
an  easy  spelling  of  “all  correct.”  It  is 
Choctaw.  There  is  in  that  language  a  word 
“okeh,”  which  means  “it  is  correct,”  or  “1 
agree  or  approve.”  It  is  often  used  alone 
to  give  assent  or  approval  to  a  suggestion 
or  proposal.  “Okeh”  was  in  common  use 
among  whites  who  had  dealings  with  the 
Choctaws  more  than  thirty  years  before  the 
Van  Buren  campaign.  It  was  a  convenient 
expression  where  parties  understood  each 
other’s  language  imperfectly  and  was  used 
to  mean  “I  understand  you  and  approve  of 
what  you  say,”  or  “I  understand  your  state¬ 
ment  and  vouch  for  its  correctness.”— 
ton  Herald. 


The  Man  at  the  Desk. 

[WALLACE  IRWIN  IN  “SUCCESS  MAGAZINE.”] 

The  Man  at  the  Desk  has  a  patient  look 
As  he  writes  and  writes  in  his  open  book, 

And  he  bends  his  back  to  the  task  before 
Like  a  galley-slave  to  his  hand-rubbed  oar. 
Columns  of  figures  he  marshals  by, 

Piled  up  decimals  mountains  high. 

Which  seem  to  sing  to  his  well-ruled  brain 
His  long,  monotonous  life-refrain; — 

“Debit,  credit,  voucher,  pay, — 

Discount,  balance,  day  by  day; 

Carried  forward,  interest,  duns, — 

So  the  monotonous  river  runs.” 

The  Man  at  the  Desk  with  the  patient  look 
Has  followed  the  rule  of  the  copybook; — 
“Early  to  bed  and  early  to  rise,” 

Yet  he’s  neither  healthy,  wealthy,  nor  wise. 
Honest,  industrious,  sober,  chained 
To  his  office  cell,  he  has  long  remained 
Dead  of  ambition,  busy  of  pen. 

Adding  up  figures  for  other  men. 

“Debit,  credit,  remit,  amount, 

Carried  forward,  close  account; 
Daybooks,  draftbooks,  interest,  duns, — 
So  the  monotonous  river  runs.” 

The  Man  at  the  Desk  with  the  patient  look 

Has  written  his  life  in  the  open  book. 

Has  charged  up  youth  with  a  small  amount. 

And  crossed  off  Love  as  a  closed  account. 

Yet  bright  are  the  tears  in  his  faded  eye 
As  the  column  of  figures  marches  by, 

Black  of  ink  and  with  mourning  brave 
Like  a  last  parade  to  a  yawning  grave. 

“Debit,  credit,”  the  bugles  play, 
“Discount,  balance,  voucher,  pay. 
Carried  forward,  interest,  duns,— 

So  the  monotonous  river  runs. 
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OVERNMENT  POSITIONS 

More  than  30,000  appointments  made  last 
year.  Chances  better  tlian  ever.  Thousands 
we  prepared  have  been  appointed.  Estab¬ 
lished  1893.  Work  confidential.  No  political 
influence  needed.  Common  school  education 
sufficient.  Full  particulars  free  concerning 
positions,  salaries,  examinations  (held  in 
every  State),  sample  questions,  etc. 

National  Correspondence  Institute, 

41 -70  2d  Nat’IBankBldg.,Washington,D.C. 

EVERY  ADVERTISER 

And  Mail  Order  Dealer  Should  Read 
**The  Western  Monthly/® 

An  Advertiser’s  Magazine.  Largest  circulation  of  any  adver- 
^sing*  joiunal  in  America^  Contains  80  to  96  pages  every  issue. 
Regular  departments  every  month  with  many  valuable  contri= 
butions  from  America’s  leading'  advertising  men.  Best 
bchool  of  Advertising’*  in  existence.  Sample  copy  free. 
THE  WESTERN  MONTHLY,  805  Grand  Ave.,  Kansas  City,  Mo. 


PENMANSHIP 

Thoroughly  taught  you  at  home  by  mail  during  some  of  your 
spare  time.  A  good  handwriting  has  proved  a  fortune  to 
thousands.  Mills’s  Correspondence  School  of  Penmanship  is 
the  most  thorough  and  practical  institution  of  its  kind.  Mr. 
Mills,  who  teaches  every  student,  is  conceded  to  be  the  finest 
penman  in  America.  Send  stamp  for  full  particulars. 

E.  C.  MILLS,  Penman,  195  Grand  Ave.,  Rochester,  N.  Y. 


ANTI-CROOKED  HEEL 
CUSHIONS 

Will  prevent  running  over  the  Heels  of  Shoes. 
Acts  as  a  cushion  and  can  be  adjusted  to  make 
the  wearer  taller  if  so  desired.  Makes  walk¬ 
ing  a  pleasure.  At  all  shoe  stores  or  by  mail 
,on  receipt  of  price,  50  cents  per  pair,  any 
|size,  worn  inside  of  shoes. 

NATHAN  ANKLE  SUPPORT  CO.,  88g  Reade  Street,  NEW  YORK 


GEM 


HAIL 

CLIPPER 


Produces  the  beauty  curve 
•better  than  if  scissors  are 
used.  The  Gem  lasts  longer 
than  any  on  the  market. 

TRIMS- FlltS-CUiS 

- and - 

RTM0VT8  RANGNAIIS 

For  sale  everywhere  —  sent 
postpaid  25  cents.  Large  size 
with  sterling  silver  liandle, 
for  dressing  table,  |1.00. 

Send  2-cent  stamp  /or  "Care 
of  the  Nails." 

H.C.  COOK  CO.,  91  Main  St. 
Ansonia,  Ct. 


PATENTS 


SHEPHERD  &  PARi^ER 

Attorneys-at-Law  and 
Solicitors  oif  Patents 
882  F.  Straeto  Washlngtoiio  DcC. 

- -  and  TRADE  MARKS  secured  promptly.  Highest  references 

U79in  promineiBt  amsanufacturers.  Write  for  Inventors  Hand  Booko 


Send  10  cents 
in  silver  or 
stamps  for  a 
large  sample 
pouch  and 
booklet;  both 
will  be  a  de¬ 
light  to  you 


A  PERFECT  SMOKE 

is  enjoyed  by  the  man  who  uses  in 
his  pipe  the  mild,  fragrant  and  sooth¬ 
ing  French’s  Mixture.  It  is  a  wonder¬ 
ful  blend  of  North  Carolina  Golden 
Leaf,  whose  natural  aroma  and  ex¬ 
quisite  fragrance  is  peculiar  to  the 
Piedmont  section  where  it  is  grown. 

French’s  Mixture 

is  thoroughly  matured  and  ripened  by 
age,  and  as  mellow  as  a  rare  old 
whiskey.  It  is  made  nearly  alto¬ 
gether  by  hand  in  the  old-fashioned 
way.  Never  bites  the  tongue;  rich, 
smooth  and  delicious.  Purest  and 
highest  grade  tobacco  manufactured. 

Not  sold  by  dealers,  but  direct  to 
smokers  in  perfect  condition. 

FRENCH  TOBACCO  COMPANY 
Dept.  J.  Statesville,  N.  C. 


WITHOUT  EXERCISE 

the  exhilarating  effect  on  a  warm  summer  day  of  THE 

ADRIENNE  HEALTH  BRACE.  A  scientific  appliance 
for  men,  women  and  children  that  cultivates  and  per¬ 
manently  maintains  a  strong,  vigorous  body  and 
perfect  health.  Straightens  and  Prevents  Round 
Shoulders.  Deep  breathing  is  the  secret  of  good 
health.  The  Adrienne  la  the  secret  of  deep  breath¬ 
ing.  Write  today  for  Descriptive  Booklet— FREE. 

Dept.  B,  COOD  FORM  COMPANY, 

256  West  143d  Street,  NEW  YORK 


ELiCTRIG 


fWPPLIES,  TELEFHOMlS„ 
M  P  L,  T I  ^  So  Catalog  of  200  Frs®, 
Jif  Its  Electnc  we  have  it.  Big  Catalog  4c ■ 

fHSO  ELECTRIC  WORKS,  CLEVELANDq  OHIC 
World’s  Headquarters  for  Electric  Novelties,  Toys,  Fans. 
Dynamos,  Batteries,  Books.  We  Indcrsell  AIL  WintAflenb 


Can  you  be 
comfortable 
without  the 
Q ORDON 
a  d  V  a  n  tages  ? 

They  are  made 
in  four  lengths 
— 33,  35,  37  an^ 

40  inch.  Will  fit 
everybody.  They 
slide  freely  in  the 
back  equalizing 
the  strain,  without 
friction,  bulk  or 
unsightliness.  The 
slide  buckle  and  cast 
off  are  the  “fixed  in  a 
second”  kind.  If 
your  dealer  won’t 
supply  you  write 
us  on  your  busi¬ 
ness  stationery 
and  we  will 
send  you  a  pair 
on  approval 
and  you  can 
remit  in  the 
coin  card  which  is  en¬ 
closed. 

GORDON 


He  prefers 

you  to  take 
your  50  cts. 
into  your 
dealer  for  Gor 
don  Suspenders, 
as  any  dealer 
should  be  glad 
to  put  in  the  GOR¬ 
DON  to  meet  the 
large  demand.  If 
your  dealer  hasn’t 
them  he  can  order 
them  from  any  job¬ 
ber.  Youdonotwant 
the  “just  as  good”  sus¬ 
pender.  You  want  the 
GORDON.  It’s  the 
GORDON  or  no  sus¬ 
penders  today  for 
you.  Get  a  pair 
somewhere. 
GORDON  sus¬ 
penders  are 
made  by  the 
Suspender 
brains  of  this  country. 

IVIRO.  CO. 


Department  12,  New  Rochelle,  N.  Y. 
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Life  Insurance  is  Freedom 

From  Present  Anxiety  and  Future  Worry 

THE  PRUDENTIAL 

Policy  Provides  Family  Independence  for  the  future. 

Funds  for  Education  of  Children. 

Freedom  in  use  of  present  Income  and  Capital. 

Cash  for  later  needs, and  many  other  advantages. 

You  Want  the  Best  in  Life  Insurance 

The  Prudential  Has  the  Best  for  You. 

Write'now,  tell  us  how  much  you  can  afford  to  invest  every  year  in  Life  Insurance, 
how  much  insurance  you  would  like  to  obtain,  and  your  age,  and  we  will  help  you  to  a 
decision  to  your  advantage.  Address  Dept.  125, 

The  Prudential  Insurance  Company  of  America 

Incorporated  aa  a  StocK  Company  by  the  State  of  New  Jersey 


JOHN  F  DRYDEN,  President 
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A  Course  in  Salesmanship  FREE 

Practical  Training  School  Conducted  by  Sales  Experts 


Theories  about  Salesmanship  are  a  great 
deal  like  soap  bubbles.  They  are  easy  to 
evolve  and  mighty  pretty,  but  prick  them  with 
the  sharp  point  of  practical  experience  and — 
presto!  Where  are  they? 

The  Oliver  School  of  Practical  Salesman¬ 


ship  deals  with  FACTS,  not  theories — with  the 
actual  conditions  that  the  salesman  must  meet 
and  master,  if  he  would  reach  the  top. 

We  offer  a  full  course  in  this  school — 
tuition  free  and  all  expenses  paid — to  one  man 
in  each  community  who  is  ambitious  to  learn 
and  to  earn. 

The  Oliver  Organization  of  Sales  Experts 
is  used  as  a  great  training  school  of  Practical 
Salesmanship. 

Its  members  are  engaged  in  the  actual 
work  of  selling  goods,  and  have  made  a  record 
unequalled  for  the  brilliancy  of  its  achieve¬ 
ments.  We  give  you  the  benefit  of  their  com¬ 
bined  knowledge. 

We  can  only  afford  to  expend  our  time 
and  money  in  training  men  of  sound  character 
and  capacity  for  hard  work. 

Training  is  in  actual  work.  You  learn 
Salesmanship  WHILE  YOU  SELL.  You 
make  money  even  out  of  your  mistakes. 


You  are  not  given  a  few  words  of  advice 
and  then  started  out  with  the  injunction  to 
“sink  or  swim.”  One  of  our  Sales  Experts 
will,  if  need  be,  assist  you  in  closing  sales 
until  you  have  learned  the  knack  of  securing 
signatures  on  the  “dotted  line.”  You  will 
receive  all  the  profit  on  such  sales. 

Never  in  the  history  of  merchandising 
were  the  demands  for  trained  salesmen  so 
insistent.  The  market  is  over-run  with 
“routine”  men  who  work  and  think  in 
grooves. 

The  big  salaries  go  to  the  men  who 
can  think  and  act  for  themselves. 

Our  Course  in  Practical  Salesmanship 
will  develop  you  into  a  high-salaried  sales¬ 
man,  if  you  have  the  ambition  and  initiative. 

As  soon  as  you  become  a  member  of 
our  Organization ,  your  training  in  Practical 
Salesmanship  begins.  We  make  you  a 
Local  Agent  for  the  Oliver  Typewriter, 
giving  you  exclusive  territory  for  the  best, 
most  popular  and  easiest  selling  typewriter 
on  the  market. 


'T& 


OUIVER 

The  Standard  Ids/ble  Writer 

is  compact  and  durable,  swift  and  versatile, 
simple  and  sensible. 

It  is  a  powerful  manifolder,  an  accurate 
tabulator  and  is  a  visible,  legible  writer. 

You  step  right  into  an  established  business 
that  should  easily  add  $300  a  year  to  your  pres¬ 
ent  income  if  you  devote  only  part  of  your  time 
to  the  work.  But  if  you  devote  all  your  time 
to  the  work,  you  should  make  $300  a  month, 
or  more,  with  the  practical  training  we  give 
you  without  cost. 

There  is  still  some  open  territory. 

The  sooner  you  apply  for  the  Free  Course 
in  Practical  Salesmanship,  the  better  your 
chances  are  of  getting  an  exclusive  territory 
assignment. 

Write  for  details  of  our  propositon  at  once. 

Become  a  business-getter  and  a  money¬ 
maker! 


THE  OLIVER  TYPEWRITER  CO.,  149  Wabash  Ave.,  CHICAGO,  ILL. 

Principal  Foreign  Office— 75  Queen  Victoria  Street,  London. 


^  HEN  your  work  is  at  its  worst,  think  of 
all  the  help  a  thoroughly  satisfactory 
A.dding  Machine  could  give  in  your  busi¬ 
ness,  then  test  the  No.  5  (the  test  is  free) 


Adding Machine 


It  will 

Decrease  costs 
Lighten  labor 
Prevent  errors 
Insure  accuracy 
Stop  Vvorry 
Lessen  friction 
Test  it  and  see 
for  yourself 


Prints  those 
Red  Totals* 


OPERATED  BY 
HAND 


We  make  electric  machines  also 


M  General  Offices  and  Factory 

Adding ^achine  Co.  ^sos  laclede  ave 

SALE  OFFICES  IN  ALL  PRINCIPAL  CITIES 


AIU18 


“BREAK  THE  RAILROAD’S  THRO  TTLING  GRIP 


REG,  U  S.  PAT.  OFFICE 


BUSINESS  MAN’S 
MAGAZINE 


AUGUST,  1906 


AND  THE  BOOK-KEEPER 

E.  H.  BEACH,  Editor 


PRICE  10  CENTS 


HON.  CHAS.  E.  TOWNSEND 
Alichigan’s  United  States  Senatorial  Candidate 
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The  Machine  You  Have  Been  Looking  For  ^ 
''The  Right  Machine  at  the  Right  Price 
"The  Item  Showing'  Machine— 


BEACH  CALCULATING  MACHINE 

A  Perfect  Non-Listing  Machine 


»«iil 


EVERY 

ITEM 

SHOWN 

IN 

BLACK 

FIGURES 


I®  3, 


V 

r  3^*3 1 


j®  2 


®3i 


ALL 

TOTALS 

SHOWN 

IN 

RED 

FIGURES 


44 


Capacity :  $9,999,999.99 

You  take  the  Machine  to  your  books,  not  the  books 

to  the  Machine.'' 


SEND  FOR  CATALOG  AND  TESTIMONIALS 


SIMPLE — DURABLE — CORRECT 

The  Beach'Kauifman  Manufacturing  Company 

DETROIT,  MICH.,  U.  S.  A. 
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NATIONAL  LINE! BLANK  BOOKS 


^HE  EAGLE  LOOSE  LEAF 
LEDGER  is  designed  to 
meet  the  wide  demand  for  a 
moderate  priced  book  of  tasteful 
appearance  and  strong,  simple  con¬ 
struction. 

To  remove  a  leaf  it  is  only  neces¬ 
sary  to  give  the  binding  posts  a  short 
turn  to  the  left,  using  a  coin  for  a 
key.  The  book  may  then  be  press¬ 
ed  apart  at  any  point  and  a  leaf 
removed  or  inserted. 

The  popular  price  and  the  ab¬ 
sence  of  all  complicated  mechanism 


make  this  book  especially  suitable 
for  individual  use. 

Like  the  entire  NATIONAL 
LINE  OF  BLANK  BOOKS,  it 

contains  the  best  paper  made  for 
the  purpose. 

Ask  your  stationer  for  the  NA¬ 
TIONAL  EAGLE  LOOSE 
LEAF  LEDGER.  If  he  hasn’t 
it,  write  to  us  for  a  full  description 
and  price  list. 

Let  us  mail  you  several  issues 
of  our  bright  little  publication, 
“The  National.” 


NATIONAL 
BLANK  BOOK 
COMPANY 


H  O  L,  V  O  K  E 
MASS. 
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Blessed  Be  Drudgery? 


Unnecessary  Drudgery  is  not  Blessed. 

The  Bookkeeper’s  most  disagreeable  duty  is 
the  preparation  of  Monthly  Statements  to  Custo¬ 
mers.  The  usual  method  consumes  too  much 
time — frequently  night  work. 

The  Baker- Vawter  Monthly 
Statement  System 

Promises  the  following  advantages: 

Ledger  Posted  and  Statement  Itemized 
at  One  Writing. 

Statement  Always  Ready. 

Facilitates  Collecting — Helps  Credit  Man. 
Duplicate  Statements  Rendered  Easily. 
Dispenses  with  Pass  Books  in  Retail  Stores. 
Uniform  Statement  for  Either  Long  or 
Short  Accounts. 

Applicable  To  Any  Business 

Wholesale— Retail— Jobbing— Manufacturing- 

Clubs — Banks — Newspapers — etc.,  etc. 

Ask  for  Particulars 

'‘IV/iy  Should  a  Live  Man  Handle  Dead  Matter?'^ 

Baker-Vawter  Company 


New  York 


Chicago 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Coo  Old 
Coo  Bu$y 
Coo  mi$e 


Unless  you  are  too  old  to  learn — too  busy  lo  try — or 
too  wise  to  want  to — we  can  show  you  how  to  increase 
your  income. 

Say  “Nonsense”  if  you  want  to ! 

But  wait  until  you  hear  what  we  have  to  offer.  Let  us 
show  you  our  plan.  Let  us  tell  our  story. 

You  do  not  bind  yourself  to  pay  anything” — or  to  buy 
anything — or  to  do  anything,  except  hear  what  we  have 
to  say. 


The  International  Accountants'  Society,  Inc. 

82  W.  Fort  Street,  Detroit,  Mich. 

Tell  me  your  plan  for  increasing  my  income — the  information  to  be  FREE, 

Name . . 

Address . . 

Town  and  State . 

Occupation . . 

Line  of  Business . 


Use  the 
Coupon 


INTERNATIONAL  ACCOUNTANTS'  SOCIETY.  Inc. 

82  W.  FORT  STREET  DETROIT,  I'lCH.,  U.  S.  A. 


Please  mention  The  Business  Man's  Magazine  when  writing  to  advertisers. 
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^  The  First  Steps  to  a  Better  Position 

Consists  in  absorbing  everything  that  it  is  possible  to  learn  about  your  present  work. 
When  you  have  mastered  the  details  of  your  present  position  it  is  tirne  to  step 
taking  the  next  step  it  will  be  an  invaluable  help  to  know  something  of  the  difficulties 
that  will  confront  you  in  your  new  position,  and  to  have  at  your  finger-tips  the  worked- 
out  solution  of  actual  problems  that  will ;  without  such  help,  be  the  cause  of  fa^re. 

This  advertisement  sounds  an  opportunity  that  you  cannot  afford  to  neglect,  hlere 
is  a  chance  to  increase  your  earning  capacity.  Here  is  an  opportunity^  for_  the  employer 
to  know  to  a  penny  how  much  is  being  realized  on  every  cent  invested  in  his  business. 


BOOK-KEEPER  PUBLISHING  CO.,  Ltd. 

82  W.  Fort  St.,  Detroit,  Mich.  ^ 

Gentlemen:  Enclosed  find  $3.00,  for  which  send  me  immediately, 
on  approval,  one  “Thorne’s  20th  Century  Book-Keeping  and  Business 
Practice,”  special  De  Luxe  edition,  in  accordance  with  thirty-day  offer 

_ twelve  lessons  as  described — one  set  of  examinations.  Send  by 

express  prepaid. 

Name . 

Town . 

Address . 

State . 
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Q 


All  the  Business  Colleges  in  the  World 

Cannot  offer  you  the  concentrated,  practical  business  knowledge  that  is  condensed  within 
the  covers  of  THORNE’S  BOOK.  Not  alone  do  you  learn  the  best  or  most  up-to- 
date  methods  of  accounting  and  book-keeping,  but  you  get  plan  after  plan,  idea  upon 
idea,  to  get  business,  to  hold  it— in  fact,  you  get  knowledge  that  no  school  or  c  ass-room 
theorist  can  give  you.  You  get  vital  information  that  only  a  practical,  successful  business 
man  can  give— knowledge  that  has  been  wrung  from  years  and  years  of  experience, 
successful  plans  that  have  been  snatched  out  of  the  very  teeth  of  failure.  You  get  for 
the  mere  studying,  knowledge  that  has  cost  thousands  of  dollars  and  years  of  the  hardest 

kind  of  earnest  effort  to  acquire. 

It’s  Not  a  Mere  Book-keeping  Text  Book 

It’s  a  veritable  storage  battery  of  brain  energy.  Edition  after  edition  of  this  famous 
work  has  been  exhausted,  and  although  every  copy  has  been  sold  strictly  on  approval  we 
can  count  the  refunds  that  we  have  made  on  the  fingers  of  one  hand,  and  all  that  we 
want  is  a  chance  to  prove  our  claims.  We  are  more  than  anxious  to  have  you  examine 
the  book  at  our  expense.  A  two-penny  stamp  will  obtain  this  privilege  for  you.  Read 
the  coupon  below  carefully,  cut  it  out  and  send  it  in  today.  You  are  bound  to  get,  even 
from  a  cursory  examination  of  the  book,  information  that  cannot  possibly  be  secur^  in 
one  man’s  life-time  or  experience.  Even  then  you  are  not  required  to  keep  the  book 
unless  you  are  satisfied  that  it  will  remain  a  permanent  paying  asset. 

Our  guarantee  stands 
back  of  every  sale.  You 
can  learn  to  become  a 
competent  book-keeper 
merely  by  studying 
Thorne’s  Book.  Get  it 
— try  it — if  you  don’t 
agree — we’re  the  loser 
— not  you. 
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To  Stenogfraphers 


WE  WANT  YOU  TO  KNOW 


The  Shorthand  Writer 

and  Law  Register 


It  is  edited  by  Robert  F.  Rose  and  W.  L.  James,  expert  court 
reporters — the  only  weekly  periodical  of  its  kind  published — and  is 
designed  to  instruct  in  the  highest  branches  of  the  shorthand  art. 

The  Court  Reporting  Department  gives  the  short  cuts  and  expedi¬ 
ents  used  in  this  class  of  work,  explains  the  various  forms  and  teaches 
the  methods  used  in  the  largest  court  reporting  offices.  Fully  illus¬ 
trated  with  shorthand  notes,  written  by  the  most  expert  reporters. 

The  Legal  Pleading  Department  explains  the  work  encountered 
in  law  offices,  teaches  the  various  legal  pleadings  in  common  law  and 
equity,  and  illustrates  them  in  the  shortest  and  most  legible  shorthand. 

The  Encyclopedia  of  the  Crafts  shows  the  method  of  manufacture 
of  all  known  commercial  articles,  explains  the  technical  terms,  and  is 
fully  illustrated  in  shorthand. 

The  Employment  Department  is  for  the  use  of  all  subscribers, 
without  cost.  Stenographers  are  placed  in  positions  throughout  the 
United  States,  Canada  and  Mexico. 

Send  ten  cents  for  a  trial  subscription  of  one  month  (four  issues). 


Do  it  today,  addressing 

The  Shorthand  Writer 


Suite  25,  79  Clark  Street 


Chicago,  Ill 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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PURCHASE 


ADVERTISING, 


HOW? 


The  man  who  knows  how  to  reduce  the  friction— how  to 
build  a  smooth  running  business  machine — how  to  get  every 
possible  ounce  of  power  from  each  wheel  and  cog  in  the  machine 
—does  not  need  our  assistance.  He  is  in  demand  and  names 
his  own  salary. 

CL  The  man  we  want  to  help  is  the  man  who  has  not  mastered 
the  science  of  business  organization.  We  have  something  to 
say  to  the  man  who  is  weighed  down  with  detail— the  man 
whose  work  is  never  completed. 

CL  Are  you  ambitious  to  fill  a  better  position — do  you  want  to 
advance— have  you  ever  hesitated  to  apply  for  one  of  those 
responsible  executive  positions  because  you  doubted  your  ability 
to  fill  it— are  you  willing  to  devote  a  little  hard  work  to  prepare 
for  something  better?  Then  our  Course  in  Systematizing 
is  for  you  ?  We  can  help  you— we  can  teach  you  how  to  reduce 
the  friction. 

CL  No  matter  what  position  you  occupy— from  clerk  to  executive 
—you  will  be  interested  in  our  plan.  Send  us  the  coupon  and 
we  will  mail  you  full  information  at  once. 


FACTOPlY 


^^HfPPING' 


' "  '  ‘  You  may 

'  tell  me  how  you  - 

propose  to  help  me  to 
;  advance. 

Name . 

Address . 

Position . 

To  The  International  Accountants’  Society 

72  W.  Fort  Street,  .  -  -  -  Detr 
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EASY  PURCHASE  PLAN 


A  Complete 
Business  and  Accounting 


FOR  50  CENTS  A  WEEK 

$30  Worth  of  Books  for  $24 


MST  OF  BOOKS 


General  Book-keeping 

Thorne’s  20th  Century  Book-keeping  and  Bus¬ 
iness  Practice . $3.00 

The  latest,  best  and  most  practical  text  book  on  the 
subject.  Short  Methods,  Proving  Work,  Locating  Er¬ 
rors,  Opening  and  Closing  Books,  Partnership  Adjust¬ 
ments,  Special  Systems,  etc, 

Goodwin’s  Improved  Book-keeping  and  Business 


Manual .  3.00 

Averaging  Accounts . 50 


The  book-keeper  will  be  glad  to  have  this  book  in  his 
library  when  called  on  for  complicated  equations. 

Corporation  Accounting 

Keister’s  Corporation  Accounting  and  Auditing.  $4.00 

Corporation  Stock  Books,  Formation  of  Corporations 
and  Trusts,  Consolidations,  Bond  Issues,  Sinking  and 
Reserve  Funds,  Corporation  Law,  Difficuit  Entries,  etc. 


Pointers  for  Stockholders . 50 

Selling 

Sales  Promotion . $2.00 

The  Art  of  Business  Getting . 50 

Credits 

The  Credit  Man  and  His  Work . $2.00 

The  only  practical  book  on  the  work  of  the  Credit 
Department. 

Business  Correspondence 

Commercial  Correspondence . $2.00 

A  practical  work  on  Business  Letter  Writing.  A  work 
for  the  business  man,  not  for  the  school  boy. 

Cost  Accounting 

Hall’s  Manufacturing  Cost . $2.00 

An  exposition  of  the  general  principles  of  cost  account¬ 
ing  and  how  they  may  be  adapted  to  the  requirements  of 
different  industries. 

The  Factory  Manager . 50 


AND  SUBJECTS; 

Special  Business  Books 

Accounting  Systems  for  the  Wholesale  Grocery 


and  Hardware  Business . $  .50 

Accounting  for  Department  Stores . 50 

Accounting  for  the  Retail  Business . 50 

The  Voucher  System . 50 

Time  Record  and  Pay  Roll  Systems . 50 

Numerous  illustrations  of  Time  and  Pay  Roll  Books 
and  Card  Systems. 

Business  Short  Cuts .  1.00 

Short  Cuts  and  Pointers  for  Everybody. 

Tabloid  Systems .  1.00 


Complete  Systems  for  Hundreds  of  Special  Cases. 

All  profusely  illustrated.  Include  Sectionalization, 
Comparative  and  Departmental  Records,  Columnar 
Account  Books,  etc. 

Hints  to  Stenographers . 50 

The  Factory  Manager . 50 

Checking  or  Proof  Systems 

The  Detroit  Book-keepers’  Balance  System _ $  .50 

How  to  Do  Without  a  Trial  Balance . 50 


All  kinds  of  methods  of  proving  work  on  account 
books  are  expiained  and  iilustrated  in  these  two  books. 

Auditing 


Duties  and  Procedure  of  Auditors . $  .50 

A  valuable  treatise  on  the  work  required  of  Account¬ 
ants  in  cases  of  Amalgamation  or  Consolidation  of 
Corporations. 

Science  and  Practice  of  Auditing .  1.00 

Law 

Burdick’s  Business  Law . $2.00 


Total  Value,  $30.00. 

•  To  approved  purchasers  we  will  furnish  this  complete  Accounting 
>^14T  •  Library  for  Only  $24.00,  payable  $2.00  down  and  $2.00  monthly  until 

- ; ; — ^  full  amount  of  purchase  has  been  paid.  The  Library  will  be  for¬ 
warded  (express  prepaid  within  the  limits  of  U.  S.  and  Canada)  immediately  on  receipt  of  first  payment. 
Should  any  purchaser  already  possess  one  or  more  of  the  above  listed  text  books  he  may  deduct  from  amount  of 
contract  80  per  cent,  of  list  price  of  such  books. 

The  Book=Keeper  Publishing  Company,  Ltd. 

Book-Keeper  Building  DETROIT,  /VIICHIQAN 

(over) 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


It 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


The  Complete 

Business  and  Accounting  Library 


INSTALLMENT  ORDER  FORM 


190- 


To  The  Book-Keeper  Publishing  Co.,  Ltd. 

DETROIT,  MICHIGAN. 

Gentlemen  :  Ship  to  me  at  once,  carriage  paid,  the  Complete 
Business  and  Accounting  Library,  as  described  on  the  reverse  side  of  this 
blank.  For  this  I  agree  to  pay  $24.00,  in  monthly  payments  of  $2.00  each. 

I  enclose  $2.00  herewith  and  promise  to  pay  $2.00  on  the - 

day  of  each  month  hereafter  until  I  have  paid  $24.00  in  all. 


Name 


Street - 


Town 


State  _ 


Business  Reference 


(Employer  or  otherwise  is  desired) 


Terms:  $20.00  Cash;  $24.00  in  easy  payments 

/ 

THE  BOOK-KEEPER  PUBLISHING  COMPANY,  Ltd. 

BOOK-KEEPER  BUILDING,  DETROIT,  MICHIGAN 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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A  PERFECT  HOME  GYMNASIUM 

The  Finney  Striking  Bag 

CAN  BE  SET_UP  IN  ANY  ROOM  IN  THE  HOUSE 


This  is  a  very  great  improvement  upon  all  forms 
•of  striking  (or  punching)  bags  heretofore  in  use. 
It  is  adapted  to  athlete  or  novice,  in  gymnasium 
or  home.  It  stands  erect,  as  it  should,  and  being 
readily  adjustable  is  always  at  just  the  right 
height  for  the  person  using  it.  You  can  knock  it 
as  hard  and  as  fast  as  you  like  and  it  returns 
promptly  to  position,  without  noise  or  commotion. 
You  always  know  where  to  find  it.  It  don’t  hit 
you  on  the  nose  while  you  are  looking  for  it.  It 
offers  a  pleasing  degree  of  resistance  and  incident¬ 
ally  avoids  the  straining  of 
muscles  from  striking  against 
air  as  so  often  results  in  the 
use  of  the  bag  suspended 
from  a  cord. 

This  unique  device  has  been 
evolved  through  long  experi¬ 
ment  and  rigid  tests  and  in 
its  present  perfection  com¬ 
bines  great  strength  and  dur¬ 
ability  with  compactness  and 
beauty.  It  is  an  ornament  to 
the  home.  It  occupies  little 
space  and  may  be  set  up 
anywhere  in  a  few  minutes. 

A  wire  cable  connected  with 
an  adjustable  spring  within  a 
sliding  tube  is  attached  by  a 
strong  metal  link  to  the 
rounded  base  of  the  standard 
supporting  the  bag.  Simplic¬ 
ity  itself — yet  it  was  a  long 
time  coming.  The  athletic 
world  has  struggled  along  for 
years  with  clumsy  contriv¬ 
ances  until  this  idea  crystal¬ 
lized  in  the  brain  of  a  mod¬ 
est  genius. 

The  striking  bag  is  indis¬ 
pensable  to  every  trainer  and 
to  every  gymnasium.  It  af¬ 
fords  a  fascinating,  exhilar¬ 
ating  exercise.  It  expands 
the  lungs,  makes  muscle  and 
promotes  agility,  brain,  pre¬ 
cision  and  grace  of  move¬ 
ment.  Every  physician  and 
every  physical  culturist  knows 
its  value. 

Every  home  ought  to  be 
provided  with  something  in 
the  line  of  gymnastic  exer¬ 
cise.  It  is  not  only  a  pleas¬ 
ure  to  have  such  things  in  the  home,  but  often 
of  great  profit.  Let  the  girls  use  it.  Use  it 
yourself  you  and  your  wife.  It  will  fix  up  your 
appetite  and  your  digestion.  Medicine  and  stimu¬ 
lants  will  be  unnecessary.  You  will  not  forget  to 
use  it.  You  will  not  tire  of  it.  Exercise  with 
pleasure  that’s  the  thing.  All  hands  Will  vote 
It  the  best  investment  you  ever  made. 


IN  USE  AT  COLLEGES 

Gymnasium  at  Cornell  University,  Ithaca,  N.  Y. 
Summer  School  of  Yale  University,  New  Haven, 
Conn.  Young  Men’s  Christian  Association,  Wilkes 
Barre,  Pa.  State  Normal  School  at  Fredonia,  N. 
Y.  Young  Men’s  Christian  Association,  Detroit, 
Mich.,  and  Detroit  Athletic  Club,  Detroit,  Mich. 

EXPERT  TESTIMONY 

Prof.  P.  H.  Baker,  Boxing  Teacher,  Cornell 

University:  “It  is  an  antag¬ 
onist  and  almost  human — ■ 
indispensable  to  box  ers.  No 
teacher  can  afford  to  be  with¬ 
out  it.’’ 


litl 


m. 


Mm 


— 


Dr.  W.  G.  Anderson,  Yale 
University  Summer  School, 
New  Haven,  Conn.:  “I  have 
seen  enough  of  the  Striking 
Bag  to  say  a  good  word  for 
it.’’ 

Prof.  Wm.  H.  Ball,  Phys¬ 
ical  Director  Y.  M.  C.  A 
Detroit,  Mich.:  “It  over¬ 

comes  the  objectionable  fea¬ 
tures  of  other  striking  bags. 
It  will  prove  a  very  popular 
means  of  physical  exercise 
and  I  am  sure  will  be  a  great 
success.’’ 

John  M.  Tyson,  Physical 
Director,  Y.  M.  C.  A.,  Wilkea 
Barre,  Pa. :  “I  consider  the 
Finney  Striking  Bag  as  one 
of  unusual  merit  and  bound 
to  be  a  great  success.  It  is 
not  only  strong  but  lively 
and  should  be  in  every  home. 
I  can  conscientiously  recom¬ 
mend  it  to  both  home  and 
gymnasium,  as  an  ideal  piece 
of  apparatus.” 


It  has  been  on  the  market 
only  a  few  months.  W^e  are, 
however,  prepared  to  fill  or¬ 
ders. 


We  solicit  correspondence 
.  from  directors  of  gymnasi¬ 

ums  and  every  person  interested  in  higher  and 
more  advanced  ideas  of  physical  training  in  edu¬ 
cational  institutions  and  the  home.  We  are  de¬ 
sirous  of  establishing  State  agencies  and  also 
will  entertain  propositions  for  sale  of  territory 
direct  or  with  a  view  of  manufacturing  on  a 
royalty. 


PHco  $lS.OO,  Delivered 


Anywhere  in  the  United  States 


C.  D.  BURTON, 


Box  816,  Detroit,  Michigan 


Please  mention  The  Business  Man’s  Magastine  when  writing  to  advertisers. 


N- 4  Sr'S 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


Concentrate  the  Vital  Facts 
Eliminate  Estimates! 


O,  If  you  are  interested  in  a  manufacturing  plant 
—whether  you  are  proprietor  or  an  employee— 
the  method  of  obtaining  costs  concerns  you.  You 
want  to  know  that  your  cost  system  is  perfect  ■ 
that 'it  gives  you  all  of  the  information  a  cost 
system  should  give. 

CL  Does  your  cost  system  show  you  the  actual 
value  of  raw  material  on  hand  today? 

CL  Does  your  cost  system  show  you  the  actual 
cost  of  the  unfinished  goods  in  your  factory  to- 
night? 

C,  Does  your  system  show  the  actual  cost  of  all 
finished  goods  in  your  warehouse? 


C,  Is  your  distribution  of  expense  absolutely  ac¬ 
curate? 

<1,  Can  you  prove  your  cost  figures  by  compari¬ 
son  with  the  general  ledger— just  as  you  prove 
your  cash  balance? 

CL  Unless  you  can  answer  “yes”  to  every  one  of 
these  questions,  there  is  something  lacking  in  your 
cost  system.  The  Improved  Balance  System  of 
Cost  Accounting  will  supply  that  want. 

O.  Would  you  like  to  know  how  to  obtain  these 
results,  no  matter  what  you  make? 

C,  Fill  out  the  coupon,  telling  us  what  you  make, 
mail  it  to  us,  and  the  information  will  be  sent 
immediately. 
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EVERY  BUSINESS  MAN 

who  has  his  business  at  heart  is 
neglecting  it,  if  he  fails  to  attend  the 

FIFTH  NATIONAL  BUSI¬ 
NESS  SHOW 

Madison  Square  Garden,  New  York  City 

October  27th  to  November  3rd,  1906 


CE.  For  no  progressive  business  man,  anxious  to  improve  his  methods, 
cut  down  his  expenses  and  increase  his  profits,  can  afford  to  miss 
this  Show. 

CIL  Here  will  be  shown  hundreds  of  the  latest  business 
devices  and  appliances,  any  one  of  which  will  be  worth 
hundreds  of  dollars  to  a  business  man  in  his  business. 

CE,  You  couldn’t  spend  a  more  profitable  week  anywhere  else,  seeing 
all  the  new,  up-to-date  business  appliances  and  systems  for  conducting 
your  business. 

THE  CLEARING  HOUSE  FOR  NEW  IDEAS 
TO  ALL  BUSINESS  MEN. 


CL  This  Show  will  be  larger  and  more  complete  than 
any  other  Show  of  its  kind  ever  held. 

CE,  For  further  particulars  address: 

COCHRANE  &  PAYNE,  Managers 

1734-1735  Park  Row  Building 
NEW  YORK  CITY 


To  Manufacturers  of  Office  Appliances : 

We  have  several  very  choice  spaces  still  open,  and  if  you  want  to 
bring  your  goods  to  the  attention  of  over  200,000  business  men  from  all 
parts  of  the  country,  we  advise  you  to  write  TO-DAY,  as  spaces  are 
going  fast. 


Pl«ase  m4nt%on  2  ht  Business  Man’s  Magazine  when  writing  to  advertisers. 
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13  BOOKS 

A  ■WHOLE  LIBRARY 


FOR- 


ONE  DOLLAR; 


■,  rou  MAY  I.ir,  .  .a«r,  .t  .  »«  M  tS*™  to  |S0«.»  •  ; 

^  lines  of  business.  When  we  compiled  Tabloid  Syste  ^  ^orld  as  know- 

the  specific  articles  for  each  department,  it  exaiy  the  same  help  from 

ing  all  that  can  be  learned  about  his  particular  fie  .  «  Furthermore,  The  Business 

Mant“Ma‘iliemlint;L"rstt^  '"emWeVrcairon 

special  contracts. 

Tabloid  Systems  for  Business  Men 

Is  a  handsomely  bound,  200  page  book  that  is  specific  “ 
article  is  the  outgrowth  0^7^“  !  -ry  action. 

?rehm:nat“i^^^^^^^^^  Jirbti^^rfield.  IBs  a  book  that  earns  its  right  of  etcist- 
ence  every  minute  of  the  day. 

It’s  Free  to  You  with  a  Subscription  to  the 

Business  Man’s  Magazine 

THE  BUSINESS  MAN’S  MAGAZINE  should  have  a  place  on  your  desk.  It  belongs 

~s„  — "o.,  ...1...  .«*»■ 

HE  BOOK-KEEPER  PUBLISHING  CO.,  Ltd. 

82  West  Fort  Street,  Detroit,  Michigan.  for 

Gentlemen  i-Enclosed  find  one  dollar,  ^reha^ge  youf  book  TABLOID  SYS-TEMS. 

t"1s?£ir"Sfh-^';^^VN‘ave“:;.7Vo«:^Tf^nn^^^^^^^  or  iag/aine  does  not  prove  entirely  sat- 

sfactory.  . 


Name . 

Address. .  ■  ■ 
Town . 


. State. 


Please  mention  The  Business 


Man's  UagoMine  when  wriHng  to  advertisers. 
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Write  us  for  Descriptive  Circular  and  Prices 

for  distribution  soon,  the  largest  and  most  complete  catalogue  of  LOOSE  LEAF  DEVICES 
and  oxbiiLMp  ever  issued.  It  will  contain  over  sixty  pages  and  will  show  fifty  stock  forms  that  are  in  every  day 
use  and  can  be  applied  to  any  business. 

SHALL  WE  PUT  YOUR  NAME  ON  THE  LIST? 

THE  TWINLOCK  COMPANV  \  95  Duane  street,  new  YORK 

^  I  j  164  Devonshire  Street,  BOSTON 

424  MAIN  STREET,  CINCINNATI.  OHIO 

Agents  in  all  Principal  Cities 


British  Agency:  Perry  Jones  &  Co.,  153  Cheapside,  E.  C.,  London. 

Canada:  Grand  &  Toy,  Ltd.  Toronto:  Librairie  Beauchemin,  Ltd.,  Montreal, 


Our  SAFETY  LOCK  can  be  attached  to  all  TWINLOCK 
ROUND  BACK  LEDGERS  at  a  small  additional  cost,  mak¬ 
ing  it  absolutely  impossible  for  a  sheet  to  be  removed  with¬ 
out  the  knowledge  of  the  proper  person  ^  ^ 

AND  YOU  CARRY  THE  KEY 


The  Last 


Objection  to 
Loose  Leaf 
Ledgers 
Overcome 


O’LEARY-PADBERG 
LITHOGRAPHING  CO. 

MODERN  IN  EVERY  DETAIL 

Detroit,  Michigan 


BONDS,  STOCK  CERTIFICATES,  DIPLOMAS,  LETTER¬ 
HEADS,  CHECKS,  DRAFTS,  CERTIFICATES  OF  DEPOSIT, 
CALENDARS,  SHOW  CARDS,  POSTERS,  LABELS,  ETC,  ETC. 


Please  mention  The  Bnsinest  Mem’s  Magasine  when  writing  to  advertisers. 
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COMMON  SENSE  OFFER 

HOW  TO  GET  A  HANDSOMELY  BOUND 
UP-TO-DATE  DICTIONARY  OF  THE  ENGLISH  LANGUAGE  IN  CONNECTION 

WITH  YOUR  SUBSCRIPTION 

C  A  co.p,e.e 

'practical  word— new  and  old— in  the  language.  y  .  x  j  u^xu  xu„  tpxt  and  in  full  page  groupings. 

ihe  ;„"otoT^a^;''o7;Ee  TaLlc^te ‘arflilcLi:’ roupeV  on  one  pa.e,  and  there  are  two  pa^es  illuatrating  the 
Stale  Seals.  Supplemented  by  fifty  pages  of  condensed  everyday  helps  and  a 

TWENTY-SEVEN  PAGE  GAZETTEER  OF  THE  WORLD 

FOR  A  FRONTISPIECE  THE  DICTIONARY  CONTAINS  THE  FLAGS  OF  ALL  NATIONS  IN  COLORS 


SUPPLEMENTARY 

MATTER 


Foreign  Words  and  Phrases 
Alphabetical  List  of  AbbreTlatlons 
Christian  Names  and  their  Sig- 
niflcatlons 

Weights  and  Measures 
Forms  and  Address 
Legal  and  Local  Holidays 
Postage  and  Postal  Information 
How  to  Secure  a  Copyright 
How  to  Secure  a  Patent 
Rules  for  Punctuation  and  Capi¬ 
talization 

Facts  About  the  Presidents 
State  Statistiss  and  Interesting 
Facts 

State  Seals 

Popular  Sobriquets  of  Cities  and 
Localities 

Derivation  of  Geographical  Names 
How  to  Write  a  Letter 
Formal  Letters 
Business  Forms 

Common  Errors  in  Spelling  and 
Writing 

Parliamentary  Buies  of  Order 
Business  Terms  DeMned 
Mythological  and  Classical  Names 
Declaration  of  Independence 
Constitution  of  the  United  States 


EXAMPLES  OF  SOME  OP 
THE  NEW  WORDS 


RADIUM 

ACETYLENE 

KHAKI 

AEROGRAM 

LYDDITE 

ANTITOXIN 

COHERER 

VOLT 

BENZOZONE 

HALF-TONE 

BOYCOTT 

APPENDICITIS 

BOLO 

KOPJE 

MERCERIZED 

LINOTYPE 

ARGON 

TREK 

BUCKET-SHOP 

LINGERIE 

megaphone 

GRAFTER 

ping-pong 

AUTOMOBILE 

DELSARTE 

BOODLE 

CINEMATOGRAPH 

GRAPHOPHONB 


a  The  most  mederu  dictionary  published  “"Vl^d  .^itut^r^fve?^^^^ 

shop.  Handy  in  stze ;  he  a7a7ar  a7d  LaH  e  to  be  convenient  to  handle.  Size  8x6I4xlK, 

in  information.  Large  enough  to  be  ’  first-class  press-work  from  new  type-set  plates;  handsomely 


OUR  SPECIAL  OFFER  TO  YOU 

Fill  out  the  coupon  at  the  bottom  of  this  page,  send 
it  in  to-day  with  your  remittance  and  we  will  enter 
your  subscription  to  THE  BUSINESS  MAN  S 
MAGAZINE  for  one  year,  and  send  you  immediately 
this  valuable  volume  all  charges  prepaid.  If  you  are 
not  entirely  satisfied  with  the  book  after  you  get  it, 
remember  we  will  refund  your  money  for  the  asking. 


THE  BOOK-KEEPER  PUBLISHING  CO.,  LTD. 

«2  W.  FORT  ST.,  DETROIT,  MiCH. 

Enclosed  please  find  $1.75  for  which  enter  my  sub¬ 
scription  to  The  Business  Man’s  Magazine  for  one  year 
and  send  me,  all  charges  paid,  copy  of  The  Twentieth  Cen- 
tury  Dictionary  in  accordance  with  above  offer,  bend  JZ.OO 
and  we  will  include  a  year’s  subscription  to  Home  Study, 
also  your  choice  of  these  3  books  :  F actory  Management , 
Office  Management ;  The  Voucher  System. 

Name . 

Address . . . 

Town . State . 


FUuit  mitntion  Tht  Bimwwm  Utm’s  MagoM^  when  writini  to  advortisors, 
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Learn  by  Mail  to  be  a 


CERTIFIED  PUBLIC  ACCOUNTANT 


Accountants,  Bank  Clerks  and 
Umce  Men  should  make  the  higrhest  use  of  their 
mental  abilities.  Specialists  in  Auditing  earn 
large  incomes.  We  can  teach  you  how.  Write 
and  we  will  show  you  why  there  is  an  increasing 
demand  for  the  services  of  Certified  Public  Ac¬ 
countants  and  how  our  course  in  Certified  Public 
Accounting  will  thoroughly  qualify  you  by  mail 
^openorpdit  the  most  intricate  set  of  books.’ 
Only  Certified  Public  Accountants  are  on  our 
Board  of  Instruction.  Each  student’s  work  has 
individual  attention.  We  guarantee  against  fail¬ 
ure.  And  the  fee  for  the  entire  course  is  within 
reach  of  everyone. 

Employers  i  When  in  need  of  a  good  practical 
Book-keeper  or  Accountant  for  temporary  or 
permanent  work,  please  communicate  with  us. 


UNIVERSAL  BUSINESS  INSTITUTE,  Inc. 

EDWARD  M,  HYANS,  C.  P,  A.,  Presidsnt  and  General  Manager 


C.  Every  man  interested  in  adding  to  his  pres- 
ent  income  should  investigate  our  course  in  Certi- 
hed  Public  Accounting,  conducted  by  correspond¬ 
ence.  It  shows  you  how  to  train  the  brain  to  its 
highest  earning  capacity.  It  will  increase  your 
present  income  and  give  you  the  opportunitv  to 
earn  $25  to  $100  a  day  as  Certified  Public  Ac¬ 
countant.  Our  course  differs  from  all  others.  It 
has  mariy  decided  advantages.  It  is  conducted 
by  practicing  experts.  Nothing  theoretical  Write 
for  1906  prospectus  which  tells  the  whole  story. 

Note— We  furnish  each  student  with  bound 
volumes  for  course  selected,  as  soon  as  he  is  en- 
rolled.  Each  volume  is  complete  in  itself.  We  also 

Accounting,  Theory  of  Accounts, 
Auditing,  Commercial  Law,  Book-keeping  and 
Business  Practice.  Write  which  subjects  in¬ 
terest  you  and  we  will  mail  full  particulars. 


Dept.  F,  27-29  East  22nd  Street 
NEW  YORK,  N.  Y. 


IVI  U  I  L  E  ^  Ml  ^5  F  19  F  F  f  ^ ^  time  we  will  giv< 

■  •  ■  ■■  ■■  r  1%  advertising  purposes.  96  music  lessons  foi 


TMOe  MARH  REOiSTtHCa 


Thelmproved 

stencil  Cuttind 
M  achine 

Do  you  want  to  eliminate  Error  from  your 
Shipping  Department?  Do  you  want  to 
minimize  Claims  against  Railroads?  Do  you 
want  to  stop  “Kicks”  about  goods  not  arriv¬ 
ing?  Do  you  want  to  reduce  Expense  in  your 
Packing  Room  and  increase  its  capacity?  Do 
you  want  a  Reputation  for  Neatness,  Accu¬ 
racy  and  System?  Do  you  want  a  Stencil 
Cutter  that  never  gets  out  of  order?  Write 
us  about  our  “NO  ERROR”  SYSTEM  and 
the  DIAGRAPH. 

AMERICAN  DIAGRAPH  CO. 

15  N.  Second  Street  St.  Louis,  U.  S.  A- 


Across  Lake  Erie 


BETWEEN 


TWILIGHT  AND  DAWN 


*  B.  Line  Steamers  leave  Detroit  weekdays 
at  5:00  p.m.,  Sundays  at  4:00  p.  m.  (central  time)  and 
from  Buffalo  daily  at  5:30  p.  m.  (eastern  time)  reach¬ 
ing  their  destination  the  next  morning.  Direct  con¬ 
nections  with  early  morning  trains.  Superior  service 
and  lowest  rates  between  eastern  and  western  states. 

Rail  Tickets  Available  on  Steamers 

All  classes  of  tickets  sold  reading  via  Michigan 
Central,  AVabash  and  Grand  Trunk  railways  be¬ 
tween  Detroit  and  Buffalo  in  either  direction  will  be 
accepted  for  transportation  on  D.  &  B.  Line 
Steamers. 

Send  two  cent  stamp  for  illustrated  pamphlet. 
Address,  A.  A.  Schantz,  G.  S.  &  P.  T.  M.,  Detroit,  Mich. 

DETROIT  &  BlIEFALO  STEAMBOAT  CO. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Tapestry  Leather  Souvenir  Specialties 

for  the  Home,  Office,  Library 

and  Den 


'GtT 

Wot 


Julliette  Post  Card  Purse 

“Just  -A  novel  and  attractive 

souvenir,  with  local  or  comic  views. 
Entirely  new  and  original.  Space  also 
for  initials, 

20  Cents  each 


Trial  Offer  $1.00 

1  Pillow  Cushion  complete  .  $  . 

1  Purse . . 

J  P'How  Top  (IS  designs) 

1  Post  Card  .  . 

Send  order  at  once.  $1. 


Tapestry  Leather  Pillow  Cushions 

Front  and  back  stitched,  complete  with 
fringe, 

75  Cents 


ISouuenir 

of 


Filgrims^ 


The  “Bootie”  Purse  Post  Card 

In  tan  or  white,  a  winning  souve¬ 
nir,  for  any  locality  or  place,  catchy 
designs,  blank  space  for  name. 
Burnt  Leather  Effect.  Big  Sellers. 
Order  now. 

10  Cents  each 


Art  Ticking  Pillow  Tops 


Tapestry  Leather  Post  Cards 

gut  "burnI- 

5  Cents  each  .  35  Cents  each 


Complete  Catalogue  B  of  Specialties  Sent  on  Request. 

The  Souvenir  Pillow 


Top  Co.,  320  Broadway,  New  York 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers 


It  is  as  necessary  today  to  use  Fine  Stationery  as  it  is  to 
employ  all  Modern  Methods  in  the  transaction  of  business. 

G  If  one  will  only  stop  and  think,  a  letter  or  statement  in  reality  is,  in  a  measure  one’s 
representative  and  as  such  should  be  effective.  ’ 

Ct.  In  this  connection  the  following  will  be  of  special  interest:  If  you  average  50  letters 
per  day  and  use  a  type  printed  letter  head  and  envelope,  the  cost  of  stock  and  postage  alone 
IS  about  11.25.  If  you  use  a  steel  die  embossed  letter  head  and  envelope  the  same  quantitv 
would  cost  you  10  cents  more.  Wottldn' t  the  extra  cost  be  handed  back  to  you  in  the 
increased  business  and  prestige  that  the  steel  die  stationery  would  command? 

Cl  To  those  who  appreciate  the  trade  winning  qualities  of  steel  die  stationery  we  will 
gladly  send  our  specimen  book  showing  100  samples. 

The  American  Embossing  Co..  Seneca  Building.  Buffalo.  New  York 
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HAVE  YOU  SEEIN 

m  HEK  iDEl  Mlil)  nPMl 


INo.  13  VISIBLE 


EVERY 
CHARIIGTER 
IH  SIGHT 
All  THE  TIME 


WORK  //V  Sight. 


4T  This  instrument  is  full  of  Labor  Savin? 
lighT  up  to  the  minute,  including  P-'ychronie  R-bbon 
Attachment-writing  in  two,  =‘”‘1 J?''”  ‘ 

Spacing  Mechanism  —  changing  from  one  to  six 

letter  spaces. 

Send  to  our  nearest  representative  for  full  particulars 

THE  HAMMOND  TYPEWRITER  COMPANY 

Factoyy  and  Gs’neral  Offices  t 

69th  to  70th  Streets  and  East  River,  New  York,  N.  Y. 


Stenographers 

If  you  had  rny  new  tabulating  device 


You  could  make  the  most  difficult  Statement.  Invoke.  Bill.  etc.  in  less  than 
half  the  time  now  required,  without  errors  and  without  ever  ral»mg  ca 

see  and  try  this  wonderful  device,  whether  you  pi^chase  or  not,  , 

W  V  KING,  115  N.  8th  Street,  St.  Louis,  Missouri 

M.A:}nrt^Re'minzton,  Smith  Premier  and  other  standard  mach^nes^ 


TYPEWRITER  BARGAINS 

ALL  STANDARD  MAKES 

$15.00  to  $65.00 

Most  of  these  machines  have  been 
only  slightly  used— are  good  as  new. 

tWSrfSng  .r  i-n™  TT 

exchange,  616  Olive  St.,  8t.  Louis,  Mo. 
We  rent  all  makes  of  machines  and  apply 
rental  on  purchase  price. 


xypEWr  it  er 

Honest  in  price,  service,  material  and  work¬ 
manship— the  only  real  typewriter  at  low  price. 
It  combines  universal  keyboard,  strong  mani¬ 
folding,  mimeograph  stencil  cutting,  visibl 
writing,  interchangeable  type  and  Points  from 
ribbon.  Imperfect  alignment  impossible. 

Will  stand  hardest  wear  and  is  practically 

accident  proof,  *  i  ^ 

Write  for  our  booklet  and  instalment  plan. 
Aerents  "Wanted 

POSTAL  TYPEWRITER  CO.,  Dept.  46 

Office  and  Factory:  Norwalk,  Conn. 

Ncv?  York  City  Salesroom :  136A  Broadway 


Commercial  Visible  $OC 
TYPEWRITER  FOR  fcV 


FOR  $2S  WE  WILL  SELL  THE  REGULAR  $50 


COIAWERCIiL  VISIBLE  TYPEWRITER 

in  locations  where  we  have  no  agents  to 
protect.  Send  for  handsomely  illustrated 
catalogue  free,  and  ask  for  ^ecial  prop- 
osition  guaranteeing  satisfaction  or 
machine  may  be  returned.  Also  in¬ 
quire  about  our  inducements  to  agents— 
the  best  offer  ever  presented  in  the  trade. 
Send  for  Illustrated  Catalogue  of  all  Makes 
Writing  Machines  Rebnllt  Like  New. 


COMMERCIAL  TYPEWRITER  CO., 


R..m.  603-S33,  357  Wim.m  SI. 

NEW  YORK  CITY 


typewriters 

nFMINfiTON  RmBON  attachment  $25 


TYPEWRITERS  makes 


All  the  standard  Machines  SOLD  or  RENTED  ANYWHERE 
1  o,  u  tr.  V  M'f'r’s  nrices  t^RENTAL  APPLIED  on  price. 
Shipped  with  privilege  of  examination,  ^rite  f  or  Cat^og 

TYPEYYWTER  emporium,  202  LaSalle  Street,  CHICAGO 


REMINGTON  RIBBON  attachment 

RE^dlNGTONS  SS  sVitKI^O  to°$65.  Olivers 
and  Underwoods,  $35  to  $65. 

FIRST-CLASS  VISIBLE  FOR  $10 

ctandard  typewriter  e X c h a n g e 

STAN  21,  231  Broadway,  New  York  City 


Special  Value  in  Adding 
Machine"  Paper  in  Rolls 


No  30  Parchment  (very  stroog)  per  100  Rolls 
2  5-6,  $6.00 ;  3  15-32,  $8.50. 

Liberal  discount  on  500  Roll  lots. 

WTT  HAVE  TWO  OTHER  GRADES  FOR  THE  BURROUGHS 
AND  UNIVERSAL  MACHINES;  ALSO  ALL  SIZES  FOR 
the  standard  machine  and  the  COMPTOGRAPH. 

IVrite  for  Samples, 


THE  WHITAKER  PAPER  COMPANY 

CINCINNATI,  OHIO 

we  furnish  the  paper  on  which  The  BUSINESS  MAN’S  Magazine 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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5,000 


USED  AND 
REBUILT 


Typewriters 


(TRADE 


©  @  ®  ®  ®  ©(C)®  ®0 
©®®®©  ©©©(§)©(£) 
®®©®®®®0©@O^ 

0  O  @  0  ®  O  ®  ®  ®  ®  ®  ® 

ALL  MAKES— ALL  PRICES 

WHOLESALE  and  RETAIL 

SAMPLES  OF  WORK  ON  APPLICATION 

American  Writing  Machine  Co. 

343  Broadway,  NEW  YORK 


HE  red  ink  of  the  bookkeeper  is 
as  necessary  as  the  black.  With 

The  New  Tn-  Chiome 
Fiemia*  TVpewritCT 

both  colors  are  at  his  instant  com¬ 
mand.  It  means  quicker  and  neater 
bills  and  statements. 

The  possibility  of  using  three  colors  floes  not  mean  that  a 
one  or  two  colored  ribbon  may  not  be  substituted  on  the 
same  machine  if  desired. 

The  Smith  Pkemier  Typewriter  Company 


WHAT  IS  IN 

A  NAME  t 

Weir  that  depends;  if  It  pertains  to 
typewriters  ana  the  name  is 

UNDERWOOD 

It  means  writing  in  sight,  the  best, 
the  most  up-to-date,  the  most  com¬ 
plete  typewriter  ever  constructed. 

It  means  for  those  who  use  it  a  saving 
of  25  per  cent,  in  time. 

It  means  better  Work  and  more  of  it 
It  means  a  typewriter  and  tabulator  for 
one  price. 

It  means  the  most  perfect  mechanical 

construction. 

It  means  strength,  a  light  touch,  a  quick 
response— in  fact  everything  that  goes 
to  make  a  perfect  typewriter. 

CJNDERWOOO  TYPEWRITER  CO 
241  Broadway.  New  York. 

Please  tnention  The  Business 


Air  Cushion  Feet 


Air  Cushion  Typewriter  Feet  save  wear  and  tear  on  the 
macHine  and  reduce  repair  bills  one-half.  Fifty  typewriters 
equipped  with  these  little  Cushions  will  not  begin  to  make  the 
noise  of  five  operated  without. 

If  you  are  not  satisfied  after  a  trial,  return  them  and  get  your 
money  back. 

Name  machine  when  ordering. 

The  Typewriter  Pedestal  Co.,  918  Hammond  Bldg.,  Detroit,  Mich. 


Man’s  Magazine  when  writing  to  advertisers. 
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THE  FINGER¬ 
TIP  DESK 
SYSTEM 


THIS  file  is  made  of  heavy 

quarter-sawed  white  oak 
—  — measures  14x9  big 

enough  to  accommodate  the 
largest  letter-head-completely 

indexed  by  day,  month  and  al¬ 
phabet.  Every  tab  is  re-in- 
forced  with  leather.  The  com- 
partments  are  of  heavy  press- 

•  1  ruer  Ifs  not  a  toy.  but  a  handsome  piece  of  office  furniture. 

with  a  subscription  to 

THE  BUSINESS  MAN’S  MAGAZINE 

DO  NOT  LET  A  MEMORY  ST^T 
regulate  your  DAY'S  WORK 


A  Dozen  Drawers— Two  or  1  hrec  iNoxe 

You  neud  a  poreonal  doak  syatum.  Uak"  =  unfiniahod  work-businesa  ihat  requ.rea 

o  your  desk.  You  must  have  a  way  to  c  y  Y  fi„ger  tips, 

ittention  at  some  future  time.  Keep  business  watch-dog  as  one  user  puts  it,  takes 

rhe  silent  secretary  as  we  cal  i  ,  routine  work.  It  provides  the  means  of 

ibsolute  care  of  the  petty  details  of  yc“J  >  gi^ow.  It  lays  out  your  ^ 

seeping  everything  that  you  wish  to  pres  ,  1  Y  J  and  engage-  > 

“d^  “  iT^--bns:;..r.b.  0.00..™ -  / 

safety  valve  of  the  over-burdened  ,  „„  o^r  desk.  ' 

tL  Business  Man'  Man  keeps  his  Dun's  ^ 

b.,..g.  .b...  Sa.  ,0...  u  ^ 


e5 

r'O’'  A*- 


has  set  the  pace  in  bu^ess  li  erature  H 


errerrlh^rfad  tfi:  "-e  are  among  our  enthusias- 

The'^B7siL'is’'Man's  Magazine  is  a  veritable  Busi- 
ESS  Webster.  It  is  just  as  necessary  -  just  . 
essential  in  your  office  as  the  dictionary  m 
school-room. 


'  Vj  ’/  ^  iy  .e!' 


■  O’  a"  V  -Jrl 


PUas,  ^n,ion  TH.  B^n.ss  M.n’s  Ma,a.in.  wkr»  wrili.*  .v  ^v,rH.,rs. 
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A  Condensed  Encyclopaedia  of 
Credit  and  Collection  Information 

How  much  of  your  money  is  tied  up  in  bad  debts? 

Do  you  know  exactly  your  percentage  of  loss  through  bad  debts’ 

No  matter  how  small  it  may  be— isn’t  it  capable  of  being  reduced’ 


.«!•  'X  -I’  '*  V  ^ 


fhd/fJfanan(/Mfs  UM 


for  ^s,vTt!l  systems  used  by  the  most  advanced  experts— plans 

Question  nf  pJIhiVc  methods  of  enforcing  payments— that  bring  the  whole 

ft.  ^  credits  and  collections  to  a  mere  matter  of  automatic  routine.  There  are 

to  show  ITowir  described  in  THE  CREDIT  MAN  AND  HIS  WORK 

ELIMINATE  THE  CREDIT  RISK. 

wtI  collection  systems  and  methods  described  in  THE  CREDIT  MAN 

notch  of  effirWtr  ’  tangible  ways  to  bring  the  credit  department  to  the  top 

/  efficiency.  The  book  is  not  the  work  of  any  one  individual.  It’s  the  outgrowth  of 
successful  plans  used  m  the  greatest  business  houses  of  America.  Credit  exoerts  that 

fi?ms  thVhanffie  miir  dollars  a  year  conducting  the  credit  operations  of 

building  bo^k^  millions  of  dollars  worth  of  credit  accounts  helped  to  make  this  business- 

^  CREDIT  MAN  AND  HIS  WORK  contains  over  350  pages  of  brain- 

fo  rnvpr”^  plans  full  to  the  brim  with  money-earning  possibilities.  It  teems  from  cover 
to  coyer  with  information  that  you  cannot  buy  anywhere  else  at  any  price  The  book 
contains  the  boiled-down  life  experiences  of  a  corps  of  trained  busine^ss'^experts!  and  yet 
We^ar  *  T"  ‘’'’dcring.  We  solicit  your  order  on  approval, 

^apter  book  on  the  value  of  a  single 

Ct.  We  have  a  limited  number  of  volumes  bound  in  three-quarter  Morocco  full 
Russia  back,  gold  top,  gold  stamped  and  marbled  edges.  One  of  these  de  luxe  copies 

Tend^t  irtoH^  Tr'"'i,m‘^^''  rj*'’’’’ ‘he  next  thirty  days.  Tear  out  this  page, 

send  It  m  today  with  a  two-dollar  bill  and  be  the  sole  judge  of  the  merit  of  our  claims 

refund 'tLTull'^t"rch°asrpri«!  ‘‘ 

The  Book-Keeper  Publishing  Co..  Lid.,  62  West  Fort  St..  Detroit.  Mich. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


the  business  mans  magazine  and  the  book-keeper 


Classified  Advertising 


HERE  are  many  ways  to  advertise ,jnost  space  and  profuse 

rrtLr;::" 

Hon  a^dTndercVr^IsJificrtion,  bring  TZ71 

The  publishers  of  THE  BUSINESS  MAN’S  ^ertlser  to  use  such 

arranged  the  “make-up”  as  to  present  an  OPP  J  classified  advertisements, 

space  as  may  be  desired  in  a  department  ,7  „e,essary  in  the  first  form. 

using  for  this  purpose  such  a  nu  possible  location  for  this  department. 

(or  first  32  pages)  thereby  securing  the  best  possible  loca 

This  department  will  be  especially  ^EducattonaU  Specialties;  Schools;  Estab- 

Opportunities;  Agents  and  ^  such  other  propositions  as  may  be  con- 

lishing  Agencies;  Mail  Order  for  Prospects 

densed  to  the  required  space.  rnpHt  are  deterred  from 

It  is  a  well-known  fact  that  many  people  ^^’’'^Mwspapers  for  the  reason  that 

the  use  of  the  regular  advertising  columns  g  ^  sufficient  to  give  them  prom- 

the  article  to  be  advertised  will  not  bear  e  exp  classified  department  opens  a  field 

inence  among  the  larger  advertisements  the  magazines, 

of  general  publicity  at  a  small  expense-a  field  ^o  reach 

The  newspaper  occupies  this  field  satisfactorily  for  ‘"e  advertiser 
only  the  local  reader— the  magazine  talks  to  readers  every  civilized  country  in 

THE  BUSINESS  MAN’S  MAGAZINE  with  650  000  b^ng  you  results, 

the  world,  will  give  your  advertisem^t  the  best  of  good  irctfiati  ^ 

NO  advertisement  for  less  than  4  lines  nor  for  more  than  12  lines  will 
this  department. 


PUas.  mentton  Th^  Husv^ss  Mans  Mairar.tnP  wnen 


WTitmz  to  ndvcftisfTS. 
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CLASSIFIED  ADVERTISING 

Advertisemenls  are  accepted  for  this  Department  and  given  special  headings  to 
occupy  not  less  than  four  nor  more  than  twelve  agate  lines.  A  line  usually  con¬ 
tains  eight  words.  Wo  cuts  nor  large  type  run  in  this  department. 

Rates  $  1 .00  per  line  in  advance  of  publication. 


MR.  J.  A.  C.  NORRIS,  Boston,  Mass.  '  PROVIDENCE,  R.  1.,  July  13,  1906 

Dear  Sir ;  Answering  yours  of  the  1 1  th.  The  returns  from  my  general  ad.  in  the  July  Business  Mans  Magazine 
have  been  excellent,  both  in  the  number  and  character  of  the  replies.  ^ 

the  rZulk  ^  definite  proposition  and  I  feel  confident  that  I  will  have  no  kick  coming  on 

I  enclose  copy  for  five  lines  in  the  Classified  with  check  for  $5.00. 

Do  you  make  a  six  or  twelve-time  contract  ?  .  Yours  very  truly.  H.  E.  STAFFORD. 


BUSINESS  OPPORTUNITIES. 


BUSINESS  OPPORTUNITY  for  men  of  business  inter¬ 
ested  in  a  new  field  for  making  money,  will  find  in  our 
proposition  what  they  are  seeking.  We  have  a  New 
Plan  in  the  Mail  Order  Line  tbat  will  pleas©  those  seeking 
a  good  investment  with  large  profits.  A  Fortune  for 
the  nght  person.  The  F.  H.  Alden  Co.,  150  Bast  4th 
St.,  Cincinnati,  Ohio. 


BUSINSp  OPPORTUNITY  for  storekeepers,  newsdeal¬ 
ers  and  others.— A  large  manufacturer  will  start  you 
with  a  complete  line  paying  over  150  per  cent  profit.  Big 
money  is  made  in  the  souvenir  post-card  business,  when 
you  buy  up-to-date  material.  A  complete  outfit  to  start 
business  will  be  sent  you  for  $5.00.  This  is  the  greatest 
opportunity  ever  offered,  and  your  chance  to  make  money, 
if  you  will  write  quick  for  this  introduction  line  U  S 
Souvenir  Post  Card  Co,,  34  East  23rd  St,,  New  York  City,' 

DON’T  ENTER  THE  MAIL  ORDER  BUSINEiSS  until 
you  have  our  literature  of  valuable  inside  information 
Free!  No  stock  outfits,  adv,,  etc  to 
sell.  R.  W.  LMridge,  10  Bldridge  Bldg.,  Albany,  Vt.  ’ 


F.'CTORY  PROPERTY  IN  NEW  JERSEY-Thoroughly 
modern  brick  buildings,  49,000  feet  floor  space.  Auto¬ 
matic  sprinkling,  etc.  Part  now  leased  pays  12  per  cent 
o.”  asked.  Write  me  for  full  particulars.  H  E 

Stafford,  Mfg.  Property,  1119  Banigan  Bldg.,Providence,R.I.’ 

HAVE  YOU  $100  TO  $1,000  to  invest  in  an  absolutely  safe 
commercial  enterprise?  Dividends  of  not  less  than  6 
per  cent  guaranteed.  No  risk.  Frank  E.  Parker,  Detroit 
Mich.  * 


PATENTS  SOLD  ON  COMMISSION-If  you  wish  to  buy 
or  sell  a  patent  write  for  my  booklet.  I  have  now 
some  splendid  opportunities  for  manufacturers  and  in¬ 
vestors.  E.  L.  Perkins,  62  Broad  St.,  Boston,  Mass. 

TO  BUY,  SELL  OR  EXCHANGE  any  kind  of  business  or 
real  estate  anywhere  in  the  United  States  or  Canada 
write  with  full  particulars  to  Fidelity  Real  Estate  & 
Trust  Co.,  35  Bee  Bldg.,  Omaha,  Neb. 

WANTBI>-In  every  city  of  10,000  and  up,  a  young  man 
acquainted  _  with  the  business  public,  to  establish  an 
agency  and  introduce  a  proposition  which  interests  every 
manufacturer.  Can  be  worked  in  spare  time.  For  par- 
Uculars  address  J.  B.  G.,  care  Business  Man’s  Magazine 
Detroit,  Mich. 


EDUCATIONAL. 


PITMAN’S  SHORTHAND  won  the  Gold  Medal  at 
Baltimore  for  speed  and  accuracy  against  all  systems, 
copy  of  “Pitman’s  Journal,’’  containing  report, 
and  Trial  Lesson.  Isaac  Pitman  &  Sons,  31  Union  Sq.,  N.  Y. 


WANTED-^ducated  young  man  to  work  through  medical 
college.  Ra^  opportunity  to  earn  way  while  attend¬ 
ing  school.  Day  and  evening  classes  all  year.  Enter 
now  and  get  the  best.  State  education.  170-paged  illus¬ 
trated  cat.  Pan-Path,  National  Medical  University,  Chgo. 

names  of  -  all  office  men  who  are  inter¬ 
ested  in  a  plan  to  increase  their  salaries  Address 
giving  occupation  and  line  of  business  in  which  you  are 

Accountants' 


HIGH  GRADE  HELP. 


A  GOVERNMENT  POSITION-Our  book  Instructs 
how.  Failure  impossible.  The  work  has  been  endorsed 
by  government  officials.  Address  Frank  Pergande  Pub¬ 
lisher,  726  42nd  St.,  Room  2,  Milwaukee,  Wis. 

I  WANT  A  PLACE.— I  am  looking  for  work— don’t  want 
T  ^  Willing  to  start  “on  approval.’’  No  pay  if 

flrst-cass  bookkeeper  and  office  man 
M.  A.  M.,  care  Business  Man’s  Magazine. 


WANTED— Ambitious  men  to  prepare  for  first  class  office 
and  executive  positions.  We  will  send  our  plan  with- 
^t  charge.  International  Accountants’  Society  Inc 
Detroit,  Mich. 


WANTED— Position  as  bookkeeper  or  accountant.  Am  a 
competent  man  with  a  clear  record;  modest  salary 
Vill  go  anywhere  in  United  States.  H.  L.  H.,  care  Busi¬ 
ness  Man  s  Magazine. 


MISCELLANEOUS. 


A  SNAP— A  new  agent’s  proposition,  “The  Finnev  Strik¬ 
ing  Bag.’’  Big  profits.  Exclusive  sale.  WrRe  today 
C.  D.  Burton,  Box  816,  Detroit,  Mich. 

HAIR  FALLING  OUT?  HAVE  YOU  DANDRUFF‘S  Our 

^  minutes  each  day,  stimulates 
the  hair  to  a  new,  healthy  growth.  Sent  on  trial  under 
guarantee.  Illustrated  book  and  particulars  free  The 
Modern  Vacuum  Cap  Co.,  577  Barclay  Block,  Denvef  Colo. 


SPECIALTIES  FOR  MEN. 


YOUR  RAZOR  HONED,  set,  and  put  in  first  class  shav¬ 
ing  order  by  pperts  for  25c.  Write  name  and  address 
plainly  and  mail  to  Brandt  Cutlery  Company,  105  Cham¬ 
bers  St.,  New  York. 


Please  mention  The  Business  Man's  Magazine  when  writing  to  advertisers. 
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No  More  Trial  Balances 
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THE  ABOLITION  OF  THE  TRIAL  BALANCE 


THE  TRIAL  BALANCE  has  always  been  the  nightmare  of  the  book-keeper — 
^  and  this  book  will  relieve  you  of  it  for  ever  more.  The  process  is  so  simple 
that  you  will  wonder  how  you  ever  got  along  without  it.  Heretofore  the  secret  of 
a  few  public  accountants,  we  offer  it  for  the  benefit  of  the  whole  profession.  Get 
a  copy  of  this  book  now  and  be  done  with  the  troublesome  trial  balance  for  good 

Handsomely  Bound.  Price,  $2.00,  Carriage  Paid 


THE  BOOK  =  KEEPER  PUBLISHING  CO.,  Ltd.  DETROIT,  MICH. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


81 


ONLY  $2.00  PER  100 


The 

“COMMON 

SENSE” 

Travelers’ 

Expense 

Books 


The  Cheapest  and 
Best  Books  in 
the  market. 

Traveling  Men 
Book-keepers 
Business  Men 

all  like  them 


PRICES: — Weekly  Common  Sense  Expense  Books, 
per  100,  $2;  Monthly  Common  Sense  Expense  Books, 
per  100,  $4.  Samples  free  ufon  application. 

“I  have  used  your  books  for  several  years,  they  are  the 
best  of  the  kind  there  is.” — ARTHUR  BARLOW. 

E.  H.  BEACH,  Pub.,  Detroit,  Mich. 


Visit  Mackinac  Island  and  Northern  Michig^an 

Summer  F^e^ort^ 


Four  Trips  per  week 'from  Cleveland,  Toledo  and 
Detroit  to  Mackinac  and  way  ports.  Popular  daily 
line  between  Detroit  and  Cleveland.  Traveling  via 
D.  &  C.  steamers  means  the  enjoyment  of  all  the 
advantages  which  marine  architecture  can  provide — 
speed,  safety  and  comfort  are  prime  considerations. 
Through  tickets  sold  to  all  points  on  the  Great  Lakes 
and  baggage  checked  to  destination. 

Send  two  cent  stamp  for  illustrated  Pamphlet  No.  11  B. 
- ADDRESS  : - 

A.  A.  SCHANTZ,  Gen’l  Supt.  and  Pass.  Traf.  Mgr. 
DETROIT,  MICHIGAN 

Detroit  &  Cleveland  Nav.  Co. 


LEARN  TO  WRITE 
ADVERTISEMENTS 


Earn  S25  to  $100  a  week 

A  few  hours  study  during  these  even¬ 
ings  at  home  will  mean  a  big  income 
to  you  later  on.  Hundreds  of  the 
high  salaried  advertisement  writers 
were  last  year  $10,  $12  and  $15  men. 

They  studied  the  Page-Davis  course 
by  mail  and  are  today  making  $25.00 
to  $100.00  a  week.  You  should  do  the 
same.  Write  for  our  beautiful  pros¬ 
pectus,  sent  free. 

PACE-DAVIS  CO. 

Address  either  t  Dept.  824,  90  Wabash  Ave.,  Chicago 
office,  \  Dept.  824,  150  Nassau  St.,  New  York 


THERE’S  MONEY  IN  IT  FOR  YOU 

You  can  start  a  business  of  your  own,  or  earn  a  big 
salary  as  a  correspondent.  You  can  positively  increase 
your  present  income  through  this  money-making  knowledge. 
Learn,  by  mail,  from  a  practical  correspondent  who  has  built 
up  a  tremendous  business,  wholly  through  the  right  kind  of 
letters— the  kind  he  will  teach  you  to  write.  If  you  are  ac¬ 
customed  to  writing  letters,  enclose  one,  with  your  inquiry  for 
our  prospectus,  and  it  will  be  criticised  free  of  cost  to  you. 
Address 

PAGE-DAVIS  SCHOOL 

OK  KrSINESS-LETTEK  WRITING 

Dept.  C,  90  Wabash  Ave.,  -  .  CHICAGO,  ILL. 


THIS 

BOOK 

Contains  the  identical 
information  that  built  a 
half-million  dollar  busi¬ 
ness  frorn  a  Two-Dollar 
bill.  Clip  out  the  cut, 
pin  a  dollar  to  it  and 
send  it  to-night,  with 
your  name  and  address 
plainly  written.  We 
will  send_  the  book  by 
return  mail  prepaid.  If 
you  don’t  find  it  worth 
Its  weight  in  gold,  send 
it  back. 

THE  PUBLICITY 
PUBLISHING  COMPANY 
90  Wabash  Ave.,  Chicago 


Gray 


Marine 

Motors 


Get  Prices  on 

H.  P.  Bare  Engine  QC4  00  1 to  24 

will  develop  6  h.  p.  engines 

Leversible  engine.  Jump  spark.  Perfect  lubrication, 
rank  shaft  drop  forged  steel.  Connecting  rod,  bronze, 
'istons  ground  to  fit.  All  bearings  either  bronze  or  best 
abbitt.  Best  material  and  workmanship  throughout. 

liray  Motor  Co.  Dept. 34.  Detroit,  Mich. 


Please  meniiQP.  Th^  Business  Man’s  Magazine  when  writing  to  advertisers. 
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IF  YOU  COULD  ONLY  ADD  A  COLUMN 

of  figures  with  absolute  accuracy  in  one-half 
the  time  that  you  iiow  can;  if  you  could 
multiply  accurately  six  times  as  fast  as  you 
limillliiaHv/  accurately  four  times  as 

fast  as  you  now  can,  wouldn’t  it 

f, something  to  you?  How  inuch  would  it 
i  ,  ..V  Wouldn’t  your  value 

to  your  employer  be  tremendously  in¬ 
creased?  Just  suppose,  for  instance,  that 
you  could  extend  your  office  bills  and 
figure  the  discounts  on  them,  as  well  as 
the  incoming  bills  at  a  saving  of  fifty  per 
cent.  What  would  that  mean  in  your  ot- 

fice? 


If  you  want  to  know  just  what  your  increased  efficiency  would  mean,  try  a  Comptometer. 
It’s  quick  and  it’s  easy,  and  takes  all  the  drudgery  out  of  work. 

A  GOOD  CALCULATING  MACHINE 

ou^bankin^'dlpl^fmeS  WtS.So  Sding'Ldlkl'g'malw  We 
make  use  of  this  only  where  a  list  is  required. 

“oLTef  rr/£ ’^Tea- 

Meyer  Bros.  Drug  Co.,  St.  Louts,  Mo.,  ^rttes:  denartment;  whilst  we  have  other  adding,  machines 

nr  »"  Comptometer.  A  great  ttme  saver, 

executing  work  accurately  and  promptly. 

FOR  MULTIPLICATION  OF  ANY  KIND 

the  Comptometer  is  truly  a  ‘"P'®  pTets^re^  Sd  ffisumT  accVracyTe^n’d  theTo"^^^^ 

bmJfeToVaTtroffityown^meffiod"  So  ^mple  aff  e-y  ‘hat  a  child  can  1^^^  to  mult, p^ 

=‘ta,“ill-To^  C^om^^^^^^^^  t:rge!rrtis  ahsoffitely  n^othing  that  can  com- 

^^"N^ofa  Lap  toy,  hut  smithing  that  -ilt  in  tame  TcLCeL;  Lo 

rr’lLl JLld  &tL‘cLgo!  a.^Lrnegie  steel  Co.,  P‘"ouLds^Lottrt'  in”  ah 
LfSin“  s”irL’LL"^le"sfto  both  for  commercial  and  engineering  compu- 

tations  absolute  accuracy 

in  all  mathematical  calculations,  and  for  the  saving  of  time,  you  ought  to  use 


THE  NEW 
MODEL  $150 


COMPTOMETER 


You  cannot  realize  how  valuable  a  t'°t’tPt°’”«’ter  will  be^in^you^^own^busine^s^  office^on 
nial”ivrereLu'7anL"rin  aLaTopfratiLas  you  probably  tested  the  typewriter  before 

S^rL'll^lidd^raV  CaCL”f  e^Lo.,  the  V. 

and  many  other  comtnei-cial  houses  use  from  58  to  185^  Comptometers  aa,  y  v 

nroof  of  their  superiority.  '' 

Send  for  literature  and  trial  offer.  Sent,  express  prepaid,  on  thirty  days’  trial  to  respons.ble  part.es. 

FELT  &  TARRANT  MFG.  CD.,  55  Orleans  Street,  Chicago 


Please  mention  The  BusimsS  Man’s  Magazine  when  writing  to  advertisers. 
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“Contest  Between  Monopoly  and  the  People” 

By  HON.  CHARLES  E.  TOWNSEND 


The  second  of  Congressman  Townsend’s  striking  articles,  written  with  a  view  to  making  the  public  appreciate  the 
absolute  necessity  of  seeing  the  intent  of  the  Railroad  Rebate  Bill  carried  out,  in  spite  of  the  hostility  which  is  sure  to  be 
encountered  from  the  vested  interests  concerned. 

Some  extraordinary  statistics  in  relation  to  the  profits  made  by  railroads  on  passenger  traffic. 


N  1811  Robert  Fulton,  cross- 
ing  the  A  1 1  e  g  h  e  n  i  e  s  by 
stage,  prophesied  that  with- 
in  a  generation  carriages 
would  be  drawn  over  those 
mountains  by  steam  engines  “at  a  rate 
of  speed  more  rapid  than  that  of  a  stage 
on  the  smoothest  turnpike.’’  Today,  less 
than  a  hundred  years  later,  we  no  longer 
retain  in  our  memories  the  year  when 
the  magnificent  horse-shoe  curve  be¬ 
tween  Altoona  and  the  summit  of  the 
Alleghenies  was  constructed,  and  we 
have  long  traveled  over  those  mountains 
in  palatial  coaches  at  a  rate  of  speed 
perhaps  five  times  greater  than  that  of  a 
coach  on  a  macadamized  road.  If  Ful¬ 
ton,  who  died  in  1815,  had  lived  fifteen 
years  longer,  he  would  have  seen  his 
prophecy  well  on  the  way  towards  ful¬ 
fillment.  By  1830  many  of  the  obstacles 
developed  by  the  experiments  made  in 
the  preceding  decade  had  been  removed 
as  the  result  of  the  concentration  of  en¬ 
gineering  invention,  and  there  was  built 
up  to  the  end  of  that  year  fifteen  miles 
of  the  Baltimore  &  Ohio,  four  miles  of 
the  Mill  Creek  Road  in  Pennsylvania, 
eleven  miles  of  the  Schuylkill  Valley, 
also  in  Pennsylvania,  and  ten  miles  of 


the  South  Carolina  Road.  The  latter  is 
claimed  to  be  the  first  real  American 
railroad.  In  the  ten  years  up  to  1840 
railway  building  in  the  United  States 
increased  to  2,265  miles,  with  about  56 
companies  in  operation.  New  England 
had  357  miles.  New  York,  Pennsylvania, 
Ohio,  Michigan,  Indiana,  Illinois,  Dela¬ 
ware,  New  Jersey  and  the  District  of 
Columbia  had  1,400  miles,  the  southern 
states  487  miles,  and  in  the  southwest 
there  was  a  short  road  of  21  miles.  There 
are  probably  some  omissions  in  this 
statement,  but  the  figures  seem  the  best 
now  available  and  are  quite  sufficient  for 
the  present  purpose. 

Though  railway  building  commenced 
about  1830,  the  real  start  of  railway 
operations  did  not  begin,  of  course,  until 
a  substantial  number  of  miles  had  been 
covered,  sa,y  in  1840,  and  even  then  there 
was  no  definite  belief  that  this  new 
means  of  transportation  was  destined  in 
less  than  sixty  years  to  revolutionize 
the  industrial  and  commercial  methods 
developed  throughout  forty  centuries. 

Looking  backward  now  we  are  fully 
justified  in  referring  the  commencement 
of  modern  business  to  about  the  year 
1830,  when  the  first  crude  and  feeble 
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locomotive  hauled  a  lightly  loaded  car 
upon  a  trembling  track ;  and  while  we  all 
view  the  world’s  magnificent  attained 
progress  as  spread  over  the  centuries,  we 
know  that  its  chief  artificer,  the  rail¬ 
way,  a  veritable  genii  in  effecting  trans¬ 
formation  according  to  human  will,  was 
raised  into  action  within  the  lifetime  of 
living  man.  Truly,  when  one  reflects 
upon  the  magic  changes  thus  accomp¬ 
lished,  thinks  of  the  world  today  as 
it  is  with  the  railway  ever  extending 
*  and  increasing  its  capacity  to  serve,  and 
as  the  world  was  without  the  railway, 
with  the  obstacles  to  land  transporta¬ 
tion  that  had  triumphed  over  the  com¬ 
bined  inventive  genius  of  all  the  ages, 
the  temptation  to  enlarge  upon  and  com¬ 
pare  what  was  and  what  could  not  be 
enjoyed  with  what  is  and  what  is  ac¬ 
tually  possessed,  is  almost  irresistible. 
The  limited  scope  of  these  papers,  how¬ 
ever,  compel  the  curbing  of  that  inclina¬ 
tion,  and  with  that  realized,  let  us  turn 
to  a  scanty  consideration  of  the  causes 
and  some  of  the  results  of  railway  de¬ 
velopment  into  railway  systems. 

It  would  be  a  mistake  to  assume  that 
the  early  projected  railways  were  ex¬ 
tended  mainly  between  points  in  the  in¬ 
terior.  As  the  railways  must  be  con¬ 
structed  with  a  view  to  traffic  and  rev¬ 
enue,  it  was  natural,  as  was  the  fact, 
that  the  early  roads  should  be  built  with 
a  purpose  of  acquiring  a  share  in  the 
then  existing  great  volume  of  traffic 
which  had  been  carried  wholly  by  water, 
while  at  the  same  time  opening  up  the 
new  method  of  transportation  to  inland 
places  between  the  termini.  The  Bal¬ 
timore  &  Ohio,  first  projected  between 
Baltimore,  an  Atlantic  seaport,  and  the 
Ohio  river,  the  New  York  and  Erie,  be¬ 
tween  New  York  and  Lake  Erie,  the 
roads  between  New  York  and  Albany, 
paralleling  the  Hudson  river,  between 
the  seaports  of  Philadelphia  and  Balti¬ 
more  and  New  York,  are  of  this  type. 

We  had  four  great  water  systems 
which  were  used  for  trade  outlets,  the 
Mississippi  and  its  tributaries  on  the 


west,  the  Gulf  on  the  south,  the  Great 
Lakes  and  the  St.  Lawrence  on  the 
north,  and  the  Atlantic  coast  on  the 
east.  Every  principal  railway  was  at 
that  time  constructed  with  a  view  of 
rivaling  one  of  these  great  waterways, 
and  it  was  the  great  aim  in  the  con¬ 
struction  of  small  roads,  though  the  ex¬ 
pectation  was  not  always  realized,  to  ul¬ 
timately  make  connection  with  railroad 
lines  which  would  result  in  the  establish¬ 
ment  of  through  routes  between  some  of 
these  natural  water  systems.  The  ques¬ 
tion  most  discussed  was  whether  the 
railway  in  rivalry  with  the  waterway 
could  be  operated  with  profit,  and  the 
detailed  history  of  the  conflict  of  these 
competitive  forces  would  itself  consti¬ 
tute  an  interesting  narrative. 

Early  Railroading. 

The  English,  with  their  characteristic 
thoroughness,  had  set  us  the  example  of 
low  grades  and  long  curves,  and  the 
early  locomotives  imported  from  Eng¬ 
land  and  built  for  use  on  such  lines 
were  found  unadapted  to  roads  built  at 
the  minimum  of  expense  and  therefore 
with  all  possible  avoidance  of  tunneling 
or  unnecessary  cutting  to  light  grade. 
The  result  was  short  curves  and  heavy 
grades,  and  locomotives  unsuited  to  use 
over  a  line  of  that  character.  As  the 
English  locomotive  was  built  with  a 
practically  rigid  truck  for  the  wheels, 
the  American  engineer  was  face  to  face 
with  a  most  serious  problem.  The  id^a 
of  the  swiveling  truck,  is  said  to  have 
been  first  suggested  by  Horatio  Allen  in 
1831,  and  to  have  been  invented  and  put 
in  force  by  John  B.  Jervis,  chief  engi¬ 
neer  of  the  Mohawk  &  Hudson  road  in 
that  year.  This,  placed  under  the  front 
end  of  the  engine,  enables  it  to  take  a 
curve  of  very  short  radius,  and  it  was 
demonstrated  that  the  lines  could  very 
often  follow  the  circumference  of  the 
mountain  at  the  projected  level  instead 
of  going  through  it;  it  could  avoid  tun¬ 
neling  through  by  running  between  the 
mountains.  But  the  early  road  beds, 
and  until  recent  years  most  of  the  later 
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ones,  were  rough,  and  this  also  prevented 
operation  of  the  English  type  of  loco¬ 
motive,  which  was  designed  for  the 
smooth  and  well-ballasted  way.  The 
English  locomotives  could  not  be  run 
upon  our  uneven  tracks.  Here  again  the 
invention  of  our  engineers  was  equal  to 
the  problem,  and  they  came  forward  with 
the  “equalizing  beam”  or  lever,  invented 
by  J.  B.  Harrison  in  1838,  which  keeps 
the  weight  of  the  engine  always  upon  a 
sufficient  number  of  its  wheels  to  pre¬ 
vent  derailment  in  ordinary  operation. 

These  two  initial  improvements  made 
it  possible  to  successfully  operate  cheap¬ 
ly  constructed  railways ;  and  in  these 
early  days,  when  money  was  scarce  and 
investors  afraid  of  the  new  venture,  to 
start  a  railroad  with  the  least  possible 
outlay.  The  appliances  mentioned  clear¬ 
ed  the  way,  and  together  they  have  been 
asserted  to  be  the  “key”  to  the  evolu¬ 
tion  of  the  American  railway. 

It  was  soon  found,  too,  that  the  flexi¬ 
bility  of  our  type  of  engine  increased  the 
adherence  to  track  and  permitted  heavier 
car  loading.  Swiveling  trucks  were  also 
patented  for  cars,  and  then  the  equip¬ 
ment  feature  of  railroading  was  fairly 
started  upon  the  path  of  progress.  After 
a  while  we  adopted  the  switch-back,  the 
zig-zag,  and  loop  for  mountain  construc¬ 
tion,  of  which  we  have  several  amazing 
examples  in  our  Rockies  and  other  parts 
of  the  country. 

The  great  distinction  between  the 
American  and  English  railway  is  that 
the  latter  was  not  opened  for  traffic,  as 
a  rule,  until  the  construction  according 
to  the  best  plans  of  railway  building 
known  at  the  time  was  practically  com¬ 
plete  ;  while  the  former  was  built  origin¬ 
ally  in  the  cheapest  manner  and  put  in 
operation  with  the  smallest  delay  possible. 

There  was  much  discussion  and  prop¬ 
hecy  at  the  outset  as  to  how  fast  a  rail¬ 
road  train  could  go  without  derailment. 
At  first  10  or  12  miles  an  hour  was 
deemed  to  be  the  limit.  A  writer  in  the 
British  Quarterly  Review  in  the  early 
thirties  said;  “As  to  those  persons  who 
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Speculate  on  making  railways  general 
throughout  the  kingdom,  we  deem  them 
and  their  visionary  schemes  unworthy  of 
notice.”  The  operators  of  numerous 
British  canals  were  not  so  pessimistic, 
and  one  of  the  most  prominent  declared ; 
“We  shall  do  well  enough,  if  we  can 
keep  clear  of  those  cursed  railways.” 
Contrast  these  remarks  with  the  state¬ 
ment  of  that  great  man,  Gladstone,  in 
1872,  which  was  itself  a  vision  of  rail¬ 
way  destiny.  He  was  speaking  to  a  body 
of  civil  engineers  in  that  year  and  said : 
“You  have  already  covered  the  civilized 
world,  and  you  are  rapidly  piercing  the 
uncivilized.  The  cataracts  of  the  Nile 
are  no  longer  secure. .  I  believe  the  next 
step  will  be  a  railway  across  the  desert 
of  Africa.”  An  instance  of  the  amazing 
progress  of  railway  development  since 
Gladstone  died  is  the  approaching  reali¬ 
zation  of  the  scheme  for  a  road  from  the 
Cape  of  Good  Hope  to  Cairo.  It  is  worth 
observing  that  along  parrs  of  the  “Cape 
to  Cairo  line”  the  telegraph  poles  are 
used  as  back-scratchers  by  wild  animals. 
Thus  does  twentieth  century  progress 
now  and  then  have  occasion  to  apply  its 
magic  touch  to  primeval  conditions. 

Returning  to  the  evolution  of  our  rail¬ 
way  system,  we  find  that  every  step  of 
progression  has  been  attended  by  what 
seemed  almost  insurmountable  difficul¬ 
ties.  Most  railway  corporations  for  a 
long  period  held  firmly  to  the  idea  that 
its  local  or  individual  rates  must  apply 
to  the  traffic  affected,  whether  that  traf¬ 
fic  was  shipped  through  over  two  or 
more  roads  or  was  local  to  its  own  line. 
Few  railroad  managers  could  compre¬ 
hend  the  mutual  benefits  resulting  from 
the  interchange  of  loaded  cars  between 
connecting  lines ;  and  the  great  principle 
that  increased  traffic  obtainable  by  con¬ 
siderable  reduction  in  rate  is  more  de¬ 
sirable  than  a  fair  amount  of  traffic  earn¬ 
ing  high  Yates,  had  to  be  demonstrated 
repeatedly,  and  its  application  compelled 
by  competitive  conditions  arising  from 
the  extension  of  new  lines  or  constant 
rivalry  with  the  waterways. 
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Railways  vs.  Canals. 

Gradually,  however,  the  demands  of 
traffic  for  through  service  and  the  con¬ 
tinuing  and  increasing  need  for  greater 
revenue  with  which  to  develop  and  im¬ 
prove  the  properties,  and  add  new  equip¬ 
ment,  as  well  as  to  approach  the  time 
when  dividends  might  be  paid,  worked 
out  those  changes  in  railway  operation 
which  constitute  the  real  commencement 
of  the  American  railway  system.  Strange 
to  say,  this  desirable  condition  was  vio¬ 
lently  opposed  in  several  quarters  by  the 
people,  an  instance  of  which  was  the 
strong  agitation  in  and  about  1858  for  a 
law  prohibiting  the  New  York  Central 
from  carrying  freight  in  competition 
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with  the  Erie  Canal.  It  was  claimed  that 
the  canal  enjoyed  a  natural  right  as  a 
waterway  to  the  through  freight,  which 
it  would  be  against  public  policy  for  the 
railroad  to  share.  The  Civil  War  oper¬ 
ated  very  largely  to  retard  all  railway 
improvement,  but  that  conflict  perhaps 
strongly  demonstrated  the  necessity  for 
through  service  and  rates  low  enough  to 
attract  the  long-haul  through  freight  to 
the  railroads.  One  direct  result  was  the 
stimulation  of  the  building  of  the  trans¬ 
continental  roads  under  government  aid, 
both  in  grants  of  public  land  and  loan 
of  credit. 

This  was  doing  in  a  national  way  what 
the  states,  counties,  and  even  towns  or 
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municipalities  liad,  pre\^iously  done,  by 
the  system  known  as  “bonding,”  for 
roads  incorporated  under  state  laws. 
After  the  war*  this  policy  of  public  aid 
was  applied  extensively,  and  while  in 
the  end  the  results  undoubtedly  justified 
the  vast  expenditure,  for  the  tremendous 
benefits  of  this  public  service  to  the  peo¬ 
ple  as  a  whole  are  inestimable,  and  de¬ 
ferring  their  realization  meant  delay  in 
the  development  of  natural  progress  and 
power,  this  policy  was  nevertheless  ac¬ 
companied  by  disregard  of  promises 
given  to  the  public,  wasteful  expenditure 
of  the  public  funds  so  applied  with  a 
view  to  private  gain,  wrecking  of  the 
railway  finances  with  the  same  object  in 
view,  and  foreclosure  and  sale  of  the 
properties.  The  instances  are  few,  in¬ 
deed,  where  the  grant  of  subsidies  to 
these  interior  transportation  corpora¬ 
tions  have  been  favorable,  investments 
from  a  financial  standpoint,  however 
greatly  the  general  public  may  have 
benefited  ultimately  from  the  policy  de¬ 
scribed.  It  is  enough  to  say  that  nearly 
every  considerable  subsidy  or  loan  of 
credit  to  railways  in  the  United  States 
has  been  attended  by  rascality  and  rob¬ 
bery,  from  the  stupendous  operations  of 
the  Credit  Mobilier,  a  part  of  national 
history,  to  the  grant  of  town  bonds  to 
aid  the  construction  of  some  small  line. 
The  tale  of  “graft”  and  often  downright 
criminality  involved  in  the  manipula¬ 
tion  and  disposition  of  these  grants,  and 
the  financial  operations  of  the  roads  for 
which  they  were  made,  would  fill  a  large 
volume,  with  the  trail  of  the  “muck¬ 
rake”  on  every  page. 

How  Railroad  Stocks  Are  “Watered.” 

It  was  not  unusual  to  start  a  small 
road  with,  say,  one  million  dollars  in 
stock,  of  which  say  one-tenth  is  paid  in 
by  those  on  the  inside.  These  directors 
would  issue  two  millions  in  bonds,  sell¬ 
ing  them  below  par,  at  80  for  instance, 
giving  a  total  of  $1,600,000,  and  then 
reimburse  themselves  for  the  $100,000 
advanced  by  charging  five  per  cent  for 
placing  the  loan.  This  would  leave  $1,- 
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500,000  to  buildlthe  road.  The  same  di¬ 
rectors  then  appeared  as  a  construction 
company,  and  as  railroad  directors 
awarded  themselves  $1,500,000  to  pay 
for  $1,000,000  worth  of  work.  Naturally 
the  road,  unable  to  pay  interest  on  the 
bonds,  drifted  into  the  hands  of  a  re¬ 
ceiver,  the  foreclosure  price  would,  of 

course,  squeeze  out  the  water  in  the  cap- 
•  •  •  ** 
italization,  and  all  the  stock  and  much 

of  the  bonds  would  become  worthless. 

This  illustration  may  be  too  severe  in 

its  reference  to  some  roads,  but  just  as 

truly  it  is  too  mild  as  applied  to  others. 

But  passing  this  all  by,  let  us  see  how 
this  once  struggling  enterprise  came  to 
reach  its  present  greatness.  Allusion  has 
been  made  to  the  necessity  for  through 
transportation  and  through  rates  that 
the  long  distance  traffic  would  bear.  It 
required  no  mathematics  to  show  ihat  a 
full  carload  could  be  carried  more  cheap¬ 
ly  than  a  part  carload,  and  a  short  cal¬ 
culation  also  proved  that  it  costs  far 
less  per  carload  to  haul  two  carloads 
than  it  does  to  haul  one  carload,  and 
comparatively  little  more  to  haul  fif¬ 
teen  loaded  cars  than  it  does  to  haul 
ten.  So  if  a  given  rate  between  Chicago 
and  New  York  only  brings  to  a  railroad 
20  cars  a  day,  and  reducing  that  rate  one- 
fourth  will  bring  the  road  40  cars  a  day, 
it  pays  amazingly  to  reduce  the  rate. 
Let  us  take  an  example.  It  costs,  say, 
$25  per  car  to  transport  the  20  cars  from 
Chicago  to  New  York,  counting  in  the 
operating  and  fixed  charges  and  all  ex¬ 
penses.  To  bring  the  40  cars  instead  of 
the  20  adds  nothing  to  fixed  charges,  and 
the  cost  of  the  movement  itself  is  not 
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by  any  means  doubled,  for  the  same  en¬ 
gine  will  haul  and  about  the  same  crew 
will  handle  the  40  cars  that  were  used 
to  haul  and  handle  the  20  cars.  Assum¬ 
ing  that  the  additional  cost  of  the  added 
$20  cars  is  $5  per  car;  the  original  20 
cars  cost  the  carrier  $500  to  transport, 
and  the  extra  20  cars  cost  it  $100  to 
transport,  making  a  total  of  $600.  The 
rate  in  force  yielded  a  charge  per  car¬ 
load  of  20  tons,  say  $100,  or  $2,000  for 
the  first  20  cars.  Let  the  charge  per 
carload  be  reduced  one-fourth,  to  $75, 
and  for  the  40  cars  we  have  $3,000.  The 
profit  on  the  20  cars  was  $1,500,  and  the 
profit  on  the  40  cars  is  $2,400.  This 
rough  illustration  indicates  how  the  get¬ 
ting  of  an  additional  volume  of  traffic 
was  the  cause  of  immense  rate  reduc¬ 
tions  on  long-haul  freight. 

The  same  principle,  the  greater  the 
volume  of  traffic,  the  less  the  cost  of 
transportation,  has  actuated  all  the  later 
economies  in  railway  operations,  the 
steel  rail,  growing  heavier  with  each  re¬ 
placement,  the  stone  ballast  and  frequent 
renewal  of  ties,  the  constantly  increas¬ 
ing  weight  and  power  of  locomotives, 
and  evolution  of  the  light  and  compara¬ 
tively  frail  10-ton  freight  car  into  the 
modern  steel  car  of  100  tons  burden,  the 
massing  of  traffic  into  through  train 
loads,  and  all  the  other  economies  of 
operation,  with  the  resultant  increase  of 
earnings,  which  have  been  and  are  being 
constantly  devised  by  the  railway  man¬ 
ager. 

There  was  also  no  guarantee  of  per¬ 
manency  in  the  formation  by  simple 
agreement  of  through  lines  composed  of 
several  short  roads,  little  likelihood  of 
harmonious  management,  or  concord  in 
methods  of  improvement,  and  there  was 
plainly  much  to  be  gained  in  those  re¬ 
spects  and  in  economy  by  merging  the 
control  into  a  single  company.  The  sig¬ 
nal  success  of  the  first  Vanderbilt  in 
building  up  the  great  New  York  Central 
System  from  a  large  number  of  small 
roads,  and  of  Thompson  and  Scott  in 
linking  together  an  even  greater  number 
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of  little  roads  and  developing  what  are 
now  known  as  the  Pennsylvania  prop¬ 
erties,  are  sufficient  examples.  Today 
the  New  York  Central  Company,  which 
began  with  the  combination  of  a  great 
many  comparatively  short  roads  into  the 
line  from  New  York  to  Buffalo,  controls 
numerous  others,  themselves  great  lines, 
one  of  which,  the  Lake  Shore,  earns  in 
excess  of  a  high  yearly  dividend,  enough 
to  buy  a  railroad  of  respectable  length 
each  year.  Through  many  years,  since 
the  initial  success  of  merging  short  lines 
into  single  long  lines,  the  process  of  con¬ 
solidation  into  systems  has  been  going 
on.  So  far  as  the  extension  of  through 
-  lines  is  concerned,  the  progress  made  in 
that  direction  has  been  healthy  and  of 
great  benefit  to  the  public.  If  passen¬ 
gers  between  New  York  and  Albany  had 
to  change  cars  eight  or  ten  times,  and 
ten  or  fifteen  times  between  Albany  and 
Buffalo,  or  if  all  these  various  roads  had 
to  enter  into  arrangements  for  through 
carriage  subject  to  continual  disagree¬ 
ments,  we  would  have  today  something 
like  the  situation  which  existed  about  50 
years  ago. 

Such  extension  of  common  ownership 
tends  to  economy  of  operation  and  re¬ 
duction  of  rates,  with  greater  provision 
of  through  service  facilities.  An  exam¬ 
ple  is  found  in  the  Louisville  &  Nash¬ 
ville  System,  which,  as  the  name  indi¬ 
cates,  ran  originally  only  between  Louis¬ 
ville  and  Nashville.  Today  it  has  a  line 
to  St.  Louis,  another  to  Cincinnati,  an¬ 
other  to  New  Orleans,  and  an  extension 
into  Florida,  with  a  number  of  subsidi¬ 
ary  lines  and  trackage  rights  and  leases 
for  operation  over  others. 


JUST  LIKE  A  LEMON. 


LORD,  CAN  WE  BEAT  THE  REBATE  LAW? 
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Railroad  Builders  and  Railroad 
Wreckers. 

Some  of  the  men  who  controlled  the 
destinies  of  railroads  in  the  early  days 
are  now  regarded  as  public  benefactors, 
while  others  are  chiefly  famous  on  ac¬ 
count  of  their  infamous  exploits.  What¬ 
ever  may  be  said  of  their  methods,  Van¬ 
derbilt  and  Scott  built  great  railway  sys¬ 
tems,  and  on  the  other  hand,  Fisk  and 
Gould,  when  associated  together,  wreck¬ 
ed  them.  If  we  think  of  the  latter  and 
the  Erie  System,  the  mind  unfailingly 
recalls  Black  Friday  in  Wall  Street,  and 
if  we  think  of  the  former  in  connec¬ 
tion  with  the  New  York  Central  and 
Pennsylvania,  it  is  associated  with  the 
building  up  and  successful  management 
of  great  public  works. 

All  these  extensions  into  constantly 
developing  systems  competing  for 
through  traffic  or  business  in  common 
territory  engendered  fierce  competition 
between  the  roads  themselves,  and  rate 
wars  often  reduced  transportation 
charges  on  competitive  traffic,  both 
freight  and  passenger,  to  ridiculously 
low  figures.  This  state  of  affairs  is  to 
be  contrasted  with  the  known  fact  that 
nearly  all  of  our  railways  and  extended 
lines  possessed  in  earlier  periods  at  least 
a  largely  inflated  capitalization,  repre¬ 
senting  on  many  roads  two  or  three  times 
the  actual  cost,  and  that  nearly  all  roads 
were,  with  such  expanded  capital, 
obliged  to  charge  as  high  rates  as  the 
business  would  bear.  This  is  why  the 
term  “all  that  the  traffic  will  bear”  as 
applied  to  rates,  came  to  represent  the 
idea  of  extortion  in  the  minds  of  the 
public,  when  in  reality  charging  for 
transportation  what  the  traffic  will  bear 
is,  when  surrounded  by  fair  conditions, 
a  perfectly  defensible  phrase.  Charging 
what  the  traffic  will  bear  to  the  utmost 
was  of  course  the  practice  objected  to  by 
the  public,  and  that,  except  as  changed 
by  the  strong  competitive  conditions  re¬ 
ferred  to,  was  undoubtedly  the  practice 
upon  the  great  majority,  if  not  all,  of 
the  lines. 


The  disastrous  rate  wars  in  competi¬ 
tive  traffic  reached  great  severity  in  the 
late  sixties,  when  the  New  York  Central 
and  the  Pennsylvania  had  each  obtained 
a  route  to  Chicago.  The  first-class  rate 
from  New  York  to  Chicago  on  January 
1,  1862,  was  $1.60.  This,  with  some 
fluctuations,  reached  $2.15  per  100 
pounds  in  September,  1864.  In  June, 
1868,  the  rate  was  reduced  to  $1.88.  In 
October  of  that  year  it  was  70  cents,  and 
it  was  about  this  time  that  the  system  of 
rate-cutting  began.  In  December  of  that 
year  the  rate  had  risen  to  $2.02,  but  in 
February,  1869,  the  rate  was  reduced  to 
45  cents,  and  this  applied  not  only  on 
first-class  freight,  but  upon  second,  third, 
fourth  and  fifth-class  freight  as  well.  On 
August  11,  1869,  the  rate  on  all  classes 
was  25  cents.  The  rate  war  lasted  until 
November  1,  when  the  rate  was  restored 
to  $1.40,  first  class,  ranging  down  to  50 
cents,  fifth  class.  In  1870,  the  rates  were 
again  down  as  low  as  50  cents  on  all 
classes  except  the  fifth,  which  was  at 
one  time  35  cents.  In  September,  1871, 
the  rate  was  30  cents  on  all  classes  ex¬ 
cept  the  fifth  class,  which  was  24  cents. 
In  November  of  that  year  the  first  class 
rate  was  $1.00,  and  in  December  it  had 
been  raised  to  $1.25.  In  August,  1873, 
the  rate  was  down  to  27  cents,  first  class, 
and  17  cents,  fifth  class.  In  July,  1876, 
the  rate  was  as  low  as  15  cents  per  100 
pounds  from  New  York  to  Chicago,  on 
the  first,  second  and  third  classes,  and  10 
cents  on  the  fourth  and  fifth  classes.  The 
rate  never  again  reached  $1.00  except  in 
October  and  September,  1877.  After 
that  it  ranged  from  75  cents,  first  class, 
to  45  cents,  first  class.  On  November  18, 
1885,  the  basis  of  75  cents,  first  class. 


April  17,  1906. 

E.  H.  Beach,  Editor, 

My  Dear  Sir — I  have  yours  of  the  14th,  and  I 
assure  you  that  I  shall  be  pleased  to  receive 
copies  of  The  Business  Man's  Magazine,  with 
the  articles  of  my  good  friend  and  colleague, 
Charles  Townsend.  I  am  sure  they  will  prove 
interesting  -and  profitable.  Sincerely  yours. 


THAT  STANDARD  PIPE  DREAM  HAS  A  RUDE  AWAKENING. 
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became  effective,  and  except  for  a  period 
in  1888  that  basis  has  continued  to  the 
present  time.  The  present  rates  are  75 
cents,  first  class,  and  25  cents,  sixth  class. 

These  rates  show  the  fluctuations  in 
class  freight  during  the  period  of  the 
trunk  line  rate  wars,  which  lasted  from 
1868  up  to  about  the  time  of  the  enact¬ 
ment  of  the  Act  to  regulate  commerce 
in  1887. 

Prior  to  1868  there  had  been  fierce 
rate  wars  between  the  roads  leading 
from  Lake  Erie  to  New  York.  By  1874 
the  Baltimore  &  Ohio  had  secured  a  Chi¬ 
cago  connection  and  the  Grand  Trunk, 
of  Canada,  had  reached  Milwaukee. 
With  these  extensions  there  were  five 
great  trunk  lines  competing  for  the  east 
and  westbound  freight — The  Grand 
Trunk,  New  York  Central,  Erie,  Penn¬ 
sylvania  and  Baltimore  &  Ohio.  The 
roads  had  followed  the  practice  of  agree¬ 
ing  upon  rates,  and  the  accounts  of  meet¬ 
ings  of  the  carriers’  representatives  for 
this  purpose  were  published  in  the  news¬ 
papers  just  as  they  reported  the  doings 
of  state  legislation  or  of  Congress. 
There  was  no  serious  pretense  that  the 
rates  as  so  established  were  observed  for 
any  length  of  time. 

The  regular  local  tariffs  not  affected 
by  competition  were  no  more  observed 
than  the  competitive  tariffs  which  were 
agreed  upon.  “The  only  difference,” 
says^  Charles  Erancis  Adams,  “between 
the  local  and  the  through  tariffs,  was 
that  whereas  the  former  were  fixed  and 
rarely  changed,  the  latter  were  subject 
to  sudden  and  violent  fluctuations.” 

A  statement  in  the  argument  of  Albert 
Fink,  before  the  Committee  on  Com¬ 
merce  of  the  House  of  Representatives 
in  January,  1884,  shows  that  in  1881 
freight  was  carried  from  Chicago  to 
New  York,  1,000  miles,  for  8  cents  a 
hundred  pounds.  Mr.  Fink  said:  “This 
was  a  loss  of  from  8  to  12  cents  a  hun¬ 
dred  in  doing  the  mere  work,  not  to  say 
anything  of  interest  and  capital  in¬ 
vested.”  Mr.  Fink  again  said  in  1876, 
describing  the  state  of  affairs  at  that 


time :  “The  managers  have  no  longer 
confidence  that  they  (the  agreements) 
can  ever  be  carried  out,  and  there  seems 
to  be  a  tacit  understanding  that  agree¬ 
ments  to  restore  and  maintain  rates  for 
a  period  are  in  most  cases  merely  made 
for  the  purpose  of  practicing  deception 
upon  each  other,  starting  with  a  higher 
scale  of  rates  in  order  to  secure,  for  a 
short  period  at  least,  some  remuneration 
for  the  work  performed  until  the  low 
rates  are  reached  again  in  the  natural 
course  of  events.  This  method  of  trans¬ 
acting  business,  based  upon  deception 
and  dishonesty,  has  been  elevated  into  a 
business  principle  in  the  management  of 
railroad  property,  and  is  pronounced  by 
many  experienced  freight  agents  and 
traffic  managers  as  the  only  possible  or 
practicable  method  upon  which  competi¬ 
tive  business  can  be  conducted.”  What 
a  commentary  this  is  upon  the  dishon¬ 
esty  of  railroad  practices  of  that  per¬ 
iod,  and  the  utter  disregard  of  the  rights 
of  the  public  to  fair  and  impartial  treat¬ 
ment  !  Clearly,  railroad  traffic  agents 
of  that  period  had  no  appreciable  reali¬ 
zation  that  they  were  engaged  in  the 
performance  of  a  public  service.  They 
conducted  the  business  of  common  car¬ 
riage  solely  as  a  private  business,  and 
yet  they  proceeded  to  such  lengths  and 
made  such  sacrifices  of  revenue  in  their 
sale  of  transportation  in  competition  with 
each  other,  as  no  man  or  corporation 
engaged  in  private  business  would  dare 
to  make. 

Couldn’t  Stand  Temptation. 

The  railway  managers  finally  conclud¬ 
ed  that,  like  many  other  men,  the  only 
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thing  they  could  not  resist  was  tempta¬ 
tion,  and  they  proceeded  to  enter  into 
agreements  to  divide  competitive  traffic 
and  thereby  remove  the  temptation  to 
cut  rates.  This  was  the  commencement 
of  the  practice  of  pooling  by  the  east¬ 
ern  lines  in  the  United  States.  It  was 
not,  however,  a  new  proposition.  There 
had  been  railway  pools  on  a  small  scale 
in  New  England  for  some  time,  and  in 
the  west  the  practice  commenced  about 
1870.  There  had  been  a  pool  of  the  an¬ 
thracite  roads  from  1872  to  1876,  and 
there  had  been  in  use  the  device  known 
as  the  “evener  system,”  which  was  first 
applied  to  live  stock.  Carriers  first  de¬ 
termined  what  part  of  the  traffic  each 
should  haul,  and  they  then  entered  into 
an  agreement  with  a  certain  number  of 
the  principal  shippers,  who  agreed  to 
divert  their  shipments  over  the  different 
lines  so  as  to  accord  to  each  road  its 
allotted  portion.  These  shippers  received 
in  consideration  of  their  services  a  re¬ 
bate  not  only  on  the  shipments  made  by 
themselves,  but  also  on  all  those  made 
by  other  shippers.  The  scheme  met  with 
such  strenuous  and  determined  opposi¬ 
tion  that  it  was  abandoned  by  the  rail¬ 
roads  in  1879.  This  ‘‘evener  systeii/’ 
was  also  applied  to  the  transportation  of 
petroleum,  AND  IT  HAS  BEEN  DE¬ 
SCRIBED  IN  JUDICIAL  REPORTS 
HOW  THE  STANDARD  OIL  COM¬ 
PANY  RECEIVED  AS  COMPENSA¬ 
TION  EOR  SO  DIVIDING  THE  PE¬ 
TROLEUM  TRAEEIC  BETWEEN 
THE  DIFEERENT  LINES  CARRY¬ 
ING  OIL  A  REBATE  NOT  ONLY 
UPON  ITS  OWN  SHIPMENTS  BUT 
UPON  THOSE  SHIPPED  BY  THE 
INDEPENDENT  REFINERS !  In 
1877  the  eastern  trunk  line  pool  was 
formed,  with  Albert  Fink  as  chairman. 
The  roads  were  to  carry  certain  per¬ 
centages  of  the  business,  and  if  any  road 
carried  more  than  its  allotted  share,  the 
amount  of  the  excess  was  to  be  turned 
over  to  the  road  which  was  deficient. 

But  there  was  a  provision  in  the 
agreement  for  revision  of  the  percent¬ 


ages  from  time  to  time  based  upon  the 
traffic  actually  carried  by  the  different 
roads  during  a  given  period.  The  in¬ 
centive  to  competition,  therefore,  still 
remained,  and  it  was  not  uncommon  for 
a  road  td  violate  the  agreement  to  main¬ 
tain  rates  with  a  view  to  increasing  the 
volume  of  business  over  its  line  and 
thereby  furnish  a  basis  for  an  increase 
of  its  percentage. 

Moreover,  the  shippers  were  still  able 
to  use  the  lake  and  canal  route  during 
the  navigation  season,  and  a  threat  to 
use  the  water  route  during  the  next  sum¬ 
mer  season  generally  forced  the  grant¬ 
ing  of  special  rates  the  year  around. 

The  early  combinations  of  the  roads 
aroused  public  indignation.  The  cry  of 
railroad  kings  and  railroad  extortioners 
was  at  once  raised  from  every  quarter. 
The  movement  was  regarded  as  against 
public  policy,  and  the  plan  for  so  operat¬ 
ing  combined  railroads  was  denounced 
as  one  which  must  necessarily  result  in 
the  destruction  of  all  competition  be¬ 
tween  the  seaboard  and  the  west.  The 
pooling  contracts  were  treated  by  the 
courts  as  extra-legal,  that  is  to  say,  while 
it  was  not  unlawful  to  be  a  party  to  such 
a  contract,  the  courts  refused  to  enforce 
them  and  held  them  void  as  being  against 
public  policy. 

The  enactment  of  the  anti-pooling 
clause  in  the  Act  to  regulate  commerce 
in  1887,  and  the  attitudes  of  the  states 
themselves,  prohibiting  traffic  agreements 
between  parallel  roads,  which  was  fol¬ 
lowed  by  the  Sherman  Anti-Trust  law  in 
1890,  and  the  subsequent  decisions  of  the 
supreme  court,  placed  the  roads  substan¬ 
tially  in  the  position  where  they  were 
with  respect  to  obtaining  competitive 
traffic  before  the  pooling  agreement  came 


E.  H.  Beach,  Editor, 

My  Dear  Sir — I  thank  you  for  your  letter  of 
the  fourteenth  instant,  which^  I  have  just  re¬ 
ceived,  and  it  will  certainly  give  me  pleasure  to 
read  the  articles  by  Congressman  Townsend, 
about  to  appear  in  your  magazine. 

Very  truly  yours, 


CANADA  CONTROT.S  HER  COAL,  MINES.  RAILROADS  DO  IT  HERE. 
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into  use,  but  they  did  not  resort  in  the 
same  wholesale  way  to  the  rate-cutting 
practices  followed  before  the  Act  to  reg¬ 
ulate  commerce  was  passed. 

During  the  period  from  187?  to  1893, 
with  the  panics  of  1873  and  1893,  and 
periods  of  business  depression  interven¬ 
ing,  the  railway  mileage  had  greatly  in¬ 
creased  all  over  the  country,  and  even 
then  the  consolidation  of  railroads  had 
proceeded  to  such  an  extent  as  to  arouse 
serious  public  attention.  Nevertheless, 
it  was  the  proud  boast  of  the  railways 
that  the  interaction  of  commercial 
forces,  market  competition,  and  the  con¬ 
tinuing  and  increasing  competition  be¬ 
tween  the  railroads  for  traffic  in  com¬ 
mon  territory  were  lasting  conditions, 
which  must  in  the  future,  as  they  had  in 
the  past,  continually  operate  to  reduce 
railway  charges.  The  roads  were  also 
constantly  importuning  Congress  to  en¬ 
act  a  law  legalizing  pooling  and  mak¬ 
ing  contracts  between  the  roads  enforce¬ 
able,  claiming  that  this  was  the  only 
possible  remedy  for  illegitimate  and  dis¬ 
astrous  competition,  and  the  only  true 
means  of  preventing  secret  discrimina¬ 
tions  and  departures  from  the  published 
tariff  rates. 

Up  to  and  during  the  panic  of  1893 
the  roads  were  justified  in  claiming  that 
competition  had  operated  not  only  to 
prevent  extortionate  charges  on  com¬ 
petitive  business,  but  had  been  the  cause 
of  extended  reductions  in  the  rates  for 
transportation.  But  since  about  1893 
the  railways  have  adopted  new  methods 
of  combining,  which  have  resulted  in 
actual  intercorporate  control,  and  are 
as  forceful  and  compelling  as  the  old 
pooling  agreement  was  weak  and  in¬ 
efficient. 

How  “Control”  Is  Secured. 

By  means  of  these  combinations  or 
consolidations  the  railroads  have  suc¬ 
ceeded  in  doing  what  in  all  American 
railway  history  they  were  unable  to  do 
before.  They  have  suppressed  com¬ 
petition  to  such  an  extent  as  to  enable 
them  to  control  and  increase  rates  in 


practically  all  sections  of  the  country. 
Lines  formerly  in  strenuous  competi¬ 
tion  with  each  other  are  today  under  a 
common  control.  Albert  Fink’s  descrip¬ 
tion  of  the  surrender  by  the  stockhold¬ 
ers  of  the  management  of  railway  prop¬ 
erty  in  respect  of  rate-making  is  no  lon¬ 
ger  a  correct  statement.  He  said;  “THE 
STOCKHOLDERS  SURRENDER 
CONTROL  TO  THE  BOARD  OF  DI¬ 
RECTORS,  WHICH  IN  TURN  SUR¬ 
RENDERS  TO  THE  PRESIDENT, 
WHO  SURRENDERS  TO  THE  GEN¬ 
ERAL  MANAGER,  AND  HE  SUR¬ 
RENDERS  TO  THE  GENERAL 
FREIGHT  AGENT,  WHO  AGAIN 
SURRENDERS  CONTROL  TO  A 
LARGE  NUMBER  OF  SOLICITING 
AGENTS;  AND  FINALLY  THESE 
SOLICITING  AGENTS  SURREN¬ 
DER  TO  THE  SHIPPERS.” 

Today  the  control  and  management  of 
the  railways  is  dictated  with  all  neces¬ 
sary  detail  by  those  who  actually  con¬ 
trol  the  financial  operations  of  the  rail¬ 
roads,  and  those  in  such  control  are  al¬ 
lied  in  about  six  systems,  as  affecting 
three-fourths  of  the  railway  mileage  in 
the  United  States,  and  over  that  75  per 
cent  of  the  mileage  is  carried  probably 
as  much  as  90  per  cent  of  the  railway 
freight  traffic  in  the  United  States. 

These  six  systems  (no  longer  called 
systems,  but  groups),  are  the  Vander¬ 
bilt,  the  Pennsylvania,  the  Morgan-Hill, 
Gould-Rockefeller,  Moore-Leeds  and 
Harriman  groups.  Controlled  in  this 
way  directly  by  financial  interests,  which 
means  largely  a  common  interest,  we 
have  a  practical  identity  of  control  of 
the  principal  railway  lines  in  the  United 
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States.  The  timely  announcement  by 
the  Interstate  Commerce  Commission  in 
its  annual  report  for  1899  of  its  fear 
that  such  merger  of  railway  interests 
would  be  consummated  has  been  fully 
realized.  The  commission  said  : 

“It  is  a  matter  of  common  knowledge  that  vast 
schemes  of  railway  control  are  now  in  process  of 
consummation  and  that  competition  of  rival  lines 
is  to  be  restrained  by  these  combinations.  *  *  * 
If  the  plans  already  foreshadowed  are  brought  to 
effective  results  and  others  of  similar  scope  are 
carried  to  execution,  there  will  be  a  vast  central¬ 
ization  of  railroad  properties,  with  all  the  power 
involved  in  such  far-reaching  combinations  yet 
uncontrolled  by  any  public  authority  which  can  be 
efficiently  exerted.  The  restraints^  of  competition 
upon  excessive  and  unjust  rates  in  this  way  are 
avoided,  and  whatever  evils  may  result  will  be 
remediless  under  existing  laws.” 

Again  in  its  report  for  1902  the  com¬ 
mission  said : 

“The  tendency  to  combine  continues  to  be  the 
most  significant  feature  of  railway  development. 
The  facts  in  this  regard  are  matters  of  common 
knowledge,  and  little  is  gained  by  the  mentioii  of 
particular  instances.  *  *  *  A  law  which  might 

have  answered  the  purpose  when  compedtion  was 
relied  upon  to  secure  reasonable  rates  is  demon¬ 
strably  inadequate  when  that  competition  is  dis¬ 
placed  by  the  most  far-reaching  and  powerful 
combinations.  So  great  a  change  in  conditions 
calls  for  corresponding  change  in  the  regulating 
statute.” 

It  is  not  the  purpose  of  the  present 
paper  to  go  into  any  detailed  discussion 
of  the  effects  of  these  latter-day  com¬ 
binations.  That  will  be  left  for  later 
and  more  extended  treatment.  They  are 
mentioned  here  as  part  of  the  railway 
development  of  this  country,  and  as  em¬ 
bracing  an  extent  of  power  and  author¬ 
ity  capable  of  instant  application,  but 
not  subject  to  immediate  control  or  re¬ 
striction,  which  is  at  present  only  dimly 
realized  by  the  people  of  the  United 
States. 

The  struggling  individually  controlled 
railways  of  30  or  40  years  ago  today  are 
extended  in  all  directions,  binding  the 
land  in  fetters  of  steel,  and  are  subject 
to  a  unified  control  in  respect  of  rates 
and  facilities  for  transportation  which 
necessarily  operates,  through  its  very 
exercise,  in  vitally  affecting  nearly  all 
the  commercial  and  industrial  pursuits 
throughout  the  land.  It  is  no  longer  a 
question  whether  the  railway  can  suc¬ 
cessfully  compete  with  the  waterway. 
It  does!  It  is  no  longer  doubtful 
whether  long  distance  traffic  can  be 
hauled  by  railways  at  a  profit.  It  is! 


It  is  no  longer  a  problem  whether  rate 
wars  between  railways  can  be  controlled 
and  prevented.  They  are!  It  is  no 
longer  possible  to  say  truthfully  that 
competition  between  railways  exists 
which  prevents  increases  and  enforces 
reductions  in  rates.  It  does  not!! 

Besides  all  this,  the  Interstate  Com¬ 
merce  Commission,  in  investigating  the 
eastern  coal  roads  under  Congressional 
direction,  has  recently  developed  the  ex¬ 
istence  of  a  system  of  railroad  graft, 
some  of  it  large,  some  of  it  petty,  but 
all  having  tremendously  discriminating 
consequences,  and  extending  from  the 
highest  to  the  lowest  officials  in  author¬ 
ity,  which  is  shocking  the  country,  and 
demonstrating  anew  that  unregulated 
monopoly  is  only  another  term  for  un¬ 
bridled  brutality. 

We  know  enough  now,  from  this  in¬ 
vestigation,  to  say  that  the  diversion  of 
the  trust  funds  of  great  insurance  com¬ 
panies  to  the  benefit  of  those  having 
them  in  custody,  with  attendant  bribery 
or  control  of  public  officials,  and  this  ex¬ 
position,  as  yet  only  partial,  of  the  un¬ 
faithful  discharge  of  duty  by  semi-public 
officials  engaged  in  railway  service,  ac¬ 
companied  by  bribe-taking  and  subservi¬ 
ence  to  large  shipping  interests,  both 
originate  in  the  exercise  of  uncontrolled 
authority  over  vast  and  vital  public  in¬ 
terests. 

The  present  Congress  has  enacted  a 
new  law  for  the  regulation  of  railways, 
which  will  constitute  a  long  step  to¬ 
wards  protection  of  the  public  interests 
in  transportation,  and  this  law  will  au¬ 
thorize  not  only  the  correction  of  un¬ 
reasonable  rates,  but  will  prohibit  the 
roads  from  engaging  in  any  business 
other  than  that  of  common  carriage ;  but 
nearly  all  who  have  participated  in  the 
practically  unanimous  votes  thus  far  had 


April  16,  1906. 

E.  H.  Beach,  Editor, 

My  Dear  Sir — Your  favor  of  the  14th  inst.  at 
hand.  Any  publication  you  may  send  me  con¬ 
taining  articles  by  Congressman  Townsend  will  be 
appreciated.  Very  truly  yours. 


THE  COW  CATCHER  NEVER  HARMS  THE  BEEF  TRUST. 


THE  BUSINESS  MAN'S  MAGAZINE  AND  THE  BOOK-KEEPER 


45 


in  both  branches  of  Congress,  realize 
that  this  is  little  more  than  the  com¬ 
mencement  of  public  regulation  neces¬ 
sary  to  adequate  control  of  railway  op¬ 
erations  and  the  prevention  of  transpor¬ 
tation  abuses.  It  is  important  to  ob¬ 
serve  in  this  connection  that  no  oppo¬ 
nent  of  railway  regulation  has  endeav¬ 
ored  to  excuse  the  present  evils  in  trans¬ 
portation,  and  the  few  who  argued 
against  it  have  nearly  all  based  their 
contentions  upon  legal  grounds  referring 
to  the  power  of  Congress  under  the  con¬ 
stitution. 

It  is  also  interesting  to  note  that 
the  present  hostility  is  but  a  repetition 
of  the  same  spirit  which  has  opposed 
every  attempt  at  state  or  federal  exer¬ 
cise  of  the  right  to  regulate  and,  in  a 
measure,  control  these  public  servants 
created  by  the  government.  Every  at¬ 
tempt  to  secure  safety  to  the  employes 
and  the  public  has  encountered  it! 
Every  effort  to  equally  distribute  the 
burden  of  taxes  has  been  hindered  as 
long  as  possible  by  the  constitutional 
objector ! ! 

The  Constitution  for  the  People! 

The  constitution,  like  the  little  boy’s 
definition  of  a  lie,  is  an  ever  present  help 
in  time  of  trouble.  It  is  always  invoked 
by  the  violator  of  law  and  the  commer¬ 
cial  bandit.  But  the  constitution  was 
made  for  the  people,  not  the  people  for 
the  constitution;  and  when  that  instru¬ 
ment  conferred  upon  Congress  the  duty 
to  regulate  commerce  among  the  states, 
and  with  foreign  nations,  it  by  implica¬ 
tion  granted  sufficient  power  to  prop¬ 
erly  and  efifectually  perform  that  duty. 

When  this  article  is  read  Congress 
will  undoubtedly  have  written  upon  the 
statute  books  the  new  law  to  regulate 
Interstate  Commerce.  This  enactment 
has  been  opposed  as  few  measures  ever 
have  been  in  the  past!  For  the  welfare 
of  the  railroads  and  the  people,  it  is  to 


be  sincerely  desired  that  the  carriers, 
instead  of  opposing  the  law’s  reasonable 
provisions,  will  comply  with  its  every 
requirement  in  the  future.  The  servant 
must  not  be  above  the  master,  and  if 
unfortunately  the  law  in  any  respect 
shall  be  found  unconstitutional,  the  peo¬ 
ple  will  still  be  masters  of  their  own, 
for  the  constitution  is  theirs  and  it  can 
be  changed  to  serve  their  needs. 

But  the  space  allotted  this  paper  has 
already  been  exceeded,  and  the  trans¬ 
portation  evils,  and  the  efforts  to  rem¬ 
edy  them,  must  be  reserved  for  another 
chapter. 

We  have  briefly  traced  American  rail¬ 
way  development,  through  four  stages; 
the  initial  building,  the  strictly  competi¬ 
tive,  the  pooling  and  the  unified  control. 
It  is  already  clear  that  the  next  must  be 
an  era  of  actually  efficient  federal  regu¬ 
lation,  or  swiftly  we  shall  be  forced  into 
government  ownership,  with  more  than 
a  possibility  of  complete  socialism,  soon 
to  follow  on  the  trail  so  broadly  blazed. 

Note. — The  third  instalment  of  Con¬ 
gressman  Townsend’s  articles  on  rail¬ 
road  and  corporation  abuses  will  appear 
in  the  September  number  of  The  Busi¬ 
ness  Man's  Magazine. 


AIX  FIGURED  OUT. 

Cabby  (disgusted  at  fare):  “Wot’s  this  fer?” 
Patron:  “That’s  your  fare,  plus  your  tip,  minus 
my  rebate.” — American  Magazine. 


THERE  IS  GOLDEN  RELATIONSHIP  BETWEEN  ALL  THE  BIG  GRAFTERS. 


“Thar’s  many  a  slip,” — yes,  I  know  thar  is, 

Thar’s  many  a  slip  in  th’  grocery  biz; 

I  ain’t  referrin’  on  th’  whole  t’  mistakes. 

Not  th’  durned  fool  ones  we  countrymen  makes. 

But  jest  thet  little  cantankerous  idee 
Of  makin’  out  slips  jest  temporary. 

An’  layin’  ’em  up  in  a  leetle  pile,— 

Oh,  jest  o’  course  fer  a  leetle  while, — 

Jest  layin’  ’em  up  on  one  o’  th’  shelves 
While  ye  busy  yerself  with  sumthin’  else. 

Why,  my  ole  dad  when  he  run  th*  store, — 

Yes,  an’  Grandad  too,  long  years  before, 

Hed  th’  same  old  way  o’  keepin’  books. 

Jest  paper  slips  hung  up_  on  hooks. 

Why  yes,  o’  course,  I  will  allow 
’Tain’t  jest  th’  way  they  ’re  doin’  now, 

’Tain’t  jest  like  keepin’  up  t’  date, 

Fer  book-keepin’  schemes  must  be  fust-rate. 

But  s’posin’  now  that  you  yerself 
Wuz  used  t’  slips  piled  on  a  shelf, — 

Or  in  a  drawer, — or  behind  a  book, — 

In  yer  ulster  pocket, — or  up  on  a  hook, — 

Why,  of  all  th’  jobs  you’d  undertake 
You’d  find  it  th’  cussedest  habit  t’  break; — 
Excuse  me  a  minute,  mister  man, 

Here’s  Squire  Hawkins  with  his  span. 

******  * 

Dod  gast  it,  Squire,  what’s  thet  ye  say, — 

Thet  three-months’  note  is  due  t’day  ? 

Now  what’d  I  do  with  thet  leetle  slip. 

So  ’t  I’d  be  sure  an’  not  forgit? 

I  had  no  idee  ’twas  due  s’  soon, — 

Wal,  I’ll  cum  round  t’morrer  noon. 

******  * 

Wal,  stranger,  yes,  it’s  sure  no  use. 

Ye  caught  me  whar  my  grip  wuz  loose; 

Will  ye  sell  them  books  almighty  cheap? 
Jee-roosalumI  man,  thet  seems  a  heap,  — 

But  then,  I  s’pose  when  you’re  started  right 
Thar  ain’t  no  slips  t’  git  out  o’  sight.  ^ 

Wal,  take  my  order, — an’  thar  ain’t  no  squealin  , 
An’  jest  t’  show  thar’s  no  hard  feelin’. 

Over  this  ole  cider-bar’l  we’ll  take  just  a  nip,^ 

An’  thar  ain’t  no  ^lips  ’twixt  th’  mug  an’  th’  lip. 


Justice  for  the  Traveling  Public. 

siVESTIGATION  and  study 
only  fix  more  firmly  the  be¬ 
lief  that  full  justice  will  not 
be  done  the  traveling  pub¬ 
lic  until  the  maximum  rate 
of  two  cents  a  mile  for  passenger  travel 
is  made  universal.  The  arguments 
against  the  proposition  are  advanced  by 
or  at  the  instigation  of  the  railroads.  It 
is  true  enough  that  they,  like  nearly 
every  enterprise  of  importance,  went 
through  a  pioneer  experience.  To  a  de 
gree  they  built  for  the  future.  In  open¬ 
ing  up  new  sections  of  the  country,  as 
is  now  being  done  in  Canada,  railroad 
construction  was  a  matter  of  faith.  But 
it  was  the  same  character  of  faith  that 
plows,  harrows,  sows  and  tills.  The 
harvest  can  be  depended  upon  in  the 
natural  order  of  events.  The  original 
railroad  constructors  knew  what  they 
were  doing  and  the  fruits  of  realization 
have  been  far  greater  than  they  antici¬ 
pated. 

The  response  to  opportunities  of  set¬ 
tling  upon  virgin  soil  was  beyond  all 
precedent  in  the  history  of  the  world 
The  current  of  immigration  was  an  im-i 
mense  one  and  those  coming  were  from 
the  best  citizenship  of  Europe.  They 
wanted  homes  and  in  buying  them  for  a 
nominal  price  they  had  every  incentive 


to  the  wondrous  development  which  has 
since  taken  place.  In  those  days  the 
course  of  traffic,  both  in  freight  and  pas¬ 
sengers,  was  almost  exclusively  from  the 
centers  of  population  to  the  advancing 
frontiers.  In  less  than  a  decade  the  tide 
was  turned.  Stock,  grain,  fruits  and  gar¬ 
den  stuff  were  moving  from  the  new 
farms  to  the  markets.  The  inevitable 
villages  that  sprang  up  added  to  com¬ 
merce  and  enlivened  it.  There  was  b 
travel  to  and  from  the  city,  business  be¬ 
ing  the  mission  of.  most  of  those  who  < 
rode  by  rail.  Even  in  those  days  pre¬ 
ceding  the  war  the  passenger  i  traffic  and 
consequent  earnings  increased  largely. 
Take  the  Pennsylvania  line  during  the 
first  ten  years  of  its  history.  In  1852  its 
receipts  from  the  carrying  of  passengers  j 
were  $987,511.  In  1862  the  receipts,  ex-  .  - 
elusive  of  the  large  sum  received  for  the  , 
carrying  of  troops,  were  $1,684,433. 

Contrary  to  expectation  there  was  no 
great  falling  off  of  passenger  business 
succeeding  the  war.  The  railroad  rec¬ 
ords  show  this  and  account  for  it 
mostly  by  the  statement  that  their  inter- 
urban  business  increased  vastly.  Yet 
they  have  gone  on  adding  regularly  and 
rapidly  to  their  passenger  traffic, 
through  and  local.  It  is  admitted  that 
the  income  from  those  who  travel  is 
many  times  larger  than  in  the  earlier 
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days.  But  you  never  find  a  railroad 
without  a  plausible  showing  for  what  it 
wants.  The  present  contention  of  the 
big  lines  is  that  their  freight  business  is 
so  heavy  and  so  remunerative  that  there 
is  a  loss  in  having  it  interfered  with  by 
passenger  trains.  The  Pennsylvania,  for 
instance,  has  frequently  had  to  deal  with 
congested  freight  houses  and  yards  in 
Pittsburg.  As  that  city  is  the  greatest 
railroad  shipping  point  in  the  country, 
like  emergency  will  be  met  in  the  future 
despite  the  sharing  of  the  business  by 
the  Gould  system. 

A  Railroad  Excuse  for  High  Fares. 

Follow  the  reasoning  of  the  roads  as 
to  charges  for  carrying  passengers :  “Our 
freight  traffic  is  enormous.  It  pays  us 
much  better  than  our  passenger  traffic. 
We  have  to  provide  long  sidings  and 
many  of  them  in  order  to  clear  the  way 
for  passenger  trains,  each  delay  to  a 
freight  train  being  attended  by  loss.  We 
must  maintain  the  highest  obtainable  fare 
in  order  to  get  as  nearly  even  as  we 
can.” 

The  really  laughable  feature  of  this 
argument  is  that  the  railroads  advance  it 
seriously.  In  differentiating  between 
freight  and  passenger  business  their  own 
figures  show  that  the  latter  pays  them 
well.  It  is  through  comparison  that  their 
feelings  are  hurt  and,  as  nearly  as  the 
law  permits  them,  they  have  preserved 
in  all  the  states  the  same  rates  as  ob¬ 
tained  in  the  pioneer  days.  In  their 
selfish  logic  they  would  advance  rather 
than  decrease  passenger  rates  and,  if 
possessed  of  the  courage  to  go  to  the  end 
of  their  reasoning,  would  make  the  rates 
prohibitory. 

Grasping  corporation  never  went  far¬ 
ther  or  assumed  a  more  arrogant  atti¬ 
tude.  Give  it  rein — in  print.  Freight 
pays  better  than  passengers.  Favor 
freight  and  hit  the  passengers  as  hard  as 
possible.  Grant  this  and  you  are  far 
from  a  stopping  point.  Certain  classes 
of  freight  pay  better  than  others.  Tax, 
side  track,  delay,  report  “no  cars”  and 

RAILROAD  REGULATION  IS 


throw  the  “others”  into  a  freight  classi¬ 
fication  exacting  extortion  where  it  does 
not  put  the  shipper  out  of  business, 
Make  concessions  to  the  big  shippers. 
Squeeze  the  little  shippers  dry.  Trade 
favors  for  coal  stock.  Cater  to  the  pri¬ 
vate  car  system  and  inflict  loss  upon 
those  who  do  not  patronize  it.  Toady  to 
the  strong  and  oppress  the  weak. 

This  whole  line  of  discussion  is  a 
brazen  assumption  on  the  part  of  the 
railroads  that  they  are  a  law  unto  them¬ 
selves,  and  supreme.  They  have  so  long 
had  their  own  swing  that  they  require 
time  in  order  to  begin  reasoning  in  ac¬ 
cordance  with  their  true  relations  to  the 
people.  These  huge  corporatidns  have 
come  to  regard. their  throttling  grip  .as  in 
the  nature  of  a  vested  right,;  inalienable 
and  to '  be'  worked  to '  its  fullest  value. 
They  were  chartered,  helped,  made  and 
supported  for  the  double  purpose  of 
moving  freight  and  transporting  passen¬ 
gers.  Contrary  to  popular  belief,  the 
chief  income  during  the  time  when  rail¬ 
roading  was  regarded  as  in  its  experi¬ 
mental  stage  was  from  the  passenger 
traffic.  This  was  only  until  crops  and 
stock  could  be  raised  for  shipment,  but 
it  was  a  critical  time  in  these  enterprises 
and  the  money  of  those  who  rode  was 
what  tided  the  railroads  over  until  the 
bigger  profits  from  freight  were  avail¬ 
able.  Even  then  there  was  a  larger  per¬ 
centage  of  gain  in  the  money  paid  by 
travel  than  the  roads  were  willing  to  ad¬ 
mit,  as  was  pointed  out  in  considering 
the  operation  of  the  automatic  mileage 
law  in  Michigan.  Roads  that  were  pic¬ 
tured  as  almost  barren  of  travel,  by  com¬ 
parison,  received  so  much  money  from 
this  source  that  the  operation  of  the  law 
compelled  them  to  carry  passengers  at 
two  cents  a  mile.  The  summing  up  is 
that  the  greedy  corporations,  instead  of 
showing  the  proper  gratitude  to  those 
who  helped  them  most  in  the  outset  are 
extorting  money  from  them  to  the  limit 
sanctioned  by  law,  and  are  favoring  the 
freight  end  of  the  business  as  far  as  they 
can. 

A  PROMISE;  NOT  A  FACT. 
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The  Real  State  of  the  Case. 

This  is  the  claim  made  when  they  com¬ 
bat  two-cent  mileage.  But  what  are  the 
facts?  They  point  out  how  passenger 
trains,  because  they  run  so  much  more 
rapidly  and  must  have  the  right  of  way, 
interfere  in  the  most  expensive  manner 
with  the  expeditious  delivery  of  freight. 
The  answer  to  this  is  that  the  roads  are 
always  soliciting  a  larger  passenger 
patronage  and  ofifering  to  provide  more 
trains  for  its  accommodation.  They  put 
on  the  fastest  trains  and  send  freights 
to  the  sidings  to  keep  the  way  clear. 
They  contradict  themselves  and  raise  a 
serious  question  as  to  their  sincerity  by 
alleging  that  their  profits  come  from 
freight  rather  than  passenger  traffic,  and 
then  drumming  for  the  latter  as  though  it 
were  essential  to  their  prosperity. 

There  are  men  who,  because  of  their 
calling,  can  direct  a  large  amount  of 
travel  all  over  the  country.  By  syndi¬ 
cated  operation  they  control  the  theat¬ 
rical  companies  and  all  others  catering 
to  the  amusement-loving  public.  The 
people  traveling  under  this  monopolistic 
rule  get  special  rates.  Those  controlling 
the  syndicates  ride  for  nothing,  even  to 
the  transfer  and  delivery  of  all  baggage, 
No  such  bids  as  this  for  the  carrying  of 
passengers  would  be  made  if  there  were 
nothing  in  it  for  the  companies.  To  get 
business  in  this  line  there  is  not  only  un¬ 
lawful  and  indefensible  discrimination, 
but  the  giving  of  passes  and  other  favors 
upon  the  very  roads  that  are  loudest  in 
proclaiming  that  they  have  done  away 
with  the  pass  system. 

An  Explanation  Needed. 

If  freight  yield  so  much  better  a  re¬ 
turn,  why  are  excursions  being  given 
whenever  the  prospect  is  that  they  will 
pay  ?  The  fare  is  materially  reduced. 
Trains  run  in  sections  and  freight  must 
keep  the  track  clear.  The  attempted  ex¬ 
planation  is  that  more  are  induced  to 
travel  and  money  is  thus  obtained  by  the 
railroads  that  they  could  not  otherwise 
get.  The  same  is  true  if  there  were  a 


universal  two-cent  rate.  More  would 
take  the  cars  and  the  aggregate  receipts 
from  the  same  number  of  cars  operated 
would  be  increased.  By  their  own  acts 
the  railroads  refute  the  claim  that  they 
must  charge  more  for  travel  because  it 
interferes  with  freight.  It  is  clearly  a 
subterfuge  and  intended  to  impress  the 
different  states  with  the  idea  that  it 
would  be  a  hardship  to  demand  two-cent 
mileage  of  the  railroads.  This  system 
would  tend  to  fill  their  trains,  give  them 
better  returns  for  the  service  supplied, 
and  do  away  with  the  necessity  of  brib¬ 
ing  those  who  direct  the  passenger  traffic 
where  a  great  number  of  people  are  to 
be  carried. 

Take  the  other  horn  of  the  dilemma. 
Let  the  railroads  put  up  the  most  dismal 
howl  that  they  can  manufacture,  and  the 
fact  remains  that  they  are  doing  well 
despite  the  fact  that  they  defy  the  law 
and  laugh  at  the  moral  equities.  In  the 
freight  business,  which  they  vaunt  as 
their  great  gold  gainer,  they  ruin  one 
coal  mine  because  another  resorts  to  the 
meanest  sort  of  bribery.  They  ruin  one 
wholesale  merchant  by  granting  rebates 
to  a  selected'  favorite.  They  kill  off  one 
town  to  help  another  that  gives  them  a 
larger  business.  They  take  orders  from 
that  most  reprehensible  and  atrocious  of 
monopolies  since  the  beginning  of  the 
world — the  Standard  Oil  Co.  They 
crush  those  who  are  helpless  and  truckle 
to  those  who  are  piling  up  wealth  at  a 
rate  which  would  distance  legitimate  op¬ 
eration  to,  the  vanishing  point.  They 
represent  organized  rottenness  and  bru¬ 
tality. 

Yet  they  do  better  than  make  money. 
They  coin  it.  The  inner  workers  and 
handlers  can  turn  a  trick  for  millions 
without  allowing  their  champagne  to 
grow  warm  or  their  more  pretentious 
pleasures  to  be  interfered  with.  They 
can  cut  the  public  purse  and  filch  it  at 
will.  It  has  passed  from  their  minds 
and  their  methods  that  they  are  public 
servants.  They  have  been  masters  so 
long  that  any  effort  to  put  them  in  their 
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right  class  is  contemptuously  resented  as 
the  acme  of  impudence.  Evidence  to  the 
heavens  has  been  adduced  that  the  rail¬ 
roads  have  prostituted  the  freight  busi¬ 
ness.  If  their  abuse  of  it  has  made  it 
more  remunerative  than  the  passenger 
traffic,  there  is  clearly  a  case  of  robbery 
complicated  with  bribery  and  other 
crimes.  It  is  just  as  plain  that  they  have 
been  making  more  than  a  reasonable 
profit  out  of  this  line  of  their  business, 
for  their  own  records  attest  that  their 
passenger  business  has  been  remunerat¬ 
ive  beyond  the  expectations  of  large 
capital  honestly  handled. 

Theres’  Money  in  It. 

Before  attempting  to  reach  conclu¬ 
sions,  put  aside  any  thought  of  the  possi¬ 
bility  that  the  railroad  magnates  have 
run  their  business  at  a  loss.  Let  no  ele¬ 
ment  of  pity  enter  into  your  calculations, 
save  as  you  pity  that  depravity  which  is 
without  conscience  or  mercy.  They 
have  wrung  wealth  from  every  op¬ 
portunity  which  they  could  control.  They 
have  made  money  beyond  the  range  of 
honest  effort  or  ambition  as  accepted  by 
those  who  would  keep  faith  with  the  pub¬ 
lic  as  their  creator  in  whom  rests  the 
power  of  direction  and  control  to  the  ex¬ 
tent  that  public  interests  are  involved. 

It  is  in  order  here  to  revert  to  a  point 
before  mentioned  in  considering  various 
phases  of  the  railroad  question.  Rail¬ 
roads  have  a  constitutional  right  to  rea¬ 
sonable  profits,  but  they  are  not  to  be 
figured  out  of  either  the  freight  or  pas¬ 
senger  traffic,  but  both.  The  owners  of 
one  are  the  owners  of  the  other.  The 
proceeds  from  both  sources  go  into  a 
common  treasury  and  are  the  result  of  a 
common  investment.  Grant  that  freight 
pays  best.  It  is  certain  that  the  passen¬ 
ger  business  pays  better  than  a  reason¬ 
able  profit,  because  the  reports  show  it 
and  because  the  roads  vie  in  getting  what 
they  attempt  to  make  the  people  believe 
is  a  losing  business. 

If  freight  be  so  much  more  remunera¬ 
tive  as  is  claimed,  then  it  yields  beyond 
a  reasonable  profit  and  the  quickest,  most 

TWO  CENTS  A  MILE  AND 


honorable  way  is  to  reduce  the  passenger 
rates  and  so  regulate  the  freight  rates 
that  they  will  not  be  used  for  purposes 
of  robbery  and  ruin  or  exploited  to  the 
detriment  of  the  passenger  service. 

There  is  another  consideration,  perti¬ 
nent  and  important.  The  railroads  are 
getting  more  than  reasonable  profits  upon 
more  than  double  their  actual  invest¬ 
ments.  This  is  shown  by  careful  in¬ 
vestigation  by  one  of  the  most  competent 
of  civil  engineers.  His  work  was 
marked  by  a  conservatism  that  gave  the 
railroads  the  best  of  it.  He  made  no  re¬ 
duction  because  of  depreciation  in  roll¬ 
ing  stock  or  other  equipment.  Every¬ 
thing  was  put  in  at  listed  cost,  though  it 
was  shown  in  many  instances  to  be  ex¬ 
orbitant,  whether  for  purposes  of 
higher  capitalization  or  because  the 
buyers  were  working  a  graft.  His  con¬ 
clusions  are  that  in  Massachusetts,  where 
the  railroad  laws  have  gone  farthest  in 
response  to  the  popular  demand  for  fair 
treatment  of  the  public,  the  water  upon 
which  “reasonable  profit”  must  be  made 
is  over  fifty-one-and-a-half  per  cent  of 
the  whole.  In  other  words,  those  who 
patronize  the  railroads  must  pay  more 
than  twice  what  is  right  to  the  insatiable 
octopus  just  because  it  so  orders.  And 
this  is  the  monster  of  cupidity  which  lets 
out  a  hollow  moan  in  a  whimpering 
claim  that  it  cannot  carry  passengers 
for  a  flat  rate  of  two  cents. 

Interest  and  Dividends  on  an  Ocean  of 

Water. 

If  this  estimate,  upon  which  a  civil 
engineer  rests  his  reputation,  be  ques¬ 
tioned,  there  is  the  backing  of  some  of 
the  best  men  in  his  whole  craft.  Accord¬ 
ing  to  latest  available  report  of  the  Inter¬ 
state  Commerce  Commission  the  total 
miles  of  single  track  operated  in  this 
country  is  283,821.52  miles.  Outside  of 
the  eastern  and  middle  states  the  equip¬ 
ment  seldom  costs  as  much  as  $5,000  a 
mile,  but  put  the  cash  cost  of  construc¬ 
tion  and  equipment  at  $20,000  per  mile. 
This  makes  the  total  cost  to  the  roads 
at  the  date  of  the  report,  $5,676,420,000. 
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But  the  total  railway  capital  at  the  same 
date  was  $12,599,990,258.  Putting  these 
figures  into  round  numbers,  five  and  a 
half  billions  represent  actual  values  and 
seven  billions  are  accounted  for  in 
watered  securities.  The  railroads  have 
a  shrewd  dodge  of  pointing  out  some 
short  stretch  of  track  which  cost  a  big 
sum,  either  because  of  faulty  engineer¬ 
ing  or  natural  obstacles  to  be  overcome, 
but  the  estimate  above  is  a  liberal  one 
and  if  there  be  favoritism  shown  it  is 
toward  the  railroads.  Practically  seven- 
twelfths  of  the  capitalization  drawing 
profit  does  not  represent  a  dollar  in¬ 
vested.  The  largest  charge  against  the 
people  is  on  nothing.  Monopolistic 
thimble-riggers  bring  this  about  and  yet 
don  hypocritical  weeds  of  mourning 
when  asked  to  carry  passengers  at  two 
cents  a  mile.  Even  at  that  price,  as 
shown  by  the  figures,  they  would  be 
usurers. 

Again  a  summing  up :  Men  who  do 
get  a  rate  of  mileage  at  two  cents  have 
many  and  continuius  reminders  of  pau¬ 
perism.  They  must  put  ten  dollars  or 
more  on  deposit,  and  the  aggregate  on 
which  the  railroads  thus  get  profit  is 
enormous.  They  must  comply  with  con¬ 
ditions  as  onerous  as  those  put  upon  a 
ticket-of-leave  man.  *  They  are  held  up 
at  stations  where  business  requires  them 
to  change  trains,  and  not  infrequently 
kept  there  at  the  expense  of  discomfort 
and  loss  for  themselves  or  those  whom 
they  represent.  In  the  logical  course  of 
events  everything  outside  of  their 
pockets  will  be  excess  baggage.  They 
are  forced  to  help  protect  the  railroads 
against  scalpers,  help  pay  the  porters, 
bet  that  they  will  be  permitted  to  live  in 
the  fact  that  they  agree — because  they 
have  to — that  if  they  do  not  return  their 
tickets  in  person  they  cannot  get  their 
deposit,  and  acknowledge,  under  the 
tyranny  of  the  octupus,  that  they  do  not 
own  their  own  property. 

You  Pay  for  It — But  You  Do  Not 
Own  It. 

This  latter  is  no  guess  work,  improb¬ 


able  as  it  may  seem.  A  prominent  busi¬ 
ness  man  of  Detroit  bought  a  thousand- 
mile  ticket  for  one  of  his  representatives 
on  the  road.  In  an  emergency  this  rep¬ 
resentative  sold  the  portion  of  the  ticket 
remaining  in  his  possession.  Note  the 
high  and  mighty  air  of  the  corporation 
which  had  issued  the  ticket.  The  gen¬ 
eral  agent  at  Chicago  telegraphed  the 
Detroit  business  man  to  come  on  there  at 
once.  It  was  so  important  as  to  be  im¬ 
perative.  He  must  come  at  once.  He 
broke  away  from  business  of  importance, 
made  a  long  trip  in  a  worried  frame  of 
mind,  and  was  informed  by  the  agitated 
functionary  at  the  other  end  of  the  line 
that  the  representative  of  the  Detroit 
house  on  the  road  had  sold  a  part  of  his 
mileage  book.  The  state  of  the  atmos¬ 
phere  suggested  execution  at  sunrise. 
This  man  had  paid  for  the  book  and  then 
made  a  ten-dollar  deposit,  but  the  gen¬ 
eral  agent  was  sweating  blood  and 
throwing  off  sulphur.  The  business  man 
dared  to  ask  if  the  book  was  not  the 
property  of  the  man  who  bought  and  paid 
for  it,  in  addition  to  a  liberal  donation. 
After  a  heated  debate  the  general  agent 
admitted  a  personal  opinion  that  the  De¬ 
troit  man  might  be  right,  but  the  sacred 
rules  of  the  company  estopped  him. 

There  you  have  it.  Railroad  rules  !  In 
a  dangerous  measure  they  have  come  to 
supersede  the  fundamental  laws  of  the 
land,  common  law,  statutory  law,  moral 
law  and  the  law  of  common  honesty. 
They  are  growing  as  arbitrary  as  the 
laws  of  the  Medes  and  Persians,  and  will 
grow  worse  until  the  work  of  thorough 
reform  is  under  way.  Where  they  are 
interested  they  say  without  reserve  or  ap¬ 
peal  what  constitutes  the  ownership  of 
property,  and  their  rules  are  final.  They 
impose  the  most  humiliating  conditions 
and  resent  any  questioning  of  their  rules. 
Their  strength  is  in  the  political  cow¬ 
ardice  of  American  legislation,  and  they 
know  how  to  conserve  that  strength. 
The  whole  great  problem  is  up  to  the 
people.  When  they  are  throughly 
aroused  solution  will  be  quick  and  sure. 
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A  Strangle  Hold  on  the  Electric  Roads. 

There  is  a  branch  of  this  mileage  ques¬ 
tion  which  is  considered  here,  though  it 
also  bears  directly  upon  the  problem  of 
straightening  the  railroads  out  and  keep¬ 
ing  them  straight.  It  was  stated  in  a 
previous  article  on  the  subject  that  some 
of  the  main  lines  in  New  York  were 
buying  up  competing  electric  roads. 
There  is  the  report  of  a  like  movement 
in  northern  Ohio,  where  there  is  an  im¬ 
mense  trolley  system  reaching  in  every 
direction  and  naturally  adapted  to  cover¬ 
ing  the  state  through  extensions  and  con¬ 
nections. 

But  it  is  in  Massachusetts  that  an  at¬ 
tempt  is  being  made  to  legalize  this  ab¬ 
sorption  of  trolley  systems  by  the  steam 
lines.  In  the  legislature  of  that  state 
there  is  pending  what  is  popularly 
known  as  the  “merger  bill.”  It  is  a  bill 
to  allow  steam  railroads  to  purchase 
street  railways.  Nothing  can  be  plainer 
than  that  it  is  the  beginning  of  a  plan  to 
form  a  gigantic  trust  which  will  control 
all  the  transportation  facilities  of  Massa¬ 
chusetts.  It  is  equally  plain  that  the 
purpose  is  to  kill  down  competition  with 
electric  roads.  As  a  whole  the  steam 
roads  will  not  carry  passengers  at  the 
reasonable  rate  of  two  cents  a  mile  and 
they  want  to  stop  the  operations  of  any 
organizations  which  are  actually  giving 
a  still  lower  rate.  It  is  the  clearest  case 
of  the  dog  in  the  manger  and  the  people 
are  the  sufferers. 

Railroad  rule  is  robbing  them  of  untold 
millions  every  year  and  doing  all  in  its 
mighty  power  to  cut  off  every  avenue  of 
relief.  In  this  Massachusetts  case  there 
is  further  illustrated  the  audacity  of 
these  unscrupulous  corporations  in  seek¬ 
ing  to  make  legislatures  their  tools.  In 
the  face  of  a  law  forbidding  such  action, 
the  New  York,  New  Haven  &  Hartford 
acquired  a  number  of  electric  lines.  On 
the  strength  of  this  the  other  avaricious 
grabbers  asked  the  legislature  to  open 
the  gates  to  all  of  them  and  sanction  the 
strangling  of  competition.  Such  is  rail¬ 
road  morality.  Because  the  other  fel- 

ALL.  THEY  CAN  GET  IS  A 


low  committed  murder,  permit  me  to  do 
so  and  establish  my  right  by  legislative 
enactment.  It  is  the  vicious  doctrine 
that  one  wrong  justifies  another.  In¬ 
stead  of  asking  that  the  offending  road 
be  punished  and  restrained,  these  cor¬ 
morants  were  true  to  their  instincts  and 
brazenly  demanded  that  the  license  to 
steal  be  granted  them  as  well  as  the  road 
which  had  been  doing  the  stealing.  As 
a  good  and  wholesome  law  had  been 
broken,  give  them  all  a  chance  to  break 
it.  The  Boston  elevated  arose  in 
righteous  indignation  and  denounced  the 
scheme  for  the  reasons  and  in  the  terms 
deserved.  This  protest  could  not  be  ig¬ 
nored  as  had  that  of  the  State  Board  of 
Trade,  many  minor  organizations  and 
thousands  of  citizens.  The  explanation 
is  that  the  elevated  has  about  as  many 
tools  in  the  legislature  and  as  many  effi¬ 
cient  lobbyists  as  have  the  roads  asking 
for  this  merger  bill.  To  pass  the  latter 
the  elevated  must  be  conciliated.  This 
was  done  by  putting  a  “joker”  in  the 
measure — after  it  had  left  the  hands  of 
the  committees — giving  street  railways 
the  same  right  of  acquiring  other  street 
railways  as  is  granted  steam  roads.  In 
addition  there  was  agreed  upon  rushing 
through  another  bill  authorizing  the  ele¬ 
vated  to  construct  subways  or  a  subway 
in  Cambridge,  and  to  provide  for  con¬ 
nection  thereof  with  the  railway  in  the 
city  of  Boston.  The  elevated  franchise 
was  obtained  from  the  city  for  nothing. 
It  now  proposes  to  connect  Cambridge 
and  Boston  by  subway  under  a  twenty- 
years’  charter,  control  tributary  lines 
and  at  the  expiration  of  the  franchise 
period  give  the  city  a  chance  to  buy  at 
an  advance.  According  to  the  Boston 
American,  which  has  taken  legal  steps  to 
oust  the  New  York,  New  Haven  &  Hart¬ 
ford  from  the  control  of  electric  roads 
in  Massachusetts,  the  bill  might  just  as 
well  be  entitled: 

The  Real  Purpose  of  the  Measure. 

“An  act  to  authorize  the  Boston  Ele¬ 
vated  Company  to  steal  $2,700,000  from 
the  city  of  Cambridge,  to  give  an  irre- 
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vocable  franchise  on  the  new  Charles 
River  dam,  to  authorize  it  to  destroy 
property  value  to  the  extent  of  $1,657,746 
in  the  city  of  Boston,  and  to  forever  pre¬ 
vent  competition  with  the  Boston  ele¬ 
vated  road  in  the  northern  metropolitan 
district  of  Boston.” 

There  are  many  detailed  statements 
going  to  show  that  the  passage  of  this 
bill  would  mean  just  what  is  stated.  The 
general  government  may  intervene  be¬ 
cause  the  new  Cambridge  dam  is  part  of 
the  navigable  waters  which  supply  it. 
But  the  whole  story  serves  to  show  how 


helpless  the  people  had  become  under 
railroad  domination  and  how  sure  the 
big  corporations  feel  of  their  continued 
supremacy  when  in  the  very  midst  of  a 
great  agitation  for  the  correction  of  the 
abuses  for  which  they  are  responsible, 
when  they  will  undertake  to  throttle  the 
competition  which  gives  cheaper  passen¬ 
ger  fares.  Striking  emphasis  is  given  to 
the  fact  that  the  people  must  fight  to  the 
finish  and  that  the  evil  consequences  of 
legislative  corruption  must  be  corrected 
as  one  of  the  strongest  moves  in  the 
popular  crusade. 


Is  Two  Cents  Per  Mile  Enough? 


N  THE  year  1872  the  aver¬ 
age  mileage  rate  on  all  rail¬ 
roads  in  the  United  States 
was  2.521  cents  per  mile, 
which  in  1902  had  been  re¬ 
duced  to  an  average  of  1.986  cents  per 
mile. 

Much  the  greater  portion  of  this  re¬ 
duction  has  come  from  the  western 
roads,  the  roads  east  of  Chicago  having 
borne  but  a  slight  percentage  of  this 
reduction. 

In  1872  Union  Pacific  average  was 
3.730  cents;  C.,  M.  &  St.  P.,  3.404;  Rock 
Island,  3.229 ;  Illinois  Central,  3.034, 
while  Boston  &  Maine  stood  at  1.704  in 
1872  and  at  1.764  in  1902,  this  being  the 
only  road  to  show  an  increase  of  average 
rates  during  the  30  years. 

The  number  of  passengers  carried  by 
the  steam  roads  in  1902  was  649,878,505, 
or  the  equivalent  of  19,689,937,620  pas¬ 
sengers  carried  one  mile,  or  a  grand 
total  of  $391,042,161.13  received  by  the 
railroads  of  this  country  from  its  pas¬ 
senger  traffic. 

This  enormous  amount  of  money  can 
scarcely  be  realized  and  yet  it  is  esti¬ 
mated  that  an  increase  of  one  mill  per 
mile  on  each  passenger  carried  and  one 
mill  per  mile  on  each  ton  of  freight 


hauled  would  have  amounted  to  12.57 
per  cent  more  than  all  of  the  dividends 
paid  by  all  of  the  companies,  or  a  gross 
amount  of  no  less  than  $176,979,308. 

There  is  no  doubt  but  that  every  rail¬ 
road  in  the  United  States,  if  it  be  one 
carrying  through  passengers,  receives 
less  than  the  average  price  as  given 
above  on  its  through  tickets  and  is  there¬ 
fore  obliged  to  bring  up  its  average  by 
holding  up  the  local  passenger  who  rides 
but  a  small  distance.  In  fact,  it  is  stated 
that  the  average  amount  paid  by  each 
passenger  is  60  cents. 

It  can  be  readily  seen,  therefore,  that 
it  is  to  the  local  passenger,  the  person 
who  by  all  means  should  receive  the 
fairest  treatment  at  the  hands  of  his 
local  road,  that  the  roads  look  to  make 
up  the  deficits  caused  by  the  through 
passenger,  the  person  who  may  go  over 
the  road  but  once  and  who,  as  a  general 
proposition,  is  entirely  able  to  pay  what¬ 
ever  may  be  asked  for  transportation. 

This  publication  stands  for  a  two-cent 
fare  universally,  or,  in  other  words,  that 
not  more  than  two  cents  shall  be  charged 
for  the  transportation  of  one  passenger 
one  mile  on  any  railroad  in  the  United 
States.  If  to  meet  the  competition  of 
shorter  lines  between  given  points  it  be 
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necessary  for  a  lesser  rate  than  two 
cents  per  mile  to  be  in  effect,  there  could 
be  no  possible  objection  on  the  part  of 
the  traveling  public,  as  rates  would  be 
abased  on  a  two-cent  rate  by  the  short 
line. 

There  has  been  much  discussion  re¬ 
cently  of  freight  rates,  running  the 
whole  gamut  of  overcharges,  rebates, 
commodity  rates  and  special  conces¬ 
sions  to  favored  shippers,  but  the  pas¬ 
senger  situation,  which  would  develop 
as  much  favoritism  to  the  classes  at  the 
expense  of  the  masses  as  has  the  first 
named,  has  been  left  almost  entirely 
alone  and  with  the  possible  exception  of 
an  attempt  to  regulate  the  giving  of 
passes,  no  action  has  been  taken  to 
change  the  existing  conditions. 

There  is  no  possible  doubt  that  the 
railroads  have  been  the  moving  spirits 
in  the  attempt  to  do  away  with  passes, 
as  they  would  gladly  put  into  effect  a 
regulation  which  would  not  permit  the 
giving  of  passes  to  anyone  but  their  own 
employes,  as  a  vast  income  would  re¬ 
sult  to  the  passenger  department  from 
this  source  alone.  The  free  transporta¬ 
tion  question  has  been  one  which  has 
been  the  direct  cause  of  more  passenger 
wars  and  rate  cutting  than  anything 
else. 

It  is  within  the  writer’s  memory 
when  a  party  of  a  dozen  or  more  pas¬ 
sengers  going  into  the  west  would  be 
visited  by  representatives  of  .the  roads 
and  if  the  leader  of  the  party  was  wise, 
there  was  no  trouble  in  getting  free 
transportation  for  one  to  three  of  his 
party.  Of  course  this  was  not  cutting 
rates.  Oh,  no!  It  was  simply  giving 
the  leader  something  to  pay  him  for  his 
-work  in  getting  up  the  party. 

It  has  been  proven  conclusively  in 
Michigan  that  a  reduction  of  fares  to 
two  cents  has  made  an  increase  in  the 
passenger  earnings  per  mile,  and  several 
of  the  branch  lines  have  been  obliged  to 
make  another  reduction  this  year  to 
meet  the  conditions  of  the  Michigan 


ceipts  frohi  passenger  service  equal 
$2,500  per  mile  a  rate  of  two  and  one- 
half  cents  per  mile  shall  be  put  into 
effect,  and  when  the  receipts  reach 
$3,000  per  mile  a  further  reduction  to 
two  cents  shall  be  the  legal  fare.” 

Some  of  the  Michigan  roads  have  had 
the  latter  rate  in  effect  for  several  years 
and  we  have  yet  to  learn  that  their  earn¬ 
ings  have  decreased  to  a  point  where  it 
is  not  profitable  to  run  their  full  com¬ 
plement  of  trains. 

Why? 

Why  is  it  that  the  average  number  of 
rides  on  the  railroads  of  the  United 
States  is  but  7  for  each  inhabitant, 
while  for  Great  Britain  it  is  27 ;  Belgium 
17,  Switzerland  15,  Germany  12? 

The  Americans  are  called  a  nation  of 
travelers,  yet  the  figures  given  above 
would  seem  to  denote  that  we  are  not 
so  much  so  as  our  neighbors  across  the 
water  and  that  as  a  matter  of  fact  we 
make  but  a  comparatively  small  use  of 
the  facilities  offered  us  by  the  passenger 
service  of  the  railroads. 

True  it  is  that  our  trips  are  slightly 
longer  and  we  travel  a  few  miles  further 
in  a  year  than  any  nationality  except  the 
Briton,  though  we  are  but  slightly  in  ad¬ 
vance  of  the  others  named,  and  it  would 
seem  that  we  should  award  the  palm  to 
the  inhabitants  of  “the  tight  little  isle” 
as  being  the  greatest  travelers  on  the 
globe. 

More  light  on  this  subject  is  given  in 
the  statement  that  the  number  of  passen¬ 
ger  miles  (or  the  miles  one  passenger 
rides)  per  mile  of  railroad  is  as  fol¬ 
lows:  United  States,  72,000;  France, 
283,000 ;  Germany,  343,000 ;  Great 
Britain,  400,000. 

It  is  true  that  the  population  of  the 
foreign  countries  named  is  more  dense, 
the  centers  are  more  adjacent;  trains 
are  more  frequent  and  it  is  but  natural 
that  their  traffic  should  be  in  excess  of 
that  of  this  country,  with  its  sparsely 
settled  sections  and  long  distances  be¬ 
tween  its  centers  of  population. 

The  railroads  have  themselves  largely 


laws,  which  provide  that  “when  the  re 
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to  blame  for  the  condition  that  con¬ 
fronts  them  today,  i.  e.,  that  their  lines 
are  being  paralleled  by  a  network  of 
electric  roads  which  are  absorbing  a 
very  large  percentage  of  the  “short  trip” 
travel.  Some  of  these  electric  lines  be¬ 
tween  given  points  have  developed  a 
.business  25  times  as  great  as  ever  ex¬ 
isted  before  their  advent,  simply  by 
making  a  low  rate  and  giving  frequent 
service  to  the  public. 

The  average  price  per  mile  in  the  for- 
;  eign  countries  named  is  one  cent,  and  by 
the  cheapness  of  travel  even  the  very 
;  poorest  of  the  people  are  able  to  avail 
'  themselves  of  the  privileges  afforded. 

;  In  some  of  the  continental  countries  the 
;  roads  are  owned  and  operated  entirely 

i 

by  the  government,  but  even  at  the  low 
fares  and  the  vast  amount  of  “red  tape,” 

'  the  roads  bring  a  large  net  revenue  into 
the  government  coffers. 

One  method  for  increasing  the  pas¬ 
senger  traffic  in  the  United  States  would 
be  the  installation  of  first,  second  and 
third  class  tickets,  which  would  be  sold 
at  a  graded  rate  of  fare,  as,  for  illustra¬ 
tion  :  first  class,  two  cents ;  second  class, 
one  and  one-half  cents,  and  third  class, 
one  cent  per  mile,  thus  leaving  passen¬ 
gers  free  to  designate  what  class  they 
would  travel  by  and  how  much  they 
were  willing  to  pay  for  the  privilege. 

An  immediate  increase  would  be  noted 
in  the  number  of  passengers  carried;  in 
fact  these  would  be  so  largely  increased 
.  that  the  net  revenues  to  the  roads  would 
be  correspondingly  greater. 

It  costs  the  road  practically  no  more 
to  draw  a  coach  completely  filled  with 
passengers  than  though  it  were  empty, 
and  it  costs  practically  no  more  to  run 
an  engine  capable  of  drawing  ten 
coaches  filled  with  passengers  than  a 
smaller  engine  with  a  capacity  for  five 


coaches.  Suppose  each  of  these  extra  five 
coaches  were  filled  with  60  people  or  a 
total  of  300  who  would  each  ride  an  aver¬ 
age  of  100  miles  at  one  cent  per  mile? 
The  additional  revenue  from  this  single 
train  would  be  $300,  and  who  shall  say 
it  would  not  be  profitable  to  the  railroad 
company.  Note  the  crowds  that  avail 
themselves  of  a  cheap  excursion  as 
showing  the  desire  of  the  people  to 
travel,  many  of  whom  doubtless  ‘cannot 
afford  the  expense  of  a  trip  when 
obliged  to  pay  the  ordinary  rates  of 
three  cents  per  mile.  Suppose  the  roads 
run  a  continual  excursion,  which  would 
be  practically  the  effect  of  a  reduction 
in  fares.  Their  trains  would  be  loaded 
with  a  paying  class  of  travel,  their  trains 
could  be  run  on  regular  schedules,  do¬ 
ing  away  with  special  trains  with  their 
greatly  added  danger  from  collision  and 
the  avoidance  of  delays  of  freight  trains. 

In  European  countries  the  trend  of 
passengers  has  been  to  the  lower  classes 
or  where  the  fares  are  the  cheapest, 
especially  so  as  the  cars  which  are  used 
have  been  improved,  this  showing  that 
the  poorer  people  are  becoming  large 
users  of  the  facilities. 

The  demand  of  those  who  work  for 
small  wages  is  not  for  Pullmans  and 
dining  cars  but  for  a  fairly  comfortable 
method  of  reaching  their  destination  at 
a  small  cost. 

The  passenger  desiring  the  luxuries 
may  still  be  accommodated,  but  not  at 
the  expense  of  the  one  who  does  not 
want  and  is  not  willing  to  pay  for  them. 

If  the  railroads  will  but  accept  the  sug¬ 
gestions  here  made  they  will  have  no 
further  cause  to  fear  the  encroachments 
of  electric  service  as,  all  things  being 
equal,  passengers  will  take  the  steam 
roads  in  preference. 


RAILROADS  WRECK  MEN,  COMMUNITIES,  INSTITUTIONS  AND  TRAINS. 


HISTORY  of  the  various  at¬ 
tempts  by  inventors  to  produce 
machines  by  which  to  perform 
arithmetical  propositions,  takes 
one  back  almost  to  the  time 
when  the  “earth  was  without  form  and 
void”  and  reads  almost  like  a  romance,  for 
the  most  important  work  of  many  of  the 
most  brilliant  and  learned  men  of  their 
time  was  an  effort  to  produce  this  result. 

In  this  twentieth  century  we  have  suffi¬ 
cient  evidences  of  the  value  of  these  ma¬ 
chines.  and  numbers  have  been  and  are 
being  constructed,  so  that  the  machines  and 
their  use  is  not  a  novelty,  but  is  becoming 
more  and  more  a  necessity.  Yet  it  is  com¬ 
paratively  few  years  since  a  practical  ma¬ 
chine  was  known,  and  a  glance  backward, 
showing  some  of  the  earlier  attempts  may 
be  interesting. 

To  most  persons  the  calculation  of  figures 
was  one  of  severe  mental  labor  and  no  part 
of  their  education  recalls  more  difficulties 
nor  more  failures ;  and  to  propose  doing 
this  work  mechanically  was  generally  re¬ 
ferred  to  as  an  impossibility  or  when  proved 
by  actual  demonstration,  the  demonstrator 
was  very  likely  considered  as  being  in 
league  with  the  evil  powers. 

The  calculi  or  pebbles  were,  next  to  the 
human  hand,  the  earliest  and  simplest  cal¬ 
culating  machine,  yet  these,  or  any  form  of 


machine  would  have  been  impossible  with¬ 
out  an  artificial  system  of  numeration  such 
as  is  provided  in  the  Arabic  numeral  char¬ 
acters.  Without  these,  or  an  equivalent, 
every  numerical  problem  involving  more 
than  a  very  small  number  of  units,  would 
be  entirely  beyond  the  power  of  the  human 
mind. 

The  theory  of  a  calculating  machine  is 
entirely  simple,  merely  a  counting  machine 
which  adds  at  each  operation  a  certain  sum 
to  one  previously  placed  upon  it,  yet  the 
theory  is  but  the  starting  point,  and  there 
are  several  points  of  difficulty  in  the  prac¬ 
tical  solution  which  have  proved  the  un¬ 
doing  of  many  an  inventor. 

Among  the  earliest  of  these  who  have 
attempted  to  solve  the  difficulties  is  Gerbert, 
Archbishop  of  Rheims,  who  afterward  be¬ 
came  pope  under  the  name  of  Silvester  II, 
but  who  in  early  life  was  an  obscure  shep¬ 
herd.  Being  of  an  ingenious  turn  he  made 
an  organ,  using  the  bark  from  trees  as 
reeds,  while  the  blast  was  produced  by  fall¬ 
ing  water.  He  also  made  a  clock  with  no 
other  tools  than  his  pocket  knife.  In  this 
way  he  attracted  the  attention  of  a  wealthy 
man  who  had  him  educated  in  the  universi¬ 
ties  of  Cordova  and  Seville.  He  it  was 
who,  when  returning  from  these  universities 
in  the  year  968,  brought  the  Arabic  numerals. 
Armed  with  these  Gerbert  was  very  desir- 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


57 


ous  of  enlarging  the  value  of  the  gift,  by 
inventing  a  method  to  use  it  without  so 
great  drudgery.  After  years  of  application 
he  was  obliged  to  confess  himself  unable  to 
construct  a  practical  machine.  He  con¬ 
structed  many  calculating  machines,  all  with 
a  common  fault:  they  would  not  calculate. 

In  later  times  Lord  Napier’s  contrivance 
sometimes  called  “Napier’s  Bones,”  applied 
to  multiplication  only,  was  produced.  These 
bones  or  rods  were  divided  into  squares  or 
cells,  nine  in  number  on  each  rod,  in  which 
were  written  the  products  of  the  several 
digits. 


The  figure  above  shows  one  of  these  rods 
embracing  the  number  and  its  several 
products  by  the  nine  digits  taken  succes¬ 
sively.  Each  cell  is  divided  by  a  diagonal 
line  running  downward  from  right  to  left. 
The  original  number  and  the  product,  if  it 
contains  but  a  single  digit,  is  written  in  the 
right  hand  triangle  thus  formed.  When 
there  are  two  digits  in  the  product,  the 
units  figure  is  written  in  the  right  hand 
triangle  and  the  tens  figure  in  the  left. 
When  a  number  consisting  of  several  figures 
is  to  be  multiplied,  a  series  of  rods  must  be 
selected  which  carry  these  figures  severally 
in  their  uppermost  cells,  and  arranged  side  ' 
by  side  (see  illustration),  so  as  to  present 


the  multiplicand  complete  in  reading  across. 
The  product  of  this  multiplicand  by  any 
digit  will  then  be  found  in  the  row  of  cells 
corresponding  to  the  multiplier,  remember¬ 
ing  that  in  reading,  the  sums  of  the  figures 
are  to  be  taken  which  stand  in  the  succes¬ 
sive  diagonal  cells. 

It  will  be  seen  that  the  product  of  the 
multiplicand  can  only  be  taken  by  one  digit 
at  a  time.  The  successive  partial  products 
must  be  written  down  and  added  according 
to  ordinary  arithmetical  rules. 

As  crude  and  unsatisfactory  as  this  ar¬ 
rangement  would  appear  today,  yet  it  was 
considered  a  great  advance  over  any  pre¬ 
vious  method  of  making  calculations,  at  the 
time  of  its  construction.  Many  inventors 
sought  diligently  and  without  success  for 
many  years  in  an  effort  to  improve  this  sys¬ 
tem,  which  on  account  of  the  loss  of  time 
in  selecting  and  arranging  the  proper  rods, 
would  appear  to  have  been  so  serious  a 
disadvantage  as  to  make  their  use  imprac¬ 
tical  to  any  extent. 

The  next  improvement  of  which  mention 
is  made  was  that  of  Pascal — who  conceived 
the  idea  of  constructing  a  machine  that 
should  truly  calculate.  His  success  was  but 
partial ;  his  machine  immense  in  size,  re¬ 
sembling  somewhat  in  form  and  size  an 
upright  piano,  formidably  complicated  and 
with  but  a  small  range  of  capabilities. 
Imperfect  and  impractical,  yet  it  was  con¬ 
sidered  a  marvelous  conception  and  won 
universal  applause. 

Grillett,  horologer  to  Louis  XIV,  sim¬ 
plified  the  Pascal  machine  greatly  and 
brought  its  construction  to  practical  utility, 
but  its  performance  was  limited  to  a  very 
few  places  of  figures.  This  machine  was 
exhibited  to  the  public  for  a  fee,  the  mech¬ 
anism  being  a  secret  and  it  construction  has 
never  been  made  public. 

The  next  important  trial  was  made  by  the 
Great  Leibnitz,  the  most  famous  man  of 
his  day.  The  Emperor  of  Germany,  the 
Czar  of  Russia,  and  all  the  princes  of  Ger¬ 
many  lavished  dignities,  pensions  and  hon¬ 
ors  upon  him,  but  a  desire  to  improve 
Pascal’s  machine  presently  absorbed  his 
entire  attention  and  for  four  years  he  lived 
for  this  end  only — and  yet  after  an  expendi¬ 
ture  of  one  hundred  thousand  francs,  his 
machine  was  found  to  be  poorly  constructed, 
very  uncertain  as  to  operation  and  incapable 
of  performing  an  addition  or  subtraction 
extending  above  four  places.  It  has  been 
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more  than  hinted  that  Leibnitz,  being  unable 
to  improve  the  Pascal  machine,  purchased 
outright  the  machine  of  Grillett,  which  he 
copied  very  closely  and  took  to  himself  the 
credit  which  really  belonged  to  the  earlier 
inventor;  but  it  is  a  matter  of  history  that 
for  practical  utility  his  machine  was  inferior 
to  that  from  which  he  copied. 

Gunter’s  logarithmic  scale,  first  con¬ 
structed  in  1624,  may  be  classed  among  in¬ 
struments  designed  to  facilitate  calculations. 
The  divisions  of  this  scale  correspond  to 
the  numerical  values  of  the  logarithms  of 
numbers. 


EXPLANATORY  MODEL - SCHEUTZ  MACHINE. 


Improvements  made  by  Leadbetter  in 
1750  comprised  two  rules  sliding  side  by 
side,  and  further  improvements  by  Leblond 
in  1795  and  Gattey  in  1798  consisted  in  giv¬ 
ing  to  the  sliding  rules  the  form  of  con¬ 
centric  circles,  which  possessed  the  advan¬ 
tage  of  admitting  a  greater  length  of  scale 
conveniently  to  the  operator. 

In  theory,  the  powers  of  these  instruments 
are  very  great,  but  in  practice  they  are 
comparatively  limited  from  the  fact  that  the 
divisions  must  be  very  small  or  the  size  of 
the  scale  very  large  and  it  is  scarcely  pos¬ 
sible  to  secure  satisfactory  results  beyond 
three  places  of  figures. 

To  the  list  already  mentioned,  the  follow¬ 
ing  may  properly  be  named  as  having  from 


time  to  time  attempted  the  construction  of 
calculating  machines :  Sir  Samuel  More¬ 
land  (1773),  Perrault  (1699),  Marquis 
Poleni  (1709),  Leupold  (1727),  Claircault 
(1750),  Lepine  (1725),  Boissendeau  (1730), 
Gersten  (1735),  Periere  (1750),  Diderot 
(1760),  Rowning  (1770),  Lord  Stanhope 
(1776),  Matthew  Hann  (1777),  Muller 
(1784),  Stern  (1814). 

Of  their  successes  or  more  probable  fail¬ 
ures,  nothing  is  known  today,  and  it  is 
entirely  probable  that  their  efforts  were 
complete  failures  in  so  far  as  the  building 
of  a  practical  machine  was  concerned. 

In  1821  Mr.  Charles  Babbage,  of  London, 
commenced  the  construction  of  the  fam¬ 
ous  “Difference  Engine,”  intended  to  cal¬ 
culate  tables  of  numbers  by  differences. 
This  work  was  commenced  under  the  pa¬ 
tronage  of  the  English  government,  who 
supplied  a  very  large  amount  of  money, 
but  the  elaborate  plans  he  had  worked  out 
and  which  promised  great  results,  failed 
to  materialize — consequently  the  supply  of 
funds  was  stopped  by  the  government  and 
the  machine  was  never  completed. 

Mr.  Babbage  afterward  designed  a  new 
machine  to  be  called  an  “Analytical  En¬ 
gine,”  intended  to  solve  problems  at  the 
will  of  the  operator,  but  this  machine  was 
never  completed. 

It  is  doubtful  if  either  of  the  machines 
attempted  by  him  could  have  been  com¬ 
pleted  and  made  in  any  sense  practical, 
had  the  government  continued  to  advance 
unlimited  funds  and  had  Babbage  lived 
many  more  years  than  he  did  to  work  on 
them.  This  first  machine  referred  to  is 
now  in  Kings  College,  London,  England. 

Had  it  been  completed,  it  would  have 
been  suited  to  a  very  limited  class  of  ex¬ 
amples  and  had  little  or  no  bearing  on 
arithmetical  machines  as  we  understand 
them  today. 

In  the  year  1820,  a  French  inventor,  Mr. 
Thomas  (De  Colmar),  patented  a  machine 
in  which  the  problem  of  successfully  per¬ 
forming  any  arithmetical  proposition  was 
solved.  This  machine,  which  was  called  an 
Arithmometer,  may  very  properly  be  des¬ 
ignated  as  the  father  of  machines  intended 
for  mechanical  arithmetic,  as  its  operation 
and  construction  has  been  followed  to  a 
greater  or  less  extent  by  the  builders  of 
foreign-made  machines  from  that  time  to 
the  present.  Each  inventor  making  such 
changes  as  would  permit  the  issuance  of 
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patents  on  their  machines/  It  may  be  men¬ 
tioned  in  passing,  that  the  Colmar  machine, 
and  as  well  those  of  Hoart,  Masseur.  Do- 
besch,  Tate,  the  Brunsoiga,  Millionaire, 
Burkhart,  and  Baldwin  (the  latter  an  Am¬ 
erican  machine),  are  more  particularly  de¬ 
vised  for  multiplications  and  divisions  of 
accounts,  and  are  in  no  respect  equal  to 
the  American  machines  of  recent  years,  in 
the  performing  of  addition. 

It  seemed  the  policy  of  these  early  in¬ 
ventors  to  provide  a  machine  for  the  first 
mentioned  computations,  leaving  additions 
to  be  performed  mentally,  while  it  has 
seemed  as  much  the  policy  of  recent  in¬ 
ventors  to  perfect  machines  that  would  be 
particularly  apt  in  the  performance  of  the 
latter,  and  there  has  been  apparently  little 
effort  to  improve  on  the  mechanical  per¬ 
formance  of  the  machines  used  for  multi¬ 
plication  and  division  by  the  inventors  of 
recent  times. 

While  a  description  of  the  Colmar  and 
similar  machines,  and  of  their  mechanical 
arrangement  would  be  interesting,  at  least 
to  the  mechanically  inclined  mind,  yet  such 
a  description  as  would  be  intelligible,  almost 
necessitates  one  of  the  machines  with  which 
to  make  the  demonstration,  as  otherwise 
it  is  hardly  possible  to  make  it  sufficiently 
plain. 

As  suggested  above,  these  foreign  ma¬ 
chines  are  the  superior  of  our  Arnencan 
machines  in  multiplication  and  division,  al 
though  this  statement  is  challenged  by  at 
least  one  American-made  machine  so  far 
as  multiplication  is  'concerned,  but  the 
writer  believes  that  in  long  examples  the 
statement  may  stand  as  correct  by  long 
examples  meaning  those  of  five  or  more 
figures  in  both  the  multiplicand  and  mul¬ 
tiplier. 

Machines  of  the  Colmar  class  are  made 
with  a  capacity  of  32  figures,  thus  making 
possible  a  multiplication  of  16  figures  by 
16  figures. 

On  such  machines  an  example  of 
9582653477982169  X  8795631824673912  equals 

84285491895762114131600175475128  would  be 

performed  in  four  or  five  minutes,  and  the 
greater  portion  of  that  time  would  be  con¬ 
sumed  in  setting  the  figures  on  the  ma¬ 
chine,  the  operation  of  the  multiplication 
being  performed  by  simply  turning  a  crank. 

The  interest  in  this  article  will  no  doubt 
be  greater  if  we  come  forward  to  more  re¬ 
cent  dates,  and  give  some  attention  to  the 


modern  machines — such  as  are  becoming 
so  great  a  necessity  to  the  twentieth  cen¬ 
tury  business  house. 

Roughly  speaking,  these  may  be  divided 
into  two  classes,  listing  and  non-listing 
machines.  The  listing  machine  is  one  which 
not  only  adds  the  amounts  entered  upon  it, 
but  as  well,  prints  the  items  and  totals  on 
a  slip  or  sheet  of  paper,  for  the  purpose  of 
comparing  on  checking  with  the  original 
amounts  of  entry. 

Banks  and  trust  companies  have  been 
the  largest  users  of  this  class  of  machine, 
as  it  is  found  particularly  desirable  for  list¬ 
ing  the  checks  of  their  customers  and  the 
drafts  of  their  correspondents.  It  is  their 
practice  to  make  a  record  of  their  cus¬ 
tomers’  checks  on  the  machine,  the  slip  so 
made  is  wrapped  around  the  canceled  check, 
which  is  then  returned  to  the  customer, 
and  from  this  slip  the  customer  may  com¬ 
pare  with  the  original  stubs,  in  case  of 
error. 

Many  of  the  larger  business  enterprises 
are  following  the  lead  of  the  banks  in 
adopting  this  class  of  machine,  using  them 
extensively  in  all  departments  of  business, 
perhaps  more  especially,  however,  where 
a  system  of  cost  accounting  or  special  sys¬ 
tematizing  is  in  vogue. 

The  machines  of  this  class  are  sold  at  a 
high  price,  the  special  merits  of  the  listing 
attachment  being  given  as  a  reason  for 
the  advanced  price  over  non-listing  ma¬ 
chines. 

Among  listing  machines  the  Burroughs 
Arithmometer  may  be  said  to  easily  lead 
the  list  in  the  numbers  of  machines  made 
and  sold— there  being  at  this  writing  in 
excess  of  28,000  in  daily  use  and  the  sales 
are  constantly  increasing,  as  new  avenues 
are  found  for  their  use. 

Their  factory,  located  in  Detroit,  Mich., 
is  undoubtedly  the  most  complete  in  equip¬ 
ment  and  has  the  greatest  capacity  of  manu¬ 
facture  of  any  in  the  world.  With  the  ad¬ 
dition  recently  completed,  their  capacity 
will  reach  at  least  1,000  machines  per 
month  and  yet  they  are  unable  to  keep  their 
organization  of  salesmen  supplied  with  suf¬ 
ficient  machines  for  their  use. 

The  Universal  Adding  Machine,  with  fac¬ 
tory  af  St.  Louis,  Mo.,  is  probably  the  next 
in  point  of  numbers  manufactured,  followed 
by  The  Standard  machine,  also  manufac¬ 
tured  in  St.  Louis,  Mo.,  and  the  Wales 
Adding  machine,  made  in  Detroit. 
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There  are  a  number  of  other  listing  ma¬ 
chines  which  are  being  placed  on  the  mai- 
ket.  These  include : 

Mailman’s  Addograph  made  in  Chicago. 

American  Addograph  made  in  Philadel¬ 
phia. 

Bundy  Adding  Machine  made  in  Bing¬ 
hamton,  N.  Y. 

Commercial  Adding  Machine  made  m 
Cleveland. 


of  which  more  extended  mention  will  be 
made  later,  the  field  to  be  covered  is  not 
a  large  one,  comprising  but  few  different 
classes  of  machine,  yet  their  possibilities  are 
great  and  the  demand  for  them  correspond¬ 
ingly  large. 

It  is  no  doubt  true  that  in  the  vast  major¬ 
ity  of  additions  performed  in  business 
houses,  a  list  is  not  required  nor  desired — 
yet  in  using  a  listing  machine,  the  list  must 
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Comptograph  made  in  Chicago. 

Pike  Adding  Machine  made  in  Orange, 

N.  J. 

Wendling-Hock  Machine  made  in  San 
Francisco. 

Each  of  these  machines  have  their  special 
points  of  superiority — but  as  compared 
with  those  first  mentioned,  are  as  yet  prac¬ 
tically  unknown  to  the  general  public,  and 
it  is  rare  to  see  them  in  either  banks  or 
business  houses. 

The  prices  for  listing  machines  are  from 
$185  to  $400— but  the  demand  for  them 
up  to  this  time  is  in  excess  of  the  supply. 

Whether  this  condition  will  continue 
when  the  numerous  new  machines  now  be¬ 
ing  constructed  shall  have  been  placed  on 
the  market,  is  problemetical,  but  each  man¬ 
ufacturer  seems  to  have  the  courage  of 
his  convictions,  and  immense  factories, 
equipped  with  the  most  expensive  machin¬ 
ery  are  being  constructed,  with  which  to 
construct  them. 

It  is  not  desirable  to  enter  into  a  discus¬ 
sion  as  to  the  method  of  operation  of  these 
modern  machines.  They  are  in  common 
use  and  can  be  seen  in  the  business  offices 
all  over  the  land  and  full  details  are  fur¬ 
nished  by  the  manufacturers  upon  request. 

We  may  properly  turn  to  the  other  class 
of  machines;  those  whose  operation  does 
not  furnish  a  printed  list  of  its  work— or 
as  they  are  commonly  called  “A  non-listing 
machine.” 

If  we  except  the  stylus  operated  machines 


be  made  only  to  throw  away  after  the  total 
is  entered  on  the  books  of  record. 

For  this  purpose  a  non-listing  machine  is 
preferable,  in  that  it  is  more  rapid  in  oper¬ 
ation  and  equally  as  correct  in  results.  In 
very  many  offices  we  find  both  classes  of 
machines  working  side  by  side,  each  doing 
that  part  of  the  work  for  which  it  is  best 
suited,  and  in  offices  with  this  equipment, 
the  non-listing  machine  is  the  one  which  is 
used  the  most  constantly. 

One  of  the  strongest  claims  for  non-list¬ 
ing  machines  is  embodied  in  the  following 
paragraph,  copied  from  the  catalog  of  one 
of  the  manufacturers ; 

“Our  machine  does  not  print,  and  in  this 
feature  lies  one  of  its  principal  advantages, 
as  owing  to  its  rapidity  of  operation  it  is 
quicker  to  repeat  the  addition  in  case  of 
error  by  the  operator,  than  to  check  a 
printed  list  with  the  original  copy.  Com¬ 
paring  a  printed  list  with  original  is  not 
only  a  very  slow  method  but  it  is  extremely 
unreliable  as  well,  as  transposition  of  figures 
is  very  likely  to  be  overlooked.  Therefore, 
the  value  of  a  listed  addition  is  largely  vis¬ 
ionary.  The  desire  for  a  list  disappears 
when  the  operator  has  acquired  rapidity  in 
operation  and  has  confidence  in  the  ma¬ 
chine’s  absolute  accuracy.  There  is  no  lever 
to  manipulate,  therefore  maximum  speed  is 
easily  maintained  in  long  additions.” 

Possibly  the  best  example  of  this  class 
of  machine  is  the  Comptometer,  manufac- 
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tured  by  the  Felt  &  Tarrant  Mfg.  Co.,  Chi¬ 
cago. 

It  is  undoubtedly  the  most  rapid  machine 
in  operation  in  the  world,  either  for  addi¬ 
tions  or  for  multiplication  of  small  amounts, 
not  to  exceed  nine  figures  in  the  quotient. 

This  machine,  operated  by  experts,  has 
taken  all  prizes  open  to  machines  of  all 
classes  in  the  recent  Office  Appliance  Ex¬ 
positions  held  in  New  York  and  Chicago, 
and  it  is  not  likely  that  any  machine  will  be 
constructed  which  will  exceed  the  possible 
speed  of  this  machine. 

It  has  72  keys — or  nine  banks  of  eight 
keys  each  with  an  extra  totaling  wheel — 
making  its  capacity  nine  places.  It’s  oper¬ 
ation  is  very  easy;  it  does  not  easily  get  out 
of  order,  and  can  be  relied  on  for  satisfac¬ 
tory  work. 

The  next  example  to  be  mentioned  is  The 
Mechanical  Accountant,  manufactured  by 
the  Mechanical  Accountant  Co.,  Providence, 
R.  I. 

This  machine  is  also  operated  by  keys, 
and  in  much  the  same  manner  as  the  ma¬ 
chine  mentioned  above,  although  much 
greater  effort  is  required  to  be  used  by  the 
operator. 

The  machine  has  one  advantage  not  pos¬ 
sessed  by  the  Comptometer  in  that  it  has 
two  dials,  one  of  which  shows  the  item 
entered,  at  each  operation,  the  other  show¬ 
ing  the  totals.  For  the  operator  who  has 
not  acquired  great  proficiency  in  using  a 
machine,  this  is  a  very  desirable  arrange¬ 
ment,  in  that  the  work  may  be  checked  as 
it  proceeds,  and  any  error  in  the  operation 
is  discovered  when  made,  and  can  be  imme¬ 
diately  corrected. 

The  Beach  Calculating  machine  is  con¬ 
structed  on  entirely  different  lines  than  any 
of  the  others  heretofore  mentioned,  and  has 
many  advantages. 

This  machine  is  built  up  vvith  a  series  of 
wheels  and  segments,  the  latter  fitted  with 
teeth  on  their  outer  edge,  the  machine  be¬ 
ing  operated  by  placing  the  finger  on  the 
desired  tooth  and  carrying  it  downward. 


The  price  at  which  it  is  sold  makes  it  en¬ 
tirely  possible  for  the  smaller  business 
houses  to  supply  themselves  with  a  thor¬ 
oughly  practical  and  useful  machine,  and  it 
also  enters  very  nicely  into  the  field  where 
a  non-listing  machine  is  used  as  an  auxil¬ 
iary  to  the  one  which  makes  a  list. 

It  has  the  same  feature  for  showing  the 
item  in  each  operation  as  has  been  pre¬ 
viously  described,  although  the  result  is 
reached  in  an  entirely  different  manner. 

To  one  accustomed  to  its  use,  the  ma¬ 
chine  can  be  operated  very  rapidly,  and  has 
the  same  capacity  as  the  Comptometer,  i.  e., 
nine  figures  in  the  quotient. 

The  machines  described  above  are  sold 
at  prices  ranging  from  $75  to  $150,  and  are 
thoroughly  reliable  and  up-to-date  in  every 
respect. 

The  stylus-operated  machines,  whose 
successful  operation  depends  on  the  correct 
introduction  of  a  stylus  or  pencil  point  into 
a  small  aperture  left  for  that  purpose,  can 
not  be  classed  with  any  of  those  heretofore 
mentioned,  although  they  are  a  non-listing 
machine. 

There  are  several  of  this  class  manufac¬ 
tured  that  are  extensively  sold  at  prices 
from  $5  to  $30,  but  for  the  reasons  above 
mentioned  are  not  entirely  satisfactory, 
especially  to  the  larger  business  where  the 
element  of  speed  enters  so  largely  into  the 
success  or  otherwise  of  any  mechanical 
means  for  computations. 

In  conclusion,  it  is  apparently  easy  for  an 
inventor  to  produce  a  machine  that  will 
satisfactorily  perform  mechanical  arith¬ 
metic.  His  plans  on  paper  will  look  feas¬ 
ible,  but  any  manufacturer  will  bear  out 
the  proposition  that  trouble  has  but  just 
commenced.  The  working  out  of  the  plans 
is  an  expensive  and  tedious  operation. 

It  is  one  thing  to  make  a  machine  that 
will  appear  to  work  in  the  hands  of  the  de¬ 
signer,  but  quite  another  and  different  thing 
to  make  a  machine  which  will  work  in  the 
hands  of  the  average  person  under  the 
average  conditions  of  average  service. 


DANGEROUS  COAST. 


jy  Alfred  S.  Johnson 


ATHFINDING  of  any  sort  is 
difficult.  In  any  country,  the 
era  of  early  settlement 
abounds  in  incidents,  unre¬ 
corded,  that  would  adorn  tales 
of  hardship  and  sacrifice  as  pathetic  and  as 
glorious  as  any  blazoned  in  the  light  of  hero 
worship.  It  was  so.  when  our  forefathers 
crossed  the  Alleghenies,  or  blazed  their 
westward  way  through  the  trackless  forests 
of  the  north.  And  such,  too,  has  been  the 
life-story  of  many  a  rugged,  tanned-faced 
hero  engaged  in  wresting  a  living  under 
the  stern  conditions  that  prevail  along 
the  Labrador  coast,  as  well  as  of  the 
few  who  have  hitherto  braved  the 
loneliness  and  hardships  of  the  interior. 
For,  to  this  day,  practically  the  en¬ 
tire  peninsula  inland  remains  unsettled, 
save  for  the  few  wandering  bands  of  peace¬ 
ful  Indian  hunters  and  trappers,  who  since 
unknown  times  have  made  it  their  home. 

Isolated,  avoided,  without  means  of  com¬ 
munication,  aloof  from  the  march  of  prog- 

Note. — This  article  should  be  found  of  particu¬ 
lar  value  to  business  men  in  its  account  of  what 
might  be  described  as  a  new  and  undeveloped  con¬ 
tinent  open  to  the  commercial  pioneer.  The  de¬ 
scription  of  this  vast  country  and  its  possibilities 
may  be  accepted  as  entirely  authentic,  as  the 
author  accompanied  the  Canadian  Government 
Solar  Eclipse  Expedition  of  1905  to  Labrador  as 
official  press  agent.  The  illustrations  presented 
have  been  furnished  by  the  author.  The  first  paper 
by  Mr.  Johnson  on  the  subject  of  “Labrador” 
appeared  in  the  February  number  of  The  Busi¬ 
ness  Man's  Magazine,  to  which  our  readers  are 
recommended  to  refer. 


ress,  this  great  region  of  alternate  fog  and 
sunshine  has  only  very  recently  begun  to 
emerge  from  the  mists  of  tradition  and  to 
attract  the  increasing  attention  that  is  its 
birthright  and  destiny. 

Not  much  over  a  generation  ago,  the  rich 
prairie  empire -of  the  Canadian  Northwest 
was  marked  upon  the  maps  “uninhabitable.’' 
Within  less  than  five  years,  the  supposed¬ 
ly  irredeemable  wilderness  of  New  On¬ 
tario  has  been  found  to  be  one  of  the  rich¬ 
est  mining  districts  of  the  world.  And  the 
Labrador  peninsula,  also,  will  one  day  throw 
aside  the  veil  that  has  hidden  its  surprises. 
For  some  years  to  come,  it  is  true,  the 
most  important  working  capital  of  the  set¬ 
tler  there,  will  continue  to  be  the  stout 
heart  and  good  right  hand,  but  with  the 
advent  of  scientific  methods  of  prospecting 
and  development  and  the  appliances  of  mod¬ 
ern  mechanical  skill,  with  the  gradual  ex¬ 
tension  of  better  ways  of  communication 
and  supply,  and  with  the  coming  of  a  pop¬ 
ulation  that  will  relieve  the  economic  curse 
of  monotony  of  occupation  under  which  the 
region  has  so  long  stagnated,  life  in  Lab¬ 
rador  the  year  round  may  be  expected  to 
become,  not  merely  tolerable  because  profit¬ 
able,  but  attractive  and  even  delightful. 

A  NEW- WORLD  MEDITERRANEAN. 

Within  a  few  years  the  Canadian  railway 
system  will  be  completed  to  the  western 
shore  of  Hudson’s  Bay.  A  new  outlet  to 
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Europe  available  for  about  four  months 
in  every  year,  for  the  products  of  western 
Canada,  will  thus  be  opened  up  by  way  of 
Hudson’s  Strait,  and  the  rich  prairie  lands 
of  the  northwest  will  be  brought  as  near  to 
Liverpool  as  to  western  New  York.  The 
‘‘open  season,”  it  is  pointed  out,  might  be 
greatly  extended  by  permanently  blocking 
the  narrow  Hecla  and  Fury  Strait  at  the 
head  of  Fox  Channel,  a  long  arm  of  the  sea 
extending  northward  from  Hudson’s  Bay 
to  well  within  the  Arctic  circle.  It  is 
through  this  channel  that  the  Arctic 


current  gains  access  to  the  landlocked 
waters  of  the  bay,  and,  with  its 
burden  of  floe  ice,  supplements  the  uerg- 
laden  Labrador  current  of  the  Atlantic  in 
keeping  the  climate  of  northeastern  Can¬ 
ada  .one  of  sub-Arctic  rigor.  Should  this 
project  ever  be  carried  out,  Hudson’s  Bay 
WQuld  then  become  in  truth  a  New- World 
Mediterranean  and  Labrador  a  “port  of 
call”  in  the  direct  pathway  of  world  com¬ 
merce.  Moreover,  the  creation  in  Hudson’s 
Bay  of  a  great  inland  sea  of  comparatively 
warm  -  water,  would  in  time  completely 
alter  the  climatic  conditions  throughout 


the  central  and  northeastern  portions  of  the 
continent.  Nay,  more  than  that,  when  we 
consider  that  the  ocean  currents  in  the  At¬ 
lantic  are  a  delicately  balanced  system  of 
forces.  It  is  surely  no  extravagant  flight  of 
imagination  to  see  in  the  suggested  diver¬ 
sion  of  Arctic  waters  from  Hudson’s  Bay, 
possibilities  of  ominous  portent  to  the  very 
life  of  Europe.  The  cold  Labrador  cur¬ 
rent  might  be  diverted,  the  unstable  equi¬ 
librium  of  the  Atlantic  currents  upset,  the 
Gulf  Stream  shifted  from  its  course,  and 
a  cataclysm  of  incalculably  stupendous  con¬ 


sequences  follow  to  the  world  at  large.  In 
such  event  the  countries  of  central  and 
western  Europe  would  shrink  under  an 
unwonted  northern  chill,  while  Labra¬ 
dor  would  exchange  its  rigorous  cli¬ 
mate  for  the  genial  warmth  of  sunny 
Italy,  and  sub-tropical  vegetation  would 
flourish  on  the  shores  of  the  St.  Law¬ 
rence.  Such  issues  as  these  would  be  of 
sufficient  gravity  to  call  for  international 
action;  and  at  the  first  hint  of  danger,  no 
doubt,  the  waters  of  Hecla  and  Fury  and 
Belle  Isle  Straits  would  be  proclaimed  a 
new  Dardanelles ;  only  in  this  case,  instead 
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of  closure  in  any  sense  of  that  term,  the 
interests  of  the  “concerted”  powers  would 
demand  that  the  channels  should  he  kept 
permanently  open. 

These  possibilities,  however,  are  of  the 
indefinite  future  rather  than  the  imme¬ 
diate  present,  and  it  is  with  the  latter  alone 
that  we  have  here  specifically  to  deal. 

TOPOGRAPHICAL  CONDITIONS. 

As  stated  in  the  previous  paper,  the  Lab¬ 
rador  peninsula  is  a  rolling  plateau  of  mod¬ 
erate  elevation,  dotted  with  innumerable 
lakes  and  drained  by  an  intricate  network 
of  interlocking  streams.  In  former  geo¬ 
logic  ages  the  site  of  lofty  mountains,  it 
has  been  worn  and  scraped  to  its  p.  jsent 
level  by  the  erosion  of  countless  eons.  Its 
only  extensive  mountain  range  today  is 
found  on  the  Atlantic  seaboard,  where  a 
coastal  ridge  perhaps  50  miles  wide  and 
sloping  rapidly  downward  on  the  west  to 
the  general  level  of  the  plateau,  culminates 
at  the  north  in  lofty,  unglaciated  peaks, 
whose  cloud-topped  summits  loom  precip¬ 
itously  from  the  sea  as  in  proud  defiance 
of  the  incessantly  besieging  iceberg  fleet. 

The  plateau  comprises  four  distinct  water¬ 
sheds.  Of  these,  the  southern  is  the  small¬ 
est.  Few  of  the  many  streams  that  toss 
themselves  from  the  uplands  across  the 
narrow  plain  skirting  the  St,  Lawrence 
shore,  are  over  300  miles  in  length.  The 
western  watershed  is  the  largest,  including 
the  basins  of  the  Little  and  Great  Whale, 
Big,  East  Main,  Rupert,  and  Nottaway  riv¬ 
ers.  Although  still  containing  vast  tracts 
untrodden  by  white  foot,  it  is  better  known 
than  the  eastern  watershed.  The  latter,  on 
account  of  the  coastal  mountain  barrier^ 
contains  few  rivers  of  importance,  though 
its  shore-line  is  serrated  with  countless 
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fiords  and  smaller  streams.  The  one  great 
river  of  the  eastern  watershed — the  most 
important  river  in  Labrador — is  the  Hamil- 
tion  (or  Grand),  on  which  are  located  the 
famous  Grand  Falls,  where  the  entire  vol¬ 
ume  of  the  stream  leaps  from  the  face  of  a 
precipice  having  a  sheer  descent  of  302 
feet  (nearly  twice  as  high  as  Niagara),  with 
a  roar  that  can  be  heard  ten  miles  away  in 
any  direction.  The  Hamilton,  Northwest, 
and  Kenamou  rivers  find  a  common  outlet 
to  the  Atlantic  through  the  magnificent, 
landlocked  Hamilton  Inlet,  which  is  nav¬ 
igable  for  ocean'-going  craft  to  its  head  at 
the  western  end  of  Lake  Melville,  more 
than  150  miles  from  the  coast.  The  larg¬ 
est  river  in  Labrador — the  Koksoak — with 
the  George  and  Whale  rivers — drains  the 
northern  watershed  into  Ungava  Bay. 

As  illustrating  the  intricacy  of  the  entire 
drainage  system,  and  the  future  possibilities 
of  water  communication  and  supply,  it  is 
interesting  to  note  that  one  branch  of  the 
Koksoak  river  flows  out  of  the  northern 
end  of  Summit  lake,  while  from  its  south¬ 
ern  end  flows  a  branch  of  the  Manicuagan 
river,  thus  establishing  unbroken  water 
connection  between  Ungava  Bay  and  the 
Gulf  of  St.  Lawrence,  acros's  the  very  heart 
of  the  peninsula. 

AGRICULTURE. 

The  agricultural  possibilities  of  Labra¬ 
dor  are  a  negligible  quantity.  Except  on 
the  low  grounds  along  the  Gulf  coast,  or 
in  isolated  valleys  in  the  southwest,  farm¬ 
ing  offers  but  scant  inducement  to  effort. 
Potatoes  and  other  roots  can  be  grown 
around  James  Bay  and  the  head  of  Hamil¬ 
ton  Inlet,  though  in  the  interior  they  rare¬ 
ly  mature  without  their  tops  being  frozen. 
With  special  precautions  against  killing 
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frosts,  garden  vegetables  such  as  lettuce, 
radishes,  and  turnips,  can  be  raised  much 
farther  north.  Over  by  far  the  greater 
part  of  the  country,  however,  the  charac¬ 
ter  of  the  soil — a  mixed  sand  and  clay  of 
little  depth,  or  else  barren  rock  mantled 
almost  everywhere  with  mosses  and  lich¬ 
ens — precludes  the  thought  of  Labrador 
ever  becoming  a  farming  or  even  a  grazing 
region.  For  vegetable  food,  its  people 
must  depend  upon  more  southerly  regions. 
Moreover,  because  of  the  entire  absence  of 
roadways,  and  because  of  the  character  of 
the  rivers,  which  are  in  general  a  succes¬ 
sion  of  falls  and  rapids,  it  is  practically  im¬ 


possible,  under  present  conditions,  to  trans¬ 
port  sufficient  food  through  the  interior  to 
sustain  parties  for  any  considerable  period. 
Fresh  meats,  in  the  shape  of  game  and  fish, 
can  generally  be  obtained  in  abundance, 
and  in  summer  time  wild  berries  grow  in 
great  profusion;'  but  the  necessary  staple 
vegetable  supplies  must  be  brought  in.  For 
the  sake  of  those  who  enter  the  country  to 
remain  for  any  considerable  length  of  time, 
it  would  therefore  seem  to  be  essential  to 
establish  a  line  of  supply  stations,  extend¬ 
ing  the  same  to  accessible  points  as  the  in¬ 
terior  is  traversed. 

An  extensive  industry  in  the  preserving 
and  canning  of  wild  blueberries  has  already 
been  developed  at  Escoumains,  Bergeron, 
and  Mille  Vaches,  on  the  lower  St.  Law¬ 
rence.  At  the  last  named,  the  product -in 


1905  amounted  in  value  to  $25,000.  while  the 
aggregate  output  from  the  villages  men¬ 
tioned  was  about  $75,000.  At  other  points 
in  the  Quebec  portion  of  the  peninsula, 
similar  opportunities  of  trade  are  offered 
by  the  astonishing  natural  profusion  of 
small  summer  fruits,  including  not  only 
the  blueberry,  which  flourishes  best  on  the 
burnt  areas,  but  also  the  strawberry,  cur¬ 
rant,  gooseberry,  and  raspberry.  Toward 
the  north,  the  most  important  natural  food 
growth  is  a  peculiar  species  of  cranberry, 
which  is  improved  in  quality  by  being  froz¬ 
en,  keeps  in  perfect  condition  through  the 
winter,  and  forms  a  valuable  corrective  to 
the  animal  diet  of  the  Indians 
and  Eskimo. 

LUMBER  AND  PULP. 

Up  to  the  latitude  of  Ham¬ 
ilton  Inlet  (about  50°  30'  N.), 
the  forest  growth  is  continu¬ 
ous,  except  on  the  outer  is¬ 
lands  and  the  summits  of  the 
rocky  hills.  Above  that  lati¬ 
tude  the  higher  hills  are  tree¬ 
less,  and  the  size  and  number 
of  the  barren  areas  increase. 
Black  spruce  forms  fully  90 
per  cent  of  the  forest  growth 
of  the  peninsula,  and,  with  the 
larch — the  next  most  abun¬ 
dant  tree — is  found  up  to  the 
northern  tree  limit  near  Un- 
gava  Bay.  It  is  only,  how¬ 
ever,  on  the  southern  water¬ 
shed  and  the  lower  courses 
of  the  streams  flowing  into 
the  Atlantic  and  Hudson’s  Bay,  that  there 
are  found  forest  areas  of  sufficient  size,  with 
trees  large  enough  for  commercial  pur¬ 
poses,  accessible  to  facilities  of  transporta¬ 
tion.  In  the  valley  of  the  Hamilton  river, 
lumbermen  are  already  working;  and  at 
the  mill  near  the  mouth  of  that  stream,  two 
steamers  were  loaded  during  the  past  sum¬ 
mer  with  nearly  4,000,000  feet  of  lumber  for 
the  European  market.  Here  white  spruce 
trees  frequently  grow  to  two  feet  in  diam¬ 
eter  and  over  70  feet  in  hight.  The  black 
spruce  and  larch  are  also  large  enough  for 
good  commercial  timber,  and  the  balsam^ 
fir,  white  birch,  aspen,  and  balsam  poplar 
grow  to  fifteen  inches  in  diameter,  many 
large  sticks  being  taken  for  spars  and  masts.' 
A  still  more  profitable  working  might  be 
made  if  the  smaller  growth  were  cut  at  tlhe 


MISSION  STEAMER  ‘^'STRATHCONa''  IN  HARBOR  OF  RIGOLET. 

Vessel  in  Background  is  the  King  Edward,  Which  Carried  the 
Canadian  Eclipse  Expedition  to  Labrador. 
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same  time  for  pulp.  On  the  southern 
watershed,  the  pulp  industry  has  a  great 
future.  Enormous  areas  of  spruce  and 
fir  are  located  conveniently  to  the  wa¬ 
terways.  The  growth  is  so  thick  that 
the  trees  do  not  attain  undue  size;  and, 
if  conservatively  harvested,  the  forests  here 
would  be  capable  of  supplying  the  paper 
mills  of  the  world  forever.  For  a  pulp  for¬ 
est  will  renew  itself  in  20  to  25  years ;  and 
long  before  the  visible  supply  oif  virgin  trees 
could  be  cut,  the  seedlings  would  be 
ready  for  the  axe.  The  frequent  occur¬ 
rence  of  chains  of  rivers  and  lakes  affords 
protection  to  some  extent  from  the  curse 
of  the  fire  demon  which  has 
devastated  large  areas  of  the 
interior  plateau. 

When  we  consider  that  the 
cost  of  paper  is  slowly  but 
steadily  advancing,  and  in  five 
or  ten  years  will  probably  be 
nearly  doubled,  the  wisdom 
of  securing  a  future  supply 
at  minimum  and  uniform  cost 
is  apparent.  One  Canadian 
company  is  already  at  work. 

At  Clark  City — nine  miles  in¬ 
land  from  the  historic  Bay  of 
Seven  Islands — the  North 
Shore  Power  Railway  & 

Navigation  Company  has 
erected  a  pulp  mill,  with  ul¬ 
timate  capacity,  when  dam 
and  penstocks  are  completed, 
of  250  tons  daily.  A  railway 
— the  only  one  in  Labrador — 
connects  the  “City”  with  the  “landing”  on 
the  shore  of  the  bay ;  and  on  the  line  of  this 
railway  alone,  the  pulpwood  in  sight  is  suf¬ 
ficient  to  keep  the  mill  running  at  full  capac¬ 
ity  for  15  years.  The  product  will  be  shipped 
to  the  Old  Country,  and  probably  also  to  the 
United  States,  availing  itself  of  cheap 
transportation  by  water  and  the  correspond¬ 
ing  advantage  over  the  more  expensive 
western  route  up  the  St.  Lawrence  and 
thence  by  rail  to  New  York  and  New  Eng¬ 
land.  i  ] 

Though  comparatively  little  has  yet  been 
done  in  the  peninsula,  the  possibilities  in 
this  line  are  attracting  increasing  attention. 
It  is  significant  to  note  that  the  great  Eng¬ 
lish  publishing  house  of  Harmsworth  & 
Company  has  bought  up  large  areas  in  New¬ 
foundland  supplied  with  wood,  water  power, 
and  shipping  fac  dities,  and  estimates  that  it 


will  be  able  to  deliver  paper  in  London  at 
50  per  cent  less  than  the  present  market 
price. 

l^INING. 

To  judge  from  the  interest  aroused  by 
certain  recent  sensational  announcements  of 
the  discovery  of  rich  gold  mines  in  Labra¬ 
dor,  whose  location  was  being  kept  a  se¬ 
cret  until  certain  expeditions  should  pene¬ 
trate  to  them  and  establish  claims,  the  lust 
for  the  yellow  gleam  is  just  as  strong  to¬ 
day  as  when  Horace  sang  of  it  and  decried 
it.  It  is  not  the  purpose  of  this  article, 
however,  to  indulge  in  any  imaginative 
flight.  Even  if  it  were  possible  to  say  that 


here  or  there,  at  this  or  that  particular  spot, 
were  to  be  found  rich  deposits  of  the  pre¬ 
cious  metals,  it  would  not  be  safe  or  wise 
to  do  so.  The  utmost  that  can  prudently 
be  done  is  to  point  out  a  few  analogies  and 
indicate  the  localities  of  greatest  promise. 
For  the  rest,  the  future  off  gold  and  silver 
mining  in  Labrador  must  follow  the  usual 
course  of  mingled  intelligent  prospecting 
and  more  or  less  hazardous  adventure.  In 
all  the  history  of  mining  the  richest  finds 
have  been  more  or  less  in  the  nature  of 
undivinable  surprises ;  and  many  a  tract 
considered  hopeless  or  else  left  untried,  has 
been  found  to  conceal  abundant  wealth. 

The  richest  deposits  of  the  precious 
metals  in  all  probability,  will  be  found 
in  the  scattered  Huronian  and  Cam¬ 
brian  formations.  These  strata  oc¬ 
cupy  altogether  only  about  one-tenth 


A  BROAD  BAND  OF  SILVER. 

Tramp  Sailor  Lying  at  Anchor  Off  the  Southern  Coast 

of  Labrador. 
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of  the  area  of  the  peninsula,  the  re¬ 
maining  nine-tenths  being  composed  of 
highly  crystalline  Archaean  rocks  of  Lam- 
entian  formation,  consisting  chiefly  of 
gneisses  and  schists.  But  inasmuch  as,  in 
other  parts  of  Canada,  gold  and  silver,  cop¬ 
per,  nickel,  and  pyrites  occur  in  the  Huron- 
ian  and  Cambrian  starta,  the  tracing  of 
these  formations  in  the  Labrador  derives  a 
special  significance. 

The  western  half  of  the  peninsula  con¬ 
tains  two  large  Huronian  areas — one  ex¬ 
tending  along  the  valley  of  the  East  Main 
river  for  160  miles  from  near  its  mouth; 
the  other,  in  the  large  lake  basins  south¬ 
west  of  Lake  Mistassini.  Smaller  areas  of 
Huronian  schists  occur  on  the  upper  East 
Main  river  and  along  the  small  lakes  lead¬ 
ing  from  that  stream  to  the  headwaters  of 
the  Big  river;  also  around  Nachvak  Bay 
and  near  the  Moravian  mission  station  at 
Ramah — on  the  Atlantic  coast.  Indications 
point  to  profitable  gold  workings  in  the 
quartz  veins  that  cut  the  Huronian  rocks; 
but  probably  the  most  productive  fields  are 
the  Cambrian  shales,  found  in  greatest  de¬ 
velopment  along  the  Koksoak  and  upper 
Hamilton  rivers,  the  most  promising  local¬ 
ities  being  in  the  valley  o'f  the  Koksoak, 
especially  in  the  vicinity  of  Manitou  Gorge, 
a  short  distance  above  the  junction  of  the 
Stillwater,  and  about  100  miles  from  the 
mouth  of  the  stream.  Here  the  quartz 
veins  carry  abundance  of  pyrites ;  and  some 
of  them,  galena,  an  ore  of  associated  lead 
and  silver.  Silver-bearing  lead  ore  of  eco¬ 
nomic  value  is  also  found  in  the  Cambrian 
limestones,  especially  around  Richmond 
Gulf  on  the  east  shore  of  Hudson’s  Bay. 

Immense  deposits  of  high-grade  iron  ore 
are  widely  distributed  in  the  Cambrian 
areas,  often  containing  a  large  percentage 
of  manganese,  fitting  them  for  use  in  the 
manufacture  of  Bessemer  steel,  the  mode 
of  occurrence  being  closely  analogous  tu 
that  of  the  iron  ores  of  Michigan  and  Wis¬ 
consin.  One  valuable  deposit  just  north  of 
Ramah  has  already  been  sold. 

Other  minerals  of  economic  value  are 
abundant  limestones  and  hornblende  gran¬ 
ites  (for  building  purposes),  magnesian 


lime  stones  (for  hydraulic  cement),  coarse 
and  fine  grained  sandstones,  brick  clays 
etc. — but  until  the  distance  that  separates 
them  from  market  is  lessened  by  railroad 
construction  or  other  facilities  of  transpor¬ 
tation,  such  heavy  products  must  remain 
practically  worthless. 

A  possible  exception  might  be  found  in 
the  case  of  the  precious  Labradorite.  This 
beautiful  stone  is  a  variety  of  disseminated 
feldspar,  its  peculiar  charm  being  a  mar¬ 
velous  play  of  color  when  light  falls  on  it 
in  certain  directions,  its  opalescent  hues 
varying  from  a  deep  cobalt-blue  to  light 
blue,  green,  and  bronze-yellow,  glistening 
from  a  gray-grained  underground.  It  takes 
a  fine  polish,  and  could  not  be  surpassed  in 
striking  beauty  for  purposes  of  ornamental 
construction.  It  is  found  along  the  sea¬ 
front  ifrom  Nain  southward  to  Davis  Inlet, 
especially  on  Paul  Island,  and  there  are  im¬ 
mense  beds  on  the  shores  of  Lakes  Michi- 
kaumau  and  Ossokmanuan  and  in  the  upper 
valley  of  the  Romaine  river. 

Jasper,  too,  varying  in  color  from  bright 
vermilion  to  crimson  and  green,  and  ex¬ 
tremely  valuable  for  decorative  purposes,  is 
of  frequent. occurrence  in  the  iron-bearing 
rocks.  The  red  variety  is  often  found  in 
masses  so  large  that  slabs  several  square 
feet  in  area  and  over  six  inches  thick  could 
easily  be  obtained.  One  large  exposure — 
apple-green  in  color,  interspersed  with  an¬ 
gular  fragments  of  red — occurs  near  Cam¬ 
brian  Lake,  about  150  miles  from  the  mouth 
of  the  Koksoak  river.  Large  agates,  beau¬ 
tifully  colored  and  banded,  are  found  along 
the  Hudson’s  Bay  coast. 

There  are  no  indications,  in  the  entire 
peninsula,  of  any  coal-beds  of  economic 
value.  For  fuel  purposes,  dependence  must 
be  placed  on  imported  material  or  the  nat¬ 
ural  wood-supply.  Anthraxolite — a  freely 
burning  bituminous  mineral  containing  a 
very  large  percentage  of  fixed  carbon — is 
found  around  Lake  Mistassini  and  some  of 
the  lakes  in  the  valley  of  the  Hamilton 
river;  but  it  is  probably  merely  a  result 
of  the  hardening  of  liquid  bitumen,  and 
affords  no  indication  of  valuable  carbonif¬ 
erous  strata. 

{To  be  continued.) 
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N  the  last  20  years  not  only 
has  the  business  of  the  sav¬ 
ings  banks  greatly  increased, 
but  many  new  ones  have  been 
established  and  a  large  num¬ 
ber  of  commercial  banks  have  established 
savings  departments.  Therefore,  the  sub¬ 
ject  of  handling  savings  accounts  will  be 
of  interest  to  a  large  percentage  of  practi¬ 
cal  bankers.  It  would  be  useless  in  an 
article  of  this  scope  to  attempt  to  discuss 
all  of  the  problems  that  arise  in  connection 
with  savings  accounts,  such  as  investment 
of  the  funds,  necessary  reserve,  general 
ledger  accounts,  legal  questions  involved, 
etc. 

We  will,  therefore,  confine  ourselves  to 
the  simple  operation  of  receiving  and  re¬ 
cording  deposits,  paying  and  recording 
checks,  calculating  and  crediting  interest, 
keeping  the  ledgers  in  balance  and  filing 
checks  and  deposit  tickets. 

In  devising  any  system  of  accounting, 
it  is  well  to  have  as  clear  an  idea  before 
one  of  the  whole  extent  and  limitations 
of  the  field  and  then  to  construct  a  system 
that  will  fit  the  requirements  and  be  cap¬ 
able  of  extension  as  the  business  grows.  It 
is  necessary  to  be  acquainted  with  systems 
already  in  use,  but  it  is  not  well  to  be  slav¬ 
ish  to  precedent.  The  system  should  be 
the  servant  of  the  man  and  not  the  man  a 
slave  to  the  system. 

We  will  consider  then  a  savings  bank  in 
which  there  is  a  teller  and  a  book-keeper. 
The  teller  receives  deposits,  pays  checks 
and  makes  settlements  of  his  cash.  The 
book-keeper  credits  the  deposits,  charges 
the  checks,  calculates  and  credits  interest 
at  the  proper  time,  files  checks  and  deposit 
tickets  and  keeps  his  ledgers  in  balance.  We 
will  suppose  that  he  has  two  ledgers  and 
settles  them  separately,  that  is,  there  are 
two  accounts  on  the  general  ledger  for 
savings  deposits  and  one  of  the  ledgers 
settles  with  each.  There  may  be  three,  or 
any  number,  of  ledgers,  of  course,  but  the 
principle  would  be  the  same.  The  teller 


may  receive  checks,  etc.,  on  deposit  and 
may  also  collect  notes  and  do  other  things 
that  would  complicate  his  settlement,  but 
for  the  purposes  of  this  article,  we  may 
disregard  these  and  deal  only  with  the  func¬ 
tions  above  mentioned. 

The  elements  of  the  problem  are  as  fol¬ 
lows  : 

A  large  number  of  deposits  are  made 
each  day. 

A  large  number  of  checks  are  paid  each 
day. 

Each  check  and  each  deposit  must  be 
posted  to  the  proper  account. 

Each  account  must  show  at  all  times  the 
correct  balance. 

Each  ledger  must  be  capable  of  inde¬ 
pendent  proof. 

Each  account  must  be  capable  of  inde¬ 
pendent  verification. 

Interest  must  be  calculated  on  each  ac¬ 
count  with  accuracy  and  with  the  least  pos¬ 
sible  expenditure  of  time. 

There  must  be  at  all  times  the  best  pos¬ 
sible  check  on  the  different  departments  of 
the  work  because  of  its  volume  as  com¬ 
pared  with  the  amount  involved.  If  a  mis¬ 
take  is  made  and  not  caught  at  once,  there 
is  a  deal  of  checking  involved  in  finding  it 
— therefore,  savings  accounts  should  be 
kept  with  absolute  accuracy. 

A  complete  record  of  all  transactions 
must  be  kept,  but  this  record  must  contain 
no  superfluous  matter,  as  it  will  be  volum¬ 
inous  enough  without  it. 

The  whole  system  must  be  capable  of  in¬ 
definite  expansion  without  any  radical 
changes. 

We  will  consider  first  the  best  type  of 
ledger  to  use.  Anyone  familiar  with  sav¬ 
ings  accounts  will  know  that  while  there 
are  many  transactions  each  day,  any  par¬ 
ticular  account  is  very  seldom  disturbed. 
Therefore,  the  Boston  or  Daily  Balance 
ledger,  is  out  of  the  question.  The  bound 
ledger  is  almost  equally  objectionable  as  it 
is  impossible  to  get  rid  of  closed  accounts 
and  they  soon  become  so  numerous  that  the 


72 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


Sipfet  b 

iANK  OF  CC 
Jo. 

)MM£aCE  ^Tf^USTS, 

Ip  OCCOi^^t  WlT^ 

A  d  a  s 

jrjd  1  \/ci. 

klooW  No.  25b 

ArcKer 

/ 

t^nte 

iDe  hits 

C  red  its 

l^olnrjce 

M  e  r\o 

Ooo  V. 

1 

l  25 

1  25 

Ibolonce  -f-or’d- 

75- 

2o  o 

/  '  1 

Fe  bv 

1 

15 

1  7  5 

2S 

1  oo 

27  5 

Mo  rc  h 

1  2  5 

4oo 

bo 

1  o  o 

boo 

A^ri  1 

1 

25 

b25 

bo 

2o  o 

5  25 

Mo  V 

1 

15 

Goo 

Jy'ne 

1 

2o  o 

8  o  o 

bo 

5 

75- 

8  o5 

75" 

1  ATeresF 

1 _ 

Form  1. 


book-keeper  is  seriously  hampered  by  them. 

All  of  the  progressive  savings  banks  are 
using  the  small  loose  leaf  ledger — Fig.  1 — 
or  the  card  ledger  and,  in  my  opinion,  the 
ruling  as  shown  in  Fig.  1,  which  provides 
a  debit,  credit  and  balance  columns,  is  the 
most  practical.  In  using  this  system  a  sep¬ 
arate  sheet  is  provided  for  each  account 
and  the  accounts  may  be  arranged  in  the 
ledger,  either  alphabetically  or  by  numbers. 
Since  the  system  of  giving  each  account  a 
number — and  filing  by  nurribers  has  pecul¬ 
iar  advantages — I  shall  describe  it  in  full. 

The  teller  is  provided  with  a  number  of 
pass  books,  consecutively  numbered,  and  in 
each  pass  book  is  a  signature  card  bearing 
the  same  number.  When  a  new  account  is 
opened,  he  obtains  the  signature  of  the 
depositor  on  this  card,  writes  the  number 
on  the  deposit  ticket  and  the  book-keeper 
opens  the  account  on  a  sheet  bearing  the 
same  number.  These  sheets  are  so  ruled 
that  they  contain  exactly  the  same  number 
of  lines  as  the  pass  book.  Therefore,  the 
pass  book  and  the  sheet  will  be  filled  with 
entries  at  the  same  time.  When  the  pass 
book  becomes  filled,  it  is  taken  in  and  the 
balance  forwarded  to  a  new  book,  bearing 
the  next  number  not  yet  used,  and  the 
sheet  corresponding  to  the  old  book  is  re¬ 
moved  fropi  the  current  ledger,  placed  in 
the  transfer  ledger  and  the  balance  for¬ 
warded  to  a  new  sheet,  bearing  a  number 
which  corresponds  with  the  number  of  the 
new  book. 

When  accounts  are  closed  out,  the  book 
is,  of  course,  taken  in  and  a  sheet  removed 
from  the  current  ledger  and  filed  in  its 
proper  place  in  the  transfer  ledger.  By 
this  method,  it  will  be  seen  that  all  new 
accounts  go  to  the  last  ledger  and  all  ac¬ 


tive  accounts  are  also  transferred  to  that 
ledger.  If,  in  the  beginning,  the  first  ledger 
contains  say  600  accounts,  in  the  course  of 
time  these  accounts  will  run  from  No.  1 
to  some  number  in  the  thousands,  while 
the  ledger  will  still  contain  no  more  than 
500  or  600  accounts,  all  active  accounts 
having  been  forwarded  and  all  dead  ac¬ 
counts  taken  out.  If  the  ledgers  are  set¬ 
tled  separately,  however,  care  must  be 


Bank  of  Commerce  and  Trusts 

RICHMOND,  VA. 

Record  nf  Saving's  De'pnsif _ Ledger  A. 

Bank  of  Commerce _  r>gtP  March  5,  'Oe 

Branch  Bank  of  Commerce  and  Trusts 


NUMBER 

NAME 

AMOUNT 

5 

Maud  Adams . 

$  125.00 

10 

B,  Huxter . 

3.49 

29 

C.  Jones . 

102.00 

50 

A.  Smith . 

35.00 

95 

D. Johnson . 

50.00 

127 

E.  Jackson . 

40.00 

140 

F.  E.  Samuels . 

70.00 

153 

T.  H. Jones . 

25.00 

215 

Alex.  Brown . 

1.25 

267 

B.  Howard . 

60.00 

269 

T.  B.  Williamson . 

75.00 

270 

E.  F.  Dalton . 

40.00 

306 

Jas.  Hersey . 

33.00 

324 

Thos.  Frank . 

46.00 

327 

Chas.  Perkins . 

3.59 

366 

Victor  Dejanett . 

5.79 

370 

Sam’l  Thompson . 

33.00 

416 

E.  Sanford, . 

22.00 

425 

G.  Hopkins . 

2.25 

564 

M.  Anderson . 

3.59 

575 

F.  E. Isaacs  . 

450.00 

582 

L.  E.  Moncure . 

59.00 

587 

S.  F.  Atkinson . 

66  67 

589 

J.  G.  Gordon . 

23.59 

593 

Hy.  Gordon . 

16.67 

595 

A.  Gardner . 

333.33 

$1,725.22 

Form  2. 


taken  that  the  General  Ledger  account,  rep¬ 
resenting  any  ledger,  must  be  charged  and 
General  Ledger  account  representing  the 
last  ledger  must  be  credited  with  the  bal- 
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ances  of  accounts  carried  forward.  (See 
note. 

When  accounts  are  filed  in  numerical  or¬ 
der,  it  will  be  necessary  to  maintain  an 
alphabetical  index  of  depositors,  and  the 


Bank  of  Commerce  and  Trusts 

RICHMOND,  VA. 

Record  nf  Savings  Checks _ Ledger  A . 

Bank  of  Commerce _  March  5.  '06 

Branch  Bank  of  Commerce  and  Trnsts 


number 

NAME 

AMOUNT 

3 

Jno. Jackson . 

$  3.75 

9 

Wm.  Thompson . 

125.00 

27 

A.  Williams . 

4  16 

49 

Sam  Jones . 

3.35 

97 

A,  Brown . 

12.5.00 

125 

Jno.  White . 

2.59 

139 

W.  Block . 

110.00 

159 

Susan  Redd . 

1.25 

217 

Hy.  Adams . 

2.69 

239 

C.  Betts . 

3.16 

251 

A.  Charleton . 

120.00 

276 

C.  Dalton . 

35.00 

305 

D.  Ferguson . 

3.58 

826 

F.  Bronson . 

13.50 

329 

D.  Adamson . 

2.36 

329 

D.  Adamson . 

5.69 

365 

J.  Howard . 

120.00 

527 

H.  King . 

25.00 

530 

L.  Lang . 

50.00 

532 

M.  Lafferty . 

75.00 

576 

David  Brown . 

2  50 

597 

J.  Nowell . 

/ 

110.30 

$943.88 

Form  3. 


signature  card  will  serve  admirably  for  this 
purpose.  In  many  of  the  very  large  savings 
banks  the  card  ledger  is  used  instead  of  the 
loose  leaf  ledger,  a  large  tray  or  cabinet 
being  used  in  place  of  the  binder.  It  will 
be  readily  seen  that  this  same  system  can 
be  used  in  connection  with  the  card  ledger 
and  that  each  account  can  be  readily  found 
by  the  use  of  ledger  cards  with  projecting 
tabs — a  full  description  of  which  will  be 
found  in  the  “Encyclopedia  of  Accounting.” 

In  some  cases,  notably  in  banks  having 
a  small  savings  department,  the  numerical 
system  is  not  practicable  because  the  cus¬ 
tom  has  arisen  of  allowing  deposits  to  be 
made  and  checks  to  be  drawn  without  the 
presentation  of  the  pass  book.  If  much  of 
this  is  done  and  the  numerical  system  is 
used,  it  will  be  necessary  for  the  teller  to 
hunt  up  the  signature  card  and  write  the 
number  of  the  account  on  each  check  and 


Note. — The  best  way  to  do  this  is  to  draw  an  in¬ 
door  check,  charging  the  account  on  the  full  page 
and  placing  the  amount  to  the  credit  of  the  new 
account  as  the  first  entry;  these  credits  being 
entered  on  the  new  pass  book  as  “Balance  for¬ 
warded.” 


deposit  ticket.  Therefore,  a  number  of 
small  savings  banks  are  filing  their  ac¬ 
counts  alphabetically.  When  the  signature 
card  is  to  be  used  as  an  index,  it  is  well  to 
reserve  the  first  line  of  the  card  for  the 
purpose  of  writing  the  depositor’s  name 
with  typewriter,  as  they  are  much  easier 
to  find  than  when  each  is  written  in  a  dif¬ 
ferent  hand. 

The  routine  work  is  as  follows :  The 
teller  receives  deposits  and  pays  checks, 
writing  the  number  of  each  account  on  the 
check  or  ticket  as  the  amount  is  entered 
in  the  pass  book.  He  has  two  spindles,  one 
for  tickets  and  one  for  checks — no  matter 
how  many  ledgers  there  may  be.  As  the 
tickets  and  checks  accumulate,  the  teller 
or  an  assistant  takes  them  off  and  lists 
them  on  the  adding  machine,  hands  over 
the  checks  or  tickets  to  the  book-keeper  and 
places  the  list  on  the  spindle  from  which 
he  took  the  checks  or  tickets.  In  doing 
this,  it  is  well  to  carefully  call  back  the 
amounts  and  if  it  be  thought  advisable,  he 
may  enter  the  number  of  each  account  on 
the  list  opposite  each  amount.  These  lists 
are  made  in  order  that  the  teller  may  keep 
a  temporary  record  of  all  checks  and  tick¬ 
ets  that  pass  out  of  his  possession.  If  the 
bank  has  no  adding  machine  they  may  be 
made  in  a  rough  memorandum  book,  using, 
of  course,  separate  books  for  checks  and 
tickets.  The  book-keeper  assorts  each 
batch  in  the  order  of  the  accounts  on  his 
ledger  and  posts  directly  from  the  checks 
or  tickets  to  the  ledger.  He  has  a  spindle 
for  checks  and  one  for  tickets  in  front  of 
each  ledger  (or  he  may  use  one  spindle 
for  both)  on  which  he  sticks  the  checks  and 
tickets  as  he  posts  them.  It  is  best  not  to 
try  to  post  checks  and  tickets  at  the  same 
time,  as  it  is  very  easy  to  get  amounts  in 
the  wrong  column.  The  reason  for  having 
separate  spindles  for  each  ledger  is  that 
the  items  for  each  ledger  may  be  kept  to 
themselves. 

After  the  day’s  work  is  posted,  the 
checks  and  tickets  for  each  ledger  are  as¬ 
sorted  in  the  order  of  the  accounts  and 
entered  on  sheets — Figs.  2  and  3 — different 
sheets  being  used  for  each  ledger  and  one 
color  for  checks  and  another  for  deposits. 
The  amounts  may  be  listed  on  these  sheets 
with  the  adding  machine — in  which  case 
the  sheets  should  be  so  ruled  that  the  spac¬ 
ing  corresponds  exactly  with  the  spacing 
of  the  machine  and  one  or  more  sheets  may 
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be  used  for  each  series,  as  may  be  found 
necessary.  The  numbers  of  the  accounts 
and  the  name  may  be  put  in  with  a  pen 
or  a  typewriter. 

The  grand  total  of  all  of  the  deposit 
sheets  should  equal  the  total  of  all  the  slips 
which  the  teller  has  on  his  deposit  spindle 
and  the  grand  total  of  all  of  the  check 
sheets  should  equal  the  total  of  the  slips 
on  his  check  spindle.  The  total  of  the  de¬ 
posit  sheets  for  Ledger  A  may  then  be 
transferred  to  the  general  cash  book  to  be 
credited  to  the  General  Ledger  account, 
corresponding  to  Ledger  A  and  the  total 
of  the  check  sheets  for  Ledger  A  trans¬ 
ferred  to  the  general  cash  book  to  be 
charged  to  that  account,  etc. 

The  next  day  debit  and  credit  entries 
are  called  back  from  the  ledgers  to  the 
sheet  and  it  is  well  to  post  by  number  and 
call  back  by  name.  The  calling  back  is 
very  expeditiously  done,  as  the  names  on 
the  sheet  run  in  exactly  the  same  order  as 
the  names  on  the  ledgers  and  if  blotters 
have  been  used  in  posting,  the  work  will 
take  less  time  than  other  methods  of  call¬ 
ing  back. 

After  the  postings  have  been  verified  by 
calling  back,  balances  should  be  extended 
on  the  disturbed  accounts.  These  balances 
should  be  calculated  by  adding  deposits  to 
the  last  balance  and  subtracting  checks  and 
not  more  than  one  balance  should  be  ex¬ 
tended  for  the  entries  of  any  one  day.  Be¬ 
fore  taking  off  a  balance  sheet  the  deposit 
and  check  columns  should  be  added  and 
the  last  balance  verified  by  subtracting  one 
from  the  other.  These  balance  sheets 
should  be  taken  off  at  least  once  a  month 
and  if  each  book-keeper  has  two  ledgers 
it  is  a  good  plan  to  take  off  the  balance 
sheet  from  one  ledger  about  the  first  of  the 
month  and  from  the  other  about  the  fif¬ 
teenth. 

CALCULATION  OF  INTEREST. 

The  calculation  of  interest  on  savings  ac¬ 
count  is  at  best  exceedingly  laborious. 
Therefore,  every  effort  has  been  made  to 
simplify  the  process  as  much  as  possible. 
A  reference  to  the  sample  account,  Fig.  1, 
and  to  entry  slip,  Fig.  4,  will  show  the 
method  of  calculating  interest  on  balances 
for  the  six  months  beginning  with  January 
1st  and  ending  with  June  30th.  It  is  cus¬ 
tomary  in  most  savings  banks  to  calculate 
and  credit  this  interest  at  least  every  six 
months,  and  whether  the  interest  is  put  to 


the  credit  of  the  depositor  and  treated  as 
principal  or  not,  this  should  invariably  be 
done,  in  order  that  no  undetermined  liability 
may  be  in  existence.  This  method  is  by 
far  the  simplest  I  have  ever  seen. 

A  reference  to  the  interest  slip  will  show 
that  but  one  balance  is  taken  for  each 
month.  In  many  banks  this  balance  is  the 
smallest  in  the  month  and  this  custom  is 
based  on  the  general  rule  of  most  savings 
banks,  that  “Fractional  parts  of  a  month 


BANK  OF  COMMERCE 

BRANCH  OF  BANK  OF  COMMERCE  AND  TRUSTS 
RICHMOND,  VA. 


INTEREST  CALCULATION 

Tr»  Juve  so,  W06 


Xamc- 


Archer  Adams 


BALANCES 

T  n  n  n  n  rv  . 

$  125 

175 

275 

325 

600 

800 

('‘Vhrnarv . 

\1  nrrh  . 

luiv  . 

. . . 

A  n crii dt  . 

hpr  . 

December . 

Total  Balances . 

$2300 

Interest  at  3  per  cent .  $  S.T."! 


Form  4. 


will  not  enter  into  interest  calculations.”  If 
a  more  accurate  method  is  desired,  it  is 
very  easy  to  determine  an  average  balance 
by  an  inspection  of  all  the  balances  ex¬ 
tended  in  any  month.  For  instance,  if  a 
deposit  of  $500  is  made  on  the  15th  of  the 
month,  we  can  put  down  the  balance  for 
that  month  as  $250  greater  than  the  bal¬ 
ance  on  the  1st  of  the  month.  Having  de¬ 
termined  the  balance  for  each  month,  the 
ticket  is  added,  as  is  shown  in  the  Figure, 
and  interest  is  calculated  on  this  total  for 
one  month.  If  the  interest  is  to  be  at  three 
per  cent,  two  places  are  pointed  off  and 
the  total  is  then  divided  by  four  since  three 
per  cent  per  annum  is  equal  to  one-quarter 
of  one  per  cent  per  month.  If  interest  is 
paid  at  the  rate  of  four  per  cent  per  annum, 
we  would,  of  course,  divide  the  total,  after 
pointing  off,  by  three  instead  of  four.  This 
will  give  the  exact  interest  due  on  the  ac¬ 
count,  as  will  be  seen  by  the  following 
proof  in  which  each  balance  is  multiplied 
by  the  number  of  days  it  remains  in  bank 
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and  the  interest  is  calculated  on  the  total 
of  each  of  these  products  for  one  day  at 
three  per  cent,  the  calculation  being  made 
by  pointing  off  three  places  and  dividing 
by  12. 

125X28 .  3,500 

200X3 .  600 

175X26 .  4,550 

275X31 .  8,525 

400X1 .  400 

300X1 .  300 

325X29 .  9,425 

525X2 .  1,050 

600X29 .  17,400 

800X29 .  23,200 

68,950 

Pointing  off  three  places  and  dividing  by 
12,  we  get  in  this  case,  $5.75,  which  is  the 
exact  amount  arrived  at  by  the  shorter 
process.  It  is  manifest  that  in  some  cases 
there  would  be  a  slight  difference  in  the 
results  of  the  two  processes.  But  the  sim¬ 
pler  one  is  sufficiently  accurate  for  all  prac¬ 
tical  purposes  and  has  the  advantage  of 
involving  very  much  less  work. 

These  tickets  can  be  made  out  and  par¬ 
tially  filled  up  sometime  before  the  expira¬ 
tion  of  the  interest  period  and  the  addition 
of  the  balance  for  the  last  month  and  the 
addition  and  division  of  the  tickets  made 
any  time  after  the  10th  of  the  last  month. 

All  of  these  tickets  can  be  treated  as 
deposit  tickets  and  posted  to  the  credit  of 
the  various  accounts,  the  total  being 
charged  to  interest  account.  It  is  best, 
however,  to  list  them  on  separate  deposit 
sheets  in  the  same  manner  that  regular  de¬ 
posit  tickets  are  listed,  in  which  case  the 
total  of  the  sheets  for  any  one  ledger  is 
put  to  the  credit  of  the  General  Ledger  ac¬ 
count,  representing  that  ledger,  and  charged 
to  interest  account.  It  will  be  seen  that 
interest  account  can  be  closed  out  before 
all  of  the  tickets  have  been  posted  to  the 
credit  of  the  various  accounts,  if  this  should 
be  necessary,  on  account  of  the  extra 
amount  of  work  at  that  particular  time. 

After  the  checks  have  been  posted,  they 
should  be  filed  in  regular  check  files,  in 
which  space  has  been  provided  for  the 

(Note.^ — The  above  decimal  calculations  do  not, 
of  course,  apply  to  English  currency.) 


checks  for  each  account.  If  the  numerical 
system  of  filing  accounts  is  used,  the  check 
file  will  look  very  much  like  the  card 
ledger  previously  referred  to.  If  the  alpha¬ 
betical  system  is  used  division  cards,  bear¬ 
ing  the  name  of  each  customer,  should  be 
provided  and  kept  in  perfect  alphabetical 
order  to  correspond  with  the  account  on 
the  ledger.  Deposit  tickets  should  be  filed 
in  similar  files,  though  these  will  have  to  be 
of  a  slightly  different  dimension  to  suit  the 
size  of  the  tickets  used.  By  having  the 
tickets  and  check  of  each  account  filed  to 
themselves,  it  is  very  easy  to  verify  the  bal¬ 
ance  on  any  particular  account  without  ref¬ 
erence  to  the  ledger,  except  to  compare  the 
final  result. 

In  some  savings  banks  accounts  are  writ¬ 
ten  up  just  as  they  are  in  commercial 
banks  and  the  canceled  checks  are  delivered 
to  the  depositor  with  his  pass  book.  In 
others,  the  checks  are  regarded  as  receipts 
to  the  bank  for  the  amounts  paid  out  and 
are  preserved  by  them  as  such.  Where  the 
checks  are  delivered  with  the  pass  book 
the  tickets  should  also  be  taken  out  of  the 
current  file  at  the  time  the  book  is  written 
up,  and  filed  in  an  auxiliary  file.  Which¬ 
ever  method  is  pursued,  it  is  obvious  that 
the  numerical  system  of  filing  accounts  will 
entail  many  advantages  in  the  filing  of 
checks  and  deposit  tickets. 

This  is  a  simple  and  vet  complete  system 
of  handling  savings  accounts.  It  is  appli¬ 
cable  to  the  savings  department  of  a  small 
bank,  even  where  the  teller  receives  and 
pays  on  commercial  accounts  as  well,  and 
it  is  capable  of  indefinite  expansion.  It 
provides  a  method  whereby  an  error  if 
made  can  be  caught  at  once,  if  proper  care 
is  used  in  the  checking  and  the  best  means 
of  securing  this  care  is  to  so  arrange  the 
work  that  the  man  who  misses  the  error 
will  be  the  one  on  whom  the  burden  of 
finding  it  will  ultimately  fall.  I  do  not 
think  that  it  involves  any  unnecessary  work 
or  that  any  of  the  steps  or  records  can  be 
dispensed  with  with  safety. 


Manifold  Manufacturing  Forms 

CONSISTING  OF  INVOICE,  CHARGE,  STOCK-KEEPERS’  AND  PACKERS’  ORDERS,  ACKNOWL¬ 
EDGMENT,  PACKERS’  REPORT  AND  COST  RECORD  SifSTEM  —  MAKING  SEVEN  FORMS 
IN  ALL  AT  ONE  WRITING  THEREBY  SAVING  A  GREAT  AMOUNT  OF  VALUABLE  TIME 

By  W.  E.  BAER 

Incorporated  Accountant 


HE  forms  in  use  by  up-to-date 
manufactories  are  of  very 
small  significance  to  a  person 
that  gives  them  only  a  casual 
glance,  but  to  the  person  that 
makes  a  study  of  the  general  arrangement, 
the  separate  uses  of  each  form  and  positions 
of  every  detail  of  each  form,  in  connection 
with  the  general  accounting  of  a  business, 
then  the  working  value  is  made  manifest 
and  from  that  the  real  saving  in  labor,  the 
accuracy  and  completeness  of  the  records 
can  be  well  imagined. 

The  set  of  blanks  here  shown  constitute 
an  invoice  or  bill,  an  office  record  and 
charge  sheet,  a  stock-keeper’s  order,  a 
packer’s  order,  an  acknowledgment  of  or¬ 
der,  a  packer’s  report,  a  cost  record  sheet 
and  a  provision  for  a  copy  of  the  packer’s 
report  on  the  back  of  one  of  the  sheets. 

All  seven  sheets  are  written  at  one  in¬ 
sertion  in  the  cylinder  typewriter  (with  an 
extra  long  carriage)  with,  a  sheet  of  carbon 
paper  between  each  two  successive  sheets. 

The  Invoice  is  made  complete  containing 
the  order  number,  file  number,  customer’s 
requisition  number,  date  of  entering  order, 
when  to  ship,  how  to  ship,  salesman,  terms, 
sold  to  and  (if  shipped  to  a  different  ad¬ 
dress)  ship  to.  These  items  appear  on  all 
the  subsequent  sheets  as  well.  The  special 
instructions  for  packing  and  billing  are 
placed  at  the  left  above  the  body  of  the 
blank.  If  two  or  more  orders  are  to  be 
shipped  together  “ship  with”  is  filled  in 
by  the  order  number  and  initial  of  the  class 
of  goods.  Any  special  instructions  regard¬ 
ing  the  manufacture  of  an  article  or  the 
filling  of  the  order,  which  is  not  desirous 
of  appearing  on  the  invoice  is  written  even 
with  the  article  at  the  left,  or  any  lengthy 
instructions  are  filled  even  with  the  body 
of  the  blank. 

The  perforation  at  the  left  of  the  invoice 
enables  all  instructions  to  reach  the  proper 


parties  without  danger  of  Qversight  and 
yet  not  reach  the  purchaser. 

When  completed  the  work  is  reread  and 
checked  carefully  with  a  second  party  and 
any  corrections  made.  The  invoice  is  fas¬ 
tened  by  a  paper  clip  to  the  original  order 
and  filed  alphabetically  in  a  vertical  file. 
This  file  contains  only  orders  on  hand, 
copies  of  which  are  in  the  shop.  It  con¬ 
sists  of  a  closed  tray  letter  size  front  and  18 
inches  long  with  sliding  adjustment  to  hold 
the  papers  in  position. 

The  Office  Record  is  a  copy  of  the  in¬ 
voice  and  differs  only  in  that  it  is  punched 
at  the  side  to  file  in  the  order  book  num¬ 
erically  with  index  tabs  by  hundreds ;  the 
folio  is  added  to  this  form  for  posting; 
there  are  no  perforations  on  this  sheet,  as 
all  instructions  and  information  whatever 
that  is  on  the  shop  orders  or  invoice  should 
be  on  the  office  record. 

When  the  order  has  been  written  com¬ 
plete,  in  separating  the  forms,  the  office 
record  is  used  for  all  recapitulations.  They 
are  added  on  the  adding  machine  to  get  the 
total  orders  received  for  the  day,  a  second 
time  by  products,  and  lastly  by  salesmen. 
The  daily  recapitulation  sheets  are  in  turn 
added  for  a  weekly  recapitulation  sheet  and 
former  sheet  total  added  in  after  the  sub¬ 
total  for  the  week  giving  totals  for  the 
month  to  date  and  for  the  fiscal  year  to  date 
of  all  orders  booked,  then  as  to  products, 
and  as  to  how  received  (salesmen,  jobbing 
or  commission).  When  through  with  the 
recapitulation  it  rests  in  the  order  book 
numerically  until  shipped. 

The  Stock-keeper’s  and  Packer’s  Orders 
differ  in  that  they  are  perforated  at  the 
right  so  that  all  prices  and  terms  may  be 
removed^ before  they  reach  the  shop. 

On  the  back  of  the  stock-keeper’s  order 
is  another  bank  form,  which  will  be  re¬ 
ferred  to  later. 

The  Acknowledgment  of  Order  is  identi- 
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cal  to  the  invoice  and  is  perforated  in  the 
same  manner,  but  where  the  red  ink  sen¬ 
tence  “This  invoice,  when  due,  is  subject  to 
sight  draft  without  notice”  appears  on  the 
invoice  the  sentence  This  is  our  interpre¬ 
tation  of  your  order  as  to  quantity,  quality 
and  terms”  appears  on  the  acknowledg¬ 
ment. 

The  packer’s  Report  has  the  heading  in¬ 
structions  and  “Ship  with  this  that  are 
above  the  double  ruling  on  the  other  sheets. 

A  narrow  carbon  strip  is  placed  above  this 
and  the  subsequent  sheet  reaching  to  the 
body  of  the  sheet.  A  little  care  must  be 
exercised  in  placing  the  narrow  carbon 
strip  so  it  is  even  at  the  top  edge  of  the 
paper  and  does  not  extend  into  the  body  of 
the  blank. 

The  last  record  is  made  out  exactly  like 
the  packer’s  report,  the  body  being  left 
blank  for  the  entries  and  compiling  of  the 
costs. 

The  stock-keeper’s  order,  packer’s  order 
and  packer’s  report  are  fastened  together 
with  a  paper  clip,  and  turned  over  to  the 
shop  superintendent.  He  extracts  the  pack¬ 
er’s  order  and  holds  it  as  a  tickler  until  the 
packers  are  ready  to  crate  the  same  when 
it  is  called  for.  The  packer’s  report  is  given 
to  the  foreman  of  the  packing  room.  This 
enables  him  to  know  what  orders  will  be 
expected  to  be  shipped  with  other  orders. 

The  stock-keeper’s  order  is  used  by  the 
stock-keeper  in  filling  the  order  or  by  the 
foremen  of  the  various  departments  or 
shops  alternately  in  issuing  sub-orders. 
When  the  order  is  filled  the  stock-keeper’s 
order  and  the  packer’s  order  are  assembled 
with  the  packer’s  report  by  the  packing  and 
assembly  foreman.  The  packer  s  report  and 
stock-keeper’s  order  are  again  fastened  to¬ 
gether  back  to  back  with  a  carbon  over  the 
latter  which  enables  a  record  of  the  con¬ 
tents  of  the  various  crates  to  appear  on  the 
back  of  the  stock-keeper’s  order. 

The  foreman  figures  the  exact  size  of 
each  crate  and  gives  the  number,  size  and 
contents  separately,  thus  providing  for 
every  article  in  the  shipment. 

The  billing  clerk  now  completes  the  rout¬ 
ing  of  the  shipment  and  fastens  the  desired 
number  of  posters  to  the  order  which  are 
needed  and  which  he  has  typewritten  in 
duplicate  and  hands  them  over  to  the  head 
packer. 

The  goods  are  checked  off  of  the  packer’s 
order  and  packer’s  report  both  as  they  are 


placed  in  the  crate,  the  weights  are  noted 
on  the  report,  the  report  is  signed  and  dated 
by  the  packer  and  the  posters  are  placed  on 
two  opposite  sides  of  the  crate. 

The  shop  now  being  through  with  the  or¬ 
ders  these  three  sheets  all  fastened  to¬ 
gether  are  ready  to  be  billed  out.  The  bills 
of  lading  are  typewritten  in  triplicate  from 
the  packer’s  report. 

The  morning  of  the  working  day  follow¬ 
ing  the  packing  of  all  goods  the  invoice  is 
removed  from  the  waiting  file,  dated  and 
torn  off  at  the  perforation,  the  office  record 
is  removed  from  the  order  book  and  dated. 
The  three  shop  records  are  dated  and  the 
stock-keeper’s  order  and  packer’s  order  (in 
the  same  order  as  stated)  are  fastened  per¬ 
manently  to  the  customer’s  original  order. 
By  this  arrangement  lifting  the  stock- 
keeper’s  order  displays  the  copy  of  the 
packer’s  report  and  the  packer’s  order  next 
to  each  other  which  allows  easy  comparison 
with  each  other  and  with  the  original  order 
below. 

The  invoice  and  packer’s  report  with  the 
bill  of  lading  are  sent  to  the  customer.  The 
office  record  is  listed  on  the  adding  ma¬ 
chine  for  totals,  products,  and  salesmen  in 
the  same  manner  described  above  for  the 
orders.  Then  it  is  placed  in  the  shipment 
book  by  days,  arranged  alphabetically  for 
easy  posting.  The  two  shop  orders  and  all 
correspondence  referring  to  them  and  the 
original  order  being  fastened  together  as 
described  above  are  filed  in  the  numerical 
file  in  the  folder  allotted  the  customer  for 
the  period  of  time  under  his  number. 

The  cost  sheet  is  not  herein  treated  as  it 
is  a  subject  of  its  own. 

This  system  enables  the  office  by  a  cross 
index  to  have  the  complete  records  of  all 
the  operations  in  the  shop  as  well  as  the 
transactions  between  the  customer  at  hand; 
it  gives  the  superintendent  a  chance  to 
know  what  is  being  done  in  the  shop ;  the 
packing  foreman  from  his  copies  need  not 
overlook  any  shipments  which  are  request¬ 
ed  to  go  together;  a  recapitulation  of ‘or¬ 
ders  on  hand  can  be  made  in  a  very  few 
minutes  on  the  adding  machine;  uncom¬ 
pleted  orders  are  always  available  at  two 
places  (the  original  order  with  all  the  cor¬ 
respondence  being  attached  to  the  invoice)  ; 
reverse  posting  checks  against  the  daily 
sales  recapitulation  and  commission  and 
jobbing  postings,  check  against  their  sepa¬ 
rate  columns  on  the  daily  recapitulation. 


The  Schedule  Order  System 

\  SYSTEM  WHEREBY  IT  IS  ENDEAVORED  TO  INTELLIGENTLY  LAY  OUT  BEFOREHAND 
THE  WORK  REQUIRED  IN  A  FACTORY  FOR  THE  ENSUING  MONTH-THE  MATERIAL 
AND  LABOR  REQUIRED— SO  THAT  WORK  SHALL  BE  DELIVERED  WHEN  PROMISED 

By  D.  C.  EGGLESTON,  M.  E. 


HE  Schedule  Order  System  is 
designed  for  use  in  factories 
turning  out  work  such  as  pipe 
organs,  switchboards  and  en¬ 
gines  on  special  orders.  The 
aim  of  this  system  is  to  show  the  exact 
number  of  man-hours  and  amount  of  ma¬ 
terial  required  by  the  shop  to  complete 
work  on  all  orders  in  time  for  delivery. 

The  salesman  notes  on  Schedule  A  the 
time  when  the  order  must  be  delivered  to 
the  customer.  The  Schedule  Order  De¬ 
partment  then  fills  in  the  percentage  of  the 
total  time  allowed  each  department  for  com¬ 
pleting  its  part  of  the  order.  The  esti¬ 
mated  man-hours  required  by  each  depart¬ 
ment,  together  with  the  date  the  order  will 
be  received  and  completed  by  each  foreman 
follow  as  illustrated  in  Form  1.  This  term 
man-hour  is  used  to  indicate  the  amount 
of  time  one  man  would  require  to  complete 
a  specified  amount  of  work.  In  this  way 
the  period  allowed  and  the  amount  of  work 
required  in  the  period  is  fixed  by  Schedule 
A. 

Monthly,  all  orders  received  are  en¬ 
tered  on  the  Combined  Man-Hour  Schedule 
which  is  designed  to  show  the  demands 
that  will  be  made  on  the  shop  so  the  num¬ 
ber  of  employes  can  be  intelligently  in¬ 
creased  or  diminished.  This  is  accomplished 
by  dividing  the  month  into  three  periods 
and  estimating  the  combined  number  of 
man-hours  required  by  each  department  to 
complete  its  work  on  time.  The  difference 
between  the  required  man-hours  and  the 
number  available  in  each  department  di¬ 
vided  by  the  number  of  hours  one  employe 
works  is  the  surplus  or  deficiency  of  opera¬ 
tors  in  the  productive  departments. 

The  material  required  by  each  depart¬ 
ment  to  complete  its  part  of  the  work  on 
an  order  is  entered  on  Schedule  B,  Form  3. 
This  forms  the  basis  for  making  out  the 
Foreman’s  Production  Order  which  con¬ 
tains  a  list  of  the  material  he  will  need  to 


complete  his  part  of  the  work  on  the  order. 
In  this  way  a  foreman  is  prevented  from 
drawing  out  an  over-supply  of  material  to 
cover  up  losses  by  carelessness  or  defective 
work. 

Schedule  B  is  used  in  posting  the  Com¬ 
bined  Material  Schedule,  Form  4,  one  of 
which  is  reserved  for  each  kind  of  material 


SCHEDULE,  g 

MaTSKial  as  spccijred  wi'll  be  f-egwiVed  by  the. 
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Foundry 
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Form  3. 


purchased.  This  form  is  a  perpetual  in¬ 
ventory  and  is  designed  to  show  the  amount 
of  material  ordered,  received  and  drawn 
out  on  shop  orders.  Reference  to  Form  4 
shows  that  an  order  for  5,000  pounds  of 
lump  resin  was  issued  on  February  9  and 
received  March  10.  Afterwards  l,000f 
pounds  were  drawn  out  on  Shop  Order  No.j' 
210,  which  left  a  balance  of  4,000  pounds  in- 
stock.  A  Combined  Apparatus  Schedule  isj 
used  in  the  same  way  for  apparatus  made| 
in  the  shop  to  be  used  for  orders. 
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COMBINED  MATERIAL.  SCHEOUL.E: 
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A  Schedule  Record  Card,  Form  5,  is  is¬ 
sued  as  a  supplement  to  the  Foreman’s 
Production  Order  and  is  filed  by  the  fore¬ 
man  in  his  office.  This  form  is  a  debit  for 
material  received  from  other  departments 
and  a  credit  for  material  srnt  to  other 
foremen.  So  whenever  an  inquiry  is  re¬ 
ceived  at  a  department  a  glance  at  the 
record  shows  the  amount  of  receipts  and 
deliveries  on  an  order. 

Porters  move  all'  material  according  to 
instructions  on  the  Destination  Ticket 
which  is  issued  by  the  foreman’s  clerk. 
Form  6  illustrates  a  ticket  made  out  for 
moving  material  from  the  machine  shop 
to  the  assembly  department.  These  are 
written  in  duplicate  and  one  part  is  sent  to 
the  Shop  Tracing  Department  as  a  notifi¬ 
cation  that  one  department  has  completed 
a  certain  amount  of  work  on  an  order  and 
that  it  has  been  sent  to  another  depart¬ 
ment.  If  the  dates  fixed  for  delivery  on 
Schedule  A  are  not  kept,  the  promise  clerk 
promptly  investigates  the  cause  and  ar¬ 
rangements  are  made  for  pushing  the  work. 

The  names  of  the  departments  to  which 
Foreman’s  Production  Orders  are  issued 
are  entered  on  the  Schedule  Tracing  Sheet. 
One  of  these  sheets  is  reserved  for  each 
shop  order  issued  and  on  it  is  entered  the 
number  of  parts  delivered  by  one  depart¬ 
ment  to  another,  as  shown  by  the  duplicate 
of  the  Destination  Ticket  sent  to  the  Shop 
Tracing  Department.  A  glance  at  Form  7 


shows  that  1,000  parts  on  Order  No.  748 
were  received  by  the  machine  shop,  but 
only  500  have  been  received  by  the  assembly 
department.  After  the  order  has  been  com¬ 
pleted  the  Schedule  Tracing  Sheet  is  sent 
to  the  Shop  Cost  Department  as  a  voucher 
for  the  number  of  parts  delivered  on  an 
order. 
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of  getting,  are  scheduled.  The  decrease  or 
increase  in  man-hours  is  then  figured  out 
as  in  the  Combined  Man-Hour  Schedule 
for  three  months.  Provision  for  issuing 
stock  orders  can  be  made  in  case  there  is 
going  to  be  a  decrease  in  the  demands  on 


Any  description  of  the  Schedule  System 
is  incomplete  without  referring  to  the 
Monthly  Outlook  Report,  which  is  the  basis 
of  all  plant  extensions.  Each  month  the 
orders  received,  those  for  which  bids  have 
been  made  and  which  there  is  a  prospect 


the  shop.  However,  if  there  is  going  to  be 
an  increase  in  business  provision  for  an  ad¬ 
ditional  number  of  employes  must  be  made. 
This  also  necessitates  an  increase  in  the  ma¬ 
chine  equipment,  which  is  found  by  divid¬ 
ing  the  increase  in  machine-hours  by  the 
hours  one  machine  can  be  used.  The  in¬ 
crease  in  floor  space  and  power  are  also 
noted  on  the  outlook  report.  Form  8  shows 
that  a  milling  machine  is  needed  in  the  ma¬ 
chine  department.  Provided  20  square  feet 
of  floor  space  and  one  horse  power  are 
available,  all  that  is  necessary  is  to  issue  a 
purchase  requisition  for  another  milling 
machine.  In  this  way  the  Monthly  Outlook 
Report  forms  the  basis  for  extending  the 
floor  space,  providing  more  power  and  in¬ 
creasing  the  machine  equipment  of  the  fac¬ 
tory  to  meet  the  requirements  of  a  growing 
business. 

In  a  factory  which  uses  this  system  the 
shop  superintendent  is  notified  several 
months  in  advance  of  the  probable  demands 
which  will  be  made  on  the  shop  so  that 
there  is  no  excuse  for  failing  to  keep 
promises  of  delivery.  To.  satisfy  the  de¬ 
mands  of  customers  for  prompt  and  ef¬ 
ficient  service,  is  one  of  the  greatest  aids 
in  business  building  and  no  system  con¬ 
tributes  more  to  this  end  than  the  one 
herein  outlined. 
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EDGAR  DAYTON  PRICE 


T’S  ruin,  ruin!”  groaned  Gold¬ 
berg. 

“Looks  about  that  way,” 
admitted  the  secretary. 

1  “How  much  are  we  going  to 
be  short  of  paying  those  notes  falling  due 
the  first  of  April?”  asked  the  president, 
wearily. 

“Thirty  thousand  dollars,”  said  the  sec¬ 
retary. 

“Thirty  thousand  dollars  1”  almost 
screamed  the  president  of  Goldberg’s  de¬ 
partment  store.  “Mr.  Ketcham,  we  don  t 
owe  the  banks  that  sum  falling  due  so 
soon - ” 

“Yes,  we  do,  for  half  of  it  is  acceptances 
of  ours  we  renewed  the  first  of  the  year 
after  the  poor  holiday  trade.  You  were  in 
Florida,  and  I  wrote  you  about  it  if  you 
will  remember.” 

“I  don’t  remember,”  said  the  president, 
peevishly.  am  a  sick  man  and  my  busi¬ 
ness  is  going  to  pieces  in  the  hands  of 

miserable  inefficients.  You - ” 

“My  money  is  here,  too,”  said  the  secre¬ 
tary,  flushing.  “I  think  my  ruin  will  be 
more  complete  than  yours  if  we  go  to  the 
wall — it’s  the  weather  conditions  primarily 
that  have  tied  us  up  so ;  an  unexpected 
warm  winter  with  us  loaded  to  the  limit 
with  cold  weather  goods.  Then,  Mr.  Ap¬ 
pleby,  our  advertising  man  has  been— er— 
rather  deficient  in  ideas  to  bring  people  into 
the  store — I  don’t*  know  that  I  could  have 
done  any  better,  but  our  newspaper  adver¬ 
tising  hasn’t  ‘pulled.’  ” 

“Go  on,  go  on,  explain;  all  I  can  under¬ 
stand  is  that  I  am  ruined — this  fine  business 

that  I  spent  25  years  to  build  up - ” 

“Appleby  is  leaving  us  tomorrow  night,” 
said  the  secretary.  “I  have  been  advertis- 
ifig  for  a  bright  man  to  take  his  place,  and 
if  I  can  get  a  smart  copy  writer  and  stimu¬ 
late  interest  in  some  special  marked-down 
sales — get  the  goods  off  the  shelves  and 


counters  at  any  price — perhaps  perhaps— 

“I  have  no  faith;  you  are  all  miserable 
inefficients,”  stormed  the  president,  and 
flung  himself  out  of  the  private  office  where 
the  two  officials  had  been  examining  the 
papers  showing  the  store’s  doleful  condi¬ 
tion.  An  hour  later  word  came  over  the 
telephone  that  Mr.  Goldberg  had  taken  to 

his  bed.  . 

“I  guess  it’s  up  to  me  to  sink  or  swim, 

said  Ketcham  at  the  news.  “Mrs.  Goldberg 
owns  this  fine  six-story  store,  basement  and 
two  extensions,  so  they’ll  have  something 
to  fall  back  on  if  we  smash.  As  for  me 
and  my  $20,000  interest - ”  he  shrugged 

his  shoulders  suggestively. 

“Er— young  man  to  see  you,”  said  the 
head  book-keeper  opening  the  door.  “I  told 
him  you  were  engaged,  but  he  said 

“Show  him  in,”  said  the  secretary.  The 
permission  was  wasted  for  the  young  man 
was  inside  and  calmly  pushing  the  book¬ 
keeper  out  and  closing  the  door. 

“Mr.  Ketcham,  secretary,”  said  the  young 
man,  “I  am  Harold  Barker,  23,  American, 
from  New  York  City,  borough  of  Manhat¬ 
tan 


Oh,  are  you?”  said  the  secretary.  “Well, 
what  do  you  want?” 

“That  job  as  advertising  man,”  said  Har¬ 
old,  promptly. 

“How— how — do  you  know  we  want 
one?”  asked  the  secretary.  “We  are  ad¬ 
vertising  for  a  man,”  he  admitted,  but  the 
applications  are  to  be  sent  to  a  box  number 
at  the  different  paper  offices.” 

“That  don’t  go  with  me,”  said  Mr.  Barker, 
with  decision.  “My  way  is  to  get  in  first 
and  get  the  job,  so  I  just  showed  a  half- 
dollar  to  the  office  boys  down  in  the  Star 
office  promising  it  to  the  boy  who  identified 
the  chap  who  came  for  the  answers  to  ‘Cap¬ 
able  Adwriter.’  My  coin  went  quick  when 
your  boy  with  the  buttons  and  Goldberg 
on  his  cap  came  in,  and — here  I  am.” 
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Excuse  me,  the  messenger  boy  just 
brought  these,”  interrupted  the  book-keep¬ 
er,  opening  the  door  and  laying  a  big  bunch 
of  letters  on  Mr.  Ketcham’s  desk. 

“You  needn’t  look  at  ’em,”  said  Mr.  Bar¬ 
ker,  “just  hire  me.” 

The  secretary  was  amused  in  spite  of 
himself  at  the  easy  assurance  of  the  young 
man  before  him. 

“Just  mention  your  qualifications,  if  you 
don’t  mind,”  he  said. 

“I  don’t  write  advertisements,”  premised 
the  visitor. 

“Ah,  quite  a  recommendation  for  the 

place,”  said  Mr.  Ketcham. 

% 


23. 


“Pooh!  you’ve  plenty  of  clerks  who  can 
write  newspaper  stuff  illustrated  by  the 
dinky  little  cuts,  but  let  me  ask  you  if 
you’ve  got  anybody  who  can  fill  the  news¬ 
papers  with  articles  that  you  don’t  pay  a 
cent  for ,  articles  that  will  bring  the  crowds 

here  jam  the  outfit  from  sub-basement  to 
roof - ” 

The  secretary  sat  up. 

“No,  we  haven’t,”  he  said.  “Do  you 
think  you  can?” 

“I  can,”  said  Mr.  Barker,  concisely;  “no 
crowds — no  pay.” 

“Suppose  you  take  me  into  your  full  con¬ 
fidence,  ’  said  the  secretary,  smilingly  open¬ 
ing  a  box  of  cigars  and  pulling  up  a  chair. 
The  office  force  were  surprised  to  hear 
hearty  laughs  coming  from  the  private  of¬ 
fice,  some  obviously  emanating  from  the 
glum  secretary.  An  hour  passed  and  the 
door  opened  and  Harold  Barker,  American, 
23,  etc.,  etc.,  emerged,  followed  by  the  sec¬ 
retary,  who  introduced  the  young  man  to 
the  head  book-keeper  in  due  form. 

Mr.  Barker  is  to  have  charge  of  the 


advertising,  Mr.  Brown,”  said  Mr.  Ketcham. 
“Introduce  him  to  the  heads  of  the  depart¬ 
ments  and  see  that  he  has  a  key  to  let  him¬ 
self  in  with  after  hours  and  be  sure  that 
the  watchman  understands  the  arrangement 
Mr.  Barker  is  liable  to  make  overtime 
until  he  learns  the  ropes.  Also,  you  will 
honor  Mr.  Barker’s  requisitions  for  money 
up  to  $300,  Mr.  Brown.” 

Yes,  sir,  ’  said  Mr.  Brown,  and  led  Mr. 
Barker  away.  The  newly  hired  flashed  an 
eagle  eye  over  everything  in  the  commod¬ 
ious  building,  the  large  and  powerful  ele¬ 
vators  and  the  little-used  stairs  which 
wound  about  them  from  cellar  to  roof,  the 
wide  aisles,  the  heaped  counters  and  shelves 
and  the  idle  clerks.  He  noted  a  life-sized 
stuffed  elephant  in  the  rug  department  with 
interest  and  was  positively  delighted  when 
he  discovered  a  crack  in  one  corner  of  the 
biggest  plate  glass  window  Goldberg’s 
boasted. 

Dead  loss,  said  Mr.  Brown,  waving  his 
hand  at  the  window.  “The  insurance  was 
overlooked  and  of  course  somebody  heaved 
a  stone  and  now  we’ve  got  to  put  in  a  new 
plate  at  our  own  expense.” 

I  ve  a  notion  to  have  that  elephant  put 
into  the  window  and  then  dress  like  an 
East  Indian  and  heave  bricks  through  the 
glass  that  would  be  good,”  said  the  im¬ 
pulsive  Harold.  Mr.  Brown  stared. 

Of  course,  a  real  elephant  and  a  real 
East  Indian  would  be  better,”  said  Mr. 
Barker,  noticing. 

Well,”  said  the  book-keeper,  “four  ele¬ 
phants  and  four  East  Indians  would  be  four 
times  better  there’s  an  elephant  stunt  go¬ 
ing  to  be  done  at  the  vaudeville  next  week 
the  people  in  this  town  are  weak  about 
elephants— bang!  smash!  busted  window, 
cascade  of  elephants !  Say,  young  fellow, 
do  you  ever  hit  the  pipe?” 

“Oh,  by  golly!  Oh,  oh!”  said  Mr.  Bar¬ 
ker,  smitten  with  an  idea. 

I  ve  got  to  get  back  to  my  work,”  grum¬ 
bled  the  head  book-keeper  disgustedly. 

Say,  you  re  a  peach  to  have  charge  of  a 
department  store  advertising,  but  if  Mr. 
Ketcham  can  stand  you  I  can.  Good  day.” 

Oh,  wow !  said  Mr.  Barker,  who  seem¬ 
ed  pleased  with  himself.  “Won’t  I  be  after 
those  300  bones  in  the  morning,  all  right?” 
he  shouted  after  the  retreating  Mr.  Brown. 

He  was  as  good  as  his  word  and  after  a 
long  confab  with  Mr.  Ketcham  and  an  all¬ 
afternoon  session  in  the  bowels  of  the 
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building  in  the  company  of  the  enginee^  a 
smart  young  Irishman  by  the  name  of  De¬ 
laney,  he  had  the  stuffed  elephant  moved 
into  the  show  window  and  then  disap¬ 
peared.  .  1 

The  down  town  streets  blazed  with  elec¬ 
tric  lights  and  as  the  hour  of  eight  ap¬ 
proached  they  filled  with  people  on  pleasure 
bent  hurrying  to  the  different  theaters  an 
other  places  of  amusement.  A  keen  wind 
sent  clouds  of  snow  scurrying— snow  that 
was  due  in  January  and  February  now 
coming  down  in  March-to  the  joy  of  those 
who  felt  they  had  been  cheated  of  their 

winter. 

There  was  a  pause  in  the  hurry  and 


comfortable  by  comparison.  It  stood  em¬ 
bowered  in  palms  and  tropical  green,  how- 
dah  on  back  and  trunk  thrown  up  either 
to  trumpet  defiance  or  catch  peanuts,  and 
the  sight  of  it  to  the  cold-footed  live  crea¬ 
tures  in  the  street  was  gall  and  worm¬ 
wood.  There  was  a  halt  in  the  march  and 
a  scattering  in  the  crowd  following,  at  the 
shrill  and  angry  trumpetings.  The  mahouts 
goaded  and  struck  in  vain-lithe  snouts 
were  feeling  about  for  missiles-like  one 
elephant  the  creatures  charged  at  the  Gold¬ 
berg  window — crash! — crash!  rip!  jm 

gle!  jingle!  ^ 

The  broken  glass  tinkled  leaving  a  great 

opening  through  which  charged  the  attack- 


THE  CREATURES  CHARGED 

bustle  as  around  the  corner  of  the  street 
leading  from  the  union  freight  yards  came 
a  procession  of  shuffling,  whining  elephants 
on  their  way  to  the  vaudeville  show  The 
creatures  were  wrapped  to  the  tips  o  t  eir 
snouts,  but  were  evidently  cold  and  uncom¬ 
fortable,  breaking  into  trumpetings  as  their 
mahouts  jabbed  them  with  the  barbed  ele¬ 
phant  goads.  Following  them  came  the 
ubiquitous  small  boy  in  crowds,  older  peo¬ 
ple  stepped  to  the  curb  to  gaze,  trolley  cars 
slowed  up,  congesting  traffic,  and  frightened 
horses  reared  and  ran  at  sight  of  the  moun¬ 
tains  of  flesh. 

The  stuffed  elephant  in  the  Goldberg  de¬ 
partment  store  window  looked  cosy  and 


AT  THE  GOLDBERG  WINDOW. 

ing  elephants.  In  an  instant  the^  stuffed 
imitation  was  undergoing  a  rending  and 
tearing  and  the  palms  and  vegetation  being 
trampled  underfoot.  The  Goldberg  watch¬ 
man  came  racing  from  the  basement  from 
a  confab  with  Delaney,  the  engineer,  who 
was  making  some  repairs.  He  went  white 
at  the  sight  of  the  bulky  forms  rioting  in 
the  windows  and  tottered  to  the  office, 
where  he  managed  to  turn  in  a  fire  and 
police  call.  The  sight  of  the  elephants 
leaving  'the  windows  in  his  direction  gave 
his  feet  wings  and  he  broke  through  the 
crowd  outside  and  disappeared.  The  big 
creatures  pad-padded  about  the  department 
store,  pulling  down  the  piled  goo4s  with 
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their  trunks,  regardless  of  the  despairing 
mahouts  who  shrieked  shrill  commands  in 
vain.  Then,  to  add  to  the  confusion,  every 
light  in  the  building  went  out. 

Fire  apparatus  and  police  patrols  came 
rattling  up  and  the  men  piled  into  the 
Goldberg  store  only  to  pile  out  again  at  the 
uncanny  trumpeting  of  the  elephants  happy 
in  the  warm  atmosphere  and  busy  at  de¬ 
struction.  A  cordon  was  formed  outside 
and  no  one  allowed  to  put  foot  inside — a 
most  unnecessary  precaution.  The  Gold¬ 
berg  department  store  was  left  a  new  and 


or  not  at  all.  He  jumped  as  he  saw  the 
tumbled  goods  on  the  main  floor. 

Fine !  fine !”  he  said.  “Everybody  get  a 
hustle  on  and  take  account  of  the  damage 
and  we  will  have  an  elephant  damage  sale!” 
Mr.  Ketcham,  who  had  just  bounced  in, 
newspaper  in  hand,  took  fire  in  a  minute. 

“The  very  thing,”  he  laughed.  “I  guess 
very  few  people  have  ever  had  the  chance 
of  attending  that  kind  of  a  sale,  so  mark 
the  tumbled  goods  down  50  per  cent — • 
what’s  that  ?” 

An  elevator  cage  was  coming  down  the 


THEY  RE  UP  THERE,  SURE  ENOUGH!” 


charming  jungle  for  the  performing  ele¬ 
phants  until  daylight  should  come  and  their 
keepers  restore  them  to  reason.  The  keen 
wind  blew  and  the  snow  fell  and  gradually 
the  crowd  departed,  leaving  the  official 
watchers  and  the  newspaper  reporters. 
Slowly  the  hours ‘dragged  by  until  the  tardy 
daylight  came  and  with  daylight  came  a 
surprise — -the  elephants  had  disappeared  I 
Goldberg’s  opened  for  business  as  usual 
with  the  arrival  of  the  curious  clerks  who 
had  read  the  events  of  the  night  as  “scare¬ 
headed”  in  the  morning  papers.  Mr.  Har¬ 
old  Barker  came  early,  looking  rather  care¬ 
worn  as  a  man  might  who  had  slept  badly 


shaft  on  the  top  speed.  It  stopped  at  the 
main  floor  and  spilled  a  shrieking  bunch 
of  employes  from  the  sixth  floor — the  stock 
floor  where  goods  were  opened. 

“The  elephants  I  the  elephants  I”  they 
howled. 

“Be  quiet!  What  do  you  mean?”  said  the 
secretary,  authoritatively. 

“They’re  up  on  the  top  floor!” 

“Nonsense! — how  could  they  get  there?” 
asked  Ketcham,  severely. 

“We  don’t  know — but — but - ■” 

“Somebody  go  up  and  investigate,”  said 
the  secretary.  A  cage  load  of  volunteers 
got  together,  mostly  newspaper  reporters, 
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and  shot  upwards.  Twenty  minutes  later 
the  cage  came  down  and  the  reporters 
dashed  for  their  respective  newspapers. 
“They’re  up  there,  sure  enough,”  they 

said,  “all  four !” 

It  was  a  great  mystery.  The  stairs  were 
out  of  the  question  being  too  narrow^  for 
the  bulky  creatures.  It  was  silly  to  sup¬ 
pose  they  had  taken  the  elevators,  yet, 
there  they  were,  good  as  kittens  now,  roar¬ 
ing  petitions  for  breakfast.  Their  mahouts 
were  with  them,  but  the  turbaned  East 
Indians  could  not  explain,  making  vague 
flying  motions  with  their  hands  and  ob¬ 
viously  frightened. 

The  situation  was  further  complicated 
by  the  vaudeville  people  who  owned  the 
elephants  walking  in  and  demanding  their 

property. 

“Go  up  and  get  ’em,”  said  the  secretary. 
“You  fetch  ’em  down!”  said  the  vaude¬ 
ville  people. 

There  was  no  fetching  them  down  un¬ 
less  the  beasts  were  dropped  down  the  ele¬ 
vator  shafts.  Meanwhile  bales  of  hay  were 
lugged  in  and  shot  to  the  sixth  floor,  where 
the  hungry  trumpeting  speedily  stopped  as 

the  visitors  got  to  work. 

The  newspapers  were  full  of  the  mystery 
and  the  talk  of  the  town  was  of  Goldberg’s 
and  the  elephants  on  the  sixth  floor.  The 
boarded-up  window  was  the  mecca  of  thou¬ 
sands  of  sight-seers,  and  as  the  news  got 
out  that  the  elephants  were  now  on  their 
best  behavior  and  were  to  give  free  exhi¬ 
bitions  every  two  hours  by  special  arrange¬ 
ment  with  their  owners,  the  department 
store  was  thronged.  People  who  came  to 
enjoy  a  free  performance  found  that  they 
could  go  up  on  the  elevators  but  must  come 
down  by  the  stairs,  thus  acquainting  them¬ 
selves  with  the  different  Goldberg  depart¬ 
ments. 

A  reward  was  offered  for  a  correct  an¬ 
swer  to  the  question,  “How  did  they  get 
up  there?”  Whole  pages  were  taken  in 
every  paper  in  town  setting  forth  Goldberg 
bargains  which  the  curious  visitors  swarm¬ 
ing  over  the  establishment  grabbed  with 
both  hands.  The  winter  spell  pve  a  brisk 
impetus  to  the  sale  of  the  winter  stocks, 
and  extra  cashiers  had  to  be  taken  on  to 
handle  the  money  which  rolled  in  on  the 


fortunate  department  store  with  the  ele¬ 
phants  on  the  sixth  floor.  Incidentally, 
business  was  woefully  dull  in  every  other 

department  store  in  town. 

The  performing  elephants  remained  for 
several  days  when  their  owners  made  per¬ 
emptory  demands  for  their  return  a.nd 
threatened  suit  for  damages  for  stopping 
the  performances.  Stocks  were  low  now 
and  there  was  need  for  a  general  overhaul¬ 
ing  for  the  spring  trade,  so  one  morning 
the  elephants  were  discovered  missing, 
turning  up  at  a  town  a  hundred  miles  away 
to  do  their  regular  vaudeville  stunt.  There 
were  no  explanations  and  the  Indian  ma¬ 
houts  vaguely  waved  their  arms  when 
questioned  as  to  the  flight  to  earth. 

“Mr.  Barker,  you’re  a  wonder!”  said  the 
secretary  of  the  Goldberg  department  store 
on  the  first  of  April.  “We’ve  made  more 
money  in  the  last  15  days  than  we  took  m 
in  the  two  months  before,  and  I  don  t  mind 
telling  you  that  it  has  pulled  us  out  of  a 
financial  hole.  Mr.  Goldberg  has  author¬ 
ized  me  to  hand  you  this  $500  oyer  and 
above  your  salary,  and— do  you  mind  giv¬ 
ing  me  the  details  now— I  know  I  prom¬ 
ised  not  to  ask.” 

“Why,  certainly,”  smiled  Mr.  Barker, 
pocketing  the  money.  “You’d  never  suspect 
it,  but  the  head  mahout  is  an  Irishman  and 
he  worked  with  me  and  Mr.  Delaney  to 
admiration.  The  mahouts  egged  on  the  ele¬ 
phants  to  heave  bricks  at  the  stuffed  brother 
in  the  window  and  then  to  go  in  and  rip 
him  up.  We  had  some  ship’s  slings  made 
of  10-ply  canvas,  copper-riveted  and  rein¬ 
forced  to  the  limit.  You  know  these  par¬ 
ticular  elephants  were  fresh  from  Europe 
and  they  had  been  slung  onto  lighters  and 
then  into  steamships  and  off ‘again  till  sling¬ 
ing  was  second  nature.  Delaney  had  un¬ 
hooked  one  elevator  cage  and  fixed  a  gang¬ 
way  of  two-inch  planks  doubled,  and  we 
simply  elevated  the  four  of  ’em,  the  ma¬ 
houts  riding  up  behind  their  ears  and  stick¬ 
ing  ’em  good  and  plenty  with  the  goads 
to  keep  ’em  occupied.  It  was  all  done  quick 

and  without  a  hitch.” 

“Bravo!”  laughed  Mr.  Ketcham.  “The 
newspapers  are  worrying  yet  as  to  how  it 
was  done.” 
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ERHAPS  there  is  no  branch 
of  a  business  which  requires 
a  more  keen  knowledge  and 
appreciation  of  human  idio¬ 
syncrasies  than  the  collection 
department.  The  credit  man  must  be  re¬ 
lied  upon  mainly  for  protection  against  mis¬ 
alliances  in  trade,  but  unfortunately  he  will 
occasionally  display  human  short-comings 
and  err.  When  credit  has  been  improperly 
extended  and  collections  are  slow  to  move, 
the  brain  of  the  business  man  is  taxed  to 
its  utmost  to  devise  ways  and  means 
whereby  delinquent  debtors  may  be  quickly 
but  gently  brought  to  realize  their  duty. 

Business  of  today  is  being  largely  con¬ 
ducted  upon  a  credit  basis.  There  are  few 
successful  houses  that  do  not  show  a  pro¬ 
portionately  large  line  of  book  accounts  re¬ 
ceivable.  That  an  element  of  doubt  exists 
at  all  times  as  to  the  ability  to  realize  upon 
this  important  asset,  cannot  be  denied.  A 
careful  banker’s  analysis  of  a  statement,  in 
anticipation  of  extending  credit,  will  almost 
invariably  give  rise  to  the  question,  “How 
much  of  your  book  accounts  are  good?” 
No  one  has  yet  been  able  to  define  the  true 
meaning  of  what  is  termed  “an  ordinary 
business  risk.”  That  some  losses  must  be 
sustained  if  business  is  to  be  extended  is 
generally  conceded.  That  some  houses 
have  more  than  their  share  of  losses  is 
well  known;  that  many  failures  to  realize 
upon  book  accounts  are  due  to  improper  or¬ 
ganization  and  harsh  methods  is  beyond 
doubt. 

Credit  extended  upon  the  strength  of  an¬ 
tiquated  credit  information  is  accountable 
for  many  failures  to  realize  upon  goods 
sold.  Over  confidence  based  upon  past 
performances  is  accountable  for  a  fair  pro¬ 
portion  of  losses.  Improper  and  untimely 
pressure  at  a  critical  period,  however,  con¬ 
tributes  very  largely  to  the  amounts  car¬ 
ried  each  year  to  that  well  stocked  mor¬ 
tuary,  Profit  and  Loss. 


The  latter  weakness  is  one,  therefore, 
which  should  receive  some  careful  consid¬ 
eration.  The  business  man  should  aim, 
above  all  things,  to  thoroughly  familiarize 
himself  with  the  personal  attributes  of  his 
customers.  Personal  contact  when  the  milk 
of  human  kindness  is  manifest  will  ofttimes 
do  more  to  obviate  business  losses  than 
any  other  combination  of  human  devices. 
When  payments  are  slow,  the  conditions 
affecting  the  accounts  involved  should  be 
carefully  analyzed  and  each  individual  case 
studied  with  regard  to  the  personal  char¬ 
acteristics  of  the  delinquent.  In  any  event, 
unpleasant  correspondence  should  be 
tabooed.  If  there  is  any  one  thing 
which  will  provoke  antagonism  in  a 
man  it  is  to  receive  a  request  to 
remit  couched  in  arbitrary  terms.  It  is 
undeniably  annoying  to  see  book  accounts 
carried  from  month  to  month  unsettled  for 
and  statements  ignored.  The  tendency  to 
become  mistrustful  of  the  motives  of  a  slow 
paying  customer  is  natural,  but  summary 
action  should  be  slow.  Due  consideration 
should  be  given  to  the  characteristics  of  the 
delinquent.  If  he  has  been  a  good  customer 
of  the  house  for  many  years,  with  a  repu¬ 
tation  for  prompt  payments,  his  failure  to 
settle  at  a  given  time  is  in  many  cases  dut; 
to  conditions  which  you  yourself  may  im¬ 
prove  by  a  display  of  kindly  interest  and 
advice.  No  opportunity  should  be  lost  to 
acquire  the  confidence  of  those  upon  whom 
you  must  look  from  time  to  time  as  busi¬ 
ness  debtors.  The  display  of  good,  warm 
red  blood  when  a  business  alliance  is  affect¬ 
ed  and  made  apparent  in  all  subsequent 
dealings  between  customer  and  trademan, 
will  go  a  great  way  to  solve  the  trying 
problems  as  they  arise.  If  this  be  the  pol¬ 
icy  adhered  to,  you  are  in  a  position, 
through  personal  correspondence  or  inter¬ 
views,  to  acquire  confidential  confessions 
which  will  quite  often  permit  of  self-preser¬ 
vation  without  injury  to  the  embarrassed 
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dealer  or  loss  of  his  subsequent  patronage 
or  esteem. 

Generally  speaking,  there  is  no  class  o 
customers  more  slow  in  the  settlement  o 
their  personal  obligations  than  the  rich  man 
or  woman.  Their  luxurious  indulgences 
ofttimes  create  book  accounts  of  a  propor¬ 
tion  sufficient  to  embarrass  those  whom 
they  seek  to  patronize.  Their  comfortable 
estate  engenders  careless  disregard  of  the 
pecuniary  necessities  of  the  tradesman. 
They  seem  to  feel  that  their  patronage  is 
of  sufficient  value  in  itself  to  discharge  the 
debt,  regardless  of  the  money  involved^ 
The  financial  obligation  incurred  is  realized 
and  there  is  in  most  cases  no  intention  to 
default,  but  with  the  former  thought  upper¬ 
most  in  their  minds  they  do  not  hasten  to 
discharge  the  debt.  Unfortunately,  this 
otherwise  desirable  class  of  customers  are 
perhaps  more  sensitive  on  the  subject  of 
their  credit  standing  than  many  others. 
The  slightest  manifestation  of  doubt  as  to 
their  intention  or  ability  to  pay  will  oft- 
times  put  them  on  the  aggressive.  The 
influences  of  wealth  are  subtle,  but  none 
the  less  pronounced,  and  care  must  be 
exercised  at  all  times  when  asking  such 
class  of  customers  for  an  accounting,  ii 
their  influence  and  support  would  be  re¬ 
tained  However,  it  is  upon  the  methods 
employed  in  each  individual  case  that  the 
failure  or  success  in  collecting  long  stand¬ 


ing  accounts  will  rest.  At  no  time  should 
there  be  a  display  of  doubt  as  to  a  cus¬ 
tomer’s  ability  or  willingness  to  discharge 
the  debt,  whatever  may  be  his  sphere  of 
life  if  cash  returns  are  sought.  A  prop¬ 
erly  worded  appeal  to  a  person’s  sense  of 
justice  will  ofttimes  prove  successful  when 
other  methods  suffer  defeats.  Systematic 
correspondence  of  a  friendly  character, 
constructed  to  have  its  effect  upon  some 
vulnerable  weakness  in  a  personality,  wil 
in  many  cases  bring  satisfactory  results  and 
incidentally  cement  friendships  more 
closely  than  ever.  A  confession  of  weak¬ 
ness  on  the  part  of  a  creditor  is  but  an¬ 
other  means  to  the  desired  end.  A  debtor,- 
with  the  means  to  procure  the  desired 
amount,  will  generally  discharge  his  obli¬ 
gation  when  it  is  hinted  that  the  solvency 
of  his  creditor  depends  upon  his  liberality, 
when,  on  the  other  hand,  a  demand  for  im¬ 
mediate  payment  on  a  please  remit  would 
fail  ignominiously. 

No  system  of  collections  should  be  al¬ 
lowed  which  is  based  upon  threat  or  black¬ 
mail.  It  is  through  such  methods  that 
slow  debts  are  made  permanent  losses.  A 
properly  organized  collection  department 
will  pay  for  itself  many  times,  not  alone  in 
the  collection  of  slow  debts,  but  in  the  re¬ 
tention  of  custom;  the  methods,  however, 
must  be  clean,  systematic  and  insure  quick 

returns. 


Laugh  a  Little  Bit 

Here’s  a  motto  just  your  fit— 

Laugh  a  little  bit. 

When  you  think  you’re  trouble  hit. 

Laugh  a  little  bit. 

Look  misfortune  in  the  face,  ^ 

Brave  the  beldam’s  rude  grimace; 

Ten  to  one  ’twill  yield  its  place. 

If  you  have  the  wit  and  grit 
Just  to  laugh  a  little  bit. 

Cherish  this  as  sacred  writ— 

Laugh  a  little  bit. 

Keep  it  with  you,  sample  it. 

Laugh  a  little  bit. 

Little  ills  will  sure  betide  you,^ 

Fortune  may  not  sit  beside  you. 

Men  may  mock  and  fame  deride  you. 
But  you’ll  mind  them  not  a  whit 

If  you  laugh  a  little  bit. 

—American  Hay,  Flour  and  Feed  Journal. 


USY,  McCoy?” 

The  speaker,  Robt.  T.  Mon- 
rce,  stands  in  the  half  opened 
door,  smiling  down  upon  his 
erstwhile  college  chum,  who 
.  sits  in  the  leather-cushioned  chair  at  the  big 
rolled-top  in  the  office  marked  “Private.” 

“Come  in.  Bob,”  answered  McCoy  heart¬ 
ily.  “Busy?  Well,  never  too  busy  to  talk 
with  an  old  friend,  and,  anyway.  I’ve  got 
the  main  batch  of  this  off,  and  my  mind  is 
pretty  easy  for  a  while.  How  are  things 
going?” 

“Rotten !” 

“What’s  wrong  with  you  now?” 


“Oh,  it’s  my  advertising,”  Monroe  re¬ 
plied.  “I  don’t  seem  to  be  able  to  make  it 
work  at  all.  We’ve  tried  all  kinds,  but  I 
can’t  see  any  results,  or  none  worth  speak¬ 
ing  of.  I  sent  out  a  batch  of  circulars  about 
three  weeks  ago,  and  another  bunch  went 
out  a  month  before  that  but  it  didn’t 
amount  to  a  row  of  ripples  to  a  storm- 
tossed  ship.” 

“Send  out  many?” 

“Many !  I  keep  the  office  boy  busy  at 
it  all  the  time,  but  I’ve  given  it  up  at  last. 
Unless  you  can  tell  me  something.  I’ve 


about  come  to  the  conclusion  that  I’ll  have 
to  let  this  broker  business  go  up  the  flue, 
and  start  in  something  else.” 

McCoy  leaned  forward  in  his  chair,  drew 
from  out  a  bottom  drawer  of  his  desk  a 
box,  passed  it  up  to  Monroe,  and  when 
their  cigars  were  lighted,  again  leaned  well 
back  in  his  chair,  rested  his  feet  on  the 
desk,  and  spoke : 

“So  you’ve  come  around  for  advice?  I’m 
afraid  you  won’t  get  much  good  out  of  me, 
because  lumber  and  machinery  don’t  just 
run  in  the  same  class,  but  I  can  tell  you 
how  we  have  made  a  paying  investment  of 
the  money  we  put  into  our  publicity  fund. 
Now,  in  the  first  place,  there  are  the  trade 
journals - ” 

“Oh,  of  course,”  interrupted  Bob,  “the 
papers  are  all  right  in  their  way,  and  I’ve 
always  had  good  space  in  them,  and  they 
do  give  results,  but  yet  there  is  something 
more,  something  to  put  a  man  in  closer 
touch - ” 

“Exactly,”  interrupted  McCoy  in  his  turn, 
“there  is  something  more,  and  that’s  what 
I  am  coming  to.  Now,  everything  about  a 
man’s  business  is  to  a  certain  extent  adver¬ 
tising,  especially  so  are  the  letters  he  writes. 
The  style  of  stationery,  the  letter  head,  the 
neatness  of  the  stenographer’s  work,  the 
make-up  of  the  letter,  all  are  factors  of  im¬ 
portance  to  a  marked  degree.  Let  your  ad¬ 
vertising  start  right  from  your  office  desk 
and  use  lots  of  brain-oil,  not  only  on  the 
big  full  page  ads,  but  on  the  style  of  let¬ 
tering  on  your  office  door,  and  every  little 
detail.  It  counts,  Bobby  mine.  Now,  the 
trade  journals,  as  you  know,  make  up  the 
backbone  of  the  whole  system  of  advertis¬ 
ing.  The  man  who  economizes  on  this, — 
well,  he  may  succeed,  but  I  am  rather  of  the 
opinion  that  the  day  of  miracles  has  passed, 
as  well  as  the  day  of  the  non-advertising 
business  man.  Trade  journal  advertising 
has  two  ends  in  view,  namely,  it  introduces 
one  to  the  trade  and  is  afterwards  a  con- 
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tinual  reminder.  In  many  lines  there  doubt¬ 
less  are  direct  results  obtained  from  this 
manner  of  advertising,  but  in  inine  it 
amounts  to  but  little.  It  is  to  circular  ad¬ 
vertising  that  I  attribute  what  little  success 
I  may  have  had.” 

Here  the  office  boy  entered  with  a  smal 
yellow  envelope.  Glancing  at  it  a  moment, 
McCoy  reached  for  a  telegraph  blank,  wrote 
the  words :  “O.  K.  Order  entered  20  cars 

conditions  ours  19th.’ 

“I  wish  you  would  give  me  some  of  your 

personal  experience,”  Bobby  said. 

“Right  from  the  stump  to  the  consumer. 
Well,  it’s  not  a  long  story  to  tell.  In  the 
first  place,  those  trade  journals  were  to  be 
considered,  and  I  considered  them  well  As 
you  remember,  I  started  in  with  one  little 


mill,  and  I  stuck  in  a  photo  of  some  part 
of  that  plant  up  in  the  corner  of  every  ad 
I  sent  out.  That  helped.” 

Bobby  nodded. 

“When  the  ads  were  on  the  way  to  the 
papers— for  I  did  that  the  very  first  thing— 

I  began  the  study  of  the  right  kind  of  sta¬ 
tionery,  and  I  got  nice  material  throughout, 
this  same  dark  orange  I’m  using  now,  with 
a  cut  of  our  specialty  on  every  scrap  of 
paper  that  left  the  office.  Then  it  was  time 
to  get  at  people  through  the  mail.  Before 
the  ads  appeared  twice,  I  had  in  the  mails 
circulars  made  by  the  stenographer  on  a 
machine,  and  right  here,  old  man,  let  me 
say  that  I  believe  that  machine  is  as  essen¬ 
tial  to  my  office  as  my  typewriter  or  filing 

cabinet.” 

“We  send  out  printed  stuff,”  said  Bobby, 
“and  it  looks  so  much  like  typewritten  let¬ 
ters  that  I  can’t  tell  the  difference  myself.” 


“I  guess  it’s  good  stuff,  all  right,  an¬ 
swered  McCoy,  “but  we  have  never  had 
any  complaint  to  make  with  the  old  way, 
and  it  certainly  has  helped.  The  first  sheet 
I  sent  out  was  a  letter,  quoting  prices  on  all 
ordinary  sizes,  made  on  our  letter  head  but 
with  no  reference  to  the  superiority  o  our 
stocks.  The  prices  were  identical  with  those 
made  by  every  mill  on  the  coast,  but  they 
were  run  out  in  the  form  of  a  personal  leH 
ter,  and  the  prices  were  made  F.  O.  B.  their 
rate,  and  whereas  many  lists  would  be  htt 
more  than  glanced  at,  in  many  cases  i 
know  that  our  letter  lists  were  kept  con¬ 
venient  for  reference.  Then  I  argued  that 
these  letters  would  tempt  them  to  refer  to 
other  quotations  they  might  have,  and  while  . 

I  felt  sure  the  prices  would  practical  y  e 
the  same,  still  this  caused  them  to  give  our 
list  particular  attention,  and  impress  upon 
them  the  name  of  the  Big  Bend  Lum  er 
Shingle  Co.  And  that  helped  some. 

Bobby  nodded. 

"After  these  list-letters  had  been  out 
about  two  weeks,  I  sent  out  a  batch  of  re¬ 
turn  postals,  asking  them  if  they  had  re¬ 
ceived  our  letter  of  the  date  shown  on  the 
circular,  and  asking  them  to  kindly  let  us 
know  if  they  were  in  need  of  “y*mg,  and 
two  or  three  other  questions.  On  the  ca 
that  was  to  be  returned  to  us,  I  ^^ed  sev¬ 
eral  questions,  leaving  blanks  for  t 
ply,  questions  as  to  whether  they  needed 
any  of  this,  or  any  of  that,  or  when  ey 
would  need  any  stocks,  and  so  on^  Well, 
the  replies  came  fast  enough  from  these, 
and  from  the  two  different  batches  we  re¬ 
ceived  25  per  cent  replies,  including 
clrse  the  return  postals,  the  other  75  per 

'^'^And  McCoy  finished  the  sentence  by 
flicking  the  ashes  ftom  his  cigar  in  the  wire- 
woven  basket  beneath  his  desk.  A 

pause  he  continued: 

“On  a  large  per  cent  of  the  cards 
receive,  the  answers  to  our  questions 
were  negative  throughout,  but  we  answered 
them  all  with  a  personal  letter,  inclosing 
our  circular  lists,  calling  special  attention 
to  any  stocks  that  they  may  have  specified 

as  being  interested  in  on  the 
Now,  I  am  quoting  you  figures,  facts,  Bobby, 
and  I  am  not  giving  you  any  ‘How-to-wm- 
success’  talk.  From  eight  per  cent  of  the 
cards  we  sent  out  we  received  orders,  and 


earns  wc 

inside  of  three  months  after  I  first  sent  out 
_ fViP  trade  iournal,  I  had  to  hus- 
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tie  out  and  find  a  couple  more  mills  to  cut 
exclusively  for  us,  and  then  I  had  more 
orders  than  I  could  well  handle.  That  is 
the  way  I  got  my  first  good,  healthy  start. 
Of  course,  my  space  in  the  trade  journals 
had  been  seen,  the  name  of  my  firm  was 
not  unknown  to  any  of  them,  but  that  final 
postal  card  was  what  landed  the  direct  re¬ 
sults,  started  the  regular  correspondence, 
and  among  my  very  best  customers  today 
are  those  I  met  through  the  medium  of  the 
two-cent  card.  From  the  lists  sent  out 
I  don  t  believe  I  received  a  single  inquiry. 


and  it  was  not  until  I  had  personally  an¬ 
swered  the  postals  that  the  genuine  results 
began  to  show,  but  after  that  it  was  easy 
sailing,  and  so  from  a  little  20  M  capacity 
saw  mill,  with  one  little  upright  shingle 
saw,  which  I  bought  from  a  man  who  was 
on  the  point  of  traveling  up  the  briny  river- 

let,  I  have  gradually  grown - P 

Into  one  of  the  largest  saw  mill  com¬ 
panies  in  this  Great  Northwest.” 

“Thank  you,”  answered  McCoy,  as  he 
turned  to  answer  the  phone. 


Bond  Records  of  a  Trust  Company 


becoming  quite  customary  for  large  industrial,  or  public 

UTILITY,  CORPORATIONS  TO  ADD  TO  THEIR  WORKING  CAPITAL  BY  THE  SALE 
OF  BONDS,  REDEEMABLE  AT  5,  10,  OR  PERHAPS  20  YEARS  FROM  DATE  OF 
ISSUE.  THE  SALE. OF  THESE  BONDS  IS  SOMETIM ES  CONFIDED  TO  THE  CHARGE 
OF  A  TRUST  COMPANY  WHICH  RECEIVES  A  CERTAIN  COMMISSION  ON  SALES 
AS  ITS  REMUNERATION.  THE  FOLLOWING  ARTICLE  DESCRIBES  AND  ILLUS 
TRATES  THE  RECORDS  TRUST  COMPANIES  FIND  IT  NECESSARY  TO  KEEP 


N  the  handling  of  a  trust  in 
which  the  company  acts  as 
trustee  under  a  bond  issue, 
the  first  entries  are  made,  as 
already  stated,  in  the  Trust 
Register,  such  entries  giving  an  outline  of  the 
provisions  contained  in  the  deed  of  trust.  The 
next  entries  that  need  to  be  made  are  in  the 
Tickler— memoranda  of  interest  periods,  due 
dates  of  the  bonds,  sinking  fund  payments, 
date  of  record  of  chattel  mortgages,  if  any, 
and  memoranda  of  miscellaneous  provisions 
to  be  attended  to  periodically.  When  the 
bonds  are  engraved  and  duly  signed  by  the 
proper  officers  of  the  company  issuing  them 


they  are  turned  over  to  the  trust  company 
which  acts  as  trustee,  and  record  of  their 
receipt  is  then  made  in  the  Bond  Register, 
a  form  of  which  is  shown  in  Figs.  1  and  2. 
At  the  top  of  the  first  page  (Fig.  1)  is 
given  certain  general  information  regard¬ 
ing  the  bond  issue.  Under  the  heading 
“Bonds  Received,”  a  record  is  made  of  the 
bonds  turned  over  to  the  trustee.  As  the 
bonds  are  authenticated  by  the  trustee 
and  delivered  on  order  of  the  issuing  com¬ 
pany,  record  of  such  deliveries  is  made  un¬ 
der  the  heading  “Bonds  Delivered;”  and 
the  last  column  on  the  page  shows  the  total 
number  of  bonds  outstanding,  at  any  time. 
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When,  in  the  course  of  time,  any  of  the 
bonds  are  retired,  record  is  made  under  the 
heading  “Bonds  Retired,”  and  the  amount 
of  bonds  retired  is  deducted  from  the  last 
balance  shown  in  the  column  headed 
“Bonds  Outstanding.”  Thus,  in  Fig.  1 
prior  to  the  retirement  of  $10,000  bonds  on 
September  1,  1905,  the  balance  of  bonds 
outstanding  is  shown  to  be  $1,350,000.  By 


the  retirement  of  the  $10,000  bonds,  the 
total  outstanding  is  reduced  to  $1,340,000. 
This  record  provides  the  data  from  which 
may  be  learned  the  serial  numbers  and  de¬ 
nominations  of  all  bonds  outstanding  at 
any  time  and  of  the  bonds  remaining  unau¬ 
thenticated  in  the  hands  of  the  trustee.  At 
the  left-hand  lower  corner  of  the  page  (not 
shown  in  the  figure),  space  is  provided  for 
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the  record  of  bonds  cremated,  if  any.  The 
advisability  of  cremating  (or  burning)  re¬ 
tired  bonds  under  any  circumstances  is  a 
matter  of  dispute.  If  done  at  all,  it  is 
done  in  the  presence  of  officers  of  the  issu¬ 
ing  company  and  of  the  trustee  company,  all 
of  whom  sign  in  duplicate  a  “Cremation 
Certificate,”  their  signatures  being  duly  wit¬ 
nessed.  The  Cremation  Certificate  reads  as 
follows :  “This  is  to  certify  that  we,  the 
undersigned,  have  this  day,  in  the  presence 
of  each  other,  destroyed  the  following  de¬ 
scribed  securities  by  burning  the  same  to 
ashes,  viz.”  Thereafter  follows  a  detailed 
description  of  the  securities  burned. 

It  often  happens  that  there  are  other 
bonds  underlying  a  given  issue  of  bonds, 
and  in  this  form  of  Bond  Register  the  re¬ 
verse  side  of  the  leaf,  shown  in  Fig.  2  is 
arranged  for  the  records  of  the  underlying 
bonds,  if  any.  The  entries  show  that  at 
the  time  of  the  issue  of  the  $2,000,000  bonds 
of  the  Inter-Urban  Traction  Company  there 
were  outstanding  two  series  of  underlying 
bonds,  amounting  to  $400,000  and  $250,000. 


respectively.  As  these  underlying  bonds 
are  retired,  record  is  made  in  the  spaces 
shown.  This  book  is  made  on  the  loose 
leaf  plan. 

Fig.  3  shows  another  form  of  Bond  Reg¬ 
ister,  used  by  an  eastern  company.  The 


chief  difference  between  this  and  the  form 
shown  in  Fig.  1,  is  that  in  this  form  pro¬ 
vision  is  made  for  the  record  of  bonds  cer¬ 
tified,  in  addition  to  the  record  of  bonds 
delivered.  This  form  could  be  improved 
by  the  addition  of  a  column  showing  the 
amount  of  bonds  outstanding,  although 
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such  balance  may  of  course  be  figured  from 
the  data  given.  This  form  is  made  up  in  a 
permanently  bound  book,  and  the  opposite 
folio,  which  has  a  simple  record  journal 
ruling  is  used  for  memoranda  of  bonds  re¬ 
tired  and  of  any  other  matters  of  import¬ 
ance  affecting  the  account.  The  same  form 
may  of  course  be  adapted  to  use  in  a  loose 
leaf  binder. 


Fig.  4  shows  a  form  of  Bond  Register 
which  includes  space  for  an  abstract  of  the 
trust  deed  under  which  the  bonds  are  is¬ 
sued.  With  some  slight  changes  in  the 
wording  at  the  left  of  the  page,  this  is  the 
form  given  in  the  Book  of  Forms  issued  by 
the  Trust  Company  Section  of  the  Ameri¬ 
can  Bankers’  Association.  At  the  bottom 
of  the  page  (not  shown  in  the  figure),  pro- 
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With  a  Standard  Adding  Machine 

You  Can  Ta^  Off  Your  Trial  Balance 

Prove 

this 


In  Less 
Than 
Half  the 
Usual 
Time 


Don’t  believe  this,  do  you? 

Well,  read  what  Mr.  Suydam  says: 

o  Toledo,  Ohio. 

Standard  Adding  Machine  Co..  St.  Louis  Mo 

Gen«e»ien.-Our  book-keepers  started  their  different  trial 
balances  Saturday  noon,  and,  by  half  past  five,  all  balances 
were  O.  K.  d  and  filed  away.  These  balancess  generally  take 
from  three  to  five  days,  and  the  Standard  does  it  for  them  in 
half  a  day.  We  consider  this  exceptional,  considering  that 
Zu  accustomed  to  the  machine.  We  h.ave  concluded 

that  the  machine  has  even  more  merit  than  you  claim  for  it 

^ficlosed  please  find  check  in  paymeht  for  same.  This  is 
•  tne  D6St  investmGnt  W6  hnve  made  for  some  time. 

Yours  truly,  MILBURN  WAGON  COMPANY, 

H.  W.  Suydam,  Secretary 

But,  we  don’t  ask  you  to  take  anyone’s 
say-so— not  even  our  own— without  proof. 

All  we  ask  is  a  chance  to  prove  our  claims 
at  our  own  expense. 

See  the  blank  below? 

Fill  it  out  and  mail  it  to  us  today.  ‘ 

As  soon  as  we  receive  it  we  will  send  you  a  Stand¬ 
ard  Adding  Machine,  all  charges  prepaid. 

Take  off  your  trial  balance  with  it. 

Use  it  for  listing  and  adding — all  your  accounting 

See  for  yourself  what  it  will  do. 

Then,  if  you  aren’t  satisfied-^-if  you  aren’t  thoroughly 
convinced  that  the  machine  will  save  more  than 
enough  time,  worry  and  expense  to  pay  its  cost  twice 
over— send  it  back. 

You  needn’t  pay  us  a  penny. 

You  won’t  owe  us  anything. 

The  use  you  have  had  of  the  machine  will  be  FREE. 
This  is  what  we  mean  by  a  FREE  Trial  of 
the  Standard  Adding  Machine. 

You  get  the  proof,  in  your  own  office,  with  your 
OWN  WORK,  or  you  needn’t  buy. 


Are  you  the  kind  of  man  that  can 
earn  from  $1800.00  to  $5000.00  a  year 
salary? 

If  so,  we  want  to  hear  from  you. 
Our  rapidly  developing  business  de¬ 
mands  the  services  of  men  who  can 
follow  up  leads— turn  prospects  into 
customers  —  cover  territory  —  handle 
other  men— and  become  District 
Manager. 

If  you  can  qualify,  write  us  today. 
Tell  all  about  yourself,  your  exper¬ 
ience  and  how  you  are  now  employed. 


Want 

Men 


at 

Our 

Expense 


“The  Standard’  ’  is  the  best  adding  machine 
made,  because — 

^  —in  the  first  place,  it  prints  all  the  figures 
m  plain  sight,  so  you  can  read  them  at  a 
glance.  This  prevents  mistakes. 

then  theie  are  only  two  rows  of  keys  and 
one  figure  of  a  kind,  so  it  isn’t  likely  you  will 
get  mixed  up  putting  down  your  amounts. 

and  finally,  it  is  not  a  big,  heavy,  clumsy 
machine.  You  don’t  need  a  truck  to  move  it. 

Your  office  boy  can  carry  it  from  place  to  place  and 
you  can  use  it  on  top  of  a  desk,  on  a  table,  or  in  any 
convenient  niche,  for  it  is  small,  compact  and  simple  in 
construction;  which  means — it  can  be  worked  easier 
and  faster  than  any  other  adding  machine  made. 

Your  book-keeper’s  time  is  too  valuable  to 
be  spent  doing  machine  work. 

T  ^  Standard  Adding  Machine  to  test  at  once. 

Let  It  begin  saying  for  you  as  quickly  as  possible. 

™  Standard  costs  less-by  about  half-than  any 
other  adding  machine  made.  ^ 

We  have  many  branches  and  can  deliver  a  machine 
to  you  promptly,  at  slight  expense  to  ourselves— so 
don  t  hesitate  to  take  us  up  on  this. 

*  you  \yon’t  be  persuaded,  at  least  write  for  our 
testimonial  book.  It  tells  how  other  people  use  this 
machine-how  they  save  time,  and  labor,  and  money 
with  it— and  you  may  learn  from  it  how  you  can  effect 
a  big  saving  in  your  own  business. 

We  say--“at  least,  do  yourself  the  justice  of  finding 
out  about  this. 

Your  name  and  address  on  a  post-card  mailed  to 
us  today  gets  you  the  Testimonial  Book  by  return  mail 
postpaid.  Write  for  it  now.  ’ 

What  Others  are  doing,  you  may  do. 


FREE 

Trial 

Blank 


I  am  willing  to  testa  Standard  Add¬ 
ing  Machine  at  yourexpense  and  risk. 

You  may  deliver  one  to  me  on  your 
FREE  Trial  Offer. 

Also  send  me  your  Testimonial 
Book. 

Name . . . 


Business  . 
Address . 


3702 


The  Standard  Adding  Machine  Co. 

3702  Spring  Avenue,  St.  Louis,  Mo. 
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vision  IS  tnsde  for  3  record  of  the  nsmes 
of  the  officers  who  executed  the  deed  of 
trust  for  the  mortgagor  company  and  for 
the  trust  company,  and  for  the  date  when 
all  bonds  are  reported  redeemed.  The  right 
half  of  the  page  calls  for  about  the  same 
information  as  that  called  for  in  Fig.  3. 

Before  certifying  and  delivering  bonds, 
the  trust  company  must,  of  course,  be  cer¬ 
tain  that  everything  necessary  has  been  at¬ 
tended  to.  A  convenient  way  of  handling 
the  work  is  to  have  the  bonds  done  up  in 
packages,  and  a  card  like  that  shown  in 
Fig.  5  attached  to  each  package.  Before 
the  package  is  tied  up,  trusted  clerks  ex¬ 
amine  the  bonds  for  particular  features 
and  certify  to  their  correctness  by  placing 
their  initials  on  the  card  as  shown  in  the 
figure.  Thus,  “R.  M.  S.”  has  satisfied  him¬ 
self  by  examination  of  the  bonds  that  the 
signature  of  the  proper  officer  of  the  cor¬ 
poration  and  the  seal  of  the  corpora¬ 
tion  appear  on  each  bond,  and  that  the 
bonds  and  coupons  are  consecutively  num¬ 
bered  as  stated  on  the  card.  “A.  K.  R.” 
has  examined  the  bonds ‘and  found  that  the 
certificate  of  the  trust  company  as  trustee 
has  been  signed  on  each  bond  and  that  the 
count  of  100  bonds  in  the  package  is  cor- 
reot. 

Some  companies  have  a  blank  requisition 
for  bonds,  which  the  corporation  issuing 
the  bonds  is  expected  to  fill  out  and  hand 
to  the  trust  company  when  it  desires  some 
of  its  bonds  authenticated  and  delivered.  A 
form  for  such  a  requisition  is  shown  in 
Fig.  6.  This  rriatter  is,  however,  often  at¬ 
tended  to  by  letter  or  even  by  telephone, 
and  in  any  event,  the  bonds  are,  of  course, 
delivered  in  accordance  with  the  provisions 


of  the  deed  of  trust.  When  the  bonds  are 
delivered  the  trust  company  takes  a  re¬ 
ceipt  for  them  in  a  form  like  that  shown 
in  Fig.  7. 

With  reference  to  the  matter  of  the  payee, 
bonds  are  either  registered  or  coupon  bonds. 
Registered  bonds,  strictly  so-called,  are 
rarely  issued  in  this  country,  except  by  the 
national  government.  Coupon  bonds,  both 
principal  and  interest,  are  payable  to  bear¬ 
er ;  but  provision  is  usually  made  for  the 
registering  of  such  bonds  as  to  principal 
or  interest,  or  both,  at  the  option  of  the 
holder.  The  trust  company,  acting  as  trus¬ 
tee  under  bond  issues,  must  therefore  keep 
a  Record  of  Bonds  Registered,  a  common 
form  of  which  is  shown  in  Fig.  8.  Other 
forms  of  this  record  provide  a  separate  col¬ 
umn  for  the  address  of  the  payee,  and  some 
provide  a  column  for  the  name  of  the  of¬ 
ficer  of  the  trust  company  by  whom  the 
bonds  were  registered.  If  the  bonds  are 
registered  bonds,  the  bond  numbers  should 
appear  in  the  record  in  consecutive  order, 
but  if  coupon  bonds,  only  a  few  of  which 
may  be  registered,  such  order  is  not  impor¬ 
tant.  The  book  should  be  made  on  the 
loose  leaf  iplan,  to  avoid  waste  of  space 
where  only  a  few  bonds  of  a  given  issue 
are  registered. 

Fig.  9  represents  a  card  form  for  a  Rec¬ 
ord  of  Bonds  registered.  The  cards  are 
kept  in  a  case,  an  index  card  for  each  cor¬ 
poration  whose  bonds  are  registered  being 
provided.  After  the  index  card  are  in¬ 
serted  the  individual  cards  in  alphabetical 
order  of  the  names  of  the  holders.  This 
form  has  the  advantages  of  showing  both 
the  transferrer  and  the  transferee  of  the 
bonds.— The  Banker’s  Magazine. 
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By  our  late  Office  Boy. 
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POSTUM 


and  “There’s  a  Reason.” 

Postum  Cereal  Co.,  Ltd.,  Battle  Creek,  Mich.,  U.  S.  A. 


That’s  the  way 


Overworked 


WORKS  THE  HEART. 

Look  out  for  it. 

Run  after  a  car  or  run  up  stairs  and  see  whether  your  heart  is  weak 
or  not. 

If  it  flutters  weakly,  look  out! 

You  need  a  strong  heart  in  your  business.  Try  quitting  coffee  if  it 
weakens  the  heart  action  or  breaks  down  your  nervous  strength 
in  any  way. 

It’s  easy  if  you  have  well-made 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


Facts  Concerning  Factory  Management 


By  CHAS.  B.  cook 

ARTICLE  NO.  6 


N  a  modern  and  progressive 
factory  office,  or  in  any  office 
in  fact,  it  is  absolutely  es¬ 
sential  to  keep  one’s  desk 

_ clear  of  accumulative  papers. 

and  if  it  is  necessary  to  hold  papers  over, 
to  place  them  in  a  date  file  that  calls  for 
disposition  of  same  on  the  date  under 
which  they  are  filed.  The  writer  approves 
ygj-y  strongly  of,  has  always  recommended, 
and  sometimes  installed  flat  top  desks.  Their 
installation  has  proved  that  the  work  be¬ 
comes  of  a  higher  order  than  under  the 
roll  top  regime — no  pigeon  holes  handy  to 
slip  in  papers  that  called  for  immediate  ac¬ 
tion  of  some  sort,  and  then  forgetting  them ; 
no  slamming  down  the  desk  each  night 
and  leaving  it  in  a  very  untidy  condition , 
no  hunting  through  a  pile  of  papers  for 
something  awaiting  immediate  action,  but 
every  evening  at  quitting  tiiTie  each  desk 


is  cleared  of  all  papers,  and  the  result  is 
apparent  each  morning  when  all  commence 
with  clean  desks  and  work  that  is  up-to- 
date. 

Do  not  have  clerks  running  across  the  of  ¬ 
fice  after  records  they  are  continually  work¬ 
ing  on  5  have  all  the  records  possible  at 
hand  for  each  one,  thus  securing  quicker 
results.  One  concern  known  to  the  writer 
has  on  each  flat  top  desk  a  cabinet  or  cabi¬ 
nets,  each  drawer  in  same  being  of  the 
necessary  size  for  the  forms  contained 
therein,  upon  which  forms  one  of  the  duties 
of  the  clerk  at  that  desk  is  to  record  certain 
conditions  of  the  factory.  Have  the  ma 
terial  handy  for  the  clerks,  let  each  division 
of  the  work  as  far  as  possible  be  allotted 
to  a  clerk  who  has  already  such  a  class  of 
work  under  his  supervision. 

time-keeper’s  office. 

There  are  several  systems  which  in  the 


t. 
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Court  Reporters 


Make  from  $2,000  to 


$6,000.00  a  Year 

James  A.  Lord,  Waco, Tex.,  a  Success  Short¬ 
hand  School  Graduate,  made  $1,282  in  one 
month.  Another  Graduate,  D.  M.  Kent, 
Colorado,  Tex.,  made  $650.00  in  one  month. 

This  is  the  only  school  in  the  world  pre¬ 
sided  over  by  Practical  Expert  Court  Re¬ 
porters  who  are  at  the  head  of  a  business  of 
|ioo,ooo  a  year  writing-  shorthand. 


Never  in  the  history  of  shorthand  instruction  has 
the  record  of  the  Success  Shorthand  School  been 
equalled.  Though  less  than  three  years  of  age,  this 
institution  has  graduated  more  stenographers  earning 
Sioo  a  month  and  more  than  any  other  school  in  the 
world,  no  matter  how  long  it  may  have  been  in  exist¬ 
ence.  Its  graduates  include 

Expert  Shorthand  Reporters 
Private  Secretaries 

to  prominent  people,  and  stenographers  in  lucrative 
commercial  positions  throughout  the  world.  We 

Perfect  Stenographers  for  Expert  Work 

and  teach  beginners  the  most  expert  shorthand  from 
the  start  by  home  study.  We  give  each  accepted  pupil 
a  written  agreement  to  return  money  in  case  of  dissat¬ 
isfaction.  Our  graduates  hold  the  shorthand  record 
tor  the  most  expert  work. 

Write  today  for  information.  We  will  teach  you 
at  your  home.  Address 

SUCCESS  SHORTHAND  SCHOOL 

Suite  28,  79  Clark  Street,  Chicago 


—  We  also  publish 
Ihe  ohorthand  Writer,  the  most  up-to-date  week¬ 
ly  shorthand  magazine  in  the  world.  Send  ten  cents 
for  a  trial  subscription  of  one  month. 


These 

Expert  Court  Reporters 

Are  Some  of  the 
Graduates  of  the 

SUCCESS  SHORTHAND  SCHOOL 


F.  H.  Eastman,  official  report¬ 
er,  Warsaw,  N.  Y. 

James  A.  Lord,  official  reporter, 
Waco.  Tex. 

Lane  D.  Webber,  official  re¬ 
porter,  Aurora.  Ind. 

L.  Banner,  official  reporter, 
Decatur,  Ill. 

W.  J.  Fulton,  official  reporter. 
Sycamore.  Ill. 

Paul  Jaqua,  official  reporter. 
Portland,  Ind. 

C.  E.  Pickle,  official  reporter, 
Austin,  Tex. 

E.  S.  Parks,  official  reporter. 
Portage.  Wis. 

George  F.  LaBree,  court  re¬ 
porter.  Criminal  Court  Bldg., 
Chicago. 

Gordon  L.  Elliott,  official  re¬ 
porter,  Mason  City,  Iowa. 

Dudley  M.  Kent,  official  re¬ 
porter  Colorado,  Tex. 

Sigmund  M.  Majewski,  court 
reporter.  1007  Journal  Bldg., 
Chicago. 

George  L.  Gray,  court  reporter, 
with  Clarence  E.  Walker. 
Louisville.  Ky. 

Chauncey  W.  Pitts,  official  re¬ 
porter.  Alton,  Iowa. 

E.  C.  Winger,  official  reporter. 
Point  Pleasant,  W.  Va. 

William  F.  Cooper,  official  re¬ 
porter,  Tucson.  Ariz. 

J.  M.  McLaughlin,  official  re¬ 
porter,  Burlington,  Iowa. 

Charles  E.  Sackett.  court  re¬ 
porter,  Butte,  Mont. 

Miss  Vivian  Flexner.  court  re¬ 
porter,  Portland.  Ore. 

George  Ball,  court  reporter. 
Grand  Opera  House  Bldg., 
Chicago, 

Miss  Blanche  Ball,  court  re¬ 
porter.  Grand  Opera  House 
Bldg.,  Chicago, 

Miss  Eva  C.  Erb,  official  re¬ 
porter,  Ogden.  Utah. 

Miss  Mary  E.  Black,  court  re¬ 
porter,  Ashland  Block,  Chi¬ 
cago, 

Walter  S.  Taylor,  official  re¬ 
porter,  Duluth,  Minn. 

James  A.  Newkirk,  court  re¬ 
porter.  607  American  Trust 
Bldg.,  Cleveland,  Ohio. 

Louis  J.  Crollard.  court  report¬ 
er,  Wenatchee,  Wash. 

J.  H.  Homer,  court  reporter, 
Provo,  Utah. 

N.  C.  Garbutt,  court  reporter. 
Fort  Collins,  Colo. 

Miss  Carrie  A.  Hyde,  court  re¬ 
porter,  Erwin  Block.  Terre 
Haute,  Ind. 

A.  J.  Harvey,  court  reporter, 
San  Juan,  Porto  Rico, 

H.  A.  Van  Horne,  court  re¬ 
porter,  Helena,  Mont. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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writer’s  opinion  are  good,  and  the  installa 
tion  of  same  is  governed  generally  by  the 
size  of  the  concern. 

One  small  factory  the  writer  has  in  mind 
has  two  boards  at  the  employe’s  entrance 
with  brass  checks  with  numbers  stamped 
thereon  from  one  up,  odd  numbers  on  one 
board  and  even  on  the  other.  The  board 
with  the  even  numbers  is  placed  on  the 
right-hand  side  of  the  entrance,  and  the 
one  with  the  odd  numbers  on  the  left.  When 
an  employe  enters  the  factory  he  turns  to 
the  board  upon  which  is  hung  the  brass 
check  representing  his  number  and  takes 
same  from  the  hook.  He  deposits  this  check 
in  a  box  at  the  time-keeper’s  office,  through 
which  every  employe  passes  and  where  the 
time-keeper  is  able  to  watch  each  em¬ 
ploye.  At  seven  o’clock  the  numbers  or 
tags  remaining  on  the  board  are  taken  off 
by  the  time-keeper  or  his  assistant,  and  the 
employes  holding  these  numbers  are  marked 
late,  as  the  rules  of  the  company  are  that 
all  employes  must  be  at  their  benches  ready 
for  work  at  seven  o’clock.  At  seven-thirty 
the  time-keeper  or  his  assistant  puts  the 
brass  checks  back  on  the  boards  again,  and 
.  the  same  performance  is  gone  through  at 
one  o’clock. 

Then  there  is  the  factory  (and  there  are 
many  of  them)  having  conditions  under 
which  a  time  clock  is  of  great  advantage. 
The  employe  passes  through  the  factory 


entrance  to  his  department  and  .registers 
his  time  upon  entering  and  leaving  his 
department. 

Then  again,  there  is  the  blank  slip  sys¬ 
tem  which  is  used  in  some  large  factories 
and  the  results  have  been  splendid.  The 
blank  slip  system  used  where  the  writer  is 
employed  will  show  original  features  and 
was  devised  by  the  writer  after  a  careful 


Underwood  Typewriter  Co.,  porn; 

Timekeeper  s  Division 

EMPLOYES  ADDRESS  RECORD 

No . H'! . Dep’t . . Wheel  Stall . 

Name . . 

Address  - 


Study  of  other  systems.  Let  us  commence 
right  from  the  entering  of  a  person  into 
the  employ  of  the  company.  The  reference 
card.  Form  F-60,  gives  complete  informa¬ 
tion  regarding  the  employe.  These  are 
filed  in  a  cabinet  as  per  department  they 
represent  and  numerically.  At  the  same 
time  an  address  card  (see  Form  0-61)  is 
made  out  and  filed  alphabetically,  thus  giv¬ 
ing  a  complete  reverse  record.  The  em¬ 
ploye  is  then  handed  two  copies  of  the 


F  orm  F 4)2 


Dept.  No 


Employes  wiU  be  instructed  to  cWe  tiute,  wjpcb  .ust  be  accurately  ep. 

Received - - ^ 
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TIME  CHECK  Date — 


No.- 

Mr. 


/.  ff lid  son 


Operation  No. 
Day  W  ork _ 

11601 


OVERTIME 


Operation  No.  j 

Premium  j 

Maintenance  or 
Construction  No. 

Name  of  Part 

P 

Name  Plate 

Front  Bracket 

i  11301 

! 

C1236 

Gaiiste  for  Front  Stud 

j- 

JOB 

11301 

-  Began,  at  Hinisheti,  at 

Tront  Bracket  (•  o’clock  p.  m.  n  n  "> 

Hours 

3 


3]/^ 


2)4 


r.iiipuiyca  '  -  Total  Hours 

Foreman, 


12 


M.  Menson 
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Wishing  tk 


Would  you  climb  several  flights  of  stairs  to  your  office 
if  the  elevator  was  running? 

Would  you  spend  two  hours  handling  your  correspond¬ 
ence  if  you  knew  a  better  way  to  clean  it  up  in  half  the 

i 

time  ? 

,  t 

actually  saves  50  per  cent,  of  your  time  and  expense  in  handling  your  daily  correspondence. 
We  can  prove  this  to  you  by  a  trial  at  your  office. 

You  can  avoid  all  the  delays  and  mistakes  of  your  present  system  if  you 

“TELL  IT  TO  THE  GRAPHOPHONE” 

The  result:  Better  letters  and  increased  business. 

•  Let  US  show  you  how  much  it  costs  you  to  do  with- 
.  out  the  Commercial  Graphophone.  a 


COLUMBIA  PHONOGRAPH  CO.,  GenT  ^ 

90  and  92  West  Broadway,  New  York  City  ^ 

prand  Prix,  Pari»,  1900  Double  Grand  Prize,  St.  Louis,  1904 

Highest  Award,  Portland,  1905  A 

V 

Only  Award  for  Business  Talking  Machines  a 

'  nt  St.  Louis,  1904 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Cost  DeparTi^ei^l" 


Employee’s  Jors  Cat^d 


JD N(nrch  2.b,  1 9 


l\lo  h  E.PA|oloyee  io.r\dipi <^r) - - -  i 

'■ 

QucipTity 

Pinisho®^ 

HoUr5 

QucipTlty 

Fir(i5bed 

Hours 

QuonTiTy 

Finish^ 

Hours 

QucinTiTy 

FioiSbed 

Hour* 

Quontity 

FiO'Sbeo 

Hours 

Mop. 

Tues. 

WeeJ- 

TKur 

Pr\. 

Sflt, 

-Tot-tfil 

ISO 

3o  o 

zo  o 

<0.5  0 

A- 

'  8 

^5 

_ 

450 

200 

4-00 

1050 

q 

3 

q 

21  4. 

"  3  00 

1  75- 

5^0 

S2.S 

»  r\r\A 

8 

v3 

11  ^ 

V  Corefilllv 

’  450 

2.50 

1  So 

850 

q 

■  4 

5 

\<b 

< 

R.et^cii'K.5 


ToTtnl  Pieces-  v3o7-^' 


Ti  rn  e. 


b  4  y-4  >?  r~ 


L.  .Senders 


_ _ f  -  -  -  XT.-’  ^  ^  .  I 

E»AploYeg&  m05tpbtai9  Job  onrcl  f  rofv\  Foreo^ar^  before>  Cbrnr-\er^cr^g  f^ew  Job. 

Form  F-63. 


The  Iron  and  Steel  Press  G 

Tl ME  CHECK, 

PM 

Pe.ee  I  ved _ ! — - _Oclocl^_ 

No. 

Mr. 

/V.  V.  Y _ Forer\ar> 

tl^is  sliptb  be  oTtaetjed  'bo  r\or^ipJ Tr\e. 

Form  F-64. 

rules  and  regulations  of  the  factory,  which 
he  signs,  one  is  held  at  the  office  and  the 
other  is  retained  by  the  employe.  When-the 
employe  enters  the  factory  in  the  morning 
he  receives  a  time  check.  (See  Form  F-62). 
On  this  check  he  records  his  name,  num¬ 


ber  and  department  number.  ;^With'  each 
job  turned  over  to  him' by  his  foreman  he 
receives  a  job  card,  (see  Form  F-63)  upon 
which  he  registers  the  quantity  of  parts 
done  by  him,  the  foreman  putting  down  the 
time  commenced  and  the  time  finished,  the 
total  time  then  being  entered  ,by  the  em¬ 
ploye  on  his  time  check,  as  shown.  When 
the  employe  enters  the  factory  at  noontime 
he  receives  a  small  blank  check.  (See 
Form  F-64).  This  check  is  gummed  on  the 
upper  edge  of  the  back  of  the  form  for  the 
purpose  of  sticking  it  to  the  back  of  the 
time  check,  (Form  F-62).  If  an  employe 
was  out  all  the  morning,  upon  entering  the 
factory  at  one  o’clock  p.  m.,  the  time¬ 
keeper  handed  him  Form  F-65. 

This  form  is  yellow  in  color  and  is  easily 


F  orm  F -65 

THE  IRON  &  STEEL  PRESS  CO. 

Deot  Nn  AFTERNOON  TTMK  CHECK  Date,  , 

Employes  will  be  instructed  by  their  Foreman  how  to  charge  their  time,  which  must  be  accurately  kept 

and  divided,  and  must  be  approved  by  the  Foreman 

26  Received  ^  o’clock  p.  m. 

P.  Purple 

Order  No. 
Day  W’ork 

Order  N  o. 
Premium 

Maintenance  or 
Construction  No. 

Name  of  Part 

Hours 

P  1610S 

Base 

5 

26106 

Rt.  Support 

2 

OVERTIME 

Began  at  a. m.  p. in.  Finished,  a. in. 

o'clock  p  in 

Employes  upon  leaving  the  Factory  atnight  will  deposit  this  check  ^  TOT'VL  ^ 

in  the  box  at  Foreman’s  desk.  ,  i  *  cc 

Employes  leaving  the  Factory  before  the  regular  hours  must  deposit  this  check  at  omce. 

Each  noon,  (except  Saturday)  the  Foreman  will  deposit  all  checks  rn  his  department  with  the  Timekeeper. 

On  Saturdays,  all  time  checks  must  be  delivered  to  office  at  5  o  clock  p.  m. 

Foreman, 
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Inc^asingf  demand  for  brainy  young  men  and  women  who  have  been  trained 
to  draw  trade  by  modern  advertising.  Salaries  and  incomes  $1,200.00  up. 

Actual,  practical  ad  writing  is  the  only  kind  of 
instruction  that  creates  skilled  advertising  men 
and  women. 

Therefore  the  only  real  school  is  the  school  of 
experience,  and  this  experience  is  amply  supplied 
by  the  Powell  System  of  Correspondence  Instruc¬ 
tion. 

This  explains  why  Powell  students  are  able  to 
double  and  quadruple  their  incomes  in  so  short  a 
time. 

1906  prornises  to  far  surpass  any  two  previous 
years  combined  as  regards  the  demand  for  adver¬ 
tising  writers  and  managers — and  particularly  for 
Powell  graduates  in  preference  to  others,  trained 
on  the  mere  theory  plan. 

This  increasing  demand  is  due  to  the  marvelous 
prosperity  of  commercial  America,  and  to  the  con¬ 
stant  conversion  of  old-style  advertisers  to  modern 
methods. 

The  other  day  a  Georgia  company  was  willing 
to  pay  one  of  my  students  a  good  salary  and  a 
commission  on  every  dollar  of  increased  business. 

Another  advertiser  made  an  offer  that  should 
similarly  pay  a  former  student  $10,000.00  a  year, 
or  possibly  more. 

While  salaries  ordinarily  range  from  $1,200.00 
to  $6,000.00  a  year,  yet  it  may  be  of  interest  to 
state  that  the  skilled  advertising  expert  can  look 
far  beyond  this.  Several  give  their  services  on 
the  percentage  basis  and  earn  as  high  as  $20,- 
000.00  a  year  and  over. 

The  field  is  absolutely  limitless,  and  the  re¬ 
wards  for  trained  advertising  brains  were  never 
before  so  princely. 

Not  only  is  the  ad  writer  wanted  in  the  prepara¬ 
tion  of  up-to-date  publication  ads,  but  millions  of 
dollars’  worth  of  miscellaneous  matter  in  shape  of 
booklets  and  other  business  literature  await  his 
attention, 

Mr.  L.  H.  Potter,  who  became  advertising  man-  _ _ 

ager  of  the  Union,  the  largest  clothiers  of  Colum-  p.  R.  BEYGRAU  Adv.  Mer.  specimen  of  tiie  appreciation  that 

bus,  O.,  on  completing  the  Powell  System,  made  Cliarles  Biele,  coffee’s,  New  Vork.  s^y's^tem.‘^^ 

PlCQ\'C  njctiffon  Th^  Btfsificss  Afan  s  ^laga^ine  w]\cn  writing  to  advertisers, 


such  a  remarkable  showing  that  his  father  saw  the 
advisability  of  purchasing  the  great  business,  a 
deal  just  consummated.  Another  large  Columbus 
house  asked  Mr.  Potter  to  have  me  send  him 
a  Powell  graduate  with  similar  skill. 

One  Powell  success  helps  others,  and  it  is  now  a  well- 
known  fact  that  my  own  advertising,  plus  my  students’ 
efforts  are  doing  wonders  in  awakening  advertisers  all 
over  the  country  to  the  importance  of  better  service. 
Leading  publishers,  too,  cordially  praise  me  in  this 
respect. 

If  more  ambitious  clerks,  salesmen,  and  subordinate 
workers  would  become  skilled  ad  writers  their  dissatis¬ 
faction  with  life  would  disappear.  Lack  of  preparation 
for  greater  things  is  the  fatal  check  on  thousands  of 
careers.  A  large  company  recently  advertised  in  several 
cities  for  a  skilled  ad  writer,  and  out  of  nearly  a  hundred 
replies  received,  only  two  had  ever  prepared  a  single  ad 
— and  not  ten  per  cent,  knew  how  to  write  a  suitable 
letter.  No  wonder  that  the  demand  for  trained  brains 
multiplies. 

I  seek  the  enrollment  of  brainy  young  men  and  women 
only,  and  shall  be  glad  to  mail  them  for  study  my  two 
free  books- — my  elegant  new  Prospectus  and  “Net  Re¬ 
sults,”  laying  bare  the  situation.  Simply  address  me, 

GEORGE  H.  POWELL,  109  Metropolitan  Annex,  N.  Y. 


Mr.  F.  R.  Beygrau,  advertising 
manager  of  the  well  known  coffee 
house  of  Charles  Biele,  276  West 
Broadway,  whose  “Cafe  Savoy  Cof- 
.fee”  enjoys  a  deserved  fame  with 
coffee  lovers  everywhere,  writes: 

Mr.  George  H.  Powell, 

11  East  24th  St.,  City. 

Dear  Sir:  Knowing  that  you  al¬ 
ways  take  a  personal  interest  in  the 
welfare  of  your  students,  I  feel  that 
it  will  please  you  to  know  that  your 
instruction  has  been  of  inestimable 
value  to  me  as  an  ad  writer. 

I  have  written  a  great  many  ads 
since  completing  your  course  and  I 
may  say  that  every  one  has  brought 
results,  thanks  to  your  practical  and 
superior  method  of  teaching. 

Wishing  you  unbounded  success, 
which  you  rightfully  deserve,  I  re¬ 
main,  Yours  respectfully, 

F.  B.  Beygrau.  Adv.  Mgr, 

Practical  testimonj' of  this  sort  is 

f]l#»  in  thp  wnrlH  anfl  ic  ^  frtir 
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Timekeeper’s  office  Form  F-67 

The  Iron  and  Steel  Press  Co. 

.  »T  Mcir.  If!.,  ’Of! 

Department  No. -  Date - - 

OUT  CHECK 

Employe’s  No.-l*-  Name  M,. 

Was  out  all  dav  this  date 


Leave  of  absence 


Foremen  are  requested  to  make  out  this  slip  when  an 
employe  is  out  all  day,  and  return  same  to  office  with 
regular  time  checks. 


Foreman 


M.  Dahl 


distinguished  from  the  white  form  given 
out  in  the  morning.  The  name  and  depart¬ 
ment  is  written  m  by  the  time-keeper  on 
this  afternoon  check.  If  an  employe  ar¬ 
rives  late,  say  7:10  a.  m.,  he  is  required  to 
register  his  name,  number,  and  department 
number,  then  the  time-keeper  hands  him 
the  regular  morning  time  check  marked 


“late,”  the  employe  is  then  recorded  late 
on  Form  0-65A. 

If  an  employe  arrives  at  the  factory  after 
one  o’clock  p.  m.,  he  receives  Form  F-66,  a 
3'ellow  slip  made  out  by  the  time-keeper  s 
office,  this  slip  is  gummed  on  the  upper 
edge  of  the  back  and  attached  by  the  em¬ 
ploye  to  the  morning  time  check.  If  an  em¬ 
ploye  is  out  all  day.  Form  F-67  is  made 
out  by  the  foreman  of  the  department. 

This  form  is  blue  in  color,  and  by  hav¬ 
ing  these  made  out  bne  can  readily  see 
that  there  are  always  six  time  checks  per 
week  (one  a  day)  for  each  employe.  If 
an  employe  is  required  to  work  overtime, 
he  is  given  an  overtime  check. 

This  form  is  green  in  color  and  is 
gummed  on  the  back  so  that  it  can  be  at¬ 
tached  to  the  morning  time  check.  Thus  is 
the  time  slip  system  explained.  All  time 
checks  are  sent  to  the  office  by  the  depart¬ 
ment  the  first  thing  each  morning,  and  upon 
the  office  receiving  Form  F-63,  it  is  only 
necessary  to  look  at  the  slips  attached  to 
the  back  of  same  to  find  out  the  complete 
record  of  the  day— whether  an  employe  was 
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Description  :  Steel  clips,  enclosed  in  leather  tabs,  on 

; -  which  any  desired  inscription  may  be  written 

or  printed.  They  can  be  instantly  slipped  on  a  leaf,  or  card, 
and  hold  with  a  vise-like  grip.  They  can  be  quickly  removed 
to  another  page  or  to  a  different  book  if  you  wish. 

CL  We  have  never  found  an  office  so  large,  and  but 
few  so  small  but  that  at  least  a  few  of  our  tags  could 
be  profitably  used. 


This  Cut  shows  how  Tags 
are  Put  on  Leaves 


Tags  to  write  on 


are  made  in  six  sizes,  making  it  easy  to  index  books  from 
the  smallest  memorandum  to  the  largest  ledger,  and  pro¬ 
viding  for  inscriptions  of  any  length. 

Paper  Faced  Tags  have  over  the  leather  a  facing 
of  the  best  Buff  Scotch  Linen  Ledger  Paper  which  gives 
the  riiost  desirable  surface  for  writing  with  either  pen  or 
pencil  and  will  stand  several  erasures  and  rewriting. 
When  the  paper  is  entirely  worn  new  papers  may 
be  obtained. 

Plain  Leather  Tags  are  buff  in  color,  and  present  a 
good  surface  to  write  on  with  ink. 

For  Loose  Leaf  Books 

these  indexes  are  far  superior  to  any  other.  They  save 
the  space  usually  taken  up  by  index  leaves,  and  can  be 
instantly  changed  from  one  leaf  to  a  new  one  when  desired. 
Besides  the  tags  to  write  on  we  make  thirteen  different 

adjustable  alphabets — something  to  fit  every  need _ also 

names  of  accounts,  numbers,  cities,  states,  etc. 

We  Guarantee  that  the  tags  will  pay  for  themselves  in  the  time 
saved  by  their  use,  and  will  send  tags  to  any  responsible  person  or 
firm  on  trial,  to  be  returned  if  not  found  profitable. 


M  in.  Tag  Pap:r  Fac:d 


I  Inch  Sizp,  Plain  Leather 


We  Prepay  Transportation 

Fill  out  the  coupon,  mail  it  with  your 
letter-head  and  receive  our  catalogue 
and  price  list  showing  how  YOU  can 
can  save  time  and  labor. 

Ct.  Sample  tag  for  5  cents. 

“aJl"  CHAS.  C.  SMITH,  Mlt 

EXETER.  NEBRASKA 


Inch.  Size,  Paper  Faced 

Cut  off  here  and  mail  TO-DAY— Don't  Delay 

Dept.  A,  Chas.  C.  Smith,  Exeter,  Nebraska 

Please  send  your  circulars  and  price  list  free. 
Enclosed  is  5  cents  for  sample  tag.  8-06 


.State. 


Business . 

State  What  You 
Wish  to  Index  .. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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early  or  late  a.  m.  or  p.  m.  and  whether  or 
not  he  worked  overtime.  We  will  now  leave 
the  time-keeper’s  division  as  the  writer 
desires  to  follow  the  routine  work  up  to 
the  charging  of  factory  orders. 

The  six  checks,  Form  F-62,  are  fastened 
To  a  dissection  sheet,  and  the  time  as 
marked  on  the  time  checks  is  added  and 
transferred  to  the  dissection  sheet,  as  shown 
in  Form  0-68A. 

Each  floor  of  the  factory  has  a  factory 
clerk  whose  duties  are  to  relieve  the  fore¬ 
man  on  that  floor  from  clerical  work  as 
much  as  possible.  This  clerk  is  usually 
placed  in  the  center  of  the  floor  so  as  to  be 
in  touch  with  each  department  on  the  floor. 
His  first  duty  is  to  check  off  the  employes 


at  seven  o’clock,  and  all  vacant  places  at 
that  time  means  an  employe  marked  late 
on  the  foreman’s  check  sheet.  At  two  min¬ 
utes  after  seven  this  report  is  placed  on  the 
desk  of  the  foreman  for  his  inspection.  (See 
Form  F-68B). 

At  one  o’clock  this  sheet  is  again  checked 
by  the  clerk.  At  the  end  of  each  week 
this  report  is  sent  to  the  time-keeper,  thus 
verifying  the  record  on  the  pay  roll.  The 
time  checks  are  entered  each  day  on  the 
pay  roll,  and  as  the  dissection  of  the  week’s 
time  is  figured,  the  proof  of  the  pay  roll  is 
accomplished  by  checking  same.  (Pay  Roll 
Form  0-68C). 

(To  be  concluded  in  our  September  No.) 


When  the  Head  of  the  Firm  Takes  It  Easy 

Conducting  a  business  is  like  rolling  a  huge  boulder  up  a  hill.  The  moment  you  cease 
to  push  it,  the  moment  you  take  your  shoulder  from  it  and  think  you  will  rest  and  take 
it  easy,  the  boulder  begins  to  crowd  back  upon  you,  and,  if  you  are  not  careful,  it  will 
either  run  over  and  crush  you,  or  get  away  from  you  altogether  and  go  to  the  bottom 
with  a  crash.  It  is  necessary  to  be  everlastingly  pushing,  following  up  the  boulder, 

keeping  it  going,  in  order  to  get  it  to  the  top  of  the  hill. 

One  of  the  greatest  dangers  of  early  prosperity  in  any  line  is  a  tendency  to  relax 
effort.  Many  a  man  ceases  to  grow  when  his  salary  is  raised,  or  when  he  is  advanced  to  a 
higher  position.  Many  a  business  man,  after  he  has  built  up  a  large  business,  ceases  to 
exert  himself;  and  the  moment  he  pauses  in  his  campaign  of  pushing  and  struggling,  the 
moment  he  begins  to  relax  in  giving  his  close  personal  attention,  his  business  ceases  to 
advance,  and  fatal  dry-rot  sets  in— one  of  the  worst  diseases  that  can  seize  on  any  indi¬ 
vidual  or  concern. 

The  man  who  attempts  to  run  a  business,  large  or  small,  must  keep  his  finger 
constantly  on  its  pulse,  in  order  to  detect  any  rise  or  fall  of  temperature,  any  irregularity, 
or  any  jar  in  the  machinery.  When  the  head  of  a  firm  is  trying  to  take  it  easy,  ther- 
is  usually  trouble  somewhere. — Orison  Szuett  Marden,  in  Success  Magazine. 
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A  Breakfast  of  Shredded  Wheat  Biscuit  with  hot  milk,  cream 
or  fresh  fruits,  supplies  the  energ-y  for  reaching  the  climax  of  the 
day’s  achievement— the  top-notch  of  mental  and  physical  endeavor. 

Has  It  struck  twelve  with  you  ?  Has  your  stomach  notified  you 
that  It  has  gone  out  of  business  ?  Coax  it  back  to  health  and 
strength  with  a  natural  food— a  food  that  contains  all  the  muscle¬ 
building,  brain-building  elements  in  the  whole  wheat  berry,  MADE 
DIGESTIBLE  BY  THE  SHREDDING  PROCESS. 

Such  a  food  is  SHREDED  WHOLE  WHEAT,  made  in  the 

cleanest,  most  hygienic  industrial  building  on  the  continent— no 

‘secret  process”— our  plant  is  open  to  the  world— nearly  100,000 
visitors  last  year 


Two  hundred  and  fifty  million  biscuits  made  and  sold  last  year. 

“a ‘"•“Wart  with  hot  or  cold  milk  or  cream  or  for  any  meal  In  com- 

butter  for!!Li  ’  <•>•  medts.  TRISCUIT  le  the  shredded  wheat  wafer,  used  as  a  Toast  with 

utter,  for  picnics,  excursions,  for  light  lunches  on  land  or  on  sea.  Our  cook  book  is  sent  free. 


THE  NATURAL  FOOD 

COMPANY 

Niagara  Falls,  N.  Y. 


TT’5  ALL  IN  THE  5HREDi" 


Please  mention  The  Business  Man’s  Magazine  when  zvriting  to  advertisers. 
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Pseudo  Experts. 

O  ACCOUNTANT  can  be  ex¬ 
pected  to  devise  satisfactor}^ 
systems  for  businesses  of 
varying  character  unless  he 
has  had  the  opportunity  to  ac¬ 
quire  wide  experience,  but  it  does  not  neces¬ 
sarily  follow  that  he  must  have  experience 
in  every  class  of  business  with  which  he 
may  become  professionally  connected  before 
being  able  to  render  efficient  service ;  for, 
after  all,  the  accounting  problems  to  be 
met  run  very  much  along  the  same  lines, 
and  a  comprehensive  mind  and  broad  view 
will  usually  cover  the  important  points 
properly,  particularly  with  the  assistance 
of  those  connected  with  the  active  manage¬ 
ment  of  the  work. 

The  business  man,  therefore,  should  se¬ 
lect  his  systematizer,  or  cost  expert,  from 
those  whose  reputation  offers  a  fair  guar¬ 
antee  that  their  competency  for  the  work 
arises  largely  from  the  qualifications  men¬ 
tioned,  and  thus  save  himself  the  annoy¬ 
ance  and  heavy  expense  of  installing  sys¬ 
tems  that  will  not  work. 

A  prominent  accountant  in  a  recent  lec¬ 
ture  referred  to  a  case  of  this  kind — where 
a  large  corporation  employed  one  of  the 
cleverest  accountants  in  the  profession  to 
install  a  cost  system.  But  this  accountant, 
like  many  others,  while  a  first-class  auditor, 
knew  very  little  about  how  a  cost  system 
should  be  arranged  and  the  best  and  most 
economical  ways  of  obtaining  efficient  re¬ 
sults.  It  is  true  he  consulted  many  books 
on  the  general  subject  of  cost  accounting, 
and  asked  the  advice  of  brother  account¬ 
ants  on  points  that  did  not  seem  clear  to 
him ;  but,  in  the  end,  he  produced  a  beauti¬ 
ful  system  theoretically,  which  was  ex¬ 
tremely  faulty  and  incomplete  practically. 

This  reads  very  much  like  the  story  of  a 
lawyer  who  was  sent  forth  by  a  syndicate 
to  examine  and  report  on  a  copper  mine. 


As  usual,  says  Mines  and  Minerals,  he 
made  a  minute  investigation  of  a  200-foot 
hole,  and  followed  a  30-foot  outcrop  over 
a  desert  for  a  mile  or  more,  and  then  re¬ 
ported  that  a  200-ton  mill  would  never 
be  able  to  mill  all  the  ore  actually  in  sight. 
In  making  this  statement  the  inexperienced 
lawyer  was  quite  correct,  for  the  ledge  con¬ 
sisted  of  silicate  of  copper,  which  can 
neither  be  smelted,  concentrated,  nor  sub¬ 
mitted  to  any  process  whatever  thaf  will 
successfully  extract  the  ore  so  as  to  make 
it  available  for  commercial  purposes. 


Retail  Stores  Accounting. 

In  another  column  will  be  found  the  as¬ 
sertion  of  an  old  book-keeper  that  the  ma¬ 
jority  of  people  do  not  use  double  entry 
book-keeping  for  their  business  records, 
and  this  assertion,  while  surprising,  seems 
to  be  supported  by  the  publication  of  “A 
System  of  Book-keeping  for  the  Busy 
Druggist,”  published  in  a  recent  number  of 
The  Western  Druggist. 

This  system  consists  of  a  six-column 
journal  and  a  blotter.  No  mention  is  any¬ 
where  made  of  the  existence  or  use  of  a 
ledger,  and  we  therefore  suppose  none  is 
contemplated. 

On  the  debit  side  the  six  columns  are 
used  for — 

Total  cash  taken  in;  cash  collected  on  account; 
net  cash  sales;  merchandise  charged;  merchan¬ 
dise  bought;  cash  discounts. 

On  the  credit  side  the  six  columns  are 
appropriated  for — 

Total  expense;  freight;  two  personal  cash  ac¬ 
counts;  money  loaned;  deposits. 

At  the  end  of  each  day  the  amount  of 
merchandise  on  hand  is  determined  by  de¬ 
ducting  35  per  cent  from  the  sales ; 
the  amount  of  accounts  receivable  out¬ 
standing  is  ascertained  by  adding  charged 
sales  to  previous  balance  and  deducting  the 
day’s  collections.  This  is  all,  apparently, 
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The  most  critical  judges-  - 
those  whose  appreciation  has 
been  developed  by  long  famil¬ 
iarity  with  the  best  the  world  has 
to  offer — are  unanimous  in  their 


I  choice  of 

MURAD 

CIGARE.TTE,S 

The  full  flavor  and  exquisite  mild¬ 
ness  of  the  Murad  is  the  result  of 
expert  selection,  careful  maturing 
and  scientific  blending  of  the  finest 
and  rarest  Turkish  leaf. 

10  for  15  cents 

S«  ANARGYROS,  Manufacturer 
111  Fifth  Avenue^  New  York 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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the  busy  druggist  requires  to  know  or,  if 
he  desires  any  further  knowledge  about  his 
business' affairs,  he  must  dig  it  out  of  the 
blotter  where  we  suppose  accounts  are 
marked  “paid”  in  the  good  old  way  when 
settled.  There  is  no  provision  for  showing 
amount  of  cash  at  bank  so  we  suppose  this 
must  be  obtained  from  the  bank  book. 

There  are  no  records  of  the  value  of  fur¬ 
niture  and  fixtures  and  other  such  assets ; 
the  capital  invested,  or  profit  accumulated, 
is  nowhere  recorded.  There  is  no  effort  to 
obtain  information  as  to  whether  cash  sales 
are  made  and  not  recorded — or  collections 
made  but  not  put  into  the  till,  although 
marked  off  on  the  blotter. 

In  fact,  this  so-called  system  merely  pre¬ 
sents  an  inaccurate  estimate  of  how  much 
merchandise  there  is  on  hand  and  the  total 
of  accounts  outstanding  due  by  customers, 
and  at  present  we  refuse  to  believe  that  this 
is  the  kind  of  book-keeping  system  in  vogue 
either  in  retail  drug  or  other  stores  of  any 
but  very  minor  importance. 

Nevertheless,  a  writer  in  The  Retailers’ 
Journal  states  that  the  wholesale  house  with 
which  he  is  connected  received  during  the 
month  of  November,  1905,  duplicate  pay¬ 
ments  of  no  less  than  six  invoices  from 
country  retail  merchants.  Now,  of  what 
advantage  is  it  to  the  retail  merchant  to 
know  about  how  much  merchandise  he 
ought  to  have  on  hand  if  he  pays  for  it 
twice  over  without  finding  any  indication 
of  such  serious^,  errors  in  his  accounting 
records  ?  ' 

r 

Business  Oslerites.  > 

It  is  claimed  that  J.  Pierpont  Morgan  is 
the  greatest  financier  in  the  business,  world, 
as  he  controls  business  interests  cap-italized 
at  $6,000,000,000,  an  amount  exceeding  the 
combined  annual  revenue  of  the  43  prin¬ 
cipal  nations  in  the  world. 

,,.J.  Pjerpont  Morgan  is  68  years  of  age 
and  can,  it  is  stated,  jumpiout  of  a  cab,  run 
to  his,  office,  „ and  absorb ; the  written  con¬ 
tents  of  a  foolscap  ;  sheet*  of  paper — all  in 
fifteen  seconds. 

Since  his  attack  on  the  classical  spelling 
of  the , English  language  no  one  can  accuse 
Andrew  Carnegie  of  a  l^ck  of  vitality.  He 
says,  it  is  alleged,  that  he  has  only  just 
begun  to  enjoy  life.  He  is  the  same  age  as 
Morgan. 

Millionaires  and  heads  of  trusts  are  now 
somewhat  under  a  cldud.  Nevertheless, 


Russell  Sage  (89),  John  D.  Rockefeller 
(66),  H.  M.  Flagler  (75),  are  all  illustrious 
examples  of  strenuosity  at  an  age  when 
their  fate  should  be  retirement. 

Evidently  Dr.  Osier  has  conferred  a  boon 
on  humanity  by  calling  attention  to  the 
general  competency  of  men  just  past  the 
prime  of  life,' as  this  was  in  danger  of  being 
overlooked. 

It  is  not  necessary  to  mention  the  names 
of  prominent  authors,  actors,  generals, 
physicians,  painters,  etc.,  who  are  perfect¬ 
ing  the  building  of  their  reputations  at 
what  is  termed  “an  advanced  age,”  as  this 
is  a  matter  of 'universal  knowledge. 


The  Proper  Treatment  of  Bonds. 

It  is  somewhat  surprising  to  learn  from 
The  American  Banker  that  savings  banks 
have  been  treating  premiums  paid  on  bond 
investments  as  a  loss,  charging  them’  off 
against  surplus  and  dividing  earnings  of 
interest  on  bonds  as  so  much  per  ceriCofr 
par  value,. 

1  he  veriest  tyro  m  accountancy  knows 
that  the  amount  of  an  investment  isi'^'the'' 
sum  paid  for  it,  and  if  the  market  price 
of  a  seven  per  cent  bond  is  150  instead  of 
100  then  the  amount  of  the  investment  'is 
150,  and  what  would  have  been  seven  per 
cent  earnings  on  $100  is  a  very  much  re¬ 
duced  percentage  on  $150 ;  the  true  income 
on  a  $1,000  seven  per  cent  bond  purchased 
for  $1,500  being  $52.50,  and  the  balance 
being  a  re-payment  of  part  of  the  $500 
premium. 

The  question  of  the  proper  treatment  of 
bonds  purchased  at  a  premium  has  formed 
part  of  Lesson- 12,  Individual  Home  Study 
Course  in  Higher  Accounting,  since  the 
Course  was  organized,  and  the  New  York 
State  Savings  Bank  Association  has  done 
wisely  to  decide  that  technical  difficulties 
should  not  stand  in  the  way  of  ascertaining 
true  earnings,  which  should  be  determined 
on  the  basis  of  amortised  value. 


The  Octogenarian  Book-keeper. 

A  Mr.  C.  S.  Goodhue,  of  Michigan  City, 
Ind.,  who  has  been  keeping  books  for  66 
years,  has  been  interviewed  by  a  represent¬ 
ative  of  The  Michigan  Tradesman. 

Mr.  Goodhue  states  that  he  has  always 
used  the  double  entry  system  although,  even 
at  the  present  day,  very  few  merchants 
adopt  this  plan. 
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$1  FOR  A 


Chapter  III.  The  catalog  business.  How  the  profit  is 
made.  The  evolution  of  a  mail-order  customer.  How  a 
customer  is  secured.’  The  kind  of  ads  that  pull.  Amount 
of  money  to  spend  in  advertising.  How  to  place  it  ad¬ 
vantageously,  etc. 

Chapter  IV.  The  follow-up  system.  Examples  of  fol¬ 
low-up  letters  that  bring  a  large  percentage  of  orders. 

Chapter  V .  The  class  of  goods  for  the  man  with  lim¬ 
ited  capital.  How  to  grow  from  cheap  goods  into  a  more 


COMPLETE 

MAIL  ORDER 

Biggest  Offer  Ever  Made.  Nearly  900  pages  of  interesting, 
solid  and  instructive  matter  relating  to  every  subject  of 
ADVERTISING  and  the  MAIL  ORDER  Business. 

TF  you  are  a  business  man,  advertising  student,  mail  order  man,  ad 
writer  or  connected  in  any  way  with  advertising  or  the  mail  or¬ 
der  business,  send  $1,  and  take  advantage  of  this  offer  to-day. 

edited  by  Arthur  E.  Swett,  has  for  its  contribu- 
.  .  tors  the  most  brilliant  and  experienced  adver¬ 

tising  men  in  the  world  and  every  conceivable  subject  pertaining  to 
advertisement  writing,  space  buying,  system,  methods,  etc.,  is  dis¬ 
cussed  in  a  masterly  manner  at  once  interesting  to  the  tyro  and  con¬ 
vincing  to  the  most  experienced  advertisers — such  as:  The  Chance 
for  the  Small  Business,  Striking  while  the  iron  is  hot.  Mailing  Cards, 
The  Value  of  Price  in  Advertising.  Why  booklets  bring  business. 
Doctors  and  Advertising,  The  Farmer,  the  Catalogue,  Letters  the  mainstay  of  the 
Proposition,  Saving  Bank  Business  by  Mail,  Retail  Advertising  in  the  Country, 
How  Country  Merchants  can  draw  trade.  Employing  an  Ad  Writer,  The  Advertis¬ 
ing  Writer  and  the  man  who  pays  him.  Word  of  mouth  advertising.  How  and  why 
the  Ad  Writer  gets  business.  Good  Schemes  and  Bad  ones.  Continuous  Advertising, 
Inactive  Advertising  Matter,  etc.,  etc.,  and  a  mass  of  other  interesting  matter  too 
numerous  to  mention.  The  man  who  is  studying  advertising  by  correspondence  will 
be  interested  in  “The  Letters  of  an  Advertising  Man  to  His  Younger 
Brother,”  which  discusses  in  a  series  of  heart  to  heart  talks  the  trials,  difficulties 
and  temptations  that  beset  the  young  advertising  writer  in  learning  and  following  his 
profession.  “Principies  of  the  Mali  Order  Business,”  the  most  complete, 
practical  and  comprehensive  book  on  this  branch  oi  advertising  ever  published.  This 
important  subject  has  never  before  been  fully  treated  in  a  special  work  of  this  kind  A 
complete  synopsis  of  contents  is  impossible  in  the  space  alloted  in  this  ad.  but  it  covers 
every  branch  of  the  mail  order  business  in  20  complete  chapters,  fully  Illustrated. 

Chapter  I.  Largely  introductory.  Shows  the  great  possibilities  of  the  mail  or¬ 
der  business.  How  manufacturers  can  market  their  goods  by  this  method,  either  by 
selling  to  retailers,  smaller  mail  order  dealers,  or  direct  to  the  public. 

Chapter  II.  The  standpoint  of  the  small  dealer.  How  to  begin  the  business  as  a 
side  line  acquiring  the  necessary  experience  to  go  in  deeper.  Ready-print  circulars  and 
catalogs.  How  to  keep  records  by  the  card  index  system.  How  to  follow  up  inquiries. 

...  buying  the  right  class  of  circulation.  Value  of  the  differ¬ 
ent  monthlies.  How  to  place  your  ad  in  papers  that  will  pull 
Chapter  XIV.  Typographical  detail.  How  space  is 
measured.  Display  ads.  Reading  matter  ads.  A  flat 
rate.  Classified  ads.  Position.  How  to  send  copy,  etc. 

Chapter  XV .  Postal  pointers.  What  you  ought  to  do 
and  what  you  ought  not  to  do.  Postal  regulations  and 
infractions. 

Chapter  XVI.  The  future  growth  of  the  mail-order 
business.  This  class  of  trade  constantly  increasing. 


^  h  r/r  I  Examples.  ,  . . . 

Chapter  VI.  belling  goods  through  agents.  The  right  The  impetus  given  the  mail  trade  by  the  extension  of 
method.  Price  and  profit.  Examples  of  good  ads  and  the  Rural  Free  Delivery.  The  cumulative  results  of  cir- 


letters. 

Chapter  VII.  “Hints  by  the  way.”  Practical  experi¬ 
ence  of  a  concern  that  has  succeeded  where  others  fail¬ 
ed.  Three  follow-up  letters  that  will  prove  excellent 
models  for  many  mail-order  dealers. 

Chapter  VIII.  The  mail-order  medicine  business.  In¬ 
quiries,  and^  how  to  turn  them  into  orders.  The  value 
of  testimonials,  and  how  to  get  them.  The  price  and 
the  profit.  The  value  of  a  new  idea,  etc.  Examples  of 
good  ads  and  letters. 

Chapter  IX.  Selling  medicines  through  agents.  How  to 
get  agents  and  how  to  keep  them.  The  literature.  Sell- 


cular  mailing.  How  to  strengthen  a  good  first  impres¬ 
sion  so  that  an  order  follows.  This  chapter  shows  the 
way  to  “key”  your  ads  effectively. 

Chapter  XVII.  “Miscellaneous  Schemes.”  Matrimon¬ 
ial  bureaus  and  their  operation.  The  right  class  of  ad¬ 
vertising  literature.  Courses  in  hypnotism,  and  the  im- 
rnense  profits  realized.  Palmistry,  Astrology  and  Phy¬ 
sical  Culture  are  also  given  attention.  How  to  start  a 
Successful  book  or  subscription  business  by  the  mail¬ 
order  method.  The  books  that  sell.  Valuable  points  on 
guessing  contests  and  puzzle  offers. 

Chapter  XVIII.  Gives  exhaustive  consideration  to  the 


ing  on  consignment  and  making  collections.  Three  question  of  Financial  Advertising.  How  to  get  m'ail-'or- 
strong  letters  to  agents.  This  is  a  long  chapter — the  ders  for  investment  securities  and  speculative  ventures 
sumect  is  covered.  _  on  margin.  Literature  and  methods.  The  best  mediums 

Chapter  X.  Giving  satisfaction.  Promptness  in  filling  to  use.  Brokers’  advertising.  The  discretionary  pool, 
orders.  Slack  methods  and  where  they  lead.  The  key-  Get-rich-quick  schemes.  Real  estate  advertising.  Build- 
st(me  of  a  successful  mail  business.  ing  and  loan  societies.  Selling  mining  stocks.  Follow- 

Chapter  XI.  Legitimate  schemes.  How  to  make  a  big  up  letters,  etc.  Three  model  letters  showing  the  right 
profit  and  still  give  satisfaction.  Samples  of  scheme  cir-  sort  of  argument  to  use. 


culars  and  follow-up  letters.  An  example  of  a  good 
scheme  is  given. 

Chapter  XII.  The  trust  or  consignment  scheme  is 
gone  into  fully.  The  author  has  had  wide  experience  in 
this  class  of  business  and  speaks  with  full  knowledge. 
The  best  class  of  articles  and  premiums  are  shown  in 


Chapter  XIX.  This  chapter  gives  a  plan  for  working 
up  a  very  profitable  business.  Small  capital  is  required. 
Where  to  get  goods  that  will  sell.  A  number  of  valu¬ 
able  points  for  every  beginner  in  the  mail-order  business 
Chapter  XX.  Contains  a  number  of  letters  of  mail-or- 
.  .  .  -  —  -  --  der  firms  (names  omitted)  who  were  not  succeeding  as 

the  light  of  practical  experience.  Where  to  buy  at  lowest  well  as  they  should,  or  who  had  made  absolute  failures 
^ices.  How  to  get  replies  at  the  lowest  possible  figure,  of  the  business.  The  reasons  for  the  lack  of  success. 
Delinquent  creditors.  How  to  keep  the  percentage  of  The  Appendix  contains  the  names  of  manufacturers 
losses  down.  Examples  of  dunning  letters.  Do  not  go  into  and  jobbers  who  supply  mail-order  men  with  goods,  sup- 
the  trust-scheme  business  without  reading  this  chapter.  plies  and  circulars  needed  in  their  business.  Full  ad- 
Chapter  XIII.  Advertising  mediums.  Importance  of  dresses  are  given. 

Thl»  book  Is  a  mine  to  all  mall  order  men  and  other  bnsiness  men  who  wish  to  extend  their  business.  It  will  give  yon  the  requisite  knowledge  to  enter 
the  business  Intelligently,  and  with  prospect  of  success.  You  will  recelre  this  book  and  a  year’s  subscription  to  Advertising  (12  numbers,  2  volumes.} 

SEND  $1  TO-DAY  and  take  advantage  of  this  great  offer,  which  contains  the  biggest  dollar’s 
-  .  worth  of  advertising  instruction  advice  and  information  ever  offered. 


ARTHUR  E.  SWETT. 


Royal  Insurance  Building,  Dept.  9, 


CHICAGO 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


114 


THE  BUSINESS  MAN’S  MAGAZIN E  AND  THE  BOOK-KEEPER 


Mr.  Goodhue  also  says  that  there  is  very 
little  change  in  the  book-keeping  of  today 
from  that  of  more  than  a  half  century  ago. 
Even  the  books  used  are  about  the  same, 
with  the  exception  that  sometimes  loose 
leaves  are  adopted  instead  of  bound  books. 

Mr.  Goodhue  has  always  made  it  a  point 
to  keep  his  books  posted  so  that  he  could 
tell  a  man  what  he  owed  up  till  last  night. 

While  it  would  appear  from  Mr.  Good¬ 
hue’s  remarks  that  he  has  not  had  the  ad¬ 
vantage  of  much  variety  in  his  book-keep¬ 
ing  experience,  as  otherwise  he  would  know 
more  in  regard  to  the  changes  that  have 
been  made  in  66  years,  we  must  compliment 
him  on  the  principle  he  has  observed  of 
keeping  his  books  strictly  up-to-date  every 
day.  The  value  of  book-keeping  generally 
would  gain  greatly  by  a  strict  observance 
of  this  rule. 


Railway  Pools. 

To  prevent  the  cutting  of  rates  the  rail¬ 
way  pool  was  organized  to  enable  the  roads 
to  enforce  their  regulations  and  to  make  and 
put  into  effect  a  stability  of  charges.  These 
agreements  were  so  made  that  the  competi¬ 
tive  traffic  would  be  divided  among  the  in¬ 
terested  roads  according  to  an  agreed  ratio. 
They  were  of  two  classes,  the  traffic  pool 
which  divided  the  business  and  the  money 
pool  which  distributed  the  receipts. 

The  ratios  which  the  different  roads 
should  receive  of  the  entire  business  car¬ 
ried  between  two  competitive  points  was  ar¬ 
rived  at  by  a  survey  of  the  business  of  a 
given  period  preceding  the  establishment  of 
the  pool.  Under  this  arrangement  each 
road,  a  party  to  the  pool,  is  granted  such  a 
percentage  of  the  grand  total  of  traffic  as  it 
has  been  doing  when  the  traffic  was  free  to 
choose  its  route. 

The  organization  having  the  pool  in 
charge  must  see  that  each  member  carries 
its  correct  percentage  as  closely  as  possible, 
by  diverting,  if  necessary,  such  traffic  to  its 
line  as  is  not  specially  consigned,  or  such 
as  may  be  handled  by  the  pool  instead  of 
the  shipper.  The  shipper  may  object  to  the 
pool  usurping  the  right  to  determine  the 
route  which  shipments  shall  take,  in  which 
case  it  has  been  customary  to  allow  the  in¬ 
dividual  roads  to  accept  and  forward  the 
traffic  consigned  to  it  and  divide  among  the 
members  the  receipts  from  it.  The  com¬ 


panies  very  naturally  dislike  to  surrender 
any  of  its  receipts,  or  to  give  to  a  rival  any 
of  the  money  derived  from  traffic  which  it 
has  handled,  therefore  the  enforcement  of 
the  pooling  arrangements  has  been  attended 
with  difficulties. 

The  first  pool  of  importance  was  the  Chi- 
cago-Omaha  arrangement  of  1870,  which 
lasted  14  years  and  was  fairly  successful,  as 
it  consisted  of  but  three  members,  and  for 
that  reason  was  not  so  unwieldy  as  some  of 
the  subsequent  pools  or  “associations 
which  sprung  into  great  activity  in  the  years 
from  1884  to  1887.  Previous  to  the  latter 
date  the  pooling  arrangement  was  a  part 
of  all  associations.  Since  that  time  pooling 
has  been  illegal,  but  the  traffic  associations 
have  continued  to  exercise  such  functions 
as  the  fixing  of  rates;  making  rules  as  to 
the  solicitation  of  traffic;  determining  the 
speed  at  which  fast  passenger  trains  should 
be  run;  what  kinds  of  tickets  should  be  is¬ 
sued;  measures  to  prevent  fraud;  last  but 
not  least,  what  privileges  should, be  given 

or  denied  to  shippers. 

It  is  not  necessary  for  the  purposes  of  this 
article  to  show  the  many  different  pools 
formed,  as  every  portion  of  the  country 
from  which  any  considerable  amount  of 
traffic  was  derived  had  its  association  and 
its  pooling  arrangement  between  the  car¬ 
riers  of  its  traffic.  One  of  the  most  objec¬ 
tionable  features  of  the  pooling  arrange¬ 
ment  was  that  of  selecting  from  the  ship¬ 
pers  a  certain  few  whose  shipments  aggre¬ 
gated  immense  quantities  and  arranging 
with  them  that  their  freight  should  be  so 
allotted  to  the  members  of  the  association 
that  the  percentages  might  be  evened  up 
and  each  route  secure  its  percentage  of 
the  traffic.  The  members  of  the  associa¬ 
tions  were  very  glad  to  pay  a  high  price 
for  a  peaceful  distribution  of  the  traffic  and 
rewarded  the  large  shippers  who  acted  witi 
them  to  even  up  shipments  by  granting 
special  and  unjust  rates  to  them  (unjust 
to  the  smaller  shipper),  an  arrangement 
which  the  large  shippers  were  very  quick 
to  avail  themselves  of  and  to  work  the 
graft  to  its  limit.  The  large  coal  compan¬ 
ies,  the  live  stock  shippers,  the  dressed 
meat  shippers  and  the  Standard  Oil  Com¬ 
pany  were  the  particular  ones  to  whom  the 
greatest  advantages  were  given  in  the  mat¬ 
ter  of  discrimination  in  rates. 

This  evening-up  process  was  terminated 
in  1879,  but  the  large  shipper  had  learned 
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Why  the  Bates  is  Best 


Economy 


Numerical  systems  are  admitted 
to  be  time-savers.  Make  them 
money-savers.  Even  the  clerk,  for 
whose  accuracy  you  pay,  can  make 
mistakes.  The  new  boy,  at  an  insig¬ 
nificant  salary,  can  do  better  with 
the  original  Bates  Hand  Number¬ 
ing  Machine.  Set  in  accord¬ 
ance  with  the  needs  of  your 
system— at  consecutive,  dupli¬ 
cate  or  repeat — the  machine 
proceeds  automatically.  Re¬ 
quires  no  thinking,  cannot  err, 
cannot  make  an  illegible 
number. 


Durability 


There  is  a  vast  difference  in  num¬ 
bering  machines.  Some  are  made  to 
sell  cheap,  others  are  made  to  last. 
The  exposed  construction  of  the 
cheap  machine  is  the  main  cause 
of  the  ever  increasing  repair  item. 
All  working  parts  of  a  Bates 
are  enclosed  in  a  dust  and  dirt 
proof  case.  With  ordinary  bus¬ 
iness  use,  it  will  last  a  life  time. 
This  reputation  is  enviable,  so 
beware  of  imposition. 


The  original  Bates  Automatic  Hand  Numbering  Machine  is  made  only  at  the  works  of  Thomas  A,  Edison,  Orange,  N.  J. 
We  have  a  booklet  that  will  make  our  case  even  stronger  than  the  facts  here  presented.  It  will  pay  you  to  write  for  it. 


/ 


5  Lakeside  Avenue,  Orange,  N.  J. 

31  Union  Square,  New  York 


The 

Mann 

Ledger 

Interchang'eable  Leaves. 


Those  who  have  been  deterred  from  using  Loose  Leaf  Ledgers  from  fea.r  th&.t  leaves 
would  be  ma.nipulated,  are  now  enabled  to  install  a  Mann  Ledger  with  a  Yale  Lock, 
rendering  it  absolutely  proof  against  manipulation.  The  mechanisms  of  Lock  and  Binder 
are  operated  by  one  key. 

Our  Sectional  Post  Transfer  Binder,  Current  Holder,  and  Deprima  Flat  Opening  Leaf, 
complete  an  outfit  which  is  high  grade  in  every  respect.  Write  for  Illustrated  Cat&.log. 
We  are  owners  a,nd  manufacturers  of  Leslie  Binders  and  Leaves. 

WILLIAM  MANN  COMPANY 


Blank  Book  Ma.kers,  Stationers,  Printers  and  Lithographers.  Manufacturers  of  Copying 

Books  a.nd  Pzvpers  and  Loose  Lea.f  Devices. 

59-61  Maiden  Lane,  New  York.  529  Market  St.,  Philadelphia,  Pa. 
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his  lesson  well,  and  under  one  or  another 
pretext  continued  to  receive  special  rates 
and  special  favors  and  continues  to  receive 
them  to  this  day. 

Pooling  contracts  were  never  legal,  as 
they  could  not  be  enforced  by  legal  action ; 
the  courts  regarded  them  as  being  in  con¬ 
straint  of  trade  and  therefore  in  conflict 
with  public  policy.  Such  being  the  case, 
the  strength  of  the  pool  rested  entirely  with 
the  members  and  upon  their  honor  that 
rates  would  be  maintained.  The  “honor’’ 
being  lacking,  the  next  recourse  was  the 
imposition  of  heavy  money  fines  for  an 
infraction  of  the  rules  and  rates,  but  the 
inadequacy  of  either  “gentlemen’s  agree¬ 
ments”  (as  they  were  sometimes  called), 
money  fines  or  even  imprisonment  to  com¬ 
pel  the  members  to  live  up  to  their  agree¬ 
ments  has  been  amply  evidenced  by  the 
failure  of  nearly  every  pool  ever  organized. 

With  the  depression  of  business  of  1893 
and  the  following  three  or  four  years,  the 
scramble  for  business  became  intense,  rates 
were  slaughtered,  discriminations  were 
general,  shippers  at  competitive  points  be¬ 
ing  able  to  secure  almost  any  rate  that 
they  asked.  Small  wonder  is  it  that  under 
these  conditions  many  of  the  roads  were 
bankrupted  or  in  the  hands  of  a  receiver, 
and  that  the  railroad  situation  was  one  of 
general  dissatisfaction.  Shippers  were  not 
satisfied,  believing  their  competitors  were 
receiving  better  rates  than  themselves,  the 
railroads  believed  their  competitors  were 
granting  lower  rates  than  was  oftentimes 
the  case.  The  unscrupulous  shipper  worked 
this  situation  to  the  limit  and  received  se¬ 
cretly  or  indirectly  all  the  advantages  of 
rebates  or  concessions  for  which  they  could 
get  the  railroads  to  stand. 


Mutual  Congratulations. 

The  farmer  had  brought  in  butter  and 
eggs  'to  sell,  and  after  the  grocer  had 
weighed  the  butter  the  farmer  said : 

“No  use  counting  over  the  eggs.  There’s 
just  five  dozen.” 

“All  right,”  replied  the  grocer.  “It  looks 
now  as  if  we  were  about  to  return  to  hon¬ 
est  days.” 

“It  does  that.  I  see  that  a  congressman 
has  been  sent  to  prison  for  land-grabbing.” 

“Yes,  and  those  life  insurance  fellows 
have  got  some  hard  knocks.” 

“You  bet,  and  they  are  still  after  the  beef 
trust.” 

“And  I  notice  that  two  or  three  legislat¬ 
ures  are  after  boodle  members,”  said  the 
grocer. 

“And  aldermen  in  three  or  four  cities  are 
on  the  rack,”  replied  the  farmer.  “Yes,  it 
really  looks  as  if  we  might  return  to  the 
good  old  days  and  be  done  with  graft  for¬ 
ever.” 

Then  they  smiled  at  each  other,  agreed 
that  this  world  was  getting  to  be  a  better 
place  to  live  in  and  parted.  The 
grocer  had  weighed  the  butter  short  by 
four  ounces,  and  the  farmer  was  half  a 
dozen  short  on  his  eggs. — Michigan  Trades¬ 
man. 


PRIZE  COMPETITION. 

Accounting  for  the  Retail  Furniture 

Business. 

The  time  for  the  receipt  of  contributions 
wi  this  subject  has  been  extended  to  Sep¬ 
tember  10. 
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Aluminoid  Pens  express  you  perfectly— they  are  firm,  rapid 
and  yet  flexible. 

They  last  longer,  wear  smoother,  serve  you  better  and  cost 
a  trifle  more  by  the  gross  than  other  pens. 

K®*  Z  P®*lfoad  Stub — Large,  Falcon  shape,  holds  much  ink. 

No.  9  Lawyers’  Rapid  Writer— Flexible  action,  responds 
quickly. 


No.  10  Fine  Stub— Rather  rigid,  gives  clear-cut  line. 

No.  11  Editorial  Stub— -Medium  broad,  very  rapid,  makes 
a  ratiier  heavy  line  of  much  character. 

No.  30  Lady  Falcon  Stub — Most  popular  small  shape, 
holds  more  ink  than  No.  10,  and  is  the  daintiest  small 
stub  made. 


A  luminoid  Pens  are  on  Sale  at  First-class  Stationers 


Samples  of  the  five  pens  illustrated  mailed  free  on  request  to  any  business  house  In  the  country 

A.  L.  SALOMON  CO.,  339  Broadway,  NEW  YORK 


KALAMAZOO 

“The  Binder  that  Binds” 


Simple,  Perfect,  Durable,  Secure 

Looks  like  a  book,  acts  like  a  book,  is  a  book.  No  metal  posts,  no  marring  of  desks.  Light 
in  weight,  lays  perfectly  flat.  Complete  Outfits  on  Approval.  An  immense  stock  of  printed 
and  ruled  forms.  Special  Binders  and  Sheets  to  order,  quickly. 

STOCK  LEDGER  OUTFITS  $12.75  TO  $25.00. 

CHOICE  OF  ANY  OF  OUR  STOCK  RULINGS.  ASK  FOR  SAMPLE. 

KALAMAZOO  LOOSE  LEAF  BINDER  CO.  Dept.,  N.  Kalamazoo,  Mich.,  U.  S.  A. 

New  York  Office,  Room  1803,  150  Nassau  Street.  W.  B.  WILSON,  Manager 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers, 


The  Business  Man’s  Magazine 

AND 

The  Book-Keeper 

i 

ONE  DOLLAR  PER  YEAR  IN  ADVANCE. 


An  illustrated  magrazine  devoted  to  business  systems, 
including  book-keeping,  accounting,  auditing,  stenog¬ 
raphy,  salesmanship,  advertising,  manufacturing, 
credits,  collections,  short  cuts,  etc.,  etc. 

Published  monthly  by 

THE  BOOK-KEEPER  PUBLISHING  CO.,  LTD. 

E.  H.  BEACH,  Editor. 


Subscribers  desiring  to  buy  any  article  not  advertised  in  the 
magazine  will  be  furnished  with  the  name  and 
address  of  the  manufacturer  on  re¬ 
quest  to  the  publisher. 


offices: 

Detroit,  Mich.,  Book-Keeper  Building. 

New  York,  Johnston  Bldg  ,  28th  and  Broadway. 
Boston,  Mass.,  24  Milk  Street.  ,  „  ,  ^  .... 

Chicago,  III.,  1040  First  National  Bank  Building. 
Cincinnati,  Ohio,  818  Union  Trust  Bldg. 

St.  Louis,  Mo.,  Missouri  Trust  Building. 
Montreal,  P.  Q.,  74  East  Notre-Dame  Street. 
London,  England,  231-232  Strand. 


able  date  and  number  file  inside  and  it  is 
given  -with  a  yearly  subscription  to  The 
Business  Man's  Magazine  for  $2. 

Chas.  McClure,  Philadelphia,  says :  “This 
is  something  I  needed  very  much.  It  has 
already  saved  me  $5  in  money  to  say  noth¬ 
ing  of  the  time  saved.” 

No  More  Trial  Balances. 

The  system  for  doing  away  with  the  trial 
balance  which  is  fully  set  forth  in  our  new 
book,  “The  Abolition  of  the  Trial  Balance,” 
was,  until  we  published  it,  kept  secret  by 
the  few  public  accountants  who  understood 
it.  In  making  public  this  system  we  have 
rendered  a  signal  service  to  the  accounting 
profession  at  large.  The  book  mentioned 
can  be  obtained  from  your  book-seller  or 
from  us  direct.  Price  $2. 

“A  Comment.” 


VOL.  XIX  AUGUST,  1906  NO.  II 


His  Bread  is  Buttered  On. 

E  HAVE  already  begun  to 
hear  from  our  protest  against 
the  abuse  of  power  on  the  part 
of  the  railroads.  Among 
others  Mr.  N.  C.  Soule,  who 
is  an  employe  in  the  general  manager’s  of¬ 
fice  of  the  O.  R.  &  N.  R.  R.,  has  stopped 
his  subscription.  In  doing  so  he  says,  that 
he  hardly  cares  to  subscribe  to  a  magazine 
which  makes  attacks  upon  his  employer’s 
“policy  and  business.”  This  fealty  is  com¬ 
mendable  and  ought  to  get  Mr.  Soule  a 
raise  in  salary.  We  hope  it  will.  Mr.  Soule 
cannot  be  expected  to  quarrel  with  his 
bread  and  butter. 


The  “Finger  Tip.” 

About  the  most  popular  premium  we  have 
issued  this  year  is  the  “Finger  Tip  Desk 
File.”  This  is  a  solid  oak  tray  with  a  dur¬ 


Mr.  A.  L.  Folkins,  who  is  with  the  Mc¬ 
Pherson  Fruit  Company,  of  Calgary,  Can¬ 
ada,  says  in  renewing  his  subscription  June 
1st:  “I  am  more  impressed  with  the  maga¬ 
zine  with  every  number  I  receive.  I  trust 
you  will  continue  to  prosper  in  your  good 
work  as  in  the  past.” 

A  Coin  Counting  Machine. 

One  of  our  correspondents  wants  to  know 
where  he  can  buy  a  machine  for  counting 
coins.  Perhaps  one  of  our  readers  can  en¬ 
lighten  him.  We  shall  be  glad  to  have  the 
information  for  the  next  issue  of  “Tools 
of  Business.” 

Coatless  Suspenders. 

We  want  the  address  of  the  “Coatless 
Suspender  Co.”  Can  someone  among  our 
readers  get  it  for  us? 

A  Machine  for  Opening  Letters. 

B.  S.  R.,  Columbus,  Ohio,  wants  to  buy 
a  machine  for  opening  mail  (i.  e.,  slitting 
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Actual  size  of  the 
Gillette  Safety 
Razor  ready 
for  use. 


PRICES: 

Triple  silver-plated 
set  with  12  blades,  $5.00 
Standard  combination  set 
with  shaving  brush  and  soap  in 
triple  silver-plated  holders,  $7.50. 

Sold  by  leading  Drug,  Cutlery  and 
Hardware  dealers.  Illustrated  booklet 
sent  free  on  request.  Inquire  about 
SPECIAL  FREE  TRIAL  OFFER. 

Gillette  Sales  Company, 

216  Times  Building,  New  York  City. 


You  Can  Shave  Yourself 

Quickly  and  easily  every  day  in  the  year,  no  matter  how 
hard  your  beard,  or  how  tender  your  skin,  with  the  Gillette. 

The  only  razor  that  can  be  adjusted  for  light  or  close  shaving 
the  razor  that  requires  No  Stropping,  No  Honing, 
and  is  always  sharp. 

No  blades  resharpened.  Extra  blades  10  for  50c. 
All  blades  thoroughly  aseptic,  wrapped  in  wax  paper 
and  sealed  in  an  envelope  at  the  factory.  A  blade 
good  for  more  than  twenty  satisfying  shaves 
inserted  in  a  second  at  a  cost  of  only 
five  cents. 

Every  handle  and  blade  guaranteed  to 
be  perfect  in  material  and  workmanship. 


Gillette 

NO  STROPPING.  NO  HONING.  ^  i  ■ 


Razor 


I 


STANDARD  OUTFITS  SHIPPED  ON  APPROVAL 


mm 


THE  RAZALL  LOOSE  LEAF  SYSTEM 

HAS  MANY  FEATURES  OF  VALUE  BOTH  TO  EMPLOYER  AND 
EMPLOYE  — IT  IS  WORTH  A  CAREFUL  INVESTIGATION. 

You  will  find  it  saves  time  and  money  to  build  your  account  system 
with  the  Razall  Loose  Leaf  System.  No  dead  wood  to  clog,  no 
time  lost  searching  for  scattered  accounts.  Every  moment  counts 
for  something  when  using  a  Razall.  The  work  is  done  in  half  the 
time  at  half  the  expense  required  by  the  old  methods.  Bills  and 
statements  out  on  time  with  no  extra  work. 


$12.75 


For  the  Razall  Special  Complete  Outfit, 
consisting  of  Ledger,  Transfer  Ledger,  two 
Index  Sets  and  500  Best  Quality  Leaves 


Ask  for  our  Booklet  Systematic  Accounting  sent  free  for  the  asking.  It  will  tell  you 
how  easily  our  svstem  can  Hr  aHantpH  fn  vmir  hiicinf»cc  Ask  for  edition  "C** 


how  easily  our  system  can  be  adapted  to  your  business 

the:  H.  Q.  meg.  CO. 

•40S--407  Water*  St., 


IVlilwaulcee.  Wisconsin 


Canadian  Manufacturer,  CHAS.  F.  DAWSON,  1813-1815  Notre-Dame  Street,  Montreal,  Can. 
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Open  the  envelope).  No  such  machine  is 
advertised  in  our  pages.  Can  someone  tell 
us  of  a  successful  device  of  this  sort? 

The  American  Business  &  Accounting 
Encyclopaedia. 

One  of  our  subscribers  sent  in  a  note  ot 
appreciation  the  other  day  that  went  straight 
home.  It  seems  about  six  months  ago  this 
reader  purchased  a  set  of  The  American 
Bu.siness  &  Accounting  Encyclopaedia.  At 
the  time  he  had  no  particular  need  of  the 
work.  He  bought  it  merely  to  post  himselt 
more  thoroughly  in  his  own  work — to  learn 
all  he  possibly  could  about  other  methods, 
schemes  and  ideas  that  would  tend  to  in¬ 
crease  his  efficiency.  This  he  told  us  in  his 
letter.  The  following  paragraph,  however, 
is  the  kernel — the  meat  that  tastes  best  to  us. 

“My  position  in  the  factory  was  that  oi 
stock  clerk.  For  several  months  our  cost 
man  had  worried  over  a  leak  which  he  had 
tried — ^and  tried  hard — to  locate,  but  with¬ 
out  success.  Finally  it  was  decided  to  call 
in  an  expert  to  find  out  where  the  trouble 
lay  and  to  apply  the  remedy.  When  I  heard 
that  I  got  busy.  I  studied  the  cost  systems 
and  factory  methods  in  your  Encyclopaedia 
until  I  talked,  thought,  and  dreamed  noth¬ 
ing  but  this.  When  I  thought  I  was  in 
shape  I  obtained  permission  to  go  over  the 
whole  situation,  and  was  fortunate  enough 
to  locate  the  source  of  the  trouble.  With 
the  help  of  your  Encyclopaedia  and 
Thorne’s  Twentieth  Century  Book-keeping 
&  Business  Practice,  I  installed  a  new  gen¬ 
eral  system  that  provided  against  any  such 
trouble  in  the  future.  I  give  you  full  credit 
for  my  increase  of  salary  and  promotion, 
because  six  months  ago,  or  even  three 
months  ago,  cost  accounting  was  an  X-value 
to  me.” 

This  letter  only  goes  to  prove  what  good, 
practical,  up-to-date  business  books  will  do 
for  the  ambitious  young  business  man,  or 
the  old  dyed-in-the-wool  pioneer  who  has 
been  at  it  for  years.  There  is  no  reason 
why  ever}'^  reader  of  The  Business  Man’s 
Magazine  should  not  own  a  set  of  this 
great  and  valuable  set  of  books.  With  this 
end  in  view  we  have  arranged  an  offer  that 
puts  the  whole  thing  up  to  you.  It  is  yours 
to  decide  whether  or  not  you  can  afford  to 
let  an  opportunity  go  by  to  put  yourself  in 
a  position  of  readiness  and  preparedness, 
no  matter  what  the  emergency  may  be. 
Th?  advertisement  for  the  Encyclopaedia 


in  these  pages  tells  you  how  you  can  get 
the  Encyclopaedia  for  little  more  than  the 
cost  of  a  postage  stamp  a  day. 

San  Francisco  Accountants. 

We  learn  from  Mr.  J.  F.  Foster,  secre¬ 
tary  California  Society  of  Certified  Public 
Accountants,  that  the  society  was  so  fortu¬ 
nate  as  to  save  all  its  records,  data  and  cor¬ 
respondence  since  the  time  of  its  organiza¬ 
tion,  although  individual  members  suffered 
severe  loss,  by  fire,  of  their  personal  and 
office  effects. 

New  York  C.  P.  A.’s  Elect  Officers. 

At  the  annual  meeting  of  the  New  York 
State  Society  of  Certified  Public  Account¬ 
ants,  held  in  May,  the  following  officers  and 
directors  were  elected  for  the  ensuing  year ; 
President,  Franklin  Allen;  first  vice  presi¬ 
dent,  Francis  Gottsberger;  second  vice 
president,  Thomas  P.  Ryan ;  secretary, 
Leon  Brummer;  treasurer,  Francis  How; 
directors,  F.  J.  MacRae,  E.  W.  Sells,  J.  R. 
Loomis,  H.  F.  Searle,  Alfred  Rose,  F.  R. 
Clair,  S.  D.  Patterson,  J.  B.  Niven,  W.  D. 
Loudoun,  T.  B.  Dean,  E.  L.  Suffern,  H.  C. 
Maass. 

The  Lyceum  Manager. 

To  THE  Editor:  A  recent  article  in  j^our 
magazine  by  Mr.  S.  P.  Curran  has  evidently 
caused  some  misunderstanding  among  your 
readers,  inasmuch  as  I  am  receiving  in¬ 
quiries  from  lecturers  asking  me  to  assume 
the  management  of  tours,  etc. 

May  I  explain  that  The  International  Ly¬ 
ceum  Association  is  not  a  business  enter¬ 
prise,  but  a  fraternal  association  of  men 
and  women  of  the  lyceum,  nor  am  I  per¬ 
sonally  connected  with  any  bureau,  or  other 
lyceum  management,  except  in  the 'capacity  of 
a  platform  man,  under  bureau  management. 

The  International  Lyceum  Association  is 
glad  to  welcome  any  lecturer,  entertainer, 
concert-singer,  or  other  “lyceumite”  of  good 
character  to  its  ranks,  but  it  does  not  aim 
to  benefit  the  business  condition  of  anyone, 
except  by  the  indirect  method  of  benefiting 
the  entire  lyceum,  raising  its  standard  of 
excellence,  obtaining  adequate  recognition 
for  the  institution  as  an  intellectual  and 
edifying  force  in  the  community,  etc. 

Trusting  that  you  can  give  space  to  this 
correction,  in  the  interests  of  all  concerned, 
I  am.  Very  truly  yours, 

Edmund  Vance  Cooke. 
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IN  the  good  old  summer  time  thoughts 
saving  money  on  winter  coal  bills  ought 
to  be  as  refreshing  as  zephyrs  from  pine 
woods.  The  UNDERFEED  W'ay  is  not  only 
the  rational  way  of  burning  coal,  and  this 
modern  Peck-Williamson  Furnace  not  only 
consumes  smoke  and  gases,  but  it  gets  as  much 
heat  out  of  the  cheapest  coal  as  the  same 
amount  of  highest  grade  axiihrsicMe  will  yield. 
Can  you  figure  that  out  in  dollars?  The 
difference  in  cost  is  yours.  The 

Peck-Williamson 
Underfeed  Furnace 

Saves  1  "^2  to  on  Coal  Bills 

With  the  old-fashioned  Over-feeds,  much  money  is 
bupied  up,  as  considerable  heat  goes  to  wastenp  the 
chimney.  The  Underfeed  plan  saves  at  the  coal 
bin.  W e  have  hundreds  of  voluntary  testimonials, 
eloquent  proofs  of  that  furnace  truth.  Here’s  a 
late  one— Dr.  F.  M.  Garrett,  of  Liberty  Center,  Ind. . 
writes:  ’ 

"Your  furnace  is  all  right,  a  great  fuel  saver,  and 
the  one  you  placed  in  our  residence  last  year  gave 
us  the  very  best  of  satisfaction.  If  We  could  not  get 
another  one  I  would  not  haOe  this  one  removed 
for  a  thousand  dollars.*’ 

In  time  of  warmth  prepare  for  cold.  Our  heating 
plans  and  services  of  our  Engineering  Department 
are  yours— FREE. 

Send  for  the  Underfeed  booklet,  which  gives  full 
description  of  this  wonderful  furnace,  and  Is  filled 
with  fac-sl mile  testimonials  from  those  who  know  its 
to-day,  giving  name  of  local  dealer 
with  whom  you  prefer  to  deal. 

THE  PECK-WILLIAMSON  CO. 

399  W.  Fifth  St.,  Cincinnati,  O. 

Mr.  Dealer,  let  us  send  you  our  dividend  making  offer. 


X-Ray  view 
showing 
galvanized 
casing,  and 
“cut-out” 
illustrating 
how  fresh  coal 
is  forced  up 
through  the 
grate.  With 
fire  and  flame 
on  top  of 
coal. 


'  AN  IDEAL 

HOUSE  COST  BOOK 

ffl.  After  your  prices  are  once  entered  in  a 
Rotamatic”  there  will  never  be  any  nec¬ 
essity  for  writing  up  a  “new  book.” 

CE.  To  make  any  corrections  or  put  in  new 
prices,  old  leaves  can  be  taken  out  and 
new  ones  inserted  by  any  one,  without  the 
book  being  out  of  use. 

Ct.  If  you  use  more  than  one  cost  book,  your 
stenographer  can  write  the  original  sheet 
and  make  carbons  on  the  typewriter.  Nec¬ 
essary  changes  can  be  made  in  the  same  way 
and  you  know  that  every  book  is  abso¬ 
lutely  accurate.  This  feature  is  especially 
valuable  when  copies  are  sent  to  salesmen 
on  the  road.  They  never  have  to  alter  the 
figures.  They  simply  insert  new  sheets. 

CL  In  a  “ROTAMATIC”  you  never  “leaf 
over  ”  blank  pages,  or  pages  of  dead  matter. 

You  should  know  more  about  the  “Rotamatic” 
and  Its  ad^tability  to  your  office  needs.  Send 
for  S.  &  T.  Literaturet  which  grives  descrip- 
tions  of  the  largest  line  of  loose-leaf  books 
made  under  one  roof  in  the  world. 

SIEBER  TRUSSELL  MFC.  CO. 

4004  Laclede  Ave.,  St.  Louis 

Largest  exclusive  Loose-leaf  Manufacturers 
in  the  tUorld. 
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The  Students’  Association  of  the  Institute 
of  Chartered  Accountants  of  the 
Province  of  Ontario 

ONE  OF  THE  MOST  IMPORTANT  DEPARTMENTS  OF  THE  BUSINESS  OF  A  PUBLIC  AC¬ 
COUNTANT  IS  THE  INVESTIGATION  OF  ENTERPRISES  NOT  ONLY  FROM  THE  STAND¬ 
POINT  OF  THE  AUDITOR  BUT  FOR  MANY  OTHER  PURPOSES  HEREIN  SET  DOWN 


T  a  recent  dinner  tendered  to 
Mr.  F.  H.  Macpherson  (of 
the  firm  of  F.  H.  Macpherson 
&  Co.,  Detroit,  and  Windsor, 
Ont. ;  vice  president.  Institute 
of  Chartered  Accountants  of  the  province 
of  Ontario),  at  Toronto,  Ont.,  in  recogni¬ 
tion  of  his  services  to  the  Students’  Asso¬ 
ciation  of  the  Institute,  this  well-known 
accountant  delivered  an  address  upon  the 
subject  of  “Business  Investigations,”  a  de¬ 
partment  of  public  accountancy  of  the 
greatest  importance  to  auditing  students. 

Mr.  Macpherson  sketched  in  a  general 
way  some  of  the  varied  forms  of  investi¬ 
gations  which  the  practicing  accountant 


might  be  called  upon  to  make,  amongst 
which  were  noted : 

The  examination  of  one  or  more  busi¬ 
nesses,  with  a  view  to  ascertaining  the 
earning  power  of  each,  for  purposes  of 
amalgamation. 

Examination  of  partnership  business,  for 
the  purpose  of  ascertaining  the  interests  of 
the  respective  partners. 

Examining  the  books  and  accounts  of  a 
business,  with  a  view  to  ascertaining  its 
position  and  profit-earning  power  on  be¬ 
half  (a)  of  the  owner  who  desires  to  in¬ 
terest  further  capital  (b)  and  of  investors 
who  wish  to  embark  in  the  business,  upon 
finding  the  representations  made  by  the 
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Collect  Your  Bad 
Debts 


Any  Manufacturer  or  Jobber 
can  have  our  “Simplex”  Credit 
and  Collection  System  FREE 
for  the  asking  ^  Jt,  jt, 

System  gives  you  mercantile  re- 
/  J  ports  made  by  our  local  attorneys 
throughout  the  United  States  and 
Canada.  The  attorneys  study  local 
credit  conditions  and  report  the  most  in¬ 
timate  and  up-to-date  facts  regarding  the 
business  habits  and  financial  standing  of 
your  customers  and  debtors.  Besides  the 
mercantile  reports,  “Simplex”  System  in¬ 
cludes  dunning  letters,  dunning  drafts  and 
an  unexcelled  legal  collection  service. 

The  dunning  letters  are  courteous  yet 
business-like  and  will  collect  many  of  your 
slow  debts  without  expense  to  you.  Our 
dunning  drafts  are  exceptionally  strong 
duns  as  they  combine  the  influence  of  a 
mercantile  agency,  a  bank  and  a  lawyer. 
These  drafts  bring  immediate  results  at  a 
minimum  expense. 

Cl  The  collection  department  of  our  Main 
Office  is  under  the  direction  of  a  com¬ 
mercial  lawyer  familiar  with  the  laws  of  the 
various  states  and  whose  experience  as  an 
expert  collector  guarantees  the  use  of  meth¬ 
ods  that  will  bring  your  money  and  yet  will 
not  antagonize  your  debtors.  The  local 
attorneys  who  co-operate  with  our  Main 
Office  are  collection  specialists  whose  efforts 
bring  prompt  and  satisfactory  results  when 
legal  action  is  necessary. 

Cl  Collection  rates  are  uniform  through¬ 
out  the  United  States  and  Canada  and 
charged  only  when  collection  is  made.  Our 
Guaranty  assures  the  prompt  remittance  of 
all  monies  collected. 

fl,  WRITE  TO-DAY  and  we  will  send  free  sample 
forms  of  our  Systems  and  our  booklet,  “Modern 
Credit  and  Collection  Systems.”  We  will  also  ex¬ 
plain  our  methods  in  detail  and  show  you  how 
efficient  and  well  adapted  they  are  to  your  credit 
and  collection  department. 
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Facts  For  Office  Men 


It  ftomjs  freely  from  the 
pen. 

It  writes  a  brightf  strong  blue 
at  the  start  and  does  not  strain 
the  eyes* 

It  does  not  gum  or  corrode 
the  pen  if  proper  care  is  taken* 

Its  permanency  has  been  ab¬ 
solutely  proven. 

Your  records  arc  safe  if  you 
use  a  sure  thing  on  your  books* 

Ask  Your  Stationer  For  It 

THE  CARTER'S  INK  CO. 

Boston  New  York  Cticngo 

Montreal  London  Brussels 
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owner,  are  verified,  or  (c)  on  behalf  of  the 
promoter  who  wishes  to  organize  a  cor¬ 
poration. 

Examining  the  books  of  insolvent  con¬ 
cerns,  with  the  object  of  accounting  for  a 
dissipation  of  assets. 

Examining  the  books  of  a  business  for 
the  purpose  of  obtaining  material  for  use  in 
litigation ;  of  determining  from  the  books 
the  extent  of  the  assets  of  the  business, 
destroyed  or  partially  destroyed  by  fire,  for 
insurance  adjustment  purposes. 

Examining  the  books  and  accounts  of  a 
business  for  the  purpose  of  locating  its 
weaknesses,  with  consequent  lack  of  profit¬ 
earning  power. 

Examining  the  books  and  accounts  of  a 
concern,  with  a  view  to  determining  what 
changes  might  be  necessary  in  order  tcj 
introduce*. a  cost  system,  making  it  an  in¬ 
tegral  part  of  the  general  accounting  sys¬ 
tem. 

He  pointed  out  the  several  items  which 
the  accountant  would  ordinarily  be  called 
upon  to  verify  as  to  assets,  liabilities,  rev¬ 
enues  and  expenses  of  operation.  The  form 
of  certificate  to  be  furnished  by  the  ac¬ 
countant  was  dealt  with  and  attention  was 
called  to  the  paucity  of  information  usually 
found  in  the  ordinary  certificate.  He  sug¬ 
gested  an  extended  form  which  should  set 
forth  detailed  information  as  to  met  cap¬ 
ital  employed,  earnings,  expenses  of  opera¬ 
tion  and  net  earnings,  to  be  followed  by 
schedule  combining  the  whole,  if  the  cer¬ 
tificate  was  intended  to  cover  more  than 
one  business,  as  in  a  case  of  amalgama¬ 
tion. 

He  advised  accountants  to  refrain  from 
making  capital  investments  in  concerns  with 


which  they  have  to  do  professionally.  The 
danger  of  an  unconscious  bias  which  will 
come  to  the  surface  and  interfere  with  the 
disinterestedness  of  the  accountant  in  the 
performance  of  his  duty,  was  dwelt  upon. 

The  address  dealt  more  particularly  with 
the  subject  of  the  examination  of  the  books 
of  insolvent  concerns  with  the  object  of 
accounting  for  dissipation  of  assets  and 
personal  experience  was  used  for  illustra¬ 
tive  purposes  which  showed  in  a  marked 
way  the  varied  points  which  had  to  be  given 
consideration  by  the  accountant.  He  point¬ 
ed  out  that  different  conditions  would  arise 
with  every  appointment  and  these  should  be 
dealt  with  as  the  circumstances  surround¬ 
ing  every  one  of  them  might  suggest  or  de¬ 
termine. 

A  very  interesting  address  was  brought 
to  a  close  by  a  reference  to  the  qualifica¬ 
tions  which  the  accountant  who  is  success¬ 
ful  in  this  line  of  work  must  possess. 

While  the  qualifications  mentioned  are 
necessary  in  any  of  the  branches  of  the  pro¬ 
fession,  they  are  required  in  greater  de¬ 
gree  in  matters  of  business  investigations. 

The  accountant  must  have  something  of 
the  detective  instinct,  in  other  words,  he 
must  be  possessed  of  an  analytical  mind ; 
he  must  be  possessed  of  tact  and  good  judg¬ 
ment;  be  industrious;  persistent;  thorough¬ 
ly  practical ;  quick  to  comprehend ;  and  with 
these  he  must  have  the  courage  to  present 
the  facts  as  he  finds  them.  Courage  may 
be  displayed  in  everyday  life  as  well  as 
upon  the  battle  field  of  action ;  the  common 
need  is  for  courage  to  be  honest,  courage 
to  resist  temptation,  courage  to  speak  the 
truth  under  stress,  and  when  to  speak  it 
means  possible  financial  loss. 


INo.  90  (as  illustrated)  $24.00 

Made  of  Quartered  Oak  throughout,  finished 
golden.  Raised  panels.  Machine  always 
level.  Rests  on  a  perfectly  rigid  platform— 


No.  92  (as  illustrated)  $32.00 

Maximum  writing  bed  space.  Can  be  opened 
or  closed  by  operator  without  rising  from  chair. 

Sold  through  dealers  or  direct  from  factory  ; 
freight  paid  east  of  Montana,  Colorado  and 
New  Mexico.  To  points  in  and  west  of  these 
states,  add  15  per  cent. 

Catalogue  No.  Z-2206 

Describing  complete  line  of  “Macey”  Desks 
mailed  9n  request.  74  pages  showing  Office, 
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He  Never  Had 
YOUR  Chance 

In  this  man’s  day  there  was  little  chance  for 
the  chap  who  started  out  in  life  as  a  workman 
with  no  special  education.  He  was  fore¬ 
doomed  to  work  for  small  wages  until  finally 
disqualified  by  old  age.  ^ 

With  you  it  is  different.  If  you  are  not  get- 
fi^g"  ahead  as  you  should  in  your  chosen  occu- 
pation,  the  INTERNATIONAL  CORRES- 
RONUENCE  schools,  with  their  modern 
system  of  training  by  mail,  will  qualify  you 
m  the  higher  branches  of  that  occupation. 
The  coupon  below — the  sending  of  which 
costs  but  a  two-cent  stamp— is  the  first  step 
toward  making  ^ 

YOUR  Success  Certain 

to  enter  an  occupation 
I.  L  S.  training  will  ground  you  thoroughly 
in  every  principle  of  it.  If  you  have  been  uii- 
fortunate  in  choosing  a  calling  that  is  uncon¬ 
genial,  the  I.  C.  S.  will  qualify  you  for  one 
suited  to  your  tastes  and  ability. 

You  do  not  leave  home  to  grasp  this  oppor¬ 
tunity.  You  do  not  leave  your  present  employ¬ 
ment  unless  you  leave  it  for  something  better 
Y ou  do  not  make  any  sacrifice  whatever.  To 
learn  how  this  can  be  done  in  YOUR  case 
fall  out  the  coupon  and  mail  it  to-day.  ’ 


International  Correspondence  Schools, 

Box  10?6,  SCRANTON,  PA. 

Please  explain,  without  further  obligation  on  my  nart 
how  I  can  q^ualify  for  a  larger  salary  in  the  posi- 
tion  before  which  I  have  marked  X 

Bookkeeper 
Stenographer 
Advertisemrnt  Writrr 
Show  Card  Writer 
Window  Trimmer 
Commercial  Law  for  Real 
Ksl.  Agts.&Conveyancers 
Illustrator 

Civil  Service 

Chemist 

Textile  Mill  Supt. 
Electrician 

Elec.  Engineer 

Mechanical  Draftsman 
Telephone  Engineer 
Elec.  Lighting  Supt. 
Meehan.  Engineer 
Surveyor 

Stationary  Engineer 
Civil  Engineer 
Building  Contractor 
Architec’i  Draftsman 
Architect 

Structural  Engineer 
Bridge  Engineer 
Mining  Engineer 

Name 

Street  and  No. 

City 

StatA 

- 

We  also  make  the  famous  “Macey”  Book¬ 
cases  and  Office  Appliances.  Catalogues  on 
request. 


Home  Office  and  Factories 


GRAND  RAPIDS  ,  MICHIGAN 


Formerly  THE  FRED  MACEY  CO..  Ltd. 


New  York  .  'i 
Chicago  .  . .  I 

Boston  .  .  [ 

Philadelphia  J 


r343  Broadway 
J  80-82  Wabash  Ave. 
1  49  Franklin  Street 
Li017  Chestnut  St. 


RETAIL 

STORES 


Container  Records 


By  H.  E.  BYRNE 


N  article  in  the  April  number 
of  The  Business  Man's 
Magazine,  by  L.  C.  Brant, 
anent  record  keeping  for  con¬ 
tainers,  is  noted,  and  I  am 


constrained  to  ask,  why  will  bottlers  and 
others  continue  using  cumbersome  and  in¬ 
accurate  methods  in  handling  containers  if 
the  following  facts  are  true  in  their  case? 

The  container  represents  value,  else  why 
keep  a  record. 

The  container  must  be  returned. 

The  sale  would  yield  no  profit,  or  would 
result  in  a  loss  if  the  container  was  not  re¬ 
turned. 

The  customer  that  pays  for  his  goods 
promptly  and  returns  his  containers 
customer  than  the  one  who  does  not. 

I  have  had  15  years’  experience  as  office 
boy,  book-keeper,  cashier,  and  credit  man 
in  a  bottling  works  and,  as  book-keeper, 
after  a  hard,  long  fight  with  the  boss,  I 
persuaded  him  to  throw  out  his  empty 
record,  which  was  the  third  “sure  pop 
success”  system  he  had  installed,  and  adopt 
the  following;  Charge  the  customer  with 
the  goods  and  the  container  and  have  the 
whole  amount  posted  to  his  debit  on  the 
ledger,  then  credit  his  account  with  the  con¬ 
tainer  when  he  returned  it.  I  hear  a  mur¬ 
mur,  you  will  get  the  account  all  mixed  up, 
you  can’t  keep  the  net  account  and  the 
container  account  together  without  a  mix- 
up  and  a  misunderstanding  with  the  cus¬ 
tomer.  Others  don’t  charge  for  the  con¬ 
tainer,  and  if  we  do  we  will  lose  the  trade 
and  besides  what  will  the  man  do  that  used 


to  employ  the  most  of  his  time  in  keeping 
the  “empty”  record. 

Well,  I  carried  the  day,  have  improved 
the  ledger  by  special  rulings  from  time  to 
time,  and  now  have  the  thanks  of  my  em¬ 
ployer  for  the  change. 

John  Doe  orders  10  cases  of  a  certain 
brand  which  come  two  dozen  quarts  in  a 
case. 

The  credit  man  jeceives  the  order  and 
turns  to  John  Doe’s  page  in  the  ledger, 
where  he  gets  a  correct  record  of  his  ac¬ 
count,  knows  how  he  has  paid  his  account, 
and  how  he  has  returned  his  “empties.” 

The  order  O.  K’d  is  turned  over  to  the 
shipping  clerk  and  John  Doe  is  charged 
with  10  cases  of  so  and  so  at  $3.75  per  case, 
the  container  in  this  instance  being  worth 
$1.25. 

John  Doe  is  rendered  an  invoice  for  10 
cases  at  $3.75  per  case,  $37.50,  with  notation 
on  the  bottom  of  the  invoice,  “Your  ac¬ 
count  will  be  credited  with  $12.50  upon  re¬ 
turn  of  the  above  empties.” 

John  Doe  does  not  get  sore,  he  knows 
we  can’t  sell  him  a  case  for  $2.50  and  lose 
the  container,  which  is  worth  $1.25,  hence 
John  Doe  feels  the  obligation  of  returning 
these  cases  when  empty,  and  we  send  him 
a  credit  memorandum  for  them,  just  the 
same  as  we  send  him  a  receipt  for  his  cash 
remittance  when  returned. 

When  we  render  statements  we  render 
them  “net,”  but  always  notate  number  of 
containers  out  and  their  value  at  the  bot¬ 
tom  of  the  statement.  If  John  Doe  remits 
promptly  but  is  slow  in  returning  empties, 
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DESKS 

nUN£  DEVICES 


YOU  DON’T 
GET  DONE 
WHEN  YOU 
BUY  A  GUNN 


No.  400 


Our  New  400 

Desk  Series 

No.  400  (like  cut)  has  deep 
drawers  arranged  with  verti¬ 
cal  filing  equipment  card  in¬ 
dex  drawer  with  cards.  The 
Gunn  Patent  drop  front  pigeon 
hole  box,  exclusive  with  Gunn 
Desks.  The  writing  bed  is  not 
broken  by  typewriter,  which 
disappears  in  a  dust  proof 
compartment. 

Desk  401  same  as  400  except 
it  has  no  typewriter  shelf — the 
left  pedestal  is  all  drawers. 

Desk  402  same  as  400 — in  flat 
top. 

Desk  403  same  as  401 — in  flat 
top. 

All  in  fine  quarter  sawed  oak, 
hand  rubbed,  highly  polished. 

Gunn  Desks 

are  made  in  250  different  styles, 
in  all  woods  and  finishes  to  suit 
every  business.  They  are  all 
fitted  with  the  famous  drop-front 
pigeon  hole  boxes  and  many 
special  and  practical  features 
which  makes  the  Gunn  the  most 
satisfactory  desk.  If  you  want  an 
up=to*date  office  desk  of  any  des¬ 
cription  and  the  best  posssible 
value  for  your  money.  Buy  a  Gunn; 
at  least  send  for  free  catalogue  of 
Gunn  Desks  and  Filing  Devices. 

Gunn  Desks  and  Filing  Devices 
are  sold  by  all  leading  retailers  or 
shipped  direct  from  factory. 

Our  reference-The  User-The  Man  with  a  Gunn 

Awarded  Gold  Medal  Worlds Vair  at  St.  Louis 

GUNN  FURNITURE  CO. ' 

Mfrs.  Gunn  Sectional  Book-cases 


Do  Your 
Socks 
Set 

Smooth 
? 


The 

only  way  to 
insure  that 
trim,  sleek  ap¬ 
pearance  of  the 
ankles  is  to  wear 
Brighton  Flat 
Clasp  Garters.  They 
hold  up  the  socks 
smoothly  and  firmly. 
They  eliminate  that  un¬ 
certain  feeling  about 
the  legs. 

BRIGHTON 

FLAT  CLASP 

GARTERS 

are  the  most  comfortable  garters  for  men. 
The  flat  clasp  has  all  the  play  necessary  to 
prevent  binding  and  pinching  with  'the 
movements  of  the  leg. 

They  are  as  flat  as  a  sheet  of  paper,  never 
catch  in  trouser  seams,  never  rub  or  chafe 
the  leg,  never  come  loose,  though  instantly 
detachable. 

The  patterns  are  new,  solid  colors  of  the 
most  desirable  shades.  The  webbing  is  one 
piece,  of  pure  silk.  Unlike  most  twenty-five 
cent  garters,  not  a  particle  of  mercerized 
cotton  used  in  Brighton  Flat  Clasp  Garters. 
All  metal  parts  heavily  nickeled. 

If  not  obcainable  at  your  dealer’s — 25  cents 
to  the  makers  secures  a  pair  postpaid. 


PIONEER 
SUSPENDER  CO.. 
718  Market  St.. 
Philada. 


Makers  o. 
PIONEER 
SUSPENDERS 
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a  little  “stock’’  letter  calling  his  attention 
to  the  fact  in  a  nice  easy  way  is  sent  him 
and  usually  brings  him  to  time  and  his 
cases  come  back. 

If  he  burns  out  we  have  the  account  in 
one  place,  with  day  and  date  with  freight 
receipts  and  bill  of  ladings  to  prove  both 
the  debits  and  the  credits  in  case  of  a  dis¬ 
pute. 

But  how  are  you  going  to  tell  John  Doe’s 
cases  from  Bill  Smith’s  cases  if  they  come 
back  in  a  job  lot  shipment  where  draymen 
make  a  cleaning  up  for  you  in  some  small 
town  and  ship  back  a  carload  of  empties  on 
one  freight  bill,  some  of  the  cases  only 
par4;  full,  some  broken,  etc. 

Here  is  our  remedy :  When  the  shipping 
clerk  tagged  those  10  cases  for  John  Doe 
he  put  in  indelible  ink  with  a  set  of  small 
rubber  numbers,  and  an  alphabet  an  identi¬ 
fication  number  on  the  case  under  the  tag, 
for  instance,  D  1440. 

If  the  tag  is  torn  off  any  of  Doe’s  cases 
or  Bill  Smith’s  tag  is  in  error  put  on  one  of 
Doe’s  cases  by  the  drayman  or  by  the  sta¬ 
tion  agent  or  when  in  loading  tags  come  off, 
we  can  give  proper  credit  by  this  identifica¬ 
tion  number  as  cases  when  returned  are 
reported  into  the  office  not  as  10  cases  re¬ 
turned  from  John  Doe,  but  10  cases  O.  K. 
or  10  cases  two  dozen  short  or  10  cases  bad 
order  as  the  case  may  be  from  D  1440. 

The  tag  being  removed,  credit  reported 
and  number  scraped  off  with  a  sharp 
scraper  to  prevent  injury  to  the  case,  it  is 
now  ready  to  be  filled  again  and  sent  out  to 
the  first  man  ordering.  We  have  in  one 


instance  had  a  case  to  stand  out  in  the 
weather  for  four  years,  all  marks  were 
gone  from  the  tag  and  other  printing  on 
the  case,  but  the  identification  number  was 
intact  and  identification  easy  and  positive. 

John  Doe  comes  into  our  office  to  settle. 
Book-keeper  quickly  balances  the  account 
and  it  shows  a  balance  of  $100.50.  He  runs 
down  the  special  columns  on  both  the  debit 
and  the  credit  side  and  finds  by  subtracting 
the  credit  side  from  the  debit  side  how 
many  containers  of  the  different  kinds  John 
Doe  has  out,  which  he  subtracts  from  the 
gross  balance,  and  John  Doe  is  given  his 
balance  with  the  added  information  that  he 
has  so  many  of  these  cases  and  so  many  of 
that  kind  on  hand  which  represent  a  value 
of  so  and  so. 

Doe  acknowledges  he  has  these  and  will 
return  them  as  soon  as  empty,  and  thereby 
feels  the  importance  of  looking  after  his 
empties  and  we  find  it  makes  him  more 
prompt  in  this  regard  and  a  better  cus¬ 
tomer  than  our  old  system  which  he  did 
not  understand,  and  entertained  a  doubt  as 
to  its  accuracy  from  the  very  fact  that  he 
did  not  understand  it. 

We  have  kept  our  container  record  in 
this  manner  for  some  six  years  now,  ’and 
could  not  be  induced  to  again  keep  two 
accounts  with  our  customers,  one  for  goods 
and  one  for  containers,  as  the  work  is 
doubled  and  results  are  not  nearly  so  good. 

I  would  be  pleased  to  give  further  in¬ 
formation  with  sample  of  ledger  ruling,  etc., 
to  any  bottler  or  others  seeking  a  solution 
of  the  vexatious  question  of  containers. 


Estimates  in  the  Contracting  Business 

By  THOMAS  WELLS  THOMASSON 


HE  form  illustrated  is  designed 
to  have  the  top  part,  down  to 
the  dotted  line,  fold  over  on 
the  main  sheet,  and  by  means 
of  a  carbon  make  out  an  esti- 
prospective  customer,  and  also 
have  a  duplicate  record  in  the  hands  of  the 
contractors  estimating. 

The  wording  of  the  duplicate  will,  of 
course,  be  so  arranged  as  to  be  right 
side  up. 

On  the  lower  part  of  the  form,  space  is 
left  for  the  details  of  the  estimate,  which 


would  be  considered  before  making  out 
the  top  part.  The  latter  would  be  torn  off 
at  the  perforation  and  given  to  the  pros¬ 
pective  customer,  the  larger  portion  being 
sent  to  the  office  to  be  filed  alphabetically 
in  a  waiting  binder. 

Should  an  order  result,  the  estimate 
would  be  taken  out  of  the  waiting  file,  have 
entered  on  it  the  date  when  accepted,  have 
stamped  on  it  in  the  right-hand  top  corner 
the  next  consecutive  contract  number,  and 
be  at  once  utilized  as  a  shop  order  form. 

It  would  perhaps  be  better  in  the  major- 
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Would  Vou  Like 
to  Know  That 
Every  Posting 
Made  To-day  is 
Correct  ? 

^  W^e  will  be  glad  to  send 
you,  for  the  coupon,  a  com¬ 
plete  description  of  the  Bur¬ 
roughs  Proof  of  Posting  System 
— which  shows  you  how  to 
prevent  errors  in  posting  and 
will  guarantee  a  Trial  Balance, 
when  used  with  the  Burroughs 
Balance  System. 

Burroughs  Adding 
Machine  Co. 

82  Amsterdam  St. 

Detroit  Michigan  U.  S.  A. 


/  B.  M.  M. 

8-06 

Please  send 
us  the  explanation 
of  the  Burroughs 
Proof  of  Posting 
System. 

Name _ 


Business 
Address _ 


BURROUGHS  ADDING 
MACHINE  CO. 


Detroit 


Michigan 


U.S.  A. 
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EsTipycite 


We  o^fee  to  <Jo  t^e  •j-oMowir^^  wortc  T^e  S2^rT\  ft - 

Terrxs:-  _ Forer^o^ 


Estir^ote  oj-  work  j-or 

Fcirtici;lors  oj"  work  to  be  doipe 


e  r  rn^s : 


No. 


J‘^0 


For 


Coptroct  Order  No. 
Moterml  l\ec|Dired 

Lobor  l^oi)rs  ot _ 


Ge^erol  51^o|d  Lx|3e|pse  C  |jro|Dortioi^  oj- ) 

Es'Fir^otecJ  Profit 

Acce  joted  •  — 
cji^ly  I  -  1*^06 


ToFol 


O9  bocN  of  tt)is  l^orTiot^ 

Store  KeeF<?^s  \\ec^Dxs^Xiory  Nos-  5\;)o\)  work  order  Nos.  Oi/tside  vN(ork  order  Nos 


ity  of  cases,  to  have  the  estimate  definitely 
accepted  in  writing,  in  which  case  the  top 
part  of  the  form  would  be  in  duplicate, 
making  triplicate  writing  at  one  operation, 
one  copy  having  the  acceptance  for  signa¬ 
ture  on  the  back. 

No  Footings  Carried  Forward. 

A  specially  constructed  account  book  has 
been  devised,  which  has  the  lower  edges  of 
the  pages  cut  in  steps  of  four,  so  that 
when  the  total  of  page  1  is  put  at  the  foot 
of  the  column,  it  is  written  not  upon  page 
1,  but  upon  the  last  line  of  page  4,  which 
is  longer  than  any  of  the  preceding  three. 
Page  2  is  one  line  shorter  than  page  1,  and 
its  total  is  therefore  written  upon  page  4 
on  the  line  above  the  total  of  page  1.  Sim¬ 
ilarly  page  3  records  its  totals  on  page  4, 
a  line  above  page  2,  and  the  total  of  page  4 
itself  is  placed  upon  the  top  of  all.  Thus, 
without  any  process  of  carrying  forward 
totals,  and  without  incurring  the  risk  at¬ 
tendant  upon  that  process,  the  totals  of  four 
pages  are  got  together.  The  number  of 
cut  pages  might,  of  course^  be  exceeded  in 
practice,  but  in  any  event  there  must  be 
some  limit,  as,  of  course,  each  succeeding 


the  others,  and  the  point  would  thus  inevi¬ 
tably  be  reached  when,  instead  of  being  a 
page  at  all,  it  represented  a  mere  slip.  The 
totals  of  each  group  of  four  pages  arc 
transferred  to  a  summary,  which  is  either 
a  loose  sheet  or  a  limp  book  so  arranged 
that  it  can  be  readily  placed  under  the 
fourth  page,  its  last  line  extending  below 
the  bottom  of  that  page.  The  addition  of 
the  four  totals  on  page  4  is  thus  extended 
direct  on  to  the  slip.  Similarly,  the  addi¬ 
tion  of  the  four  totals  on  page  8  may  be 
extended  on  to  the  slip  upon  the  line  above 
the  previous  total,  and  the  process  may  be 
continued  indefinitely. 

Cash  Receipts  by  Mail. 

The  following  method  of  handling  the 
cash  received  through  the  mail  is  a  good 
short  cut : 

Beginning  with  each  morning’s  work  the 
letters  and  advices  accompanying  the  re¬ 
mittances,  which  by  the  way  are  opened 
by  a  boy,  are  numbered  consecutively  and 
the  amount  of  the  remittance  placed  there¬ 
on.  A  symbol  number  is  used  to  distinguish 
whether  the  remittance  consists  of  a  check, 
money  order,  currency,  etc.  If  currency,  a 
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THE  BERGER  MEG.  CO. 
Caatoa,  Ohio  ^ 

New  Y ork  Boston 
Philadelphia 

St.  Louis  ^ 


SECTIONAL  CABINfTS 
BUILT  OF  STEEL  ^ 


IN 

SAFE 

.M  ,  K  keeping 

IN  many  lines  or  business  such 

as  the  brokers  and  the  architects,  for  instance, 
practically  all  assets  are  in  the  form  of  paper.  Fire 
proof  cabinets  enable  you  to  keep  such  important 
documents  safely.  Better  not  run  a  chance  of  crip¬ 
pling  your  business  by  fire.  Write  today  for  free 
illustrated  book  “  Steelsects,”  describing  the  hand¬ 
some  line  of  _  I 

Berger  Steel 
Office  Furniture 


Special 
steel  office 
equipment 
built  to 
order 


Write 
for  esti¬ 
mates 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


THE  IMPROVED^ 


The 


EVERY 

PAIR 

WARRANTED 


ton 
arter 

WORN  ALL  OVER 
THE  WORLD 

REFUSE  ALL 
SUBSTITUTES 
OFFERED  YOU 


The  Name  is 
on  every 

loop  — 


CUSHION 

BUTTON 


LIES  FLAT  TO  THE  LEO  — NEVER 
SLIPS.  TEARS  NOR  UNFASTENS 

Sample  pair.  Silk  50c.,  Cotton  25c. 
Mailed  on  receipt  of  price. 


GEO.  FROST  CO.,  Makers 
Boston,  Mass.,  U.  S.  A. 


ALWAYS  EASY 


MY  BOOKLET  IS  FREE 


to  typewriter  users.  It  will  tell  you  more  about  fast 
typewriting  than  you  have  learned  since  you  began  to 
use  the  machine.  It  will  tell  you  how  you  can  increase 
your  speed  40  to  80%;  how  you  can  watch  your  notes 
and  write  without  ever  looking  at  the  kevs.  It  will  tell 
you  of  the  new 

TULLOSS  TOUCH  SYSTEM 

and  why  it  is  the  fastest  and  yet  the  most  easily 
learned  method  of  typewriting  in  the  world,  it  will 
show  you  letters  from  students  in  every  part  of  the 
country  who  have  found  these  things  true  and  easy. 
It  is  yours  for  the  asking.  Write  today. 

THE  TULLOSS  SCHOOL  OF  TOUCH  TYPEWRITING 

Dept.  Y-1  14.  SPRINGFIELD.  OHIO 


LEPAGE'S  PHOTO  PASTE 

2  oz.  size  retails  5  cts.;  by  mail, 10  cts. 

LEPAGE’S  MUCILAGE 

2  oz.  size  retails  5  cts.;  by  mail, 10  cts. 
are  like  the  Glue,  unequalled,  the  best 
of  their  kind  in  the  world,  and  are  put 
up  inconvenient  and  attractive  pkgs. 


IfPACE’SCLUE 


Has  been  the  STANDARD  for  ADHESIVES  \ 


=for  25  Years= 


Always  ready  for  use,  its  great  adhesive¬ 
ness,  combined  with  its  keeping  qualities 
in  all  climates,  has  made  this  possible. 

Invaluable  in  household  use  for  Furni¬ 
ture,  China,  Ivory,  Books,  Leather, 
and  wherever  a  strong  adhesive  is  desiredo 

Does  not  set  quickly  like  the  old  style 
glue ;  has  four  times  the  strength  (Officiali 
test,  one  in.  sq.  hard  pine 
butted,  registered  1620  lbs. 
before  parting).  Used  by 
the  best  mechanics  and 
manufacturers  everywhere. 


Nearly  3  Million  Bottles 

sold  yearly,  besides  the  glue 
in  cans  for  Mechanics’  use. 

Either  the  one  ounce  Bottle  or  P.atent 
Collapsible  Tube  (seals  with  a  Pin),  retailing 
for  10  cts.,  mailed  for  12  cts.,  if  your  dealer 
hasn’t  our  line.  Specify  which. 


RUSSIACEMENTCO. 

209  Essex  Street  ,  a  .  Gloucester,  Mass 


PEED 

GETS  THERE 


SPEEDY  TYPEWRITERS 

EARN  BIG  SALARIES! 

GET  SPEED! 

AND  THE 


'  Vi 


;  1* 


page  prior  to  the  last  is  a  line  shorter  than 
slip  is  pinned  to  it,  stating  from  whom  it 
was  received  and  the  amount.  The  checks 
are  separated  from  the  letters  and  placed 
in  the  same  order  in  different  piles.  The 
checks  are  then  turned  over  to  the  adding- 
machine  operator,  who  adds  and  lists  the 
amounts  on  the  Cash  Received  sheet,  at 
the  same  time  taking  a  carbon  copy.  The 
duplicate  sheet  is  perforated  down  the  cen¬ 
ter  and  the  part  containing  the  check 
amounts  becomes  the  bank  deposit  slip  and 
is  sent  to  the  bank  with  the  deposits. 

Inasmuch  as  the  deposit  slip  is  made  out 
at  the  same  time  as  the  Cash  Received 
sheet  they  have  record  of  each  day’s  de¬ 
posits,  and  the  deposits  must  agree  with 
the  day’s  receipts. 


When  properly  filled  out  it  is  filed  in  a 
loose  leaf  binder  and  forms  the  debit  part 
of  their  cash  book.  They  post  direct  to 
ledger  from  this  sheet. 

After  the  adding  machine  operator  has 
proven  his  work,  he  turns  the  sheet  over 
to  the  typewriter  operator,  who  has  the 
letters  or  advices,  from  which  he  fills  in 
the  Cash  sheet,  placing  the  remitter’s  name 
opposite  the  proper  amount.  Consecutive 
numbering  of  the  letters  aids  the  operator 
in  keeping  the  letters  in  proper  order  until 
they  are  entered  on  the  sheet. 

Under  the  method  used  before  installing 
the  adding  and  listing  machines  it  took  the 
clerks  in  some  concerns  a  day  to  do  work 
which  they  now  can  accomplish  in  an  hour. 
— Exchange. 


Individual  Book-Keeping-  for  Banks 


HE  individual  department  is 
one  of  the  most  important  de¬ 
partments  of  a  bank,  and  the 
modern  banker  is  always  on 
the  alert  for  improvements. 
This  is  a  well-known  fact  throughout  the 
country,  and  has  created  many  different  sys¬ 
tems  of  keeping  individual  accounts.  But 
through  all  of  these  systems  run  like  a  red 
ribbon  the  main  idea  of  saving  time  and 
labor  combined  with  giving  a  perfect  record 
of  every  day’s  work.  There  are  still  many 
bankers  who  support  the  idea  that  an  indi¬ 


vidual  ledger  should  be  a  bound  book,  as  it 
gives  more  security  against  changing  the 
records  by  destroying  of  leaves  through 
fraudulent  book-keepers,  and  set  aside  the 
many  widely  known  advantages  of  loose 
leaf  ledgers.  But  in  a  modern  bank,  with 
an  established  auditing  system,  this  objec¬ 
tion  is  invalid.  The  Spokane  and  Eastern 
Trust  Company,  of  Spokane,  Wash.,  is  using 
a  system  now  for  keeping  the  individual 
and  savings  accounts  which,  through  its 
completeness,  is  far  superior  to  any  other 
system  on  the  market. 
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MENNEN’S 

BORATED  TALCUM 

TOILET  POWDER 

and  insist  that  your  barber  use 
it  also.  It  is  Antiseptic,  and 
will  prevent  any  of  the  skin 
diseases  often  contracted. 

A  positive  relief  for  Sunburn, 

_  Chafing,  and  all  afflictions  of 

the  skin.  Removes  all  odor  of  perspiration. 
Get  Mennen’s— the  original.  Sold  every¬ 
where  or  mailed  for  25  cents.  Sample  free. 
Try  Mennen's  Fio^eUBorated)  Talcum. 

GERHARD  IHENNEN  CO.,  Newark,  N.  J. 


It  is  the  only  one  with  an  adjustable  tilting 
operated  automatically  by  a  drop  or  hinged  front. 

An  exclusive  patented  feature  which  effectually  over¬ 
comes  the  only  objection  to  Vertical  Filing. 

For  rapid  and  convenient  reference  it  is  guaranteed  to 
excel  all  others  or  no  sale.  Shipped  on  approval.  Freight 
paid.  No  advance  payment.  Keep  it  if  you  like  it  or  have 
us  take  it  away  free  of  all  expense  to  you. 

We  make  the  Best  also  the  Cheapest  Vertical 
Cabinet  on  the  Market. 

Write  for  catalogue  of  our  line  of  Sectional  Cabinets  and 
Filing  Devices. 

Tbe  Automatic  File  &  Index  Co. 

Green  Bay,  Wis. 


NOT 
IN 

NAME 
ONLY,  BUT 


Automatic  in  Operation 


There  is  no  other  File  like  it. 


THe  Best 

TONIC 

For  the  restoration  of  energy  and 
vitality  ;  the  relief  of  mental  and 
nervous  exhaustion,  impaired 
digestion  or  appetite,  there  is  no 
remedy  so  beneficial  as 

HORSFORD’S 
Acid  Phosphate 

(Non-Alcoholic.) 

It  is  a  scientific  and  carefully 
prepared  preparation  of  the  phos¬ 
phates  that  provides  the  tonic  and 
nerve  food  needed  to  improve  the 
general  health. 

If  your  druggist  can’t  supply  you,  send  25 
cents  to  Rumford  Chemical  Works,  Provi¬ 
dence,  R.  I.,  for  sample  bottle,  postage  paid. 


“Bhe 

CALCUMETER 


The  Standard 
Desk  Adding  Machine 


Its  use  entirely  eliminates  errors  and  brain 
fag.  Used  in  direct  connection  with  the 
figures  to  be  added  without  ieaving  your 
desk.  Invaluable  for  totaling  trial  balance 
items.  Automatic  carrier.  (Guaranteed  for 
two  years.  Costs  from  $15  to  $30,  according  to 
capacity.  Small  monthly  payments  accepted. 


G.  A.  Hepinstall,  Accountant, 

Washington,  N.  C. 

Dear  Sir  :  I  have  used  a  number  of  different  makes  of  ad¬ 
ding  machines  and  have  seen  nearly  every  kind  on  the  market, 
and  I  can  state  that  for  the  bookkeeper,  accountant  or  all-around 
office  use  the  Calcumeter  is  the  best  of  all.  Multiplication,  etc., 
can  also  be  performed  on  the  machine  as  quickly  as  on  the  high¬ 
er-priced  machines,  and  when  you  look  at  the  Calcumeter  you 
can  see  in  a  glance  that  it  will  last  a  business  lifetime,  without 
getting  out  of  order.  The  operation  is  as  simple  as  writing  with 
a  pencil,  and  does  not  tire  the  arm  as  the  key  and  lever  machines 
do.  I  heard  a  man  say  that  he  would  pay  $2.00  per  week  as  long 
as  he  remained  in  an  office  rather  than  to  be  without  it. 

G.  A.  Hepinstall,  Expert  Accountant, 


Write  for  Catalogue  No.  3. 

HERBERT  NORTH  MORSE 
3l  .Green  Building,  TREINTON,  N.  J.,  V.  S.  A. 
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Each  account  is  kept  on  a  loose  leaf  sheet 
which  shows  an  elongated  punch  hole  at  the 
top.  Every  day’s  checks  and  deposits  are 
posted  direct  into  the  ledger.  The  leaves 
bearing  a  change  are  shifted  to  the  right  to 
expose  the  balance  column.  After  posting 
the  day’s  business,  the  new  balances  are  ex¬ 
tended  and  the  old  and  new  balances  listed 
on  an  adding  machine.  The  difference  be¬ 


tween  these  two  totals  should  equal  the 
difference  of  the  day’s  checks  and  deposits. 
Many  adding  machines  are  now  manufac¬ 
tured  that  will  list  and  add  two  columns  at 
the  same  time  independently,  thus  enabling 
the  book-keeper  to  list  both  balances  at 
once.  The  advantages  of  this  ledger  if  used 
in  combination  with  the  statement  system 
are  numerous. — Trust  Companies. 


Letters  intended  for  Publication  this  departinerit  rrnist  be 
signed  in  full  by  the  writer's  name,  not  necessarily  for  publica¬ 
tion  but  as  an  evidence  of  good  faith.  Letters  of  more  than  bOO 
words  will  not  be  published  unless  of  unusual  interest  and 
hnport  to  a  sufficietit  number  of  our  readers  to  warrant  the 
space.  Address  all  communications  to  the  editor. 


More  Trouble  for  the  Book-keeper 


“Each  sack  had  seven  cats, 

Each  cat  had  seven  kits.” 

“Friend  Beach”  ;  The  cataclysmic  de¬ 
mand  of  the  junior  partner  of  the  whole¬ 
sale  grocery  house  on  the  already  over¬ 
worked  book-keeper  of  the  same  (wailingly 
set  forth  by  the  latter  in  your  June  issue) 
that  he  forthwith  open  a  “Cat”  account, 
will  no  doubt  stir  the  brethren  to  burn  the 
midnight  qil  or  the  “short  six”  and  thus 
help  defray  the  expense  of  Jawn  D.’s  trip 
abroad. 

The  problem  is  a  “teaser”  and  the  fact 
that  it  has  no  “whiskers”  serves  but  to 
niake  one  put  forth  his  best  endeavors  to 
grapple  with  it. 

No  pea-shooter  is  here  required!  Nor 
can  the  trusty  and  mayhap  rusty  putty- 
blower  be  brought  forth  from  some  long- 
forgotten  and  well-deserved  resting  place 
by  a  hand  which  has  lost  its  cunning.  No 
bootjack  or  flat-iron  can,  I  ween,  the  diffi¬ 
culty  solve. 

Perchance  some  facetious  one  in  the  lev¬ 
ity  of  spirit  evolved  from  an  undigested 
trial  balance  may  arise  to  remark  that  the 
matter  should  be  left  to  the  arbitrament  of 


the  Grand  Snark  of  the  Universe,  the  Su¬ 
preme  Ruler  of  the  Concatenated  Order  of 
Hoo-Hoos  (Black  Cats).  Avaunt!  Let 
the  fraternity,  ever  ready  as  it  is  and  has 
been  in  any  and  all  emergencies,  face  the 
situation  manfully  and  so  banish  this  quib¬ 
bling  and  categorical  and  catechising  junior 
to  the  depths  of  the  Cattegat  on  a  Cata¬ 
falque. 

In  my  judgment,  the  proper  designation 
of  the  account  is  “Junior.”  Not  only  in 
honor  of  its  discoverer,  but  because  the 
very  title  suggests  “Boy” ;  and  where  is  the 
grown-up  boy  who  does  not  remember  him¬ 
self  the  sworn  enemy  of  the  whole  feline 
tribe. 

Then,  too,  as  to  classification,  let  the  ac¬ 
count  by  all  means  come  under  “Live 
Stock.”  For  if  live  stock  be  cattle,  and  cats 
are  cats,  well,  there  you  are. 

And  if  Junior  insists  upon  charging  the 
account  with  all  the  meat  and  milk  and  cat¬ 
nip  which  are  the  inalienable  birthright  of 
cat-hood,  then  let  our  book-keeper,  as  he 
suggests,  credit  it  with  rodents  destroyed 
and  loss  prevented. 

Further,  the  kittens  (if  any)  should  be 
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Wc  believe  cw'  ■  .  r 

SHastrated  SSfotlers 

w  be  one  of  ^  be«  metttods  of 
Aliv'CrtKMlg 

Have  yoo  rned  4!Km  ? 

;- ;  '■■r;r':fA  tHis  ..with,  your  *'^'';:^or  :;$■?. 75- \ 
^  ■  John  T.  Palmer  CoMPAi 

'■' -■■■•■.  •  .■  Fif^  atxJ  LtxMm.  Srfeietj 

..;  h^-  Advetl'tsin  r/:[  •"■^  'A-AAA-'i  ':  ■..  Pttil.AMk 


*l6iiii  1,1  j|Si 


PICTURES  ATTRACT  even  BUSY  MEN 


Therefore  our  Pictorial  Blotters  are  the 
Best  means  of  getting  the  attention  of 
buyers  of  your  goods.  Write  us  on  your 
business  stationery  for  samples,  or  send 
50  cents  for  complete  set.  We  refund 
the  fifty  if  you  order. 


JOHN  T.  PALMER  COMPANY 

FIFTH  AND  LOCUST  STS.,  PHILADELPHIA 


BLOTTERS  with  pictures  BRING  BUSINESS 


BEFORE  YOU  INVEST 


A  dollar  in  anything:  g:et  my  book  “How  to  Judge  Investments.” 
It  tells  you  all  about  everything  you  should  know  before  making 
any  kind  of  an  investment,  either  for  a  large  or  small  amount. 
This  book  gives  the  soundest  advice  and  niay  save  you  many 
dollars.  Send  two-cent  stamp  for  a  copy;  do  it  now. 

Send  your  name  and  address  and  get  the  Investors’  Review  for 


3  MONTHS  FREE 


This  will  keep  you  reliably  posted  on  various  kinds  of  invest¬ 
ments.  Address  i 


Editor  INVESTORS’  REVIEW,  1314  Gaff  Bldg.,  CHICAGO,  ILL 


IF  ITS 
ELECTRIC 
WE 
HAVE 
IT 


WB  ARB 

SELUirVG 

Toy  Electric  Railways  . 

.  .  $».no  to  $ 

CO.tIO 

Fan  Motors,  all  kinds  .  . 

.  .  2.00  to 

20.t)0 

Electrical  Rooks  .  . 

.  .  .10  to 

5.00 

Necktie  and  Cap  Lights  . 

.  .  .75  to 

5.00 

Battery  Table  Lamps  . 

.  .  3.00  to 

10.00 

Carriage  and  Bicycie  Lights  . 

.  .  3.0t)  to 

6.00 

Lanterns  and  Pocket  Lights 

.  .  .75  to 

S.titl 

Battery  Motors  and  Fans  . 

.  .  l.tIO  to 

12.00 

Electric  Boor  Bells  conqilete 

,  .  ,7.5  to 

1.50 

Telephones  complete  .  . 

.  .  2.50  and 

5.95 

Telegraph  Outfits  complete 

.  .  1.75  to 

2.50 

.'S8  Medical  Balterles  .  . 

•  • 

3.95 

Electric  Belt  and  Suspensory 

2.50 

Dynamos  and  Motors  .  . 

.  .  1.00  to 

l,000.t>0 

Gas  and  Gasoline  Eiicines 

.  .  .T.tIO  to 

1,100.00 

IVe  undersell  all.  Catalog  free.  IV ant  agents. 

OHIO  ELECTRIC  WORKS,  Cleveland,  Ohio 


— Mexican  Palm  Leaf  Hat  50c — 

Hand  woven  by  Mexicans  in  Mexico  from  palm 
fiber.  Double  weave,  durable  and  light 
weight  with  colored  design  in  brim.  Re¬ 
tails  at  fl.OO,  sent  postpaid  for  60e. 
to  introduce  our  Mexican  hats  and 
drawnwork.  Same  hat  plain,  40c. 
both  for  75c.  Large,  medium  and  small 
Izes.  Fine  for  fishing,  camping,  sea¬ 
shore  and  gardening.  Hat  booklet  free. 

The  Francis  E.  Lester  Co..  a.  ii.  8,  Mesilla  Park.  N.  M. 


Relief  from  Hay  Fever 

Write  today  for  F ree  Sample  of  our  Remedy. 
Never  fails.-  Mention  this  paper. 

HAY-FE-NO  MEDICAL  CO.,  ST.  PAUL,  MINN. 


It  Does  Away  With  Trial  Balances 

TJTE  WILL  prove  to  your  satisfaction  that  our  Ledger  Balance 
W  Proof  is  THOROUGHLY  PRACTICAL,  requires  no  extra  books, 


change  of  system  or  ledgers,  and  relieves  you  entirely  of  all  trial 
balances  of  Personal  .Accounts. 


Something  entirely  new  which  we  guarantee. 
It  will  pay  you  to  write  us  for  information. 


IVflLLwER  <Sr  HAIVI,  Chattanooga,  Tenn. 


AUTOMOBILES 

BOUGHT,  SOLD  AND  EXCHANGED 

The  largest  dealers  and  brokers  in  New  and  Second-hand 
Automobiles  in  the  world.  Complete  bargain  sheet  sent  on 
request. 

TIMES  SQUARE  AUTOMOBILE  CO. 

217  West  48th  Street  ^  New  York  City 


/'/i 


CHEAPER  THAN  PINS 

C.  “Clinch  Clips,”  the  quickest,  cheapest  and  best  Clip  on  the  market. 
250.  10  cents  postpaid;  1,000,  80  cents  postpaid;  5,000,  $1.25  postpaid; 
25,000, 15  cents  per  1,000,  F.  O.  B.  Buffalo;  100,000  or  more,  12^  cents 
per  1,000,  F.  O.  B.  Buffalo,  Always  in  stock. 

THE  AMERICAN  EMBOSSING  CO. 

SENECA  BUILDING  BUFFALO,  NEW  YORK 
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sold  to  Other  wholesalers ;  and  should  there 
at  any  time  a  glut  in  the  market  ensue  and 
the  taking  off  of  the  surplus  be  accomp¬ 
lished  in  the  manner  most  in  vogue  among 
American  housewives,  then  I  affirm  that  the 
“stock  watering”  should  be  done  through 
the  medium  of  this  account. 

In  passing,  should  at  any  time  an  “error 
creep  into”  this  exactly  regulated  office, 
then  should  the  entire  staff,  in  the  words  of 
the  immortal  Captain  Corcoran,  declare, 
“It  was  the  Cat.” 

Thomas. 

The  Cashier’s  Romance  or  the  Lost 
Balance. 

To  THE  Editor:  You  can  inform  the 
much-troubled  man  who  lost  his  financial 
balance  because  an  eccentric  customer 
lost  his  mental  balance,  that  his  bal¬ 
ance  will  be  either  $76.50  or  $56.70.  Either 
amount  is  correct  and  will  stand  the  test  of 
proof.  My  method  of  arriving  at  the  results 
above  is  by  means  of  algebraic  formula. 

I  am  certainly  glad  that  the  insane  per¬ 
son  has  been  captured  and  placed  in  an 
asylum.  He  has  been  the  plague  of  arith¬ 
metic  students  for  a  long  time,  as  he  is  an 
old,  old  man.  When  asked  his  age  he  replied  : 
“If  to  my  age  you  add  half  my  age,  then 


add  the  year  in  which  I  was  born,  deduct 
the  number  of  pin  feathers  in  a  three-day- 
old  calf,  multiply  the  result  by  the  number 
of  my  grandchildren,  and  subtract  a  certain 
number,  you  will  have  my  age.” 

The  institution  retaining  safely  this  old 
man  deserves  the  heartfelt  thanks  of  the 
uprising  generation,  as  they  won’t  have  to 
struggle  with  his  eccentricities.  It  was  not 
this  old  man,  however,  that  developed  the 
fact  that  there  were  four  turnips  in  a  peck 
through  being  told  that  in  music  there  were 
four  beats  in  a  measure. 

Trusting  that  our  common  friend  may 
now  adjust  his  books  in  a  satisfactory  man¬ 
ner,  and  further  trusting  that  the  “old 
man”  may  be  safely  kept  and  well  cared  for, 
I  am. 

Yours  truly, 

M.  W.  Abbott. 


Editor’s  Note. 

Owing  to  the  excessive  duties  incumbent 
upon  Mr.  Townsend  on  account  of  the  clos¬ 
ing  of  Congress,  no  contribution  from  him 
appeared  in  the  July  number  of  The  Busi¬ 
ness  Man’s  Magazine.  His  second  install¬ 
ment  on  the  Rebate  Question,  which  was 
scheduled  for  July,  appears  in  this  issue. 
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T“IDEAL  SIGHT  RESTORER 

The  Ideal  Eye  Masseur 

Indistinct  Vision  ;  Muscular  Troubles,  Chronic  Dis¬ 
eases  of  the  Eye  all  successfully  treated  by  Scientific 
Massage  at  any  age. 

English,  German  or  Spanish  pamphlet  mailed  free. 

THE  IDEAL  COMPANY,  Dept.  fl.  239  Broadway,  New  York 


J1 


u  - 


ir^o.  602 

“NAPANOCr 


Most  Useful.  Warranted. 

Made  in  America. 

With  more  or  less  frequency  almost 
every  one  has  use  for  a  Knife,  Reamer,  File, 
Saw,  Chisel  or  Screw  Driver,  and  this  outfit 
is  practical,  yet  so  small,  being  contained 
in  a  Lealher  Pocket  Book  inches, 

that  the  owner,  by  carrying  it  in  his  pocket, 
always  has  it  at  hand  for  immediate  use, 
whether  Camping,  Boating,  Teaming,  Driv¬ 
ing,  in  the  Shop,  Factory,  Office.  Store,  Ware. 
house,  Automobile,  on  the  Farm,  Bicycle, 
or  around  the  Home. 

Any  Tool  firmly  attached  or  detached  to 
the  Pocket  Knife  in  a  second. 

Sent  postpaid  on  receipt  of  price,  $2.25. 

Use  it  five  days  and  if  not  sat¬ 
isfactory  return  it  and  1  will  re¬ 
fund  your  money. 

U.  J.  ULERY  COo 


G='-  - 

For  twelve  years  this  company  has 
paid  5%  interest,  compounded  semi¬ 
annually,  on  deposits. 

This  interest  is  paid  for  every  day  your 
money  is  on  deposit  and  withdrawals  can 
be  made  at  any  time  without  notice. 

SIX  PER  CENT.  IS  PAID  ON  TIME 
DEPOSITS — The  security  is  absolute  — 
The  booklet  will  tell  you  about  that — 


WRITE  TO-DAY 


CALVERT  MORTGAGE  &  DEPOSIT  CO. 

1044  CALVERT  BLDG.  BALTIMORE,  MD. 


Wftf'fen  St.,  New  York,  N.  Y. 


zN 


WITHOUT  EXERCISE 

the  exhilarating  effect  on  a  warm  summer  day  of  THE 
ADRIENNE  HEALTH  BRACE.  A  scientific  appliance 
for  men,  women  and  children  that  cultivates  and  per¬ 
manently  maintains  a  strong,  vigorous  body  and 
perfect  health.  Straightens  and  Prevents  Round 
Shoulders.  Deep  breathing  is  the  secret  of  good 
health.  The  Adrienne  is  the  secret  of  deep  breath¬ 
ing.  Write  today  for  Descriptive  Booklet — FREE. 

Dept.  B,  GOOD  FORM  COMPANY, 

266  West  143d  Street,  NEW  YORK 


OVERNMENT  POSITIONS 


More  than  30,000  appointments  made  last 
year.  Chances  better  ttian  ever.  T  housands 
we  prepared  have  been  appointed.  Estab¬ 
lished  1893.  Work  confidential.  No  political 
influence  needed.  Common  school  education 
sufficient.  Full  particulars  free  concerning 
positions,  salaries,  examinations  (held  in 
every  State),  sample  questions,  etc. 

National  Correspondence  Institute, 

41  -70  2d  Nat’IBankBldg.,Washington,D.C. 


PATENTS 


SHEPHERD  PARKER 

Attorneys-at-Law  and 
Solicitors  of  Patents 

8B2  F.  Street,  Washington,  D.  C. 

PATENTS  and  TRADE  MARKS  secured  promptly.  Highest  references 
from  Tvromin^anf  m  O  -"f-M  rorc  .  T  f  OrS  *  T-TahH  Roolc. 


I  Can  Sell  Your  Real  Estate  or  Business 

No  Matter  Where  Located 

Properties  and  Business  of  all  kinds  sold  quickly  for 
cash  in  all  parts  of  the  United  States.  Don’t  wait. 
Write  to-day  describing'  what  you  have  to  sell  and 
give  cash  price  on  same. 

If  You  Want  to  Buy 

any  kind  of  Business  or  Real  Estate  anywhere,  at  any 
price,  write  me  your  requirements.  1  can  save  you 
time  and  money. 

DAVID  P.  TAFF, 

TME  LrAIND  MArV 

415  Kansas  Ave.,  TOPEKA,  KANSAS. 


ELECTRIC 


SUPPLIES,  TELEPHONES, 
NOVELTIES.  Catalog  .of  200  Free. 
If  it’s  Electric  we  have  it.  Big  Catalog 4c. 

OHIO  ELECTRIC  WORKS,  CLEVELAND,  OHIO 

The  World’s  Headquarters  for  Electric  Novelties,  Toys,  Fans, 
Motors,  Dynamos,  Batteries.  Books.  We  Undersell  All.  Want  Agents. 


YOU  CAN’T  TELL  ’EM' 


FROM  ORIGINALS 


That’s  why  my  business  is  increasing  so  I’ve  had  to  add  another  press.  And  yet,  not  one  single  job  of  imita¬ 
tion  typewriter  work  escapes  my  own  personal  supervision.  This  is  the  reason  every  letter  I  turn  out  imitates 
your  typewriter  so  closely  that  the  recipient  cannot  tell  the  difference.  Free  ribbon  to  match  with  every  job  and 
my  Free  Samples  will  convince  you  that  the  work  I  do  is  the  best  you  ever  saw.  Write  today. 

JOHN  ROQAN,  Circular  Letter  Specialist,  395  Main  Street,  E.,  Rochester,  New  York 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


Competitors  must  sign  their  articles  and  give  address — not  necessarily  for  publication  but  as  an 
evidence  of  good  faith. 

Competitors  are  requested  to  send  their  photographs,  carefully  marked.  All  forms  should  be  drawn 
on  separate  sheets  and  carefully  numbered.  Write  on  one  side  of  the  paper  only.  Address  everything, 
Competition  Editor. 


Hezekiah  Stimson’s  Code  Word 


By  E.  HENDERSON 


SUBSCRIBER  to  The  Bus¬ 
iness  Man's  Magazine,  who 
is  a  public  accountant  practic- 
ing  in  the  northwest,  was  re¬ 
cently  called  in  to  determine 
the  condition  of  a  deceased  merchant’s  es¬ 
tate  from  the  records  kept  by  him. 

These  records  were  by  no  means  up-to- 
date,  conveniently  arranged,  or  efficiently 
devised.  They  were,  in  fact,  a  heterogen¬ 
eous  jumble  of  papers  in  all  stages  of  con¬ 
fusion,  such  as  would  be  naturally  supposed 
to  result  from  the  personal  supervision  of 
the  common  enemy  of  mankind. 

When,  however,  a  small  book,  labeled 
Bills  Payable,  was  discovered  the  sublime 
pinnacle  of  difficulty  from  an  accountant’s 
standpoint  was  at  last  reached.  According 
to  this  bill  book,  there  were  eight  notes 
outstanding  due  to  persons  not  indicated 
therein,  and  these  notes  and  the  payments 
on  same  were  entered,  not  in  figures  but, 
in  code  letters.  Each  note  was  apparently 
of  the  same  amount  and  each  note  was 
partly  paid  by  instalments  of  the  same 
amount  each,  although  the  number  of  in¬ 
stalments  paid  differed. 

Note  3,  for  example,  was  represented  by 

the  following  account : 

January  1st . $I  RHUON 

First  payment .  UON  I  RH 


Balance  . 

.  H  U  0  N  I  R 

Second  payment . . 

.  UON  I  R  H 

Balance  . 

.  RHUON  I 

Third  payment . 

. . .  .  U  0  N  I  R  H 

Balance  . . 

.  ON  I  R  H  U 

Fourth  payment . 

.  U  0  N  I  R  H 

Balance  . N  I  RHUO 

Fifth  payment .  UON  I  RH 

Balance  . .  UON  I  R  H 

It  will  be  seen  that  this  note  is  intended 
to  be  paid  in  six  equal  instalments,  the  last 
of  which  is  still  due,  but  the  code  word 
evidently  consisted  of  10  letters. 

We  believe  that  some  of  our  ingenious 
subscribers  can  easily  figure  out  this  lost 
code  word  and  thus  earn  the  gratitude  of 
a  professional  man  who  finds  himself  in 
circumstances  of  exceptional  difficulty. 

We  cannot,  of  course,  offer  a  prize  for 
more  than  one  correct  solution,  but  the 
first  received  will  be  awarded  the  sum  of  $5. 

Solutions  should  be  addressed  to  the 
Competition  Editor  and  marked  “Urgent.” 

A  New  Partner. 

To  THE  Editor:  I  have  been  in  business 
in  this  city  for  the  last  25  years  (merchant 
tailoring),  and  am  now  considering  the  ad¬ 
visability  of  taking  in  a  partner,  not  on  ac¬ 
count  of  the  capital  he  can  invest  but  be¬ 
cause  of  the  value  of  his  services  to  me  in 
the  business.  I  want  to  put  a  chain  on  him 
so  that  he  cannot  run  away. 

My  business  is  very  well  established,  has 
the  good-will  of  the  whole  community,  is 
kept  well  advertised  in  the  local  papers  and 
has  the  reputation  of  doing  the  square  thing 
with  all  our  patrons. 

I  own  the  building  in  which  I  transact 
business  on  the  first  floor;  the  value  of  the 
real  estate  is  about  $30,000,  and  the  floor 
I  occupy  would  rent  for  $100  per  month. 
My  assets  in  the  business  amount  to  about 
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The  Office  Boy  Can  Do  It! 

Why  use  your  Stenographer’s  valuable  time  making  Carbon  copies,  when  the 
office  boy  can  make  them,  in  one-half  the  time,  with  a 

DAUS  TIP  TOP  DUPLICATOR 

Simplest.  Cheapest,  Most  Satisfactory  method  of  Duplicating  on  the  market. 
Equally  Useful  to  the  Individual  or  Largest  Corporation. 

Sent  on  1 0  days  trial  without  deposit 

Complete  Duplicator,  cap  size,  ^  ^  OO  Circular  of  larger 
(prints  8%  X  13  inches)  sizes  upon  request 

Felix  A.  C.  Daus  Duplicator  Co.,  Daus  Building,  111  John  St.,  New  York 


®HIS  ingenious  contrivance 
made  in  heavy  brass,  nickle 
plated,  will  hold  fifty  stamps. 
When  applied  to  a  moist  surface 
it  affixes  and  releases  one  stamp  at 
a  time.  Intended  for  desk  or  travel. 
It  keeps  your  stamps  handy  and 
neat.  C.  Sent  prepaid  on  receipt 
of  50  cents. 


The  Burr-Whit  Novelty  Company 

971  Hammond  Bldg.  Detroit,  Michigan 


LL 


PATENTS  that  PROTECT 

Oar3t>ool^3  for  Inyen tors  anaiUd  on  receipt  of  Sets,  stan 

~  So  &^^^LACElfJYa8hlngtoi^0^£^^Es^,  1869 


ip9  I 
>9,  I 


Engraved 

Business  Cards  and 
Embossed  Letterheads 

are  indispensable  to  those  who  de¬ 
sire  stationery  that  really  repre¬ 
sents  their  own  personality  and 
the  character  and  quality  of  their 
firm. 

Recent  great  improvements  in  the  embossing  machinery  and 
the  largely  increased  volume  of  business  have  made  it  possible 
to  do  this  work  at  prices  very  little  in  excess  of  typed  and 
lithographed  work. 

For  the  past  forty  years  in  Chicago  the  name  of  Halliday  has 
been  a  synonym  for  the  highest  grade  of  Engraved  work. 

If  you  desire  this  highest  grade  of  Engraved  work  at  the  prices 
you  usually  pay  for  the  ordinary,  write  us  for  samples. 

J.  W.  Halliday,  37  Randolph  Street,  Chicago. 


Established  1864 


PENMANSHIP 

Thoroughly  taught  you  at  home  by  mail  during  some  of  your 
spare  time.  A  good  handwriting  has  proved  a  fortune  to 
thousands.  Mills’s  Correspondence  School  of  Penmanship  is 
the  most  thorough  and  practical  institution  of  its  kind.  Mr. 
Mills,  who  teaches  every  student,  is  conceded  to  be  the  finest 
penman  in  America.  Send  stamp  for  full  particulars. 

E.  C.  MILLS,  Penman,  195  Grand  Ave.,  Rochester,  N.  Y. 


How  Is  Your  Head? 

Dandruff  I  Itching  Scalp  I 

BBCKERSON’S 
COLUMBIAN  HAIR  TONIC 

IS  A  SURE  CURE 
Price,  SI. 00  Per  Bottle 

Money  back  if  it  does  not  do  all  we 
claim  for  it.  Send  for  testimonials. 

COLUMBIAN  HAIR  TONIC  CO. 

DETROIT,  MICH. 


THE  DETROIT  COIN  WRAPPER 


Millions  are  used  annually  by 
large  handlers  of  coin,  such 
as  Banks,  Trust  Companies, 
Railroads  and  Street  Railway 
Companies,  etc.  Made  to 
hold  all  silver  coins,  nickels, 
pennies,  etc.,  in  amounts 
from  25  cents  up  to  $20.00. 
Samples,  price-list  and  des¬ 
criptive  circular  free.  Write 
the  Detroit  Coin  Wrapper  Co., 
18  John  K  St.,  Detroit,  Mich. 


FOR  TEA  AND  COFFEE  MEN  AND  LIVE  GROCERS 

It  makes  no  difference  whether  you  are  the  proprietor  of  a  business  in  this  line  or  just  a  plain  office  man,  clerk  or  salesman,  you  are  sure  to  find 

THE  TEA  AND  COFFEE  TRADE  JOURNAL 

a  great  help.  This  is  the  most  unique  trade  magazine  in  America.  It  is  the  recognized  or^an  of  the  tea,  coffee,  spice  and  fine  grocery  trade. 
Each  issue  is  chock  full  of  valuable  information  on  tea,  coffee  and  spice  culture.  There  are  also  departments  devoted  to  System  tne 
Tea  and  Coffee  Business,”  ‘‘Store  Management  and  Window  Dressing,”  “Salesmanship,  Profitable  Advertising,  etc. 

By  Subscription  $1  per  year— Ad.  rates  upon  Suspicion. 

THE  TEA  AND  COFFEE  TRADE  JOURNAL— The  Blue  Book  of  The  Trade,  93  WALL  STREET,  NEW  YORK 

Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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$10,000,  as  per  attached  schedule,  and  I  have 
money  enough  in  the  bank  to  pay  all  lia¬ 
bilities,  This  spring  I  have  spent  $1,000  in 
fixing  up  the  interior  of  the  store  to  make 
it  suitable  to  our  particular  wants  and  con¬ 
venience. 

In  1905  I  did  a  business  of  over  $30,000, 
and  my  credit  is  Al  at  home  and  abroad ; 
my  prospective  partner  expects  to  put  into 
the  business  about  $1,200. 

Kindly  give  me  an  idea  as  to  what  would 
be  a  suitable  and  equitable  partnership  ad¬ 
justment.  On  what  basis  should  my  part¬ 
ner  be  admitted  ?  What  interest  should  he 
receive  in  the  business  ? 

Am  I  entitled  to  be  paid  for  advertising 
matter  on  hand  and  what  has  been  used  for 
the  last  12  months,  for  good  will,  etc.  ? 

BUSINESS  STATEMENT. 

R.  Montgomery’s  Investment — 

Merchandise  and  Accounts  Receivable,  $8,500 

Cash,  _  500 

Advertising  Materials  on  hand,  175 

Store  Fixtures,  Tools,  etc.,  600 

$9,775 

For  the  best  answers  to  Mr.  Montgom¬ 
ery’s  inquiry  we  offer  a  first  prize  of  $10 
and  a  second  prize  of  $5. 

Address  all  communications  to  the  Com¬ 
petition  Editor. 

This  competition  will  close  August  10. 


Standard  Prize  Competitions. 

We  are  desirous  of  obtaining  a  compre¬ 
hensive  article  on  accounting  methods  and 
systems  in  connection  with  the  carriage  and 
wagon  manufacturing  business  and  their 
related  industries.  We  mean  by  this  that 
a  carriage  manufacturing  company  may 
purchase  its  spokes,  axles,  etc.,  of  inde¬ 
pendent  companies.  We  wish  to  obtain  an 
article  covering  the  whole  process  of  man¬ 
ufacture. 

Articles  submitted  must  be  illustrated  by 
examples  of  forms  used.  These  forms  need 
not  be  elaborately  drawn  as  they  will  be 
re-drawn  in  our  standard  size  and  style  by 
our  special  artist. 

Articles  submitted  may  be  accompanied 
by  photograph  and  biographical  sketch  of 
the  author,  together  with  photographs  in 
connection  with  the  plant  that  will  convey 
to  the  readers  of  The  Business  Man’s 
Magazine  a  fair  idea  of  its  magnitude  and 
general  plan. 

For  the  best  article  submitted  we  offer  a 
prize  of 


FIFTY  DOLLARS. 

This  prize  will  be  awarded  on  the  basis 
of  the  accounting  merit  of  the  article  sub¬ 
mitted. 

All  articles  sent  in  will  become  the  prop¬ 
erty  of  The  Book-Keeper  Publishing  Co., 
Ltd.,  to  be  used  for  publication,  if  desired, 
in  which  case  additional  prizes  will  be 
awarded  the  authors  of  acceptable  papers. 

In  addition  to  the  above  we  will  give  two 
prizes  of  $20.00  and  $10.00  respectively,  for 
the  two  best  articles  descriptive  of  good 
book-keeping  and  cost  systems  for  the  fol¬ 
lowing  lines  of  business  : 

Aerated  Water  manufacturing. 

Artificial  Stone  manufacturing. 

Biscuit  or  Cracker  manufacturing. 

Boot  and  Shoe  manufacturing. 

Bridge  builders. 

Broom  manufacturing. 

Bronze  Powder  manufacturing. 

Chemical  Works. 

Cold  Storage  business. 

Cordage  manufacturing. 

Creamery. 

Distillery. 

Electric  Motor  manufacturing. 
Electrotype  Foundry. 

Flour  Mill. 

Harness  and  Saddles  manufacturing. 

Hats  and  Caps  manufacturing. 

Ink  and  Mucilage  manufacturing. 
Incandescent  Lamp  manufacturing. 
Jewelry  manufacturing. 

Knitting  Mills. 

Life  Insurance. 

Leather  manufacturing. 

Lime  manufacturing. 

Linoleum  manufacturing. 

Lithographing  Business. 

Mail-Order  Business. 

Neckwear  manufacturing. 

Paper  manufacturing. 

Paper  Box  manufacturing. 

Patent  Medicine  manufacturing. 

Pearl  Novelties  manufacturing. 

Photo  Supplies  manufacturing. 

Piano  and  Organ  manufacturing. 

Pottery  manufacturing. 

Saw  Mill. 

Silk  manufacturing. 

Soap  manufacturing. 

Surgical  Instruments  manufacturing. 
Valves  and  Hydrants  manufacturing. 

Wall  Paper  (wholesale  and  retail). 

Whips  manufacturing. 

Woolen  Mills. 
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3x4  inches 


MULTIPLIES 


GE 

Adding  Machine  ^ 

WITH  A  RESETTING  DEVICE  ^ 

H 
50 
> 
O 
H 
C/) 


That  clears  the  dials  to  zero  instantly.  A  High  Grade  Mechani¬ 
cal  Production.  Does  the  work  of  High  Priced  machines. 
CARRIES  TOTALS  automatically. 

The  “Gem”  is  our  latest  creation  and  is  identical  with  our 
famous  Automatic  Adding  Machine  ($10.00),  with  the  addition 
of  the  resetting  device,  which  is  the  only  successful  one  on  a 
low-priced  machine.  Guaranteed  for  two  years. 

Free  Trial=Machine  sent  at  our  expense 

Catalogue  of  both  machines  sent  free. 

Automatic  Adding  Machine  Company 

487  Broome  Street  New  York  City 


IV e  furnish  com¬ 
plete  Telephone 
Exchanges. 


BURN’S 

ADJUSTABLE 
TELEPHONE 
HOLDER  and 
EXTENSIBLE 
BRACKET 


CL,  For  fiat  or  roll 
top  desk. 


CL,  Has  largest  radius  of  action. 

CL,  Write  us  or  your  nearest  supply  house. 


AMERICAN  ELECTRIC  TELEPHONE  CO. 

A  8  Englewood  Station  Chicago,  Ills. 


Lamson  Coin  Cashier 


change  quickly  and 


Makes  change  q 
accurately.  TJsed  by”U.  S, 
Govt.,  Banks,  Trust  Co.^s,  and 
business  houses  generally 
For  makingup  factory  pay  rol 
it  is  a  wonderful  time  saveto 


Lamson  Coin  Trays 


Finished  in  polished  nickel. 
Coin  can  be  stored  and  han¬ 
dled  more  rapidly  and  accu¬ 
rately  than  by  any  other 
method. 

Trays  hold  from  $30  to  $6000, 
according  to  denomination. 
For  sale  by  principal  stationers. 

LAMSON  CONSOLIDATED 
STORE  SERVICE  CO. 

Boston  Now  York  Chicago 


Sectional 

Construc¬ 

tion. 
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Dearborn  St 
Chicago 


ROUTING  AND  RECORDING 
SYSTEM 

For  Routing  and  Recording 
the  movements  of  traveling 
salesmen,  showing  how  thor¬ 
oughly  and  systematically 
territory  is  covered  and  if  to 
best  advantage.  Keeping 
track  of  business  interests, 
geographically  locating  cus¬ 
tomers,  agents,  prospec¬ 
tive,  contracts,  advertis¬ 
ing,  etc.,  etc. 

Made  in  sections  to  cover 
any  number  of  states, 
“Business  System  In  the  Sales 
Department”  mailed  on 
request. 

THE  FERINE  &  MOSLEY 
COMPANY 


DEAFNESS 


“The  Morley  Phone 


A  miniature  Telephone  for 

the  Ear — invisible,  easily  ad¬ 
justed  and  entirely  comfort¬ 
able.  Makes  low  sounds  and 
whispers  plainly  heard.  Over 
fifty  thousand  sold,  giving  instant  relief  from 
deafness  and  head  noises.  Thera  ara  but 
few  cases  of  deafness  that  cannot  bo 
benefited. 

Write  for  booklet  and  testimonials. 


the;  moree;y  comraivy 

Dept.  89,  31  South  16th  Street,  Philadelphia 


6  Months  Free 

THE  INVESTMENT  HERALD 

Leading  illustrated  financial  and  investment  paper,  containing  latest 
and  most  important  information  on  mining,  oil  and  other  industries, 
the  most  successful  companies  and  the  best  dividend  paying  stocks. 
It  shows  how  immense  profit  may  be  quickly  and  easily  made  on 
absolutely  safe  investments.  It  gfives  advice  that  may  be  worth 
thousands  of  dollars  to  you.  It  points  out  a  safe  and  certain  road 
to  wealth.  Write  for  it  before  making  any  investments  of  any  kind. 
A.  L.  Wisner  &  Co.,  Publishers,  Dept.  9,  78-80  Wall  Street,  New  York 


I  Print  My  Own 


Cards,  Circulars,  etc.,  with  a  $5 
Press.  Small  newspaper  press 
$18.  Money  saved.  Money  mak¬ 
ing  business  anywhere.  Type¬ 
setting  easy  by  the  printed  in¬ 
structions  sent.  Write  to  fac¬ 
tory  for  illustrated  catalog  of 
presses,  type,  paper,  etc. 

The  Press  Co.,  Meriden,  Conn. 


“How  to  Remember” 

Sent  Free  to  Readers  of  this  Publication 


You  are  no  greater  intellectually  than 
your  memory  My  course  simple,  inexpensive. 
Increases  business  capacity,  social  standing,  gives 
an  alert,  ready  memory  for  names,  faces  and  business  details.  Develops  will, 
conversation,  speaking,  etc.  My  booklet  “How  to  Remember,”  sent  Free. 
DICKSON  SCHOOL  OF  MEMORY,  760  Kimball  Hall,  CHICACO 
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ERE  I  asked  to  name  the  pre¬ 
dominant  characteristics  of 
Slimmer  dress,  I  would  say — 
looseness  and  softness.  Fashion 
taboos  everything  stiff  and 
starched,  the  loosest  cut  and  the  softest 
fabrics  being  indorsed.  This  applies  not 
only  to  the  essentials  of  dress,  but  equally 
to  the  incidentals.  Flannel,  homespun, 
tweed,  serge  and  featherweight  worsted, 
lined  as  thinly  as  possible,  are  the  materials 
most  countenanced,  and  with  them  go  such 
cool  accessories  as  knicken  drawers,  athletic 
shirts,  low-cut  shoes,  soft  straw  hats,  jackets 
with  sleeves  slit  and  left  open  at  the  bottom, 
shirts  with  folded-back  cuffs,  belts  of  silk 
webbing,  tub  ties,  leather  garters  and  the 
like.  To  dress  fashionably,  one  must  dress 
comfortably  and,  indeed,  the  more  one’s 
clothes  suggest  having  just  “run  up  to 
town,”  the  more  do  they  chime  with  the 
spirit  of  the  mode. 

Flannels  are  again  in  high  favor  and 
lighter,  cooler  colors  than  before  are  worn. 
The  pockets  are  patched  and  the  lapels  are 
very  deep  and  impressed.  Owing  to  the 
excessive  popularity  of  the  waist-high  cen¬ 
ter  and  side  vents  in  the  back  of  jackets, 
the  fashionable  summer  model  is  now  made 
without  vents.  Trousers  are  cut  roomy 
and,  of  course,  with  belt  loops,  the  buttons 
for  suspenders  being  placed  on  the  inside. 

Evening  clothes  are,  to  be  sure,  of  less 
importance  in  summer  than  during  cold 
weather,  but  are,  nevertheless,  much  worn 
at  the  seaside  both  while  dining  and  dancing. 
If  one  cares  to  distinguish  between  the 
evening  suit  for  winter  and  the  evening  suit 
for  summer — and  every  man  who  prizes 


comfort  should — one  will  choose  a  thin, 
light,  unfinished  worsted,  cut  with  more 
roominess  than  the  winter  suit  and  fitting 
less  snugly  over  the  back  and  waist. 

Just  on  what  occasions  it  is  correct  to 
wear  the  Tuxedo  suit  has  long  been  a  much 
debated  question.  Many  contend  that  if  the 
Tuxedo  is  an  informal  garment,  it  is  wholly 
out  of  place  at  formal  dinners  and  dances. 
The  mark  of  distinction  between  a  formal 
and  an  informal  gathering  is  the  presence 
of  women  at  it  Therefore,  those  who 
appear  in  hotel  dining  rooms  and  on  hotel 
verandas  at  the  seashore  and  also  at  the 
casinos  to  dance,  show  the  best  taste  if  they 
recognize  the  ceremoniousness  of  the  occa¬ 
sion  by  wearing  ceremonious  evening  dress, 
that  is,  the  swallowtail  and  its  accompani¬ 
ments.  In  England,  from  which  we  derive 
many  of  our  modes  in  men’s  dress,  the 
wearing  of  the  Tuxedo  suit,  except  at  the 
club,  stags  and  family  dinners  of  a  very 
intimate  character,  is  deemed  ill-bred  and 
that  view  has  come  to  be  accepted  very 
generally  in  the  United  States.  Owing  t'o 
the  fact  that  the  Tuxedo,  an  admirable  suit 
for  its  purpose — lounging  of  an  evening — 
was  worn  generally  at  any  function,  cere¬ 
monious  or  unceremonious,  it  has  latterly 
lost  caste  and  is  now  confined  by  the  best 
social  usage  to  those  occasions  for  which  it 
was  originally  intended. 

The  same  rule  applies  to  the  opera  hat. 
This  was  designed  purely  and  primarily  for 
the  opera  and  the  play,  but  the  promiscuous 
■  wearing  of  it  on  all  occasions  in  the  even¬ 
ing,  soon  proved  its  undoing  and  it  was 
promptly  relegated  to  its  former  place,  the 
theater.  For  general  formal  wear,  day  or 
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"COLLAR  BUTTONS' 

USED  THE  WORLD  OVER 

by  those  who  know  where  they 
get  the  most  for  their  money.  Made 
of  one  piece  of  metal.  Easy  to  button 
and  unbutton.  Stay  buttoned.  They 
outwear  any  other  button,  and  the  rolled 
plate  never  wears  off  like  other  plated 
buttons.  Also  made  in  gold  and 
ling.  If  damaged  in  any  way, 
change  it  for  new  one.  ^  ^ 

At  all  jewelers  and  haberdashers. 

Send  jor  story  of  Collar  Button. 

KREMENTZ  &  CO., 

65  Chestnut  Street, 

Newark,  N.  J  .  ^ 


TO  CONVINCE  DOUBTERS  THAT  the 

^  Fischer  Bunion  Protector 

gives  instant  anil  permanent  relief  from  bunion 
torture,  .we  will  send  a  protector 


Free 


On  Ten  Days’  Trial 

To  Every  Sufferer. 

Just  send  size  of  shoe,  whether  right  or  left, 
and  your  name  and  address. 

Wear  the  protector  ten  days— if 
satisfactory  send  us  fifty  cents.' 

If  not,  return  the  protector. 

The  Fischer  Bunion 
Protector  en  a  b  I  e  s  one 

with  bunions  or  enlarged  joints 
to  wear  an  unatretched  shoe 
without  inconvenience. 

The  protector  is  a  neat  little 
soft-leather  appliance  that 
goes  over  the  stocking,  inside 
the  same  size  shoe  that  one 
would  wear  without  a  bunion, 
and  is  guaranteed  fully. 

Fischer  Mfg.  Co., 

4S8  Scott  St. 
MILWAUKEE,  WIS. 


BULL  DOOl 


etgartmt  A  Uacation 

We  are  making  a  special  offer  of  200 
high  grade  Turkish  or  Egyptian  cigarettes 
marked  with  monogram,  crest,  initials, 
fac-simile  or  other  design  for  $4. 

We  pack  these  cigarettes  in  attractive 
boxes  and  guarantee  them  to  keep 
fresh  for  one  year. 

PINKUS  BROTHERS 

Dept.  C,  56  New  Street,  New  York  City 
Booklet  Free.  Samples  on  receipt  of  25  cents. 
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evening,  only  the  good  old  silk  hat  is  ap¬ 
proved  by  men  who  can  lay  claim  to  social 
standing.  If  one  wears  the  Tuxedo  suit  in 
summer,  a  silk  or  opera  hat  never  accom¬ 
panies  it.  The  proper  head-covering  is  a 
black  derby,  a  black  Alpine  or  a  split  straw 
with  a  black  ribbon. 

Patent  leather  pumps  with  the  flat  silk 
bow  are  worn  this  summer,  not  only  for 
dancing,  but  also  at  many  small  assemblies. 
The  approved  evening  boot  for  general 
wear  still,  has  cloth,  not  kid,  uppers  and  no 
toe  cap.  The  absence  of  the  cap  gives  the 
foot  slenderer  and  trimmer  appearance. 
Black  silk  hose  with  white  side  clocks  con¬ 
form  well  to  the  simple  black-and-white 
scheme  of  evening  dress.  Though  many 
men  wear  the  wing  collar  on  account  of  its 
greater  comfort  in  summer,  there  is  not  a 
bit  of  question  that  the  poke  or  lap-front 
looks  much  more  distinguished.  Moreover, 
the  wing  is  really  a  morning  collar,  whereas 
the  poke  and  lap-front  are  set  apart  for 
formal  afternoon  and  formal  evening  use. 

The  newer  white  evening  waistcoats — 
black  waistcoats  are  no  longer  worn — are 
cut  without  pockets.  This  enables  the  waist¬ 


coat  to  be  laundered  much  more  smoothly, 
and  anyway,  the  waistcoat  pockets  are 
never  used  and  therefore  are  quite  super¬ 
fluous.  The  waistcoat  to  accompany  formal 
evening  dress  is  cut  “U”-shaped  in  the 
front,  while  that  to  go  with  the  Tuxedo 
suit  is  cut  “V”-shaped.  The  white  waistcoat 
used  to  be  very  generally  worn  with  Tuxedo 
dress,  but  because  of  the  fact  that  white 
belongs  more  distinctly  to  ceremonious 
evening  dress,  the  grey  waistcoat  has  been 
substituted  for  the  Tuxedo. 

Grey  Tuxedo  suits  are  greatly  favored' by 
young  men,  and^  with  them  are  worn  grey 
waistcoats,  grey  ties,  grey  hose  and  grey 
gloves.  A  pretty  effect  is  obtained  by  hav¬ 
ing  the  buttons  on  the  grey  Tuxedo  waist¬ 
coat  match  the  fabric  precisely  in  color. 
The  correct  Tuxedo  is  not  cut  with  a  shawl 
lapel,  but  with  a  square  or  peaked  one. 
Either  one  or  two  buttons  are  correct.  The 
jacket  should  be  a  good  lengtli  and  may  be 
ventless  or  have  one  deep  center  vent. 
Formal  evening  dress  calls  for  white  kid 
gloves,  always  with  pearl  buttons,  never 
with  clasps. 
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SAVE  208  SHAVES 


$20.80  a  year.  Also  save  the  razor,  your  face, 
time  and  temper  by  using  “3  in  One”  on  the 

keeps  the  blade  keen  and  clean,  by  preventing 
surface  rusting  which  is  caused  by  moisture  from 
the  lather.  Write  for  free  sample  and 
special  “razor  saver”  circular.  Why 
not  know  the  truth? 

G.  W.  COLE  COMPANY 

133  Washington  Life  Buiiding,  New  York  City 


J 


Owes  its  popularity 
to  proved  facts — Complete 
manicure  set  —  fits  pocket  or 
purse— trims,  files  and  removes  hang¬ 
nails  better  than  scissors  or  knife— War¬ 
ranted — Sterling  silver  handle,  price,  $1.00. 

H.  c.  cook:  CO., 

18  Main  St.,  Ansonia,  Conn, 

Nails.” 


For  Men  Who  Seek 

Collar  Comfort 


The  Collar  that  s  a  bit  exclusive 


A  collar  that  wears  well,  looks 
well,  washes,  fits  well  and  does 
not  show  traces  of  hard  wear  as 
readily  as  most  other  collars  do. 

Talk  and  promises  do  not 
make  a  good  collar — Real  Irish 
linen  does. 


J  ONDOt<  *^OWN 


BRAND 

LINEN  COLLARS  ' 
Are  made  of  finest  Irish  linen,  latest 
English  styles,  best  American  making. 

A  real  25c.  collar  at  two  for  a 
quarter— in  quarter  sizes  made  to  fit, 
and  shrunk  by  London  Town  process 
to  stay  fit. 

We  are  the  first  collar  makers  who 
place  a  warranty  band  around  each 
collar  as  a  proof  of  perfection. 

Look  for  this  guarantee. 

At  dealers  who  keep  good  furnishings. 
Send  for  our  illustrated  Book,  CT  D  17  17 
How  ^Ve  Be  Linen  You.”  LvEiPj 
If  your  dealer  cannot  supply  you,  send 
25c.  for  two  London  Town  Linen  Collars. 

Morrison  Shirt  and  Collar  Co. 

Dept.  B,  Qlens  Falls,  N.  Y. 

This  shows  our  BROMPTON  Oolliir.  A  stylish,  com- 
fortiihle,  sensible,  warm  weather  collar,  ideal  for 
young  and  old  men  with  plenty  of  tie  space. 


Lithoui^ 


Waterproofed  Linen 

The  most  economical  and  durable 
collars  and  cuffs  known. 

Look  exactly  like  ordinary  linen. 

Absolutely  impervious  to  moisture. 

Cannot  wilt — cannot  fray. 

No  matter  bow  soiled,  you  can 
clean  them  in  a  moment  with  a 
damp  cloth. 

In  all  the  up-to-date  styles. 

At  collar  shops  or  of  us. 

Collars  25  c.  Cuffs  50c. 

THE  FIBERLOID  COMPANY 

14  Waverly  Place  New  York 


'U/)e 


Is  not  a  suspensory,  does 
not  suspend,  but  supports, 
in  a  way  its  own.  Sc 
easy  you  do  not  feel  it. 

Preserves  and  increases  mental,  physical  and 
genital  vigor,  by  relieving  the  tension  on 
the  Vital  nerve  center — saves  the  jar. 

Worn  by  well  men  for  comfort,  health 
and  a  refined  appearance.  You  can  only 
know  its  marvelous  comfort  and  benefits 
by  personal  trial. 

NOTE — The  ADONIS  with  simple  instructions 
I  send  free,  is  the  best  treatment  known  for 
Varicocele  and  a  positive  preventive. 

Support  of  pure  silk  or  linen  (special  weave)  silk  or  lisle 
elastic  bands,  polished  nickel  adjusting  clips  and  band  hook, 
remove  to  wash — no  buckles.  Weight  1  oz.  By  return  mail 
in  plain  envelope  $1.50  or  $1.00-  Say  small,  medium  or 
large  and  give  waist.  If  you  think  you  can  afford  to  wait, 
send  stamp  for  handsome  16-page  Illustrated  Booklet. 
Address 

UAINT2;=^\DOIVIS  CO., 

I93I=>B.  IVf.  Br*oacl-way,  INew  York: 
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Send  ten  cents  (stamps  or  silver)  and  I  will  mail  you,  free 
of  charge,  a  sample  of  my  new 


PERSONAL  EXPENSE  BOOK 


TEN  CENTS 

THE  BOX  OF  ONE  HUNDRED 


A  handsome  and  handy  vest  pocket  book,  arranged  to 
keep  a  careful  record  of  your  personal  expenses  every 
day  in  the  year  without  trouble  to  yourself.  Give  this 
book  a  trial  and  you  will  never  be  without  them. 


E.  H.  BEACH,  Publisher,  Detroit,  Mich. 


Boss 


I  want  a  job. 

Work  is  what  I  want. 

The  more  the  better. 

I  am  a  first-class  office 
man  and  bookkeeper. 

Give  me  a  job. 

If  I  don’t  suit,  don’t  pay 
me. 

Will  g^o  anywhere  on 
earth. 


W.  Y.,  1040  First  Nat.  Bank  Bldg.,  Chicago 


SHE  most  practical  and  the  most 
useful  paper  fastener  on  the 
market.  The  “one-hand”  clip.  The 
clip  that  won’t  tear  the  paper.  The 
clip  'that  won’t  tangle  in  the  box. 
The  clip  that  will  hold  one  sheet  of 
tissue  paper  or  fifty  sheets  of  heavy 
paper  with  equal  ease  and  firmness. 
The  clip  you  can  use  over  and  over 
again.  Made  of  nickel  plated  spring 
steel  wire.  Packed  one  hundred  in 
a  box.  Price  ten  cents.  An  ideal 


ii 


marker”  for  card  indexes. 


Send 

Ten  Cents  for  a  Sample 
Box 


"Bhe 

BOOKKEEPER 
PUBLISBING  CO. 


LIMITED 

Detroit,  Michigan 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


147 


THE  EVANS  VACUUM  CAP  is  simply  a  mechanical  means 
of  obtaining:  a  free  and  normal  circulation  of  blood  in  the  sc‘alp. 

The  Cap  g:ives  the  scalp  a  healthy  glow  and  produces  a 
delightful  tingling  sensation,  which  denotes  the  presence  of  new 
life  in  the  scalp,  and  cannot  be  obtained  by  any  other  means. 

Channels  which  have  been  practically  dormant  for  years  are 
opened  and  all  follicle  life  is  stimulated  and  revived  to  activity, 
and  by  supplying  the  hair  roots  with  nutrition,  the  weak,  color¬ 
less  hair  is  in  time  developed  to  its  natural  size  and_  strength. 

We  furnish  the  Cap  on  trial  and  under  guarantee  issued  by 
the  Jefferson  Bank  of  St.  Louis,  and  any  bank  or  banker  will  testify  as  to  the  validity  of  this  guarantee.  We  have 
no  agents,  and  no  one  is  authorized  to  sell,  offer  for  sale  or  receive  money  for  the  Evans  Vacuum  Cap— all  orders  come 
through  the  Jefferson  Bank.  Let  us  send  you  a  book  which  explains  the  possibilities  of  the  invention,  and 
also  evidence  of  the  results  it  has  achieved.  This  book  is  sent  free  on  request  and  we  prepay  postage  in  full. 

EVANS  VACUUM  CAP  COMPANY,  833  Fullerton  Building,  ST.  LOUIS,  MO.,  U.  S.  A. 


HAIR 


Guarantee 
Backed  by 
The  Bank. 


CHEAPER  THAN  PINS 

O.  “Clinch  Clips,”  the  quickest,  cheapest  and  best  Clip  on  the  market. 
2ii0,  10  cents  postpaid;  1,0G0,  30  cents  postpaid;  5,000,  $1.25  postpaid; 
25,000,  15  cents  per  1,000,  F.  O.  B.  Buffalo;  100,000  or  more,  1214  cents 
per  1,000,  F.  O.  B,  Buffalo,  Always  in  stock. 

THE  AMERICAN  EMBOSSING  CO. 

k  SENECA  BUILDING  BUFFALO,  NEW  YORK 


'Tte  Kind 
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THE  BNQUSH  EDITION  OF 

The  Business  Man’s  Magazine 


offers  American  advertisers  an  opportunity  to  reach  the  business  men  of  Great  Britain 
direct.  If  you  have  an  English  branch,  or  desire  to  create  a  demand  for  your  goods  in  that 
country,  you  can  reach  more  active  business  men  at  a  small  cost  through  The  Business 
'  Man''s  Magazine  than  in  any  other  way. 

The  Britisher  is  adopting  modern  ideas^he  buys  advertised  goods — he  is  interested  in  | 
American  ways  of  doing  business.  Appeal  to  him  with  strong  American  advertising  in  his 
own  Business  Magazine,  and  his  trade  is  yours. 

Advertising  Rate  $40.00  a  Page==Snialler 

Space  Pro  Rata 

Do  you  want  an  English  agent?  Tell  us  what  you  make  and  we  will  put  you  in  touch 
with  a  live  English  representative  who  will  push  the  sale  of  your  goods. 

ADVERTISERS  WRITE  FOR  SAMPLE  COPY 

The  Book=Keeper  Publishing  Co.,  Ltd. 

BOOK-KEEPER  BUILDING  DETROIT,  MICHIGAN 
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Here  are  two  sets  of  books, 
every  one  of  which  should  be 
in  the  library  of  every  business 


man. 


Office  Library  No.  1 


“Thorne’s  Twentieth  Century 
Book-keepingr  and  Business 

Praetiee” .  $3.00 

“Manufacturings  Cost”  3.00 

“The  Credit  Man  and  His  Work”  3.00 

“Burdick’s  Business  Law” .  3.00 

“Commercial  Correspondence”  .  .  3.00 

“Business  Short  Cuts” .  1.00 


■  RNE^  BOOK'KEEPIMe  &  BUSINESS  PRACTICE 


$12.00 


Every  book  bound  in  special  half  morocco — gilt  top — your  name 
in  gold  on  each  volume.  You  can  have  the  whole  set  for  $9.00  cash, 
or  $10.00  in  easy  payments.  We  pay  express.  All  ready  for  delivery 
save  one,  which  is  now  in  preparation.  If  you  have  any  of  these 
works  we  will  credit  its  cost  on  the  purchase  price.  If  you  have  one 
of  the  books  in  cheaper  binding  we  will  not  only  credit  its 
cost  but  we  will  exchange  it  for  half  morocco  binding  without  charge. 


Office  Library  No.  2 


“American  Business  and  Accounting:  Elncyclo- 
paedla”  (single  vol.  edition) . $10.00 

“Thorne’s  Twentieth  Century  Book-keeping  and 

Business  Practice” .  3.00 

“Manufacturing  Cost”  .  2.00 

“The  Credit  Man  and  His  Work” .  2.00 


$17.00 


These  books  are  in  the  same  binding  as  those  in 
library  No.  1 — half  morrocco,  except  the  encyclopedia, 
which  is  full  Russia.  You  can  have  this  set  for  $15.00 
in  easy  payments,  or  $13.50  cash.  Express  paid  to  all 
points  in  the  United  States  and  the  entire  set  sent  on 
receipt  of  order. 

Tell  us  which  set  interests  you  most  and  ask  for 
special  terms.  If  you  want  to  substitute  any  other 
books  for  the  ones  you  already  own,  name  them  and 
we  will  quote  special  prices. 


The  Book-Keeper  Publishing  Co.,  Ltd.  Detroit,  Mich. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


149 


Motel  Megent 

Sberman  Square 

BROADWAY  &  70TH  STREET,  NEW  YORK 


Absolutely  Fireproof 


Exclusive  Family  Hotel. 

Fashionable  Residential  Section,  adja¬ 
cent  to  Central  Park  and  Riverside  Drive, 
overlooking  Hudson  River. 

Within  one  block  of  the  first  uptown 
Subway  express  station;  five  minutes  to 
Grand  Central  station. 


American  plan  and  a  la  carte 


Special  Rates  During  the  Summer  Months 


F.  M.  ROGERS,  Manager 


r‘ 

USE 


WESTON’S 

1  LEDGER  (' 
PAPER 


MADE  BY 

BYRON  WESTON  COMPANY 

DALTON,  MASS. 


“Save  Money  Every  Day” 


Each  unnecessary  stamp  you 
use  wastes  money. 

Use  one  cent  too  little  and  per¬ 
haps  your  package  won’t  arrive. 

You  can’t  afford  to  guess. 

The  Pelouze  Postal  Scales 

point  to  the  number  of  cents  re¬ 
quired  the  moment  the  letter  or 
package  is  placed  on  scale. 

You  don’t  have  to  figure — the 
scale  does  it  for  you. 


Every  Pelouze  Scale  is  guaran¬ 
teed  accurate  and  will  stay  that 
way. 

The  Pelouze  Postal  Scales 

Have  a  double  needle  pointed 
index  that  starts  at  the  top  and 
moves  through  a  slot.  Very  easy 
to  read. 

Accept  No  Substitute 

Send  for  Catalogue  “P.”  Mail  &  Express.  iGibs.  $5.00 

„  ,  ,  T  j*  Commercial,  12  lbs.  3.75 

For  sale  everywhere  by  Leading  u.  s.  4  ibs.  2.5o 

Dealers.  Victor  l^lbs.  1.75 

PELOUZE  SCALE  &  MFG.  CO. 

118-132  W.  Jackson  Boulevard,  CHICAGO,  ILL. 


PERSONAL  SERVICE 


National,  4  Ibs.  $3.00 
Union,  2^  Ibs.  2.50 
Columbian,  2  lbs.  2.00 
Star,  1  lb.  1.50 

Crescent,  1  lb.  1.00 


CE.  To  Business  Houses  who  desire 
to  have  installed  economical  office 
and  factory  systems,  guaranteed  to 
give  desired  results,  we  now  offer  the 
services  of  our  specialists. 

d.  Special  attention  is  given  to 

COST  ACCOUNTING 

for  all  lines  of  manufacture.  This 
branch  of  the  work  is  in  charge  of 
Mr.  J.  B.  Griffith,  who  will  person¬ 
ally  supervise  the  installation  of  cost 
systems  in  any  factory. 

CE.  Ask  for  terms  and  let  us  refer 
you  to  others  for  whom  we  have  in¬ 
stalled  satisfactory  systems. 

IINTERIVA.TIOISAL, 
ACCOUrSX  ANTS’  SOCIETY 

(INCORPORATED) 

DETROIT,  IVUCHIQAIV 
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•thafs  the  way 


“Straight  as  the  Crow’s  Plight’’ 

Your  Bookkeeping  will  move,  when  you  adopt 

Marchant’s  Check  Figure  System 

Have  you,  as  a  bookkeeper  who  would  be  abreast  of  the  times* — a  clear 
understanding  of  The  System’s  simplicity  and  directness?  Of  the  swiftness 
and  certainty  with  which  it  will  relieve  you  of  the  drudgery  of  hunting 
down  errors  in  your  accounting? 

Better  still,  it  prevents  errors,  and  does  it  automatically.  As  Sweetland 
puts  it  in  a  recent  number  of  “  System  :  ” 

Even  daily  balancing  is  not  nearly  so  difficult  as  it  appears,  if  the  bookkeeper  uses 
a  good  check  figure  system  to  prove  his  posting — for  if  he  takes  this  precaution  he 
knows  his  postings  are  correct.” 

.  That’s  just  the  beauty  of  The  Marchant  System,  as  Mr.  H.  Garoni  finds  it. 

Mr.  Garoni  is  bookkeeper  for  D.  H.  Arnold  &  Co.,  of  New  York,  and  says: 

“  I  have  used  The  Marchant  System  for  three  years,  and  have  not  had  to  check  my 
trial  balances  in  all  that  time.  Furthermore,  I  get  trial  balances  on  my  first  attempt, 
as  all  errors  in  addition  on  the  ledger,  and  all  transpositions  on  the  balance  book,  are 
detected  immediately.  I  have  had  experience  with  the  9-check  and  the  11-check,  but 
find  your  System  superior  in  accuracy  and  rapidity.” 

Marchanfs  Check  Figure  System  will  do  as  follows:  Locate  all  transpositions  in  postings  as 
80.82  posted  for  80.28  or  as  82.80.  Catch  translocations,  25.00  for  .25  or  2.50.  Prove  all  addi¬ 
tions  quickly  and  accurately.  Prove  new  balances  as  used  on  bank  ledgers.  Catch  debit 
posted  as  credit  by  check  figure  itself.  Locate  errors  in  drawing  the  trial  balance,  on  the 
very  page  error  is  made.  Prove  multiplications  and  divisions  without  reviewing.  Is  recog¬ 
nized  and  admitted  the  quickest  system  on  the  m.arket,  combined  with  the  greatest  accuracy 
and  simplicity.  Can  be  thoroughly  mastered  in  a  week. 

After  four  years’  personal  introduction  this  System  is  now  installed  in  New  York  City, 
Chicago,  Philadelphia,  Pittsburg,  St.  Louis,  Buffalo,  Cleveland,  Boston,  Baltimore,  San 
Francisco,  New  Orleans,  Detroit,  and  numerous  other  cities  and  towns.  This  system  is 
endorsed  by  bookkeepers  throughout  the  U.  S.;  from  those  of  the  largest  concerns  down 
to  the  smallest,  as  an  indispensable  aid  in  proving  postings  and  additions,  in  extending 
balances,  and  in  getting  trial  balance  on  first  trial.  Far  superior  to  the  old  11-ck.  proof 
system  in  accuracy  as  well  as  speed,  especially  on  large  numbers.  No  time  is  lost  in  applying 
the  system,  as  the  check  is  deduced  and  written  while  amount  is  posted,  without  referring  to  a 
table,  or  using  another  sheet  as  is  required  in  “reverse  posting”  or  “sectionizing”  top-heavy 
daily-balancing  ideas  that  often  give  as  much  work  daily  as  they  save  at  the  end  of  the  month. 

The  best  is  none  too  good  for  the  modern  accountant. 

Why  Plod — When  You  Can  Fly  for  $5? 

A  concise  explanation  of  The  System’s  range  and  its  adaptability  to  any  set  of  books,  with 
list  of  references  and  testimonials  from  all  over  the  United  States — yours  for  the  asking. 

R.  H.  MARCHANT,  JR. 

ROY  R.  BAILEY,  General  Manager  in  America 

561  E.  62nd  Street  ■' 

CHICAGO 
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Selling  by  Mail,  June,  83. 

Seven  Incubii,  The,  Apr.,  74. 

Short  Salesmen’s  Talks,  June,  86. 

Then  Don’t,  And,  Mar.,  81. 

Turn  the  Bribe  Seeker  Down,  May,  76. 
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SHORTHAND. 

Hints  to  Stenographers,  by  W.  L.  James,  Apr.,  136. 

SPECIAL.  SYSTEMS. 

Factory  System  for  a  Machine  Shop,  by  E.  M.  Stradley,  June,  110. 

Following  Up  Collections,  by  E.  A.  Francis,  Mar.,  176. 

Loose  Leaf  Methods,  by  H.  L.  Hall,  Apr.,  180. 

Personal  Accounts  for  Wage  Earners,  Apr.,  90. 

Purchasing  Printing,  by  Chas.  H.  Cochrane,  May,  104.  , 

Real  Estate  System  for  Office  Buildings,  by  A.  Schoenlaub,  Jan.,  11  . 

Simple  System  of  Shipping  Shoes,  by  John  A.  Sutherland,  Jan.,  93. 

iy^S:rfo7idvert£fng  AgtcS.  7veTi„/brtef„“g"of  7plce  ^Checking  of  Insertions  and  Rendering 

SystOTl''77a  ^TeSphonl: .  Compini7’(KSing  Track  of  Material  and  Supplies),  by  E.  C.  Blomeyer, 

System  for  Handling  Stationery  Supplie^  by  J.  H.  K  Shannahan,  Jr.,  May,  110. 

Use  of  Blinds  in  Manifolding,  The,  by  Office  System  Dept.  Elliott-b  isher  Co.,  Jan.,  83. 

TABLOID  SYSTEMS. 

Accident  Insurance  Records,  Feb.,  172.  ,  t  -  .  . 

Arithmetical  Problem  and  Its  Solution,  An,  by  Harry  Ligteimoet,  May,  15  . 

Combination  Voucher  Record  and  Cash  Book,  by  L.  S.  Sutlitf,  Jan.,  150. 

Computing  Present  Values,  Reply  to  Mr.  Robinson,  Mar.,  148. 

Cost  Summary  for  the  Dress  Making  Business,  Apr.,  126. 

Cotton  Mill  Accounting,  A  Talk  on,  by  F.  S.  Gordon  May,  140. 

Duplicate  Receipts  for  Newspaper  Subscriptions,  by  R.  H.  Elsworth,  Jan.,  154. 

Entertainment  of  a  Convention,  by  E.  H.  Packard,  Apr.,  122. 

Estimated  Freight,  by  Thos.  Walsh,  Mar.,  150.  ,  ,, 

Handling  Newspaper  Circulation,  by  E.  L.  Swikard,  Mar.,  146. 

How  to  Keep  a  Record  of  Containers  Loaned  to  Customers,  by  C.  E.  Yost,  Jan.,  146. 

Idea  in  Collections,  An,  by  Frank  D.  Hannan,  Apr.,  126. 

Invoice  and  Statement  Sheet,  May,  142. 

Manufacture  of  Duplicate  Sales  Slips,  Feb.,  1(0. 

Music  Teacher’s  Record,  Mar.,  152. 

Printing  Cost  Record,  Feb.,  168.  ,  ~  „  ,  a  mo 

Record  Keeping  for  “Containers,  by  L.  C.  Brandt,  Apr.,  122. 

Record  of  Unloading  Coal  Cars,  by  F.  H.  Barber,  Feb.,  174. 

Reverse  Posting  or  Slip  System,  by  P.  W.  Jackson,  Jr.,  Jan.,  154. 

Reverse  Posting  System,  The,  by  C.  C.  Smith,  Apr.,  126. 

Semi-Indexing  Magazine  Articles,  by  E.  Z.  Lane,  Ma^  tv/t  tao 

Short  Cuts  in  Checking  and  Figuring  Invoices,  by_  B.  D.  Hakes,  Mar.,  148. 

Simple  Order,  Shipping  and  Permanent  Record  Filing  System,  by  W.  J.  Savoy,  Jan.,  148. 

System  for  Wholesale  Coal  Office,  by  J.  A.  Finnegan,  May,  144. 

Thumb  Mark  Check  Protector,  The,  by  Clifton  S.  Wady,  May,  144. 

Transfer  of  Material  Between  Factory  Departments,  by  R.  E.  King,  Jan.,  156. 

THE  WELL  DRESSED  HUSINESS  MAN. 

The  Well  Dressed  Business  Man,  by  Geo.  L.  Louis,  Feb.,  164;  Apr.,  95;  May,  85,  June,  148. 
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Consult 

Your 

Lawyers 

By 

Mail 

Legal  Consultation  $1.00.  Ascertain  your  rights. 
Understand  your  liabilities.  Overcome  your  diffi¬ 
culties.  Safeguard  your  property.  Avert  disaster. 
Avoid  litigation.  Secure  your  interests.  Protect 
your  family.  Perfect  your  title.  Insure 
your  Inheritance.  Relieve  your  mind  of  wor-  m 

ry,  trouble,  uncertainty,  doubt.  Bank  and  1 

court  references.  “  OUR  BOOK  Free.”  ■ 

ASSOCIATED  LAWYERS  COMPANY  | 

Old  South  Building  Boston,  Mass. 

HAY  FEVER  PREVENTED 

WITHOUT  DRUGS 

BY  THE  USE  OF  THE 

CARENCE  NASAL  SHIELD 

INVISIBLE'  This  distressing:  disease  can  be  pre¬ 
vented  and  with  nature’s  aid  it  will 
effect  a  permanent  cure.  It  affords 
instant  relief  in  the  worst  cases; 
stops  sneezing  and  watery  dis¬ 
charges  from  eyes  and  nose,  and 
makes  breathing  easy  and  natural. 

It  is  a  dainty  little  mechanical  de¬ 
vice, simple  and  sanitary  in  construc¬ 
tion;  right  in  principle.  Invisible 
when  in  use.  A  trial  will  convince 
you  of  its  efficiency.  Sent  complete,  prepaid  to  any  addressin 
United  States  or  Canada,  for  $5.00.  Send  for  FREE  BOOKLET. 

THE  NASAL  SHIELD  COMPANY, 

459  Fidelity  Trust  Building  Kansas  City,  Mo. 


PARKER'S 
HAIR  BALSAM 

Cleanses  and  beautifies  the  hair. 
Promotes  a  luxuriant  growth. 
Never  Pails  to  Restore  Gray 
Hair  to  its  Youthful  Color. 
Cures  scalp  diseases  &  hair  tailing. 
50c,  and  $1.00  at  Druggists 


FOOT  POWER 

PNEUMATIC 

TUBES 

Fit  into  Any 
Business 

Pressure  of  the 
foot  gives  quick 
service  between 
floors  or  depart- 
m  ents  ,  or  be¬ 
tween  office  and 
shipping  room. 
No  expense  for 
power.  Ask  for 
booklet  L. 

LAMSON 
CONSOLIDATED 
STORE  SERVICE  CO. 


Pneumatic  Tubes  and  Automatic  Devonshire  St. 

Mechanical  Conveyers  BOSTON 


i  The  Famous  Calculating-  Machine,  and  do 
f  away  with  mental  strain  and  error. 

Capacity,  999,999,999  . 

Ingeniously  simple,  rapid,  accurate,  Jk 
durable,  Adds,  subtracts,  etc. 


.-’DONT  WEAR  OUT  YOURS 
BRAIN  ADDING  FIGURES! 


Adding  is  mechanical  work.  It  dulls  the  mind  and 
takes  energy  which  you  should  save  for  better  things. 
Lift  the  load  from  your  brain,  and  do  this  grind¬ 
ing,  wearisome  adding  with,  a  machine.  Use 


THE 


Computes  nine  columns  simultaneously.  Saves  time,  labor, 
money.  Makes  adding  a  pleasure  instead  of  a  burden. 

The  Modern  Business  Necessity. 

$100.00  would  not  take  it  from  me.  It  is  all  you  claim.— R.  A. 
Carver,  Troy  Center,  Win. 

Have  found  it  entirely  equal  to  any  of  the  high-priced  calculat¬ 
ing  machines. — W.  J.  Ilirni,  Visalia,  Calif. 

Two  models:  oxidized  copper  finish,  15.00;  oxidized  silver 
finish,  with  case,  $10.00,  prepaid  in  the  U.  S.  Size  4xl02£  ins. 
Write  for  Free  Descriptive  Booklet,  Testimonials  and 
Special  Offer.  Agents  wanted. 

iC.  E.  Locke  Mfg.Co.  23  Walnut  St.,  Kensett,  Iowa. 


PENMANSHIP 

Adequately  taught  by  mail.  Learn  to  write  a  good  business 
hand;  it  may  be  the  basis  of  your  success  in  life.  First  course 
of  instruction,  a  copy  of  Palmer’s  Penmanship  Budget,  also 
a  full  year’s  subscription  to  the  beautiful  monthly,  The 
Western  Penman,  all  now  for  $3.00.  A  handsome  diploma 
when  course  is  completed.  We  are  making  more  good  busi 
ness  penmen  than  all  other  agencies  in  America  combined. 
Over  100,000  pupils  enrolled.  Catalog  Free. 

PALMER  SCHOOL,  (Esto  1881)  Box  86,  Cedar  Rapids,  lows 


EVERY  ADVERTISER  W 

And  Mail  Order  Dealer  Should  Read 
"The  Western  Monthly/” 

An  Advertiser’s  Magazine.  Largest  circulation  of  any  advet= 
rising  journal  in  America.  Contains  80  to  %  pages  every  issue,  i 
Regular  departments  every  month  with  many  valuable  contri= 
butions  from  America’s  leading  advertising  men.  Best 
"School  of  Advertising”  in  existence.  Sample  copy  free. 

I  THE  WESTERN  MONTHLY,  805  Grand  Ave.,  Kansas  City,  Mo. 


PATENTS 

VALUABLE  BOOK  ON  PATENTS  FREE 

Tells  how  to  secure  them  at  low  cost.  How  to  sell  a 
Patent,  and  what  to  Invent  for  profit.  Gives  Mechanical 
Movements  invaluable  to  inventors.  Full  of  Monev-Making 
Patent  Information.  Inventors’  Guide  Book  mailed  FREE. 

O’MEARA  &  BROCK,  Patent  Attorneys 

18  F.  street,  •  -  WASHINGTON,  D.  C. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Accounting;  Auditors  and 
Accounting  Helps. 

Miller  &  Ham . 135 

Blank  Books  and  Boose 
Leaf  Devices. 

Baker-Vawter  Co .  4 

Kalamazoo  Loose  Leaf 

Binder  Co . 117 

Mann  Co.,  Wm . 115 

National  Blank  Book 

Co .  1 

Kazan  Mfg.  Co.,  The 

H.  G . 119 

Sieber  &  Trussell  Mfg. 

Co . 121 

Tengwall  Co.,  The .  3 

Twinlock  Co .  19 

Duplicating  Devices. 

Dans  Duplicator  Co., 

Felix  A.  C . 139 

Kogan,  John . 137 

Educational. 

American  School  of  Cor¬ 
respondence  . 159 

Dickson  School  of 

Memory  . 141 

International  Ac¬ 
countants’  Society, 

Inc . 7,  10,  14,  149 

International  Corre¬ 
spondence  Schools .... 125 

Mills,  E.  C . 139 

National  Correspond¬ 
ence  Institute . 137 

Page-Davis  School .  31 

Palmer  School . 165 

Powell,  Geo.  H . 105 

Success  Shorthand 

School  . 101 

Tulloss  School  of  Touch 

Typewriting  . 131 

Universal  Business  In¬ 
stitute  .  21 

Filing  Devices. 

Automatic  File  &  Index 

Co . 133 

Berger  Mfg.  Co.,  The..  131 
Gunn  Furniture  Co.... 127 

Macey  Co.,  The . 125 

Perine  &  Mosely  Co.... 141 
Standard  Index  Card  Co. 159 
Investments. 

Calvert  Mortgage  & 
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National  Co-Operative 

Kealty  Co . 159 

Prudential  Insurance 

Co . .160 

Taff,  David  P . 137 

Wisner  &  Co.,  A.  L....141 
Mall  Orders. 

Krueger  Mfg.  Co . 155 

Western  Monthly . 155 

Mechanical  Devices. 

American  Diagraph  Co..  21 
Automatic  Adding  Ma¬ 
chine  Co . 141 

Bates  Mfg.  Co . 115 

Beach-Kauffman  Mfg. 

Co . 2nd  Cover 

Burroughs  Adding  Ma¬ 
chine  Co . 129 

Felt  &  Tarrant .  32 

Gray  Motor  Co .  31 


Kelsey  Press  Co.,  The.  .141 
Lamson  Consolidated 

Store  Service  Co. 141,  155 
Locke  Mfg.  Co.,  C.  E..155 
Morse,  Herbert  North..  133 
Ohio  Electric  Wks.135,  137 

Pelouze  Scale  Co . 149 

Standard  Adding  Ma¬ 
chine  Co.,  The .  97 

Universal  Adding  Ma¬ 
chine  Co . 4th  Cover 

Men’s  Goods. 

American  Tobacco  Co.. Ill 
Barker  Collars  and 

Cuffs  . 139 

Burton,  C.  D .  13 

Cole  Co.,  G.  W . .  .145 

Columbian  Hair  Tonic 

Co . 139 

Cook  Co.,  H.  C . 145 

Fiberloid  Co... . 145 

Fischer  Mfg.  Co . 143 

Frost,  Geo . 131 

Gillette  Safety  Kazor 

Co . 119 

Good  Form  Co . 137 

Hewes  &  Potter . 143 

Krementz  &  Co . 143 

Lantz-Adonis  Co . 145 

Lester  Co.,  Francis  E., 

The  . 135 

Mennen  Co.,  Gerhard.  .  ..133 
Morrison  Shirt  &  Collar 

Co . 145 

Parker’s  Hair  Balsam.. .155 

Pinkus  Bros . 143 

Pioneer  Suspender  Co.. .127 
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Associated  Lawyers’ 

Company  . 155 

Classified  Department.28-29 

Cochrane  &  Payne .  15 

Detroit  Coin»  Wrapper 

Co . 139 

Evans  Vacuum  Cap  Co.  147 
Franklin-Howard  Co.... 159 
Hay-fe-No  Medical  Co..  135 

Ideal  Co.,  The . 137 

Iliff  &  Co.,  Jno.  W . 159 

Lacey,  K.  S.  &  A.  B....139 
Metallic  Sign  Letter  Co.l59 
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Nasal  Shield  Co.,  The... 155 
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O’Meara  &  Brock  Co...  155 
Peck-Williamson  Co., 

The  . 121 

Postal  Mercantile 

Agency  . 123 

Postum  Cereal .  99 

Kegent,  Hotel . 149 

Kumford  Chemical 

Works  . 133 

Shepherd  &  Parker . 137 

Souvenir  Pillow  Top  Co.  23 
Times  Square  Automo¬ 
bile  Co . 135 

Ulery  Co.,  U.  J . 137 

Office  Supplies. 

American  Embossing 

Co . 135,  147 

American  Electric 

Telephone'  Co . 141 

Burr-Whit  Novelty  Co.. 139 

Carter’s  Ink . 123 

Columbia  Phonograph 

Co . 103 


Common  Sense  Clip . 146 

Desk  File .  26 

Diamond  Paste  Co . 159 

Palmer  Co.,  Jno.  T . 135 

Kussia  Cement  Co . 131 

Smith,  Chas.  C . 107 

Paper. 

Weston  Co.,  Byron . 149 

Whitaker  Paper  Co., 

The  . 24 

Pens  and  Pencils. 
Salomon  &  Co.,  A.  L...117 
Publishers. 

American  Business  & 
Accounting  Encyclo¬ 
pedia,  The . 156-157 

Beach,  E.  H . 31-146 

Book-Keeper  Pub.  Co., 

2,  11,  12,  20,  27,  147,  148 
Commercial  Corre¬ 
spondence  . 16-17-22 

Credit  Man  &  His 

Work  . 16-17 

Goodwin,  J.  H...3rd  Cover 
Home  Study  Magazine..  30 

Investor’s  Keview . 135 

Publicity  Pub.  Co .  31 

Sales  Promotion . 16-17 

Shorthand  Writer,  The.  .  9 

Soule,  Geo . 159 

Swett,  Arthur  E . 113 

Tabloid  Systems . 18 

■rea  &  Coffee  Trade 

Journal,  The . 139 

Thorne’s  20th  Century 
Bookkeeping  &  Busi¬ 
ness  Practice .  8 

Railroads  and  Steamship 
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Detroit  &  Buffalo 

Steamboat  Co .  21 

Detroit  &  Cleveland 

Nav.  Co . 31 

Stationery  and  Printing. 

American  Embossing  Co.  23 
Clark  Engraving  & 

Printing  Co .  6 

Electro  Gravure  En¬ 
graving  Co . 159 

Halliday,  J.  W . 139 

O’Leary-Padberg  Lith¬ 
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Smith-Premier  Type¬ 
writer  Co .  25 
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It  is  a  Fact 

Which  Does  Not  Admit  of  Argument 

that  the  person  or  concern  concentrating  or  making 
a  specialty  of  an  article  is  in  a  position  to  manufac¬ 
ture  and  distribute  at  better  prices,  than  the  man 
who  has  a  dozen  irons  in  the  fire. 

Our  specialty  is  Index  Card  Supplies. 

A  trial  will  convince  you  of  the  merit  of  this 
argument. 

STANDARD  INDEX  CARD  CO.,  707-709  Arch  St.,  PHILADELPHIA 


MAN  WANTED 

In  the  REAL  ESTATE  BUSINESS.  _No  canvassing  or  solicit¬ 
ing  required.  Experience  unnecessary  if  honest,  ambitious  and 
willing  to  learn  the  business  thoroughly  by  mail  and  become 
our  local  representative.^  Many  make  ^300  to  ^500  monthly. 
Write  at  once  for  full  particulars.  Address  either  office. 

NATIONAL  CO=OPERATIVE  REALTY  CO. 

Suite  4,  52  Dearborn  St.,!  __  /Suite  4,  1410  “H”  Street, 
Chicago,  Ill.  /  \  Washington,  D.  C. 


KEEP  TRACK  WITH  TACKS 


The  Map  and  Tack  System.  The 
only  system  whereby  you  can 
keep  in  close  touch  with  your 
out-of-town  business.  Endorsed 
by  up-to-date  business  ^men. 
Adaptable  to  all  lines. 

Send  for  price  list  and  our  FREE  box  out¬ 
fit  demonstrating  the  value  of  the  system. 

JOHN  W.  ILIFF  k  CO.,  350  Wabash  Ave.,  Chicago 


Ouf  plan  for  starting  beginners  isa'^inre  winner.” 
No  experience  necessary.  All  can  do  It.  Age,  sex 
or  locality  make  no  difference.  We  furnish  every¬ 
thing.  Money  comes  with  orders 
enormous  profits.  Start  on 
capital  and  Increase 
business  from  profi 
can  make  big  money 
attending  to  the 
work  evenings  in 
your  own  home. 

When  business 
grows,  drop  other 
employment,  and 
devote  your  entire 
time  to  it.  A  chance 
to  get  into  business 
for  yourself.  We  tell  you  how  for  a  two  cent  stamp. 


FRANKLiN*HOWARD  CO.,  KANSAS  CITY,  NO, 


MAKERS  OF 
HALF-TONES  AND 
ZINC-ETCHINGS 
FOR  CATALOGUES. 

BOOKLETS. 
LETTER  HEADS  ETC 

74  WOODWARD  AVE 

DETROIT  MICH. 


hhmsm  never  soils  OR  SPOILS 

Day’s  White  Paste 

It’s  the  paste  that  sticks,  but  doesn’t  leave  a  sticky  look. 
It’s  always  ready  in  our  Handy  Paste  Jar,  with  water-well. 
Paste  is  so  much  nicer  than  mucilage,  and  our  Handy  Jar 
makes  it  a  most  convenient  artic’ 

ON  YOUR  DESK,  OR  FOR 
PHOTOS  OR  HOME  USE 

Day’s  is  not  only  as  good  paste 
as  is  made,  but  our  jar  holds  more 
of  it.  Write  us  and  we  will  send  a 

Sample  Free 

You  can  get  your  dealer  to  sup¬ 
ply  you  with  Day’s  2Sc.  Jar,  ISc. 
jar,  or  in  bulk,  6-lb.  pail,  ^1.00. 


Diamond  Paste  Go.,  66  Hamilton  St.,  Albany,  N.  Y. 


ADVANCE  SUBSCRIPTION  OFFER 


Ne7v  and  Enlarged  Edition 

CYCLOPEDIA  OF  DRAWING 

4  volumes  bound  in  half-red  morocco.  1,600  pages  CTxlO  inches)  over 
1,200  illustrations,  plates,  tables,  formuloe,  etc. 

Ready  for  Delivery  August  25th,  1906 

RESERVATIONS  MUST  BE  MADE  NOW  I 

Regular  price,  $16.00.  Special  advance  subscription  price 
until  August  2Sth  only,  $10.00,  payable  $1.00  now  and  $1.00 
per  month  after  books  are  delivered.  Shipped  August  25th 
express  prepaid,  for  five  days  FREE  EXAMINATION. 
Your  advance  payment  will  not  obligate  you  to  keep 
books.  If  unsatisfactory  notify  us  and  your  money  will  be 
promptly  refunded. 

BRIEF  TABLE  OF  CONTENTS 

Mechanical  Drawing;  Architectural  Drawing;  Freehand 
Drawing  ;  Tlie  Roman  Orders  ;  Perspective  Drawing  ; 
Shades  and  Shadows;  Rendering  in  Pen  and  Ink  and 
Water  Color;  Architectural  Lettering;  Working  Drawings; 
Machine  Design;  Sheet  Metal  Pattern  Drafting;  Practical 
Problems  for  Sheet  Metal  Workers. 

AMERICAN  SCHOOL  OF  CORRESPONDENCE 

Chicago,  Ills.,  U.  S.  A. 

Mention  August  Business  Ma7i's  Magazine 


BOOKKEEPERS’ COMPANION  BOOKS 


’OULE’S  Philosophic 
)  Practical  Mathematics 

iOie pp.,  8xH  in. 


'OULE’S  New  Science 
)and  Practice  of  Accounts 

New  Edition  782  pp. 


The  master  works  of  the  age  on  the  sciences  that  hold  commerce 
and  finance  in  their  orbits.  They  are  revelations  in  Practical 
Mathematics  and  in  Higher,  Expert  and  Corporation  Ac¬ 
counting.  New,  enlarged  editions,  Specimen  pages  and 
indexes  sent  FREE.  Address 

QEO.  SOULE,  603  St.  Charles  St.,  New  Orleans,  La. 


■  CTTCBJO  for  office  windows,  store  fronts  and 
LiCi  I  I  llllv  glass  signs— anyone  can  put  them  on. 
WRITE  TO-DAY  FOR  FREE  SAMPLE  AND 


FULL  PARTICULARS 


AGENTS  WANTED 


Agents  can  easily  make  from 

525.00  to  $50.00  per  week. 


METALLIC  SIGN  LETTER  COMPANY 
62  North  Clark  Street  •  •  •  Chicago.  Illinois 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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The  Security  of  Prudential 
Policyholders  is  Guaranteed 

by  the  unquestioned  character  of  investments  and  the  progressive  policy  which 

has  been  the  first  consideration  of 

The  Prudential 

This  company  has  always  been  managed  in  a  spirit  of  liberal  conservatism 
.  and  solely  for  the  true  and  enduring  interests  of  policyholders. 

An  Economical  and  Efficient  Administration. 

Constantly  Decreasing  Rates  of  Expense  and  Mortality. 
Satisfactory  Dividend  Returns  and 

Prompt  Settlement  of  All  Obligations 

Have  Made  The  Prudential 

On0  of  the  Grcfl-tcst  Life  Insurance  Companies 

in  the  World 

Life  Insurance  is  to-day  a  necessity,  a  safe  and  certain  method  of  investing  surplus  earnings  and 
^e  only  satisfactory  means  of  providing  in  the  most  effectual  manner  for  the  future  needs  of  others 
Write  now  for  facts  about  the  policy  you  would  like.  Write  Dept.  125 

The  Prudential  Insurance  Companv 

OF  AMERICA  ^ 

Incorporated  as  a  Stock  Company  by  the  State  of  New  Jersey 

Home  Office:  NEWARK.  N.  J.  jqhn  F.  DRYDEN,  President 
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OFFICE  OF  J.  H.  GOODWIN, 


Room  4  94,  I2i5  Broadway 
NEW  YORK  CITY 


Expert  Accountant  and  Teacher  of  Sook-keeping 
of  Thirty-two  Years  Experience 

t  r  Goodwin’s  Improved  Book-keeping  and  Business  Manual 
Author  oi  ^  Goodwin’s  Practical  Instruction  for  Business  Men 

Proprietor  of  The  J.  H.  Goodwin  Audit  and  Accounting  Company 

June  27 ,  1906 

My  Dear  Reader:  I  promise  to  make  a  FIRST-CLASS 
BOOK-KEEPER  of  you  AT  YOUR  OWN  HOME,  in  six  weeks,  for 
$3  00  or  REFUND  MONEY;  distance,  age  and  experience 
immaterial;  may  find  a  GOOD  POSITION  for  you,  tool 
’’How  do  I  accomplish  so  much,  in  so  short  a  time. 


for  so  small  a  sum  of  money?" 

I’ll  tell  you.  YOU  send  ME  $3.00.  I  send  you  a 
copy  of  my  work  entitled  "Qoodwin’s  Improved  Book-keep¬ 
ing  and  Business  Manual,"  a  "Study  Card"  and  a  "Cer¬ 
tificate."  The  study  card  shows  you  how  to  study  the 
book  and'the  certificate  entitles  you  to  GRATUITOUS 
ASSISTANCE.  You  write  up  the  set  of  examples  in  the 
book  and  submit  trial  •  balances  and  statements  t.o  me. 
These  I  "audit,"  when  I  find  them  to  be  correct.  In 
short,  I  pilot  you  right  along  through  the  study  of  book- 
kBeninff  until  you  understand  it  thoroughly,  and  are 
able  to  accept  any  position  where  a  FIRST-CLASS  BOOK- 
KREPER  may  be  required.  Should  you  then,  after  having 
secured  the  "audit,"  desire  A  POSITION  AS  BOOK-KEEPER, 
you  fill  out  and  return  to  me  a  combined  "Application 
Blank  and  Certificate  bf  Competency,"  with  which  I 
supply  you,  when  I  use  my  utmost  endeavors  to  piace 
you  FREE  OF  CHARGE.  Placed  one  pupil  at  $60  weekly, 
Nov.’  10;  another  at  $76  weekly,  Jan.' 9;  another  at 
$100  weekly,  Feb.  16--and  several  since.  Have  on  file 
8,487  TESTIMONIALS  and  have  placed  THOUSANDS  in  GOOD 
POSITIONS.  Perhaps  I  can  place  YOU,  TOO! 


COST  OF  MY  "COURSE: " 


In  TIME,  2  to  6  Weeks;  in  MONEY,  $3.00. 

I  ALWAYS  RETURN  MONEY,  if  you  fail  to  learn. 
My  system  is  in  constant  use  in  the  largest 
houses  of  the  WORLD,  and  my  book  is  an 
authority  on  all  matters  appertaining  to 
BOOK-KEEPING  and  BUSINESS. 


IP  YOU  WISH  TO  LEARN 
BOOK-KEEPING,  what  more 
could  you  ask  than  a  guaran¬ 
tee  that  you  can  learn  it  at 
your  own  home,  in  six  weeks, 
and  at  a  cost  of  ONLY  THREE 
DOLLARS- -or  hav.e  YOUR  MONEY 
REFUNDED? 


xrcLuj-vvvJ 

Room  494 
1216  B’way 
New 


York 


WHAT 

do  you  really  know  akout 

ADDING  MACHINES? 

Ever  try  one?  Still  using  it? 
If  not  it  is  douttless  because  you  did 
not  test  AddingMachine^tbeNo.^ 
Universal.  Better  late  tban  never.  Send 
your  request  to"day"“tbe  test  is  free. 


THE  ^niv^rsaP 

Adding  Machine 

Prints  those  red  totals 


Distinguishes  totals  and  subtotals 
from  items 

Takes  a  total  without  extra  lever  work 

Has  total  indicator  in  plain  view  above 
key  board 

Has  lightest  lever  pull  when  run  by  hand 

Eliminates  lever  pull  when  run 
by  electricity 

Locks  total  button  when  lever  is 
started  forward 

Automatically  restores  repeat  key 

Is  a  high-speed  machine,  restoring  kc>'s 
instantaneously 

Has  individual  correction  key  for 
each  bank  of  keys 

Works  equally  well  on  wide  sheets 
and  narrow  rolls 

IT  will  decrease  costs, 
‘  fig/iten  labor,  jxre' 
vent  errors,  insure. 
accuracy,  stoji.  worry, 
fessen  friction. 


Wniv^r^af 

AoDINGyVVACHINE  Co. 

s 


We  make  Universal 
Adding  Machines  to 
operate  by  hand  or 
electricity. 


ST.  LOUIS.  MO. 

GENERAL  OFFICES  AND  FACTORY 
3805  Laclede  Ave. 

Sales  Offices  in  all  Principal  Cities. 


Aini’8 


REG.  U.  S.  PAT.  OFFICE 


SEPTEMBER,  1906 


AND  THE  BOOK-KEEPER 
E.  H.  BEACH,  Editor 


''The  Alachine  Y otL  Have  Been  Looking  For’ 

"The  Right  Machine  at  the  Right  Price” 
"The  Item  Showing”  Machme— 


BEACH  CALCULATING  MACHINE 

A  Perfect  Non -Listing  Machine 


EVERY 

ITEM 

SHOWN 

IN 

BLACK 

FIGURES 


ALL 

TOTALS 

SHOWN 

IN 

RED 

FIGURES 


Capacity :  $9,999,999.99 

You  take  the  Machine  to  your  books,  not  the  books 

to  the  Machine. 


SEND  FOR  CATALOG  AND  TESTIMONIALS 


SIMPLE— DURABLE— CORRECT 

The  Beach=Kaufffflan  Manufacturing  Gompany 

DETROIT,  MICH.,  U.  S.  A. 
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Steel  clips,  enclosed  in 
which  any  inscription 


leather  tabs, 
may  be  written 


i( 

A 

1 

[ 

1 

This  Cut  shows  how  Tags 
are  Put  on  Leaves 


Description  ; 

printed.  They  can  be  instantly  slipped  on  a  leaf,  or  card,  and 
hold  with  a  vise-like  grip,  but  do  not  tear  or  mark  the  leaf. 
They  can  be  quickly  removed  to  another  page  or  to  a  different 
book  if  you  wish. 

Tags  that  you  can 
write  on 


Exeter,  Ne 

Size,  Paper  Fcced 


^  in.  Tag  Paper  Faced 


are  made  in  six  sizes — to  fit  every  book  from  the  smallest 
memorandum  to  the  largest  ledgers  and  stock  books,  and 
permitting  of  writing  inscriptions  of  any  length  desired. 

There  are  two  kinds  of  these  tags: 

Plain  Leather  Tags  are  light  tan  in  color  and  the 
leather  presents  a  good  surface  for  writing  permanent  in¬ 
scriptions  in  ink. 

Paper  Faced  Tags  {Erasable)  have  over  the  leather  a 
facing  of  the  best  Buff  Scotch  Ledger  Paper  which  gives  the 
most  desirable  surface  for  writing  with  pen  or  pencil,  and 
will  stand  several  erasures  and  rewritings.  When  the 
paper  surface  is  worn  too  much  for  use  new  gummed 
stickers  can  be  obtained  at  small  cost.  Though  we  carry 
in  stock  over  one  thousand  kinds  of  printed  tags  the;  sale 
of  the  paper  faced  tags  exceeds  the  combined  sales  of  all 
the  others.  l  inch  size,  Plain  Leather 

We  Guarantee  these  tags  to  pay  for  themselves  in  the  time  •  ,  .  k 

saved  by  their  use,  and  will  send  tags  to  any  responsible  person  or  firm  on  trial,  to  be 
returned  if  not  found  profitable.  d  We  prepay  transportation. 

We  have  never  found  an  office  so  large 
and  but  few  so  small  but  that  at  least  a  few 
of  our  tags  could  be  profitably  used.  Fill 
out  the  coupon,  mail  it  with  your  letter-head 
and  receive  our  catalogue  and  price  list 
showing  how  YOU  can  save  time  and  labor. 

Sample  tag  for  5  cents. 


hM 

^  -i'v 


5 


Cut  off  here  and  mail  TO-DAY  Don't  Delay 

Dept.  A,  Chas.  C.  Smith,  Exeter,  Nebraska 

Please  send  your  circulars  and  price  list  free. 
Enclosed  is  5  cents  for  sample  tag.  9-06 

Name . .  . . . 


chas.  C.  smith,  ”1!:: 

EXETER.  NEBRASKA 


.State. 


T, State  What  You 
'  Wish  to  Index 
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The  Machine  that  Serves  the  Purpose  of  a 

Second  Brain 


HE  man  who  operates  an  Elliolt-Fisher  Billing  and  Adding  Machine 


X 

I  finds  that  it  has 
more  accurate 
he  is  making  out 
cording  the  item*:  f 
attachment  is 
ing  the  to- 
out  any 
tion  or  ef- 
partwhat- 
when  the 
down  the 
recording, 
gives  the  operator 


y. < 


a  brain  for  adding, 
than  his  own.  While 
the  bill  and  re- 
the  adding 
accumulat- 
tals  with- 
extra  mo- 
fort  on  his 
ever,  but 
items  are  all 
total  is  ready  for 
This  practically 
a  mechanical  brain.  The 


Elliott-Fisher  Combined 
Billing  Md  Adding  Machine 

does  all  the  printing  and  adding  of  figures  done  by  any  adding  machine  and  at  the 
sarne  time  does  all  the  billing  hitherto  done  by  this  billing  machine  and  makes  all  the 
carbon  copies  required,  typewriting  the  descriptive  matter  on  the  bill  simultaneously  with 
all  its  carbon  rec^ds,  and  does  it  all  by  simply  fingering  the  regular  keys  of  the  regular 
.  keyboard  of  the  Elliott-Fisher  Machine. 

•  H  The  Elliott-Fisher  has  always  been  and  still  is  the  only  real  billing  machine,  and 
now  that  it  adds  at  the  same  time  that  it  lists,  writes  and  makes  carbon  copies, 
think  what  the  combination  means  in  the  time  saving  and  labor  saving  in  your  Billing 
and  Order  Department. 

d  By  placing  two  or  more  registers  on  the  machine,  a  great  variety  of  tabulated  work 
may  be  done,  and  the  usefulness  of  the  machine  increased  to  almost  any  degree. 

Send  for  Further  Descriptive  Literature 

Elliott-Fisher  Company,  329-331  Broadway,  wo'J^hs^.,  New  York  City 


LONDON— PARIS 


Branch  Offices  and  Agencies  in  All  Principal  Cities 
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Loose  Leaf 
Systems 
and  Devices 


CL 

FOR  COMMERCIAL  PURPOSES: 

Perpetual  Trial  Balance 
Perpetual  Stock  Record 
Combined  Cash,  Journal  and  Daily 
Financial  Statement 
Manifold  Orders,  Order  Books  and 
Blanks 

Shipping  and  Delivery  Receipts 
Purchase  Order  Systems 
Order  Blank  Systems 
Bill  and  Charge  Systems 
Monthly  Statement  Systems 
Invoice  Filing  System 
Requisition  Systems 

CL 

FOR  BANKS  or  TRUST  COMPANIES: 

General  Ledger  for  Checks  in  Detail 
Depositor’s  Ledger 
Check  and  Deposit  Journal 
Depositor’s  Monthly  Statement 
Register  of  Certificates  of  Deposit 
Issued 

Savings  Ledger 
Certificate  Ledger 
Liability  Ledger 
Shareholder’s  Ledger 
Real  Estate  Loan  Register 
Register  Forms  for  Notes,  Collec¬ 
tions,  etc. 

And  other  bank  forms 


TRADE 


Tngwail 


MARK 


Ask  for  Samples 

of  Our  Monthly  State¬ 
ment  System. 

CL 


WE  DEVISE  FORMS 

Constituting  a  complete 
Administrative  System  for 
any  line- of  business 

CL 

Examine  our  devices — 
compare  with  others — ■ 
they  will  stand  the  test 

CL 

We  are  prepared  to  fur¬ 
nish  you  the  very  best  flex¬ 
ible  leaf  on  the  market 

CL 

Hints  for  the  Business 
Man  mailed  free 


Ask  to  see  our  STOCK  FORM  LEDGER  LEAVES-we  sell  them  at  close  prices 

THE  TENGWALL  COMPANY 


1413  E,  Ravenswood  Park,  Chicago 


20  Thames  St.,  New  York 
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Baker- Vawter 
Loose-Leaf  Records 


Are  made  from  a  special  grade 
of  linen  paper — made  for  us 
exclusively. 

Binders  are  the  best  in  material 
and  workmanship  that  money 
and  experience  can  produce. 

Punching  and  trimming  are 
accurate  to  the  thousandth  of  an 
inch.  Alignment  is  faultless, 
Registration  perfect. 

B-V  manifold  blanks  make 
duplicates  that  are  exact  dupli¬ 
cates  of  the  original. 


Ask  us  to  explain  the 
Baker-Vawter  idea. 


Baker-Vawter 


Please  mention  The  Business  Man’s  Magazine  when  zvriting  to  advertisers. 
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No  More  Trial  Balances 
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THE  ABOLITION  OF  THE  TRIAL  BALANCE 

'^HE  TRIAL  BALANCE  has  always  been  the  nightmare  of  the  book-keeper _ 

and  this  book  will  relieve  you  of  it  for  ever  more.  The  process  is  so  simple 
that  you  will  wonder  how  you  ever  got  along  without  it.  Heretofore  the  secret  of 
a  few  public  accountants,  we  offer  it  for  the  benefit  of  the  whole  profession.  Get 
a  copy  of  this  book  now  and  be  done  with  the  troublesome  trial  balance  for  good 
and  all. 

Handsomely  Bound.  Price,  $2.00,  Carriage  Paid 

THE  BOOK-KEEPER  PUBLISHING  CO.,  Ltd.  DETROIT,  MICH. 
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To  Stenographers 


WE  WANT  YOU  TO  KNOW 

The  Shorthand  Writer 

and  Law  Register 

It  is  edited  by  Robert  F.  Rose  and  W,  L.  James,  expert  court 
reporters — the  only  weekly  periodical  of  its  kind  published — and  is 
designed  to  instruct  in  the  highest  branches  of  the  shorthand  art. 

The  Court  Reporting  Department  gives  the  short  cuts  and  expedi¬ 
ents  used  in  this  class  of  work,  explains  the  various  forms  and  teaches 
the  methods  used  in  the  largest  court  reporting  offices.  Fully  illus¬ 
trated  with  shorthand  notes,  written  by  the  most  expert  reporters. 

The  Legal  Pleading  Department  explains  the  work  encountered 
in  law  offices,  teaches  the  various  legal  pleadings  in  common  law  and 
equity,  and  illustrates  them  in  the  shortest  and  most  legible  shorthand. 

The  Encyclopedia  of  the  Crafts  shows  the  method  of  manufacture 
of  all  known  commercial  articles,  explains  the  technical  terms,  and  is 
fully  illustrated  in  shorthand. 

The  Employment  Department  is  for  the  use  of  all  subscribers, 
without  cost.  Stenographers  are  placed  in  positions  throughout  the 
United  States,  Canada  and  Mexico. 

Send  ten  cents  for  a  trial  subscription  of  one  month  (four  issues). 

Do  it  today,  addressing 

The  Shorthand  Writer 

Suite  25,  79  Clark  Street  Chicago,  lil. 
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A  Condensed  Encyclopaedia  of 
Credit  and  Collection  Information 

How  much  of  your  money  is  tied  up  in  bad  debts? 

Dq  you  know  exactly  your  percentage  of  loss  through  bad  debts? 

No  matter  how  small  it  may  be — isn’t  it  capable  of  being  reduced? 


r  are  Simple,  unique  systems  used  by  the  most  advanced  experts — plans 

or  sizing  up  the  customer— methods  of  enforcing  payments — that  bring  the  whole 
question  ot  credits  and  collections  to  a  mere  matter  of  automatic  routine.  There  are 
twenty-three  actual  systems  described  in  THE  CREDIT  MAN  AND  HIS  WORK 
that  show  how  to 

ELIMINATE  THE  CREDIT  RISK. 

collection  systems  and  methods  described  in  THE  CREDIT  MAN 
^  tangible  ways  to  bring  the  credit  department  to  the  top 

tch  of  efficiency.  The  book  is  not  the  work  of  any  one  individual.  It’s  the  outgrowth  of 
successful  plans  used  m  the  greatest  business  houses  of  America.  Credit  experts  that 

to  fifteen  thousand  dollars  a  year  conducting  the  credit  operations  of 
building  booT^  ^  millions  of  dollars  worth  of  credit  accounts  helped  to  make  this  business- 

^  CREDIT  MAN  AND  HIS  WORK  contains  over  350  pages  of  brain- 

developing  plans,  full  to  the  brim  with  money-earning  possibilities.  It  teems  from  cover 
to  coyer  with  information  that  you  cannot  buy  anywhere  else  at  any  price.  The  book 
contains  the  boiled-down  life  experiences  of  a  corps  of  trained  business  experts,  and  yet 
we  do  not  even  ask  you  to  take  any  risk  in  ordering.  We  solicit  your  order  on  approval. 
Laptev  °  estimate  of  the  book  on  the  value  of  a  single 

volumes  bound  in  three-quarter  Morocco,  full 
Ri  ssia  back,  gold  top,  gold  stamped  and  marbled  edges.  One  of  these  de  luxe  copies 
will  be  sent  you  if  we  receive  your  order  within  the  next  thirty  days.  Tear  out  this  oaee 
send  It  m  today  with  a  two-dollar  bill  and  be  the  sole  judge  of  thi  merit  of  our  claims^  ’ 

r.f  ^  Without  the  book,  send  it  back  at  our  expense,  and  we  will 

refund  the  full  purchase  price.  '  wc  wm 


The  Book-Keeper  Publishing  Co.,  Lid..  92  West  Fort  St..  Detroit,  Mich. 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


9 


AND 


ENGRAVING 
PRINTING 
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How  to  Become  an  Expert  Reporter 

DUDLEY  M.  KENT,  OFFICIAL  COURT  REPORTER  OF  THE  THIRTY-SECOND  JUDICIAL 
DISTRICT  OF  TEXAS,  ADVISES  BEGINNERS  HOW  TO  BECOME  EXPERT  IN  SHORTHAND 


By  DUDLEY  M.  KENT, 

Official  Reporter,  Thirty-second  Judicial  District  of  Texas. 


N  replying  to  the  above  propo¬ 
sition,  I  am  going  to  assume 
that  the  reader  knows  noth¬ 
ing  whatever  of  shorthand 

and  I  shall  write  on  that  as¬ 
sumption. 

“In  the  first  place,  don’t  make  the  mis¬ 
take  of  studying  anything  except  a  Pitmanic 
system.  Whatever  you  do,  and  no  matter 
whose  compilation  of  it  you  decide  to  adopt, 
get  a  Pitmanic  system.  The  first  question 
asked  the  applicant  for  a  stenographic  posi¬ 
tion  nowadays  is,  ‘What  sys¬ 
tem  do  you  write?’  If  you 
answer  that  you  write  the 
Pitman  you  can  depend  upon 
it  that  you  will,  at  least,  have 
an  opportunity  to  make  a  stab 
at  the  position ;  while  if  you 
are  compelled  to  confess  that 
you  write  a  non-Pitmanic 
system  you  will  repeatedly  be 
dismissed  with  a  knowing 
wink,  so  well  acquainted  are 
employers  becoming  with  the 
comparative  merits  of  sys¬ 
tems  of  shorthand. 

“Having  decided  that  you 
will  study  a  Pitmanic  system  you  will  next 
consider  whose  version  of  it  you  will  take. 

I  can  give  you  no  better  advice  in  this 
regard  than  to  tell  of  my  own  experience. 

I  wrote  Pitman  shorthand  nearly  ten 
years  and,  to  be  candid,  I  used  to  think  I 
could  deliver  the  goods  in  unbroken  pack¬ 
ages.  About  that  time  I  secured  a  position 
writing  shorthand  with  the  firm  of  Walton 


DUDLEY  M.  KENT 


James  &  Ford  of  Chicago — the  largest  court 
reporting  firm  in  the  world— and  I  said 
to  myself  that  I  would  show  them  a  few 
things  about  shorthand.  The  first  day  I 
was  in  court  six  hours  and  on  returning  to 
the  office  I  was  told  that  a  large  portion  of 
my  notes  would  have  to  be  in  type  by  morn¬ 
ing.  I  looked  my  notes  over  and  then  look¬ 
ed  them  over  again  and  it  occurred  to  me 
that  I  had  overlooked  many  essential  parts 
of  the  testimony.  They  asked  me  if  I  wanted 
two  operators.  I  told  them  I  thought  one 
would  be  sufficient.  In  fact  I 
would  sooner  have  pursued 
the  Texas  method  of  getting 
in  some  quiet  corner  and  dig¬ 
ging  it  out  by  tedious  j'erks, 
but  I  was  in  Chicago  with  125 
pages  of  typewriting  staring 
me  in  the  face.  I  had  to  make 
a  bold  front  because  I  told 
those  fellows  that  I  was 
there  with  shorthand.  I  fin¬ 
ished  that  bunch  at  two 
o’clock  the  next  morning  and 
for  the  first  time  since  1 
emerged  from  the  doors  of 
the  business  college  I  knew 
that  what  I  knew  about  shorthand  would 
not  be  an  unpardonable  blot  on  any 
ladies’  calling  card.  The  next  morning 

I  said  to  Bob  Rose  and  W,  L.  James — 

I  took  them  off  away  from  the  mad¬ 
dening  crowd  to  impart  the  news  to  them 
I  want  you  to  teach  me  your  short¬ 
hand.  They  delivered  me  the  documents 

and  I  hit  that  game  called  Success  Short- 
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hand  right  full  in  the  face.  I  hammered 
those  twenty-four  lessons  until  they  were 
practically  photographed  in  my  mind.  From 
the  time  that  I  mastered  the  first  lesson 
shorthand  clouds  have  had  a  more  roseate 
hue  for  me. 

“It  is  a  system  of  shorthand  that  is  not 
the  result  of  chance  nor  is  it  a  rehashment 
of  any  other  version  of  Pitmanic  short¬ 
hand.  It  is  a  system  within  itself,  full  and 
complete,  admirably  adapted  to  the  begin¬ 
ner  as  well  as  to  the  professional.  There  are 
many  men  today  doing  good  court  work  who, 
perhaps,  never  heard  of  Success  Shorthand 
just  as  some  men  used  to  thresh  wheat 
fairly  well  with  a  club,  but  the  beauty  of 
Success  Shorthand  lies  in  the  fact  that  it 
enables  one  to  write  shorthand  with  an  ease 
and  a  confidence  that  I  never  felt  before  I 
adopted  it.  It  is  a  system  prepared  by  men 
who  write  the  same  system  that  they  will 
teach  you — men  who  can  give  you  a  ver¬ 
batim  report  that  ever  went  on  the  boards, 
from  George  R.  Wendling’s  classics  to  the 
proceedings  of  a  twenty-round  bout  be¬ 
tween  a  pair  of  heavies.  The  system  is  the 
result  of  their  years  of  reporting  during 
which  time  they  learned,  as  they  could 
not  have  otherwise  done,  wherein  the  long 
form  of  Pitman  was  deficient,  and  Success 
Shorthand  comes  to  you  as  the  finished 
product  of  their  labor  and  experience.” 

The  above  is  taken  from  a  letter  written 
by  Dudley  M.  Kent  to  R.  H.  Ballinger, 
Honey  Grove,  Texas,  who  wrote  him  re¬ 
questing  his  opinion  of  Success  Shorthand. 
Mr.  Kent’s  headquarters  are  at  Colorado, 
Texas.  The  following  is  a  reproduction 


of  a  page  from  Mr.  Kent’s  journal  showing 
his  earnings  in  a  single  month : 


2. 

3. 

10. 

11. 

11. 

13. 

14. 
20. 
20. 
21. 
22. 
23. 

23. 

24. 

24. 

25. 

26. 
27. 

27. 

28. 
28. 

29. 

30. 

30. 

31. 
31. 
16, 
31. 


Tran.  70  pp.  Fielding  vs.  Gann . $  86.00 

Tran.  62  pp.  State  vs.  Vance .  31.00 

Tran.  153  pp.  Felker  vs.  T.  &  P.  Ry  Co.  86.00 

Carbon  of  same  .  7.50 

Rep.  Wilkes  vs.  Same  .  6.00 

Tran.  45  pp.  same  .  27.50 

Tran.  143  pp.  Coggin  vs.  T.  &  P.  Ry.Co.  83.00 
Miscel.  Pleadings  for  T.  &  P.  Ry.,  50  pp.  25.00 

Tran.  41  pp.  Red  vs.  Russell .  20.00 

Rep.  County  Ct.  S.  &  B.  vs.  T.  &  P.  Ry.  5.00 

Tran.  52  pp.  same .  26.00 

Tran.  70  pp.  C.  &  D  vs.  T.  &  P.  Ry...  50.00 

Rep.  Co.  Ct.  W.  R.  Logan  ys.  Same..  5.00 

Rep.  Co.  Ct.  Joe  Stokes  vs.  Frisco  Ry.  5.00 

Tran.  45  pp.  same .  22.50 

Rep.  Ct.  Co.,  J.  D.  Sears  vs.  T.  &  P..  2.50 

Rep.  Ct.  Co.,  J.  W.  Russell  vs  Same..  2.50 

Tran.  25  pp.  Same  .  12.50 

Rep.  Co.  Ct.,  H.  W.  Harlin  vs.  Same.  2.50 

Tran.  12  pp.  Same  .  6.00 

Rep.  Co.  Ct.,  J.  D.  Sims  vs  Same .  2.50 

Tran.  17  pp.  Same  .  8.50 

Special  charge  work  .  1-06 

Rep.  Co.  Ct.,  G.  &  M.  vs  T.  &  P.  Ry.  2.60 

Rep.  Co.  Ct.,  W.  A.  Coggin  vs.  Same..  2.50 

Rep.  Co.  Ct.,  John  Lovelady  vs.  Same.  2.50 

Misc.  ords.,  mos.,  etc.,  for  T.  &.  P-  Ry* 

17,  18.  Trans,  of  S.  of  T.  vs.  J.  McK.  68.75 
Per  diem  as  official  stenographer . 105.00 

$650.25 


This  is  what  one  graduate  of  the  Suc¬ 
cess  Shorthand  School  is  doing.  He  was 
perfected  for  this  class  of  work  by  these  ex¬ 
perts.  Another  reporter  in  the  same  state 
—James  A.  Lord,  of  Waco,  Texas— made 
$1,282  in  a  single  month.  Other  graduates 
are  holding  positions  as  private  secretaries 
to  prominent  people,  and  as  stenographers 
in  law  offices  and  commercial  houses 
throughout  the  United  States,  Canada  and 
Mexico.  Beginners  are  taught  the  most  ex¬ 
pert  shorthand  from  the  start.  Stenogra¬ 
phers  are  perfected  for  expert  work.  Write 
at  once  for  48-page  catalogue,  sent  free, 
and  guaranty.  Address  Success  Shorthand 
School,  Suite  29,  Chicago,  Ill. 

(Note. — We  also  publish  the  most  up-to-date 
weekly  shorthand  magazine  in  the  world.  Send 
ten  cents  for  one  month’s  trial  subscription  (four 
issues),  addressing.  The  Shorthand  Writer,  79 
Clark  Street,  Chicago.) 
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^13  BOOKS 

A  WHOLE  LIBR; 


ONE  DOLLAR. 


YOU  MAY  hire  a  business  expert  at  a  cost  of  $25.00  to  $300.00  a  day,  to  perfect  a 
system  for  you  in  one  or  two  departments,  but  no  one  man  can  be  an  expert  in  all 
lines  of  business.  When  we  compiled  Tabloid  Systems  a  man  was  selected  to  write 
the  specific  articles  for  each  department,  who  was  recognized  in  the  business  world  as  know¬ 
ing  all  that  can  be  learned  about  his  particular  field.  You  get  exactly  the  same  help  from 
this  book  that  acquired  in  any  other  way  would  cost  a  fortune.  Furthermore,  The  Business 
Man’s  Magazine  maintains  a  staff  of  seven  experts  who  are  frequently  retained  for  special 


Tabloid  Systems  for  Business  Men 


Is  a  handsomely  bound,  200  page  book  that  is  specific  on  all  points  and  practical.  Every 
article  is  the  outgrowth  of  successful  business  enterprises.  It  shows  how  to  increase  busi¬ 
ness  and  decrease  expenses.  It  lends  positiveness— absolute  certainty  to  your  every  action. 
It  eliminates  experiment  from  your  business  field.  It’s  a  book  that  earns  its  right  of  exist¬ 
ence  every  minute  of  the  day. 


It’s  Free  to  You  with  a  Subscription  to  the 

Business  Man’s  Magazine 

THE  BUSINESS  MAN’S  MAGAZINE  should  have  a  place  on  your  desk.  It  b 
there,  just  as  much  as  the  credit  man  keeps  his  Dun’s  or  Bradstreet’s,  the  lawyer  his  : 
stone.  For  eighteen  years  it  has  set  the  pace  in  business  literature.  Hundreds  o; 
scribers  who  read  the  first  issue  are  among  our  enthusiastic  readers  today. 


THE  BOOK-KEEPER  PUBLISHING  CO.,  Ltd. 

92  West  Fort  Street,  Detroit,  Michigan. 

Gentlemen: — Enclosed  find  one  dollar,  for  which  please  send  me  the  Business  Man’s  Magazine  for 
one  year  in  accordance  with  the  above  offer,  and  send  me  free  of  charge  your  book  TABLOID  SYSTEMS. 
It  is  understood  that  I  may  have  my  money  refunded  if  the  book  or  magazine  does  not  prove  entirely  sat¬ 
isfactory. 

Name . 

Address . * . 

Town . State . . . 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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CONDUCTS  AN  ELABORATE 

FOREIGN  TRADE 

SERVICE 


which  is  of  so  much  practical  value  to  manufacturers  interested  in  selling 
abroad,  that  some  have  availed  themselves  of  it  for  the  entire  29  years  since 
it  was  established.  It  consists  of: 

1st.  Business-bringing  publicity  in  24  numbers  each  year  of  the  AMERICAN 
EXPORT££  (twelve  in  English  and  twelve  in  Spanish),  reaching  importers,  dealers 
and  consumers  of  American  goods  in -aU^  foreign  countries. 

2nd.  The  sending  abroad  of  representatives  of  the  AMERICAN  EXPORTER  to 
study  foreign^trade  conditions  and  stimulate  a  demand  for  American  manufactured 
goods^m- th^  different  countries;^,  also  to  make  personal  calls  upon  the  principal 
import  merchants,  dealers  and  large  consumers,  and  to  accumulate  a  fund  of  up- 
to-date  and  reliable  information  for  the  benefit  of  American  manufacturers  inter¬ 
ested  in  still  further  developing  their  foreign  trade.  Our  President,  Mr.  W.  J. 
Johnston,  is  now  making'  such  a  tour  of  South  America. 

3rd.  The  furnishing  of  specific  information  and  intelligent  advice  regarding 
opportunities  for  the  sale  of  particular  goods  in  any  country  or  countries;  and  rec¬ 
ommending  from  personal  knowledge  representatives  in  any  line  in  any  foreign  city. 

4th.  A  Translation  Bureau  for  the  exclusive  use  of  those  it  serves,  which 
translates  for  them,  without  extra  charge,  correspondence  in  all  foreign  languages. 

5th.  An  Advertisement  Writing  and  Designing  Department  which,  without 
cost  to  the  advertiser,  designs  and  prepares  copy  and  changes  in  copy  best 
adapted  to  make  the  right  impression  upon  the  foreign  reader. 

The  information  we  have  is  at  your  service. 

AMERICAN  EXPORTER 


135  William  Street 


NEW  YORK.  N.  Y. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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COMMERCIAL  CORRESPONDENCE 

A  COMPLETE  COURSE  IN  BUSINESS  LETTER  BUILDING 


Make  your  business  letters  do  business — make  them  sound  as  though  they 
were  alive.  “Commercial  Correspondence”  will  teach  you  how  to  plan 
and  build  the  sort  of  letters  that  get  results.  The  sort  that  make  friends — 
the  sort  that  get  orders — the  sort  that  get  the  money.  Just  one  letter  planned 
and  built  as  this  book  instructs  will  bring  back  its  cost  many  times  over. 

BOUND  IN  HALF-MOROCCOa  PRICE  $2^00  POSTPAID 
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BUSINESS  BRINQING  LEHERS 

THE  KIND  THAT  GET  THE  MONEY 


THE  BOOK-KEEPER  PUBLISHING  CO.,  Ltd.,  DETROIT,  MICH. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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TO  THE  BUSY  MAN  OF  AFFAIRS 


If  you  want  to  Keep  Well  Informed  on  the  Doings  of  the  Busi¬ 
ness  World,  Every  Business  Day  of  the  Week,  and  Get  Facts  which  will 
Assist  You  in  the  Transaction  of  Your  Business,  it  will  Pay  You  to 

Subscribe  to  the 


New  York  Commercial 


The  Representative  Business  Newspaper  of  America 


CL  No  publication  in  the  country  contains  as  many  departments 
which  mean  dollars  and  cents  to  its  readers  as  The  New  York 
Commercial. 

CL  No  publication  in  the  country  has  added  within  the  last  year 
as  many  features  of  vital  interest  to  the  business  man  as  The  New 
York  Commercial. 

CL  The  New  York  Commercial  publishes  every  day  in  the  week 
complete  and 


Accurate  News  and  Market  Reports 


News,  etc. 


The  Financial  News  published  in  the  New  York  Commercial  is 


known  all  over  the  country  as  being  second  to  none.  It  embraces  the 
entire  range  of  the  financial  centres  of  the  country. 


“boiled  down.” 


SEND  US  YOUR  NAME  AND  ADDRESS  FOR  A  SAMPLE  COPY 
SO  THAT  YOU  MAY  JUDGE  FOR  YOURSELF. 


THE  NEW  YORK  COMMERCIAL,  * N®Ew^YORK,'*NfY: 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers, 
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Concentrate  the  Vital  Facts 
Eliminate  Estimates! 


C.  If  you  are  interested  in  a  manufacturing  plant 
— whether  you  are  proprietor  or  an  employee— 
the  method  of  obtaining  costs  concerns  you.  You 
want  to  know  that  your  cost  system  is  perfect — 
that  it  gives  you  all  of  the  information  a  cost 
system  should  give. 

Ct.  Does  your  cost  system  show  you  the  actua 
value  of  raw  material  on  hand  today? 

Ct.  Does  your  cost  system  show  you  the  actua'' 
cost  of  the  unfinished  goods  in  your  factory  to 
night  ? 

C.  Does  your  system  show  the  actual  cost  of  all 
finished  goods  in  your  warehouse? 


C  Is  your  distribution  of  expense  absolutely  ac¬ 
curate? 

C,  Can  you  prove  your  cost  figures  by  compari¬ 
son  with  the  general  ledger — just  as  you  prove 
your  cash  balance? 

Cb  Unless  you  can  answer  “yes’"  to  every  one  of 
these  questions,  there  is  something  lacking  in  your 
cost  system.  The  Improved  Balance  System  of 
Cost  Accounting  will  supply  that  want. 

0,  Would  you  like  to  know  how  to  obtain  these 
results,  no  matter  what  you  make? 

c;  Fill  out  the  coupon,  telling  us  what  you  make, 
mall  It  to  US9  and  the  Information  vwiill  be  sent 
immediately- 


■THE  INTERNATIONAL  ACCOUNTANTS*  SOCIETY,  Inc., 
602  W.  Fort  St,,  Detroit,  Micha 
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CLASSIFIED  ADVERTISIINO 

Advertisements  are  accepted  for  this  Department  and  given  special  headings  to  occupy  not  less 
than  four  nor  more  than  twelve  agate  lines.  A  line  usually  contains  eight  words.  No  cuts  nor  large 
type  run  in  this  department. 

Rates  $1.00  per  line,  in  advance  of  publication.  


The  Business  Man’s  Magazine.  Detroit,  Michig^an 


Traverse  City,  Mich.,  Aug.  7,  1906 


the  actual  : 

Today, 

has  been  34.34^,  .  .  ,  .  ,  .  ,  t,  u  ^  i 

The  Business  Man's  Magazine  has  not  fumishei  as  many  inquiries  as  other  magazines,  but  in  nearly  every  case  they  have  been  from  people 

who  wrote  on  their  “business  head”  and  sent  their  clieclc  with  their  second  letter.  ,  .  „ 

iVe  anpreciate  your  services.  _ Yours  very  truly,  Jens  C.  Petersen. 


architects; 


JENS  C.  PETERSEN,  ARCHITECT,  invites  you  to 
send  sketch  or  other  data  of  home  you  would  like 
to  build,  stating  just  what  is  wanted  and  he  will 
send  sample  blue  prints.  800  State  Bank  Bldg., 
Traverse  City,  Mich. 


BUSINESS  OPPORTUNITIES. 


A  PEW  DOLLARS  will  start  a  prosperous  mall  order 
business:  we  furnish  catalogues  and  everything 
necessary;  by  our  easy  method  failure  impossible. 
Milburn-Hicks,  358  Dearborn  St.,  Chicago. 

BUSINESS  OPPORTUNITY  for  men  of  business  inter¬ 
ested  in  a  new  field  for  making  money,  will  find  in  our 
proposition  what  they  are  seeking.  We  have  a  New 
Plan  in  the  Mail  Order  Line  that  will  please  those  seeking 
a  good  investment  with  large  profits.  A  Fortune  for 
the  right  _  person.  The  P.  H.  Alden  Co.,  150  Elast  4th 
St.,  Cincinrati,  Ohio. 

EASY  WAY  TO  MAKE  MONEY.  I  will  mail  free 
to  any  one  full  instructions  how  to  make  big 
money  raising  mushrooms.  Send  address  to  C.  E. 
Dodge,  872  Grace  St.,  Chicago. 

HAVE  YOU  $100  TO  $1,000  to  invest  in  an  abso¬ 
lutely  safe  commercial  enterprise?  Dividends  of 
not  less  than  6%  guaranteed.  No  risk.  Frank  E. 
Parker,  Detroit,  Mich. 


GAMES  AND  ENTERTAINMENTS. 

“THE  SHADOW  CIRCUS,”  the  best  silhouette  game 
ever  invented,  60c.  “Ghosts,”  optical  illusions  for 
Hallowe’en  Parties,  50c.  American  Boys’  Circus 
Acts;  Punch  and  Judy,  Magic,  Paper  Fireworks, 
Clown  Make-up,  10c.  each.  All  postpaid.  Agents 
wanted  for  these  fast  selling  games.  We  carry  a  full 
line  of  plays,  favors,  masks,  decorations.  Fair  novel¬ 
ties  and  entertainment  supplies.  Catalogue  free. 
The  Entertainment  Shop,  99  4th  Ave.,  New  York. 


HIGH  GRADE  HELP. 


DEVISING  ACCOUNTANT  WANTED — A1  man  with 
broad  experience  as  cost  accountant  or  auditor. 
Must  have  ability  to  originate.  To  the  right  man  a 
position  of  dignity  with  unusual  opportunity  to  add 
to  his  accounting  knowledge  is  open.  State  age,  ex¬ 
perience,  etc.  618  Business  Man's  Magazine,  Detroit, 
Mich. 

I  WANT  A  PLACE. — I  am  looking  for  work — don’t 
want  a  “snap.”  Willing  to  start  "on  approval.” 
No  pay  if  I  don’t  suit.  Am  first-class  bookkeeper  and 
office  man.  M.  A.  M.,  care  Business  Man’s  Magazine. 

WANTED — Ambitious  men  to  prepare  for  first  class 
office  and  executive  positions.  We  will  send  our 
plan  without  charge.  International  Accountants’ 
Society,  Inc.,  Detroit,  Mich. 


“INVESTING  FOR  PROFIT”  is  worth  $10  a  copy  to  any 
man  who  intends  to  invest  any  money,  however,  small, 
who  has  money  invested  unprofitably,  or  who  can  save  $5 
or  more  per  month,  but  who  hasn’t  learned  the  art  of 
investing  for  profit.  It  demonstrates  the  real  earning 
power  of  money,  the  knowledge  financiers  and  bankers 
hide  from  the  masses;  it  reveals  the  enormous  profits 
bankers  make  and  shows  how  to  make  the  same  profits; 
it  explains  how  stupendous  fortunes  are  made  and  why 
they  are  made;  how  $1,000  grows  to  $22,000.  To  introduce 
my: magazine,  write  me  now,  and  I’ll  send  it  six  months 
free;  EJditor  Gregory,  416,  77  Jackson  Blvd.,  Chicago,  Ill. 


WANT  A  FACTORY?  Then  write  me  what  kind 
and  where,  and  I’ll  do  the  rest.  My  business  is  to 
help*  you.  May  I?  H.  E.  Stafford,  Mfg.  Property, 
1121  Banigan  Bldg.,  Providence,  R.  I. 


WANTED — In  every  city  of  10,000  and  up,  a  young 
man  acquainted  with  the  business  public,  to  estab¬ 
lish  an  agency  and  Introduce  a  proposition  which 
interests  every  manufacturer.  Can  be  worked  in 
spare  time.  For  particulars  address  J.  B.  G.,  care 
Business  Man’s  Magazine,  Detroit,  Mich. 


WANTED — Position  as  bookkeeper  or  accountant. 

Am  a  competent  man  with  a  clear  record;  modest 
salary.  Will  go  anywhere  in  United  States.  H.  L. 
H.,  care  Business  Man’s  Magazine. 


MISCELLANEOUS . 


HAIR  FALLING  OUT?  HAVE  YOU  DANDRUFF?  Our 
Vacuum  Cap,  used  a  few  minutes  each  day,  stimulates 
the  hair  to  a  new,  healthy  growth.  Sent  on  trial  under 
guarantee.  Illustrated  book  and  particulars  free.  The 
Modern  Vacuum  Cap  Co.,  577  Barclay  Block,  Denver,  Colo. 


OFFICE  EQUIPMENT. 


AN  ASSISTANT  BANK  CASHIER  has  made  $2,980  in 
three  years  selling  the  Williams  Visible  Standard 
Typewriter,  without  in  any  way  interfering  with  his 
regular  occupation.  We  want  you  to  co-operate  with 
us.  We  have  the  machine.  We  have  the  plan.  You 
have  the  opportunity.  Dept.  BM.,  Williams  Type¬ 
writer  Co.,  Derby,  Conn.,  U.  S.  A. 


12%  INVESTMENT.  Fine  modern  brick  factory  in 
New  Jersey;  49,000  ft.  floor  space.  Rented,  and  paying 
12%  on  price  asked.  Buy  it  for  your  business  or  for 
investment.  Ask  me  about  it.  H.  E.  Stafford,  Mfg. 
Property,  1120  Banigan  Bldg.,  Providence,  R.  I. 


^  T7'  EDUCATIONAL. 

GET  A  GOVERNMENT  POSITION — Our  book  in¬ 
structs  how.  Failure  impossible.  The  work  has  been 
endorsed  by  government  officials.  Address  Frank  Per- 
gande,  Publisher,  726  42nd  St.,  Room  2,  Milwaukee,  Wis. 


ISAAC  PITMAN’S  SHORTHAND  won  the  Gold  Medal  at 
Baltimore  for  speed  and  accuracy  against  all  systems. 
Send  for  copy  of  “Pitman’s  Journal,”  containing  report, 
and  Trial  Lesson.  Isaac  Pitman  &  Sons,  31  Union  Sq.,  N.  Y. 


REAL  ESTATE. 


FORTUNES  MADE  IN  REAL  ESTATE  BUSINESS— 
Learn  the  science  of  this  great  business  by  study¬ 
ing  the  book  “Realty  Science,”  sent  postpaid  for 
$1.00.  One  idea  alone  worth  price  of  book.  Circular 
sent.  Realty  Science  Pub.  Co.,  Dept.  M,  612  Farmers’ 
Bank  Bldg.,  Pittsburgh,  Pa. 


WE  CAN  SELL  OR  TRADE  YOUR  BUSINESS  or  real 
estate  no  matter  where  located;  or  find  any  kind  of 
business  or  real  estate  for  you  anywhere  in  the  U.  S.  or 
Canada.  Large  Lists.  Excellent  facilities.  Write,  Fidel¬ 
ity  Real  Estate  &  Trust  Co.,  36  Bee  Bldg.,  Omaha,  Neb. 


SALESMAN  WANTED. 


LEARN  PLUMBING — A  few  months’  Instruction  at 
our  school  will  enable  you  to  earn  regular  plumber’s 
wages.  We  assist  graduates  getting  positions.  Ulus.  cat. 
FREE.  St.  Louis  Trade  School,  3982  Olive  St.,  St.  Louis. 


WANTED — The  names  of  all  oflice  men  who  are 
Interested  in  a  plan  to  Increase  their  salaries. 
Address,  giving  occupation  and  line  of  business  in 
which  you  are  engaged.  W.  W.  T.,  care  International 
Accountants’  Society,  Detroit,  Mich. 


WE  WANT  A  MAN  of  standing  and  business  ac¬ 
quaintance  to  take  orders  for  the  Fay-Sholes  type¬ 
writer.  Sells  readily  to  business  men,  professional 
men,  public  stenographers,  court  reporters,  etc., 
because  it  is  fast,-  simple,  durable,  easy  to  operate 
and  does  clean,  beautiful  work.  Responsible,  digni¬ 
fied  position  and  pays  well.  State  age,  selling  experi¬ 
ence  and  references.  Fay-Sholes,  998  Majestic  Bldg., 
Chicago. 
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THE  HOE-MAN  IN  THE 

MAKING 


The 

Child 

at 
the 
ILOOMI 

BY  ® 


Edwin  Markham  has  a  message  for  you. 

^  Edwin  Markham  wrote  “  The  Man  with  the  Ho?,” 
which  stirred  to  its  depths  the  complacency  of  the 
nation.  That  was  a  great  message.  But  now  he  has 

a  GREATER. 

^  Beginning  with  the  September  Cosmopolitan,  Edwin 
Markham  tells  how  “  The  Man  with  the  Hoe  ”  is  made 
— how,  starting  with  a  birth- state  of  ignorance  and 
poverty,  more  than  2,000,000  American  children  in 
this  free  America  are  crushed  by  slavery  into  mental 
and  moral  oblivion. 

^  Here,  under  your  very  eye,  slavery  of  children !  The 
pity,  the  shame,  the  horror  of  a  condition  which  permits 
children  to  come  into  this  great,  beautiful  world — and 
slavery — industrial  slavery  !  And  there  are  over  2,000,- 


000  of  them.  It  is  horror  enough  that  men  and  women 
are  industrial  slaves — but  children — ! 

^  Think  of  it,  — little  ones  with  no  time  for  play,  no 
time  for  sunshine  and  laughter,  no  time  for  books  and 
school — but  time  only  for  ignorance  and  sorrow  and 
work — WORK  that  the  money-grubbers  may  get  more' 
money. 

^  In  the  September  Cosmopolitan  is  the  first  article  of 
the  series  by  Edwin  Markham — “The  Child  at  the 
Loom.” 

^  At  the  looms  of  the  cotton  mills,  there  they  stand, 
wan  little  figures,  day  in  and  day  out,  in  the  choking, 
blinding,  gloomy,  deafening  room,  until  disease — in  most 
cases  the  “  Great  White  Plague  ”  —  slowly,  cruelly 
squeezes  out  of  their  frail  bodies  all  the  vitality  that  the 
mill-owners  have  left — and  they  live  just  as  long  as  the 
disease  lasts. 


SEPTEMBER 

OSMOPOLITA 

10  CENTS 

In  order  to  be  sure  to  get  the  whole  series  of  “  The  Hoe-Man 
in  the  Making’'  articles,  send  $1  for  a  year’s  subscription 

1789  BROADWAY,  NEW  YORK 


Please  mention  The  Business  Man's  Magazine  when  writing  to  advertisers. 
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IfPACE’SCLUE 


NOT 
IN 

NAME 
ONLY,  BUT 

Antomatic  in  Operation 


It  is  the  only  one  with  an  adjustable  tilting 
operated  automatically  by  a  drop  or  hinged  front. 

An  exclusive  patented  feature  which  effectually  over¬ 
comes  the  only  objection  to  Vertical  Filing. 

For  rapid  and  convenient  reference  it  is  guaranteed  to 
excel  all  others  or  no  sale.  Shipped  on  approval..  Freight 
paid.  No  advance  payment.  Keep  it  if  you  like  it  or  have 
us  take  it  away  free  of  all  expense  to  you. 

We  make  the  Best  also  the  Cheapest  Vertical 
Cabinet  on  the  Market. 

Write  for  catalogue  of  our  line  of  Sectional  Cabinets  and 
Filing  Devices. 

The  Automatic  File  &  Index  Co. 

Qreen  Bay,  Wis. 


There  Is  no  other  File  like  It. 


Has  been  the  STANDARD  for  ADHESIVES 


=for  25  Years= 


Always  ready  for  use,  its  great  adhesive¬ 
ness,  combined  with  its  keeping  qualities 
in  all  climates,  has  made  this  possible. 

Invaluable  in  household  use  for  Furni° 
ture,  China,  Ivory,  Books,  Leather, 
and  wherever  a  strong  adhesive  is  desired; 

Does  not  set  quickly  like  the  old  style 
glue ;  has  four  times  the  strength  (Official 
test,  one  in.  sq.  hard  pine 
butted,  registered  1620  lbs. 
before  parting).  Used  by 
the  best  mechanics  and 
manufacturers  everywhere. 


Nearly  3  Million  Bottles 

sold  yearly,  besides  the  glue 
in  cans  for  Mechanics’  use. 

Either  the  one  ounce  Bottle  or  Patent 
Collapsible  Tube  (seals  with  a  Pin),  retailing 
for  lo  cts.,  mailed  for  12  cts.,  if  your  dealer 
hasn’t  our  line.  Specify  which. 


FPAGE’S  PHOTO  PASTE 

2  oz.  size  retails  5  cts.;  by  mail,  10  cts. 

LEPAGE’S  MUCILAGE 

2  oz.  size  retails  5  cts.;  by  mail, 10  cts. 
are  like  the  Glue,  unequalled,  the  best 
of  their  kind  in  the  world,  and  are  put 
up  in  convenient  and  attractive  pkgs. 


RUSSIA  CEMENT  CO. 


209  Eis@x  Street 


Gloucester,  Mass 


Find  the  letter  of 
YOUR  line 


Editors 
Engineers 
Entry  Clerks 
Express  Employes 
Everybody  Else 


This  is  simply  part  of  the  index  from 
Dixon’S  Pencil  Guide— a  book  of  32  pages 
alphabetically  dibided  by  bocattons  —  which 
selects  and  describes  the  right  Lead  Pencil 
for  every  line  of  work.  It  prevents  haphaz¬ 
ard  pencil  buying  and  ends  all  pencil 
troubles.  The  Guide  is  sent  free  on  request. 

If  your  dealer  doesn’t  keep  Dixon’s  Pencils,  send 
16  cents  for  samples,  worth  double  the  money. 

Dept.  N  Joseph  Dixon  Crucible  Co.,  Jersey  City,  N.  J. 

B 


Drawing  Pencils 

last  twice  as  long  as  ordinary  penci!s 


17  DEGREES 

From  6  B  to  9  H 


SAMPLES  OF 
ED  GRADES 
ON  RECEIPT 


ASSORT- 

MAILED 

OF  .  . 


50c 


Ask  youf  dealer  for 
Venus 


GET  VENUS 

NO  OTHER  "JUST  AS  GOOD" 


American 
Lead  Pencil  Co 

61  E.  Washington  Square 
NEW  YORK 

21  Farrington  Ave.,  London,  E.  C. 


CL  If  INDELIBLE  (copying)  is 
wanted,  ask  for  No.  165. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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MtE  YOU  CHAINED 


TO  A 


Small  POSITION  ? 


LEARN  HOW  TO  MAKE  FROM  $3,000  TO  $10,000 
YEARLY  IN  THE  REAL  ESTATE  BUSINESS 

We  will  teach  you  the  REAL  ESTATE,  GENERAL  BROKERAGE  and  INSUR¬ 
ANCE  BUSINESS  by  mail.  This  is  your  opportunity  to  succeed  without  capital. 

By  our  system  you  can  learn  the  business  and  make  money  in  a  few  weeks  without 
interfering:  with  your  present  occupation.  All  g:raduates  appointed  representatives  of 
leading-  international  brokerage  companies  who  will  furnish  choice  salable  real  estate 
and  investments,  co-operate  with  and  help  you  to  make  a  large  steady  income.  Our 
co-operative  met  lods  insure  larger  and  steadier  profits  than  ever  before. 

Full  course  in  Commercial  Law  given  FREE  to  every  real  estate  student. 

Every  business  man  should  have  this  course  Our  Free  Book  is  valuable  and  interesting  and  tells  how  you  can  succeed. 


I  FOR  SAL^ 

TNIft 


THE  CROSS  COMPANY, 


252  REAPER  BLOCK.  CHICAGO 


BOUND  TO  ATTRACT  ATTENTION 


Notice  Smooth 
Edge  of  Card 
When  Detached 


WRITE  US  FOR  SAMPLES 
AND  PRICES 


Offf*  PeeHcss  Book  Form  Gords 

are  bound  together  in  tabs  of  25  each,  and  when  detached  from 
book,  all  edges  remain  perfectly  smooth— no  perforation  what¬ 
ever.  When  your  cards  are  carried  loosely  in  case  they  seldom 
nave  a  fresh  clean  appearance.  In  book  form  every  card  is 
always  perfect,  no  matter  how  long  carried.  It  is  a  drawing 
card,  because  every  man  who  sees  i  t  detached  from  book,  wants 
to  look  closer  and  examine  it.  Your  card  is  then  laid  aside  for 
future  reference,  ana  your  interview  is  gained.  Let  us  send  you 
a  sample  tab  of  these  Engraved  Book  Form  Cards.  The  result 
will  surprise  you. 


The  John  B.  Wiggins  Company 

Sole  Manufacturers 

ENGRAVERS  -  PRINTERS  -  DIE  EMBOSSERS 
*j-17  East  Adams  Street,  -  CHICAGO 


1 

Business  Education 

1  for  a  Dime 

a  Year 

The  Home  Study  Magazine 

1  Is  a  handsome  32- 

TEIN 

page  monthly  maga- 

1  zine  devoted  to  busi- 

CENTS 

PAYS 

ness  education  at 

1  home.  Not  a  school 

FOR 

boy  affair,  but  prac- 

1  tical  business  educa- 

A 

WHOLE 

tionforpracticM  bus- 

1  mess  men.  Send 

YEAR 

coin  or  stamps  today 

HOME  STUDY  Jt  jt, 

DETROIT,  MICH. 

Pleast  mtntion  The  Business  Man's  Magazine  when  writing  to  advertisers. 
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Thelmproved 


stencil  Cutting 

M  achine 


Do  you  want  to  eliminate  Error  from  your 
Shipping  Department?  Do  you  want  to 
minimize  Claims  against  Railroads?  Do  you 
want  to  stop  “Kicks”  about  goods  not  arriv¬ 
ing?  Do  you  want  to  reduce  Expense  in  ycmr 
Packing  Room  and  increase  its  capacity?  Do 
you  want  a  Reputation  for  Neatness,  Accu¬ 
racy  and  System?  Do  you  want  a  btencil 
Cutter  that  never  gets  out  of  order?  Write 
us  about  our  “NO  ERROR”  SYSTEM  and 
the  DIAGRAPH. 

AMERICAN  DIAGRAPH  CO. 

15  N.  Second  Street  St.  Louis,  U.  S.  A- 


FRANK  BROAKER,  C.  P.  A.  No.  1 

Has  been  retained  to  instruct  and  supervise  the 

E^xpert  ^Accountancy  Course  by  Correspondence 

Designed  to  qualify,  by  SPECIAL  TRAINING,  for  private  or  public  practice  and  to  pass 
the  C.  P.  A.  EXAMINATIONS  IN  ANY  STATE 

This  Course  is  available  to  ACCOUNTANT  STUDENTS  and  SKILLED  BOOK-KEEPERS  of  Practical  Experience 

PAYMENT  AFTER  RECEIPT  OF  EACH  COMPLETED  LESSON 

For  general  information,  terms,  etc.,  address 

Technique  of  Accountics  (Inc.)  150  Nassau  Street.  New  York 

^“THE  AMERICAN  ACCOUNTANT’S  MANUAL,  professionally  endorsed  as  an  American  Standard  through¬ 
out  the  world.  Price,  $3.00,  delivered.  Booksellers  or  FRANK  BROAKER,  C.  P.  A. 


How  to 


Make  Money  in  Copper. 

The  most  fortunate  people  in  the  country  today  are_  those  who  own  copper  stocks.  The  demand  for  this  metal  increased 
30^  last  year.  Copper  producers  worked  day  and  night,  yet  they  could  increase  their  out-put  ®  f  •.  J  ® 

price  of  the  metal  has  risen  rapidly;  and  will  continue  to  rise — consequently  copper  is  now  paying  the  richest  profits  of  any 
industry  in  America.  ^ 

Fourteen  copper  companies  during  the  last  six  years  have  paid  in  dividends  $146,(^,000.  In  1905,  $35,000,000  was  dis¬ 
tributed  by  copper  plants  in  the  United  States  and  Mexico  alone!  This  money  was  paid  to  thousands  of  men  and  women, 
many  of  whom  invested  from  $10.00  to  $1000  in  the  copper  industry  in  the  right 

incomes.  In  some  cases  an  investment  of  $100,  made  only  six  years  ago  bought  an  asset  now  worth  $Z0,000.  It  is 

possible  to  make  an  investment  in  copper  now  that  will  earn  large  and  increasing  profits;  but  you  must  get  into  copper  in  the 
right  way  and  not  in  the  wrong  way.  You  must  act  while  the  opportunity  is  open. 

The  man  who  wishes  to  make  his  savings  earn  a  large  and  satisfact9ry  income  for  him,  should  write  to  WILLIAM  S. 
BARBEE,  829  ‘National  Life  Building, _  Chicago.  Mr.  Barbee  is  in  position  just  at  this  time  to  give  important  suggestions 
and  details.  It  is  not  wise  to  ignore  this. 


Uncertainty 
Means  Loss 


Become  Prosperous 

Earn  More  Money 

It^S  Your  Do  you  know  just  what  move  to  make  next 
in  the  great  game  of  business  ? 
muve  i  £)q  ygy  ^now  in  dollars  and  cents  exactly 
what  the  net  results  of  such  a  move  will  be  ? 

Experiments  are  costly.  Do  not  be  a 
slave  to  circumstances.  Mould  them 
to  suit  your  own  ends.  Acquire  the 
knowledge  which  will  command  SUCCESS. 

Positive  Knowiedge  To  know  the  exact  thing  to  do— to 
Means  to  Win  know  exactly  HOW  to  do  it— will  in¬ 
sure  profit  in  any  business  or  profession. 

The  Business  Science  University 

Offers  a  course  in  the  SCIENCE  OF  BUSINESS  MAN¬ 
AGEMENT  which  will  enable  you  to  control  the  forces 
which  surround  you  ;  will  enable  you  to  surmount  obsta¬ 
cles,  and  will  equip  you  with  specific  information  needful 
to  cope  with  every-day  difficulties  of  business  and  with 
the  shrewdest  in  your  craft. 

Yniir  Npvt  Is  to  mark  the  coupon  below  and  mail  it. 

Do  it  now.  Train  for  the  Work  of  Your 
move  Choice.  Begin  now.  Mark  the  coupon 
below.  Mail  it  today. 


The  Business  Science  University, 

Washington,  D.  C.,  540  Small  Bldg. 

Please  send  without  expense  to  me  information  regard¬ 
ing  courses  marked  “X”  (in  square  following  subject). 

1.  Business  Management  and  Salesmanship .  □ 

Brokerage  and  Promotion .  □ 

Real  Estate  and  Insurance .  □ 

Commercial  Law .  □ 

Mail  Order  and  Correspondence .  □ 

Federal  Civil  Service  Courses .  □ 


2. 

3. 

4. 

5. 

6. 

Name . 

Street  and  Number 
City . 


State. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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The  SYSTEMATIZER 

working  either  in  a  public  capacity  or  con¬ 
fining  his  services  to  a  single  establishment, 
enjoys  a  larger  income  than  is  received  by 
90%  of  the  best  paid  clerical  or  executive  men 


The  demand  for  trained  systematizers— men 
who  have  learned  the  science  of  business  or¬ 
ganization — is  far  greater  than  the  supply.  Such 
men  experience  no  difficulty  in  securing  lucra¬ 
tive  positions,  while  those  who  engage  in  the 
work  professionally  soon  attract  as  many 
clients  as  they  can  successfully  serve. 

Many  of  the  larger  business  concerns  em¬ 
ploy  permanently  a  competent  systematizer  to 
study  their  business  methods — stop  the  leaks — 
work  out  the  most  simple  plans — perfect  the 
business  organization.  It  pays — a  systema¬ 
tizer  who  knows  his  business  will  save  many 
times  the  liberal  salary  paid  him. 

Smaller  firms  find  it  advisable  to  call  in  the 
public  systematizer.  His  charges  are  usually 
based  on  the  time  required  to  examine  the 
business  and  install  complete  working  systems, 
but  the  result  of  his  work  is  a  permanent  sav¬ 
ing.  One  of  our  systematizers  recently  worked 
six  days  for  a  manufacturer,  charging  $300.00 
for  his  services ;  but  his  systems  reduced  the 
pay  roll  $150.00  a  month — a  permanent  saving 
of  $1,800.00  a  year. 

Systematizing  can  be  learned  by  means  of 
the  COURSE  in  SYSTEMATIZING,  con¬ 
ducted  under  the  personal  direction  of  Mr.  J. 
B.  Griffith,  who  has,  with  the  assistance  of  our 
experts,  perfected  the  only  practical  plan  of 
teaching  systematizing  and  business  organi- 


INTERNATIONAL  ACCOUNTANTS’  SOCIETY,  Inc. 

92  W.  Fort  St.  Detroit,  Mich. 

I  am  interested  in  your  plan  of  teaching  system¬ 
atizing. 

Name  . 

Address  . 

Town .  State . 


zation  offered  by  any  institution.  No  other 
educational  organization  is  prepared  to  offer 
such  thorough  instruction  in  the  subjects  em¬ 
braced  in  this  course. 

Like  other  business  subjects,  the  only  prac¬ 
tical  way  to  learn  systematizing  is  by  actual 
practice — actually  systematizing  a'  business ; — 
and  that  explains  the  success  of  our  cuurse. 
Not  only  are  you  taught  the  theory — the  prin¬ 
ciples  of  systematizing, — but  you  are  required 
to  apply  those  principles — to  systematize  a 
business.  This  gives  you  actual  experience. 
And  while  you  are  gaining  this  experience, 
you  receive  the  advice  and  assistance  of  men 
who  are  making  systematizing  their  life  woik. 

Our  personal  service  plan  insures  practical 
results.  While  you  apply  the  principles  taught, 
your  work — your  system — is  reviewed  by  our 
expert  who  has  made  a  special  study  of  sys¬ 
tematizing  for  that  department  of  business  to 
which  your  lesson  is  confined.  He  will  show 
you  where  you  have  failed  to  secure  the  best 
results ; — he  will  tell  you  how  the  system  can 
be  improved. 

The  Course  in  Systematizing  has  not  been 
allowed  to  grow  stale.  Constant  investigation 
keeps  our  experts  up-to-date  in  all  that  per¬ 
tains  to  business  methods — and  by  frequent  re¬ 
visions  the  course  keeps  pace  with  advanced 
ideas.  The  course  has  recently  been  revised 
and  enlarged, — new  books  have  been  added 
and  the  revised  instruction  papers  handsomely 
bound.  Every  student  now  receives  bound 
volumes  of  the  complete  course  in  systema¬ 
tizing  as  soon  as  he  enrolls. 

We  want  as  students  men  of  brains  who  have 
not  learned  all  there  is  to  know  about  sys¬ 
tematizing,  but  are  willing  to  learn ; — men  who 
earnestly  desire  to  advance  and  are  willing  to 
prepare  for  advancement.  If  you  are  interest¬ 
ed,  fill  in  and  mail  the  coupon  and  we  will  send 
you  our  handsome  catalog  with  full  particulars 
of  our  plan. 
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-Gain  Independence - 

^  LEARN  BY  MAIL  TO  BE  Aa. 

fjf  Certified  m 
Public  ^ 

ACCOUNTANT 


A  GOOD  office  man  who  commands  an  income  of  $2,000  after  years  of  faithful  service  is  exceptionally  fortunate; 

a  man  of  no  greater  natural  ability  than  any  capable  office  man  possesses,  can  readily  secure  from  twice  to  five 
times  that  income  as  a  specialist  in  auditing,  public  accounting,  and  systernatizing. 

No  radical  change  is  involved  nor  even  a  temporary  cessation  of  income;  it  is  a  natural  and  easy  transition  from 
the  present  monotonous  ill-paid  occupation,  to  independence,  variety,  and  liberal  compensation. 

Our  course  of  mail  instruction  is  prepared  by  CERTIFIED  PUBLIC  ACCOUNTANTS  In  actual  practice. 
We  provide  you  with  practical  books  written  by  ourselves  from  the  view-point  of  the  practising  accountant,  on  the 
subjects  of  Theory  of  Accounts,  Practical  Accounting,  Auditing,  Commercial  Law,  Book-keeping  and  Business 
Practice.  We  follow  you  up  with  particular  individual  Instruction— criticisms  of  your  work  and  valuable  suggestions 
—not  theoretical  but  practical,  and  we  guarantee  results  satisfactory  to  you. 

If  you  will  write  us  which  of  the  above  subjects  particularly  interest  you,  we  will  Inform  you  as  to  the  exact  cost 
of  our  course  and  the  nature  of  our  method  which  differs  from  all  others ;  and  we  will  explain  the  advantage  of 
promptness  In  taking  up  this  line  of  work. 


r  EDWARD  M.  HYANS,  C.  P.  A.  a  Members  N.  Y,  Slate  Society  of 
1  ARTHUR  WOLFF,  C.  P.  A.  (_  Certified  Public  Accountants— 

Board  of  Instructors ;  a  jqHN  MOULL,  C.  P.  A.  (  Fellows  of  the  American  Associ- 

I  MEYER  B.  CUSHNER,  LL.  B.  '  ation  of  Public  Accountants. 


UNIVERSAL  BUSINESS  INSTITUTE,  Inc.,  Dept.  D,  27-29  East  22nd  Street,  New  York  City 


It  is  as  necessary  today  to  use  Fine  Stationery  as  it  is  to 
employ  all  Modern  Methods  in  the  transaction  of  business. 

C.  If  one  will  only  stop  and  think,  a  letter  or  statement  in  reality  is,  in  a  measure,  one’s 
representative  and  as  such  should  be  effective. 

d  In  this  connection  the  following  will  be  of  special  interest:  If  you  average  50  letters 
per  day  and  use  a  type  printed  letter  head  and  envelope,  the  cost  of  stock  and  postage  alone 
is  about  $1.25.  If  you  use  a  steel  die  embossed  letter  head  and  envelope  the  same  quantity 
would  cost  you  10  cents  more.  Wouldn  t  the  extra  cost  be  handed  back  to  you  in  the 
increased  business  and  prestige  that  the  steel  die  stationery  would  command? 

d.  To  those  who  appreciate  the  trade  winning  qualities  of  steel  die  stationery  we  will 
gladly  send  our  specimen  book  showing  100  samples. 

The  American  Embossing  Co.,  Seneca  Building,  Buffalo,  New  York 
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The  Difference  in  the 
Pay  Envelope 


THERE’S  a  whole  lot  of  difference  in  the  size  of 
the  pay  envelope  or  pay  check.  For  instance,  the 
book-keeper  who  gets  down  at  7  a.  m.  and  gets 
through  at  9  p.  m.  draws  about  half  as  much  as  the  ac¬ 
countant  who  works  half  as  hard.*  It’s  not  what  you  ^ 
that  you  get  paid  for — it’s  what  you  know.  But  you  must 
jeally  know.  It  does  not  do  to  think  you  know  or  to 
pretend  you  know.  Some  one  is  sure  to  “call  a  bluff”  of 
this  sort.  Now  our  business  is  the  training  of  accountants 
— the  making  of  expert  accountants  and  auditors.  We 
can  make  an  expert  accountant  and  auditor  of  you.  We 
can  help  you  to  double  your  salary  and  at  the  same  time 
cut  your  work  in  half.  Look  across  the  road  or  around 
the  corner  and  you  can  pick  out  a  man  who  is  doing  just 
what  I  say  above — drawing  a  salary  on  account  of  what 
he  knows.  Is  he  any  brighter  or  more  capable  than  you 
except  for  his  training?  Aren’t  you  capable  of  doing  what 
^  can  do?^  If  you  have  the  ability' we  will  do^the  rest. 
Unless  you  are  ambitious — unless  you  aspire  to  better 
things — our  plan  will  not  appeal  to  you,  but  if  you  are 
ambitious — if  you  believe  yourself  capable — we  can  help 
you  to  climb.  Our  plan  covers  a  thorough  training  for 
expert  accounting,  public  accounting,  cost  accounting  and 
auditing  work.  Deny  yourself  a  cigar  a  day  and  the  sum 
saved  will  pay  all  we  charge  you.  You  will  make  a  big 
mistake  if  you  do  not  investigate  at  least.  Ask  to  be  told 
about  our  successful  members  and  about  our  plan  for 
making  you  more  successful  and  let  us  tell  you  about  our 
“Dime  a  Day”  plan. 

The  International  Accountants’  Society,  Inc., 

92  W.  Fort  Street,  Detroit,  Mich. 

Tell  me  your  plan  for  increasing  my  income — the  information  to  be  free. 

Name . . 

Address  . 

Town  and  State . 

Occupation . 

Line  of  Business . 
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book-keeper  should  usei 


URR’S 

Patent  Combination 
Index  and 

URR’S 

Improved  Trial  Balance 
Sheet 

The  use  of  these  books  saves  valuable 
time  and  labor.  They  will  be  found  inval¬ 
uable  in  every  office  having  numerous 
names  to  handle.  The  “INDEX”  is  alpha¬ 
betically  subdivided,  so  that  any  name 
can  be  found  at  a  glance — practical,  simple 
and  convenient.  The  “TRIAL  BALANCE 
SHEET”  is  so  arranged  with  short  leaves 
that  writing  the  names  but  ONCE  in 
twelve  months  is  avoided.  Send  for 
Illustrated  Catalogue  and  Price  List. 


SOLD  BY  ALL  STATIONERS 
GENERALLY. 

ASK  TO  SEE  IT  I 


WILBUR  &  HASTINGS,  37  Fulton  Street.  New  York  City. 

MARSH  ALL- JACKSON  COMPANY,  140  Monroe  Street,  Chicago,  Ills. 
THE  OMAHA  PRINTING  CO.,  918-924  Parnham  Street,  Omaha,  Neb. 
A.  CARLISLE  &  CO.,  417  Montgomery  Street,  San  Francisco,  Cal. 
HENRY  GOOD  &  SON,  12  Mooregate  Street,  London,  England. 
PEACOCK  BROS.,  578  ColPns  Street,  Melbourne,  Australia. 


THE  BURR  INDEX  COMPANY 


THOUSANDS  NOW  IN 


HARTFORD,  CONNECTICUT 

USE 


GIVE  THEM  A  TRIAL 


O’LEARY-PADBERG 
LITHOGRAPHING  CO. 

MODERN  IN  EVERY  DETAIL  • 


Detroit,  Michigan 


BONDS,  STOCK  CERTIFICATES,  DIPLOMAS,  LETTER¬ 
HEADS,  CHECKS,  DRAFTS,  CERTIFICATES  OF  DEPOSIT, 
CALENDARS,  SHOW  CARDS,  POSTERS,  LABELS,  ETC,  ETC 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


26 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


DON’T  TAKE  OUR 

Try  it  Yourself 

For  Ten  Days  W  itnOUt 


WORD! 

Deposit 


Why  Fool 


If  not  satisfactory,  simply  return  it  and  no  questions  asked. 

The  Daus  Tip  Top  Duplicator  is  the  result  of  25  years’  experience 
and  to-day  is  used  and  endorsed  by  thousands  of  business  houses  and  in¬ 
dividuals,  including  prominent  Railroad  and  Steamship  companies,  Standard 
Oil  Co.,  U.  S.  Steel  Corporation,  etc. 

100  copies  from  pen-written  and  50  copies  from  typewritten  origin¬ 
als— Clear,  Clean,  Perfect, 

Complete  Duplicator,  cap  size  (prints  85^x13  in.)  price  $5.00 
Circular  of  larger  sizes  upon  request.  Dealers  Wanted. 

Felix  B.  Daus  Duplicator  Co.,  Daus  Bldg,,  III  John  Street,  New  York 


The  Bolles  “Standard”  Pen 


with  an  ink 
dropper  and 
old  style 
pen. 


D 


O 


/I 


Self  Filling,  Self  Cleaning 

No  ink  dropper — no  muss— no  smear 
No  hump — no  twist — no  valves.  No  extra  parts— no  extra  price 
The  Standard  is  a  perfect  fountain  pen  It  looks  the  same  as  thei 
common  kind — writes  the  same  as  the  best — costs  the  same  or  less 
You  don’t  have  to  pay  for  the  up-to-date  features.  Made  with 
solid  14-karat  gold  pen  of  any  style,  guaranteed  satisfactory 
It  cleans  itself  automatically  as  well  as  fills  itself 

SPECIAL  OFFER— Write  us  for  Catalogue  64.  U  your  dealer 
has  not  the  Standard  Pen,  send  us  his  name  and  we  .will  send 
you  a  “Standard”  ON  TRIAL. 

WM.  BOLLES  PEN  CO.,  964  Jefferson  Ave.,  Toledo.  0. 

Successor  to  Standard  Pen  Co. 


15^Perl000lNQUAl>lTITIE!S. 


CHEAPER  THAN  PINS 

CL  “Clinch  Clips”  the  quickest,  cheapest  and  best  Clip  on  the  market, 
or  postpaid;  1,000,  30  cents  postpaid;  5,000  $1  25  postpaid; 

25,000,  15  cpnts  per  1000,  F.  O.  B.  Buffalo;  100,000  or  more,  1214  cents 
per  1,000,  F.  O,  B.  Buffalo.  Always  in  stock. 

THE  AMERICAN  EMBOSSING  CO. 

SENECA  BUILDINQ  BUFFALO,  NEW  YORK 


Do  you  like  good  things  to  eat?  Would  you  be  healthy  and  strong  and  happy?  Would  you  be¬ 
come  acquainted  with  a  new  food— one  that  is  delicious,  appetizing,  healthful? 

LYVOLA  Ripe  Olives  are  the  ripe  fruit  from  the  sunkissed  olive  trees  of  California. 

They  are  not  the  green  olive  that  you  have  eaten.  They  are  the  fully  matured  fruit  with 
all  the  oil  cells  fully  developed  and  preserved  intact.  When  you  eat  LYVOLAS  you  get 
health-giving  olive  oil,  without  the  olive  oil  taste. 

LYVOLAS  are  new.  You  have  never  eaten  them.  They  are  not  like  the  ripe  olives  here¬ 
tofore  placed  upon  the  market.  They  are  delighfully  delicious,  and  they  will  make  your 
table  the  talk  of  your  community.  They  are  cheaper  than  green  olives,  totally  different 
and  infinitely  better.  Their  beautiful  port-wine  purple  color  makes  them  an  attractive 
dish;  their  rich  nutty  flavor  pleases  the  most  jaded  palate,  and  their  nutritive  properties 
make  them  an  absolutely  perfect  health  food. 

Write  for  our  free  booklet  and  let  us  tell  you  all  about  them.  It  is  beautifully  illus¬ 
trated  and  printed  in  colors.  Write  at  once  if  you  want  the  book.  Our  supply  of 
LYVOLAS  from  this  year’s  crop  is  necessarily  limited  and  we  shall  send  out  only  a 
limited  number  of  these  books. 

LYVOLA  OLIVE  COMPANY,  Dept.  79E,  ROCHESTER,  N.  Y. 
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mr.  Advertising 
manager: 

You  have  troubles. 

I  can't  offer  you  a  solution  to 
all  of  them. 

Some  of  the  money  you  spend 
in  advertising  does  not  bring  ade¬ 
quate  returns. 

I  have  no  sovereign  plan  for 
preventing  all  this  waste. 

But  this  is  what  1  can  do : 

I  can  offer  you,  if  you  wish  to 
reach  manufacturers,  a  solution 
of  one  of  your  troubles,  and  a  pre¬ 
ventive  of  some  of  your  waste. 

There  are  20,000  heads  of  manu¬ 
facturing  concerns  (and  no  others) 
on  the  list  of 

Httierican  Industries 

If  you  will  advertise  in  this 
paper,  you  shall  pay  not  one  cent 
to  reach  office  boys,  or  type¬ 
writer  girls  or  anyone  except  pos¬ 
sible  customers. 

That  is  a  pretty  good  proposi¬ 
tion,  isn’t  it? 

“Yes,”  you  say,  “If  it  is  true.” 

Well,  what  I  will  do  is  prove  it! 

Send  me  your  name  on  a  postal, 
and  I  will  give  you  all  the  de¬ 
tailed  information  you  can  possi¬ 
bly  want,  together  with  ample 
proofs  that  the  paper  is  paying 
other  advertisers  handsomely. 

Yours  for  better  advertising, 

Jia^ertislttg  manager 
Jlmcrican  Industries, 

170  Broadway, 

NEW  YORK 


WHY 

Pciouzc  Postal  Scales  arc 
Superior  to  Others 

Ct,  The  Index  starts  at  the  top  instead  of  at 
the  bottom,  consequently  you  don’t  have  to 
stoop  to  read  the  dial,  as  in  other  makes. 

The  Double  Needle  Index  travels  through 
a  slot  and  points  exactly  to  the  information 
required.  In  other  makes  the  hand  crosses 
the  dial,  covering  up  many  of  the  gradua¬ 
tions  and  figures,  making  it  almost  impossible 
to  read  the  dial  with  any  degree  of  accuracy. 
C.  The  Upright  Dial  has  a  curved  face  so 
that  the  index  travels  concentrate  with  the 
dial,  and  is  always  easily  read. 

CL  There  is  no  tedious  manoeuvering  of  a 
poise  on  a  beam,  as  in  the  old  style,  but 
absolutely  automatic. 

CL  The  PELOUZE  POSTAL  SCALES  point  to  the 
number  of  cents  required,  the  moment  the 
letter  or  package  is  placed  on  scale.  They 
are  accurate  and  are  guaranteed  to  remain  so. 


MADE  IN  SEVERAL  SIZES 

National,  4  lbs.  by  ^  oz. 
Union,  2J4 

Columbian,  2 
Star,  1 

Crescent,  1 


(  ( 
(( 
(( 


(  ( 
U 
(  ( 
(( 


$3.00 

2.50 
2.00 

1.50 
1.00 


CL  Beautifully  finished  in  black  enamel  or 
nickel  plate.  Send  for  catalogue  “P.”  For 
sale  everywhere  by  leading  dealers.  Ask 
for  Pelouze  make  and  you  will  get  the  best 
that  money  can  buy.  Accept  no  substitute. 

Made  also  for  foreign  countries. 

PELOUZE  SCALE  S*  MEG.  CO. 

118-132  W.  Jackson  Boulevard,  Chicago,  Ill. 


PEL 

i 
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TYPEWRITER 


Honest  in  price,  service,  material  and  work¬ 
manship— -the  only  real  typewriter  at  low  price. 
It  combines  universal  keyboard,  strong  mani¬ 
folding,  mimeograph  stencil  cutting,  visible 
writing,  interchangeable  type  and  prints  from 
ribbon.  Imperfect  alignment  impossible. 

Will  stand  hardest  wear  and  is  practically 
accident  proof. 

Write  for  our  booklet  and  instalment  plan. 

Agrents  Wanted 

If^GSTAIL  TYPEWRITER  CO..  Dept.  46 
Office  and  Factory:  Norwalk,  Conn. 

MewYork  Qty  Salesroom:  i%6a  Broadwav 


TYPEWRITERS 

$25 


DPMIMnTnM  two  color 

AL/lTilitUiUit  RIBBON  ATTACHMENT 


All  standard  makes  at  lowest  possible  price. 
REMINGTONS  and  SMITHS,  $20  to  f65.  Olivers 
and  Underwoods,  $35  to  $65. 


FIRST=CLASS  VISIBLE  FOR  $10 


STANDARD  TYPEWRITER  EXCHANGE 
Suite  21,  231  Broadway,  New  York  City 


TYPEWRITER  BARGAINS 


ALL  STANDARD  MAKES 
$15.00  to  $65.00 

Most  of  these  machines  have  been 
only  slightly  used — are  good  as  new. 
Shipped  on  approval.  Don't  buy  a  type¬ 
writer  before  writing  us.  We  will  give 
you  the  best  typewriter  bargains  you  ever 
heard  of.  MeLAlIGHLIN  TYPEWRITER 
EXCHANGE,  606  Olive  St.,  St.  Louis,  Mo. 
We  rent  all  makes  of  machines  and  apply 
rental  on  purchase  price. 


TYPEWRITERS 

FACTORY  REBUILT  AND  REFINISHED 


Remington,  Smith  and  All  Others 

VISIBLE  WRITERS  $10,  AND  UPWARD 

Illustrated  Catalog  and  Agent’s  Disc.  Sheet  Free 

COMMERCIAL  TYPEWRITER  CO.,  257  William  St.,  New  York 


TYPEWRITERS 


All  the  Standard  Machines  SOLD  or  RENTED  ANT  WHERE 
»t  to  lA.U't't'a.prices.  ~  RENTAL  APPLIED  on  price. 

Shipped  with  privilege  of  examination.  Write  for  Catalog 
TTPEWRITEB  EMFORlCll,  202  LaSalle  Street,  CHICAGO 


Liberal  Discount  on  500  Roll  Lots 

THE  WHITAKER  PAPER  COMPANY 

CINCINNATI,  OHIO. 


We  furnish  the  paper  on  which  The  BUSINESS  Man’s  Magazine 

is  printed. 


ENQINEERINQ 


USE 


WESTON’S 

LEDGER 
PAPER 


HADE  BT  ■ 

BYRON  WESTON  COMPANY 

DALTON,  MASS. 


ROLL  PAPER 


FOR  ALL  MAKES  OF 


ADDING  MACHINES 


WE  ARE  MANUFACTURERS, 

WHY  NOT  BUY  DIRECT? 

Per  100 

For  Burroughs,  Universal  or  Pike  2  5/16"  3  15/32" 


No.  50  Book  (extra  quality)... 

$7.00 

$9.75 

No.  30  Parchment  (very  strong) 

6.00 

8.50 

For  Standard 

2" 

2K" 

2/8" 

No.  50  Book  (ruled) _ 

..  $3.25 

$4.00 

$4.50 

For  Comptograph 

2t4" 

2/8" 

No.  50  Book  (plain). . . . 

$4.50 

$4.75 

offers  the  broadest  field  of  development  to  the  ambitious  young  man. 
Our  courses  in  Civil  Engineering,  Meclianical  and  Electrical  Engineer¬ 
ing  fit  you  for  the  very  highest  paid  positions  in  the  world.  Will  you  take 
the  first  step?  Simply  clip  this  advertisement,  mail  it  to  day,  and  receive 
frao  our  200  page  hand-book  describing  our  60  courses  in  Engineering 
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HAVE  YOU  SEEIN 


INo.  13  VISIBLE 


EVERY 
GHIIRIICIER 
IN  SIGHT 
EL  THE  TIME 


^ORK  IN  Sight. 


G.  This  instrument  is  full  of  Labor  Saving:  Devices, 
right  up  to  the  minute,  including  Polychrome  Ribbon 
Attachment— writing  in  two  colors,  and  Variable 
Spacing  Mechanism  —  changing  from  one  to  six 
letter  spaces. 

Send  to  onr  nearest  representative  for  full  particulars 

THE  HAMMOND  TYPEWRITER  COMPANY 

Factory  and  General  Offices  : 

69th  to  70th  Streets  and  East  River,  New  York,  N.  Y. 


5,000 


USED  AND 
REBUILT 


Typewriters 


•JRADE 


'^MARK 


0@®(D®©(6)(a)(H)0 
©0®®®©©®©©© 
®®©®®®®O©@0 
O0®®®O®®®®®® 

ALL  MAKES— ALL  PRICES 

WHOLESALE  and  RETAIL 

SAMPLES  OF  WORK  ON  APPLICATION 


American  Writing  Machine  Co. 

343  Broadway*  NEW  YORK 


DO  not  underestimate  the  value  of  red 
emphasis  in  your  letters.  It  com¬ 
mands  attention  not  to  be  secured 
in  any  other  way. 

TheNew  Tri-Chroine 

SttiiSi  Pie»EK9* 

puts  in  the  red  while  writing  your  letters 
in  purple  copying  or  non-fading  black. 

The  price  is  the  same  as  that  of  all 
Smith  Premier  Models 

The  Smith  Premier  Typewriter  Company 
Syracuse,  N. Y. 

Branch  Stores  Everywhere 


THE  FEET  OF  THE 
TYPEWRITER 

The  machine  shod  with 

Jllr  Cushions 

is  practically 

NOISELESS 

G  Have  you  heard  of 
the  Air  Cushion  Feet  ? 

They  add  to  the  life  of 
the  machine  —  to  the 
speed  and  ease  of 
operation.  Have  all 
good  qualities.  They 
pay  for  themselves 
each  week  in  comfort — 
double  your  work  with  the  same  force. 

G  Do  as  others  are  doing  and  let  us 
fit  out  all  your  machines. 

by^mail,  $2,00  per  Set 

If  you  are  not  satisfied  after  a  trial, 
return  them  and  get  your  money  back. 

THE  TYPEWRITER  PEDESTAL  CO. 
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918  Hammond  Building, 


Detroit,  Michigan 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


30 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


SALES  PROIVIOTION 

A  BOOK  FOR  THOSE  WHO  SELL  THINGS 


^  Not  all  the  selling  is 
women.  Every  man 


LOOK  AT  THIS  BRIEF  SYN0P= 
SIS  OF  CONTENTS 

Salesmanship  Plus  Advertising 

Making  the  Consumers  Consume 

Salesmanship-on-paper 

The  Slot  Machine  Seller 

How  to  Sell  Without  Salesmen 

Too  Much  System 

Handling  Agents 

Credit  Sales 

Retail  Selling 

Essentials  of  Good  Business 
Employmentship 
Hiring  Help 
Business  Honesty 
A  Cure  for  “Cold  Feet” 

The  Salesman’s  Tact 
The  Goods  Behind  the  Man 
Where  the  Retailer  Gets  Off 
Caught  With  the  Goods 
The  Postage  Stamp  Salesman 
Mail  Order  Methods 
Selling  Letters 
Commission  Sales 
Installment  Selling 
Getting  Credit  Information 
Obstacles  to  Good  Trade 
Where  the  Boss  Falls  Down 
The  Sales  Manager 
The  Man  on  the  Road 
Business  Graft 
The  Professional  Salesman 
Mannerisms 
Business  Enthusiasm 

EXHAUSTIVE 
SELLING  SYSTEMS 


PRICE  $2.00,  CARRIAGE  PAID 


done  by  salesmen  and  sales- 
on  earth  has  something  for 
sale.  "How  to  Live"  means 
"How  to  Sell."  This  book 
deals  with  selling  from  a  new 
point  of  view  and  is  wonder¬ 
fully  instructive.  Other  men 
are  just  as  much  interested  in 
selling  as  the  salesman.  How 
about  the  proprietor,  the 
manager  and  others?  Their 
ooint  of  view  has  been  neg- 
ected.  "  Sales  Promotion"  is 
for  these  men  and  for  the 
salesman  as  well.  Not  alone 
the  man  on  the  road,  but  the 
man  behind  the  counter  and 
the  man  on  the  wagon. 

^  A  complete  course  in 
Salesmanship  and  Selling. 
208  pages  gilt  top  and  titles. 
Half  Morocco  binding. 
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Have  You  Ideas? 

YOU  CAN  GET  NEW 
ONES  BY  READING 

Cbe  flmerican  Inventor 

$1,00  A  YEAR— 10  CENTS  A  COPY 

^  BEAUTIFULLY  Illustrated  and  Printed  32- 
page  Monthly  Journal  devoted  to  Patents,  In¬ 
ventions,  Mechanics  and  General  Science.  The 
handsomest  publication  in  its  field. 

CL  Any  one  sending  a  sketch  and  description  of  an 
invention  may  promptly  ascertain,  without  cost,  our 
opinion  as  to  its  merits.  Communications  strictly 
confidential. 

CL  Send  for  Free  Sample  and  our  Book  on  Patents. 

CL  Patents  taken  out  through  us  receive,  without 
charge,  special  notice  in  The  American  Inventor, 

HENSEY  &  GOUGH 

Office  of  The  American  Inventor 

Engineering  Bid.,  118  Liberty  St.,  New  York 


Water  Way  or  Railway 

D.  &  B.  LAKE  LINE 

Accepts  Railway  Tickets 


All  classes  of  tickets  reading  via  the 
Michigan  Central,  Wabash  and  Grand 
Trunk  Railways  between  Detroit  and  Buf¬ 
falo  in  either  direction  are  available  for 
transportation  on  D.  &  B.  Daily  Line 
Steamers.  This  arrangement  enables  the 
traveler  between  eastern  and  western 
states  to  forsake  the  hot,  dusty  cars  and 
enjoy  the  delights  of  a  cool  night’s  rest 
en  route.  Send  stamp  for  booklet 


Address  : 

Detroit  &  Buffalo  Steamboat  Co. 

6  Wayne  Street,  -  Detroit,  Mich. 


LEARN  TO  WRITE 
ADVERTISEMENTS 


Earn  front 
$25  to  $100 
a  Week 


The  question  with  every  man 
whether  he  owns  a  business  or  is  em¬ 
ployed  at  a  salary  is  “HOW^  CAN 
I  INCREASE  MY  INCOME.”  If  he 

possesses  common-sense  and  has  a  common- 
school  education,  the  question  can  quickly  be  solved, 
providing  he  will  look  into  the  matter  intelligently.  It 
doesn’t  cost  anything  for  you  to  find  out  THE  V ALUE 
TO  YOU  OF  A  PAGE-DAVIS  ADVERTIS- 
ING  COURSE;  to  find  out  why  hundreds  of  men 
and  women  who  were  working  for  as  small  an  amount 
as  $12.00  a  week  are  today,  after  COMPLETING  A 
CORRESPONDENCE  COURSE  WITH  THE 
“ORIGINAL  SCHOOL,”  MAKING  $2,000  AND 
$3,000  A  YEAR.  Send  in  your  name  and  we  shall 
be  glad  to  demonstrate  to  you  how  thousands  of  men 
and  women  have  increased  their  incomes  from  25  per 
cent,  to  100  per  cent.,  and  we  will  also  tell  you  what 
we  can  do  for  you. 

PAGE-DAVIS  COMPANY 

Address  f  Dept.  924,  90  Wabash  Avenue,  CHICAGO 
Either  Office,  \  Dept.  924,  150  Nassau  Street,  NEW  YORK 


THIS  BOOK 

Teaches  a  man  how  to  write  letters  that  bririg  business. 
It  contains  the  identical  information  that  built  a  half- 
million-dollar  business  from  a  two-dollar  bill. 

CL  Clip  out  the  cut,  pin  a  dollar  to  it  and  send  it  tonight, 
with  your  name  and  address  plainly  written.  We  will 
send  the  book  by  return  mall,  prepaid.  If  you  don  t  find 
it  worth  its  weight  in  gold,  send  it  back. 

The  Publicity  Publishing  Co. 

88  Wabash  Avenue  ^  Chicago,  Illinois 
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IF  YOU  COULD  ONLY  ADD  A  COLUMN 

of  figures  with  absolute  accuracy  in  one-half 
the  time  that  you  now  can;  if  you  could 
multiply  accurately  six  times  as  fast  as  you 
now  can,  or  divide  accurately  four  times  as 
fast  as  you  now  can,  wouldn’t  it  mean 
something  to  you?  How  much  would  it 
mean  in  your  office?  Wouldn’t  your  value 
to  your  employer  be  .  tremendously  in¬ 
creased?  Just  suppose,  for  instance,  that 
you  could  extend  your  office  bills  and 
figure  th6  discounts  on  them,  as  well  as 
the  incoming  bills  at  a  saving  of  fifty  per 
cent.  What  would  that  mean  in  your  of¬ 
fice? 

If  you  want  to  know  just  what  your  increased  efficiency  would  mean,  try  a  Comptometer. 
It’s  quick  and  it’s  easy,  and  takes  all  the  drudgery  out  of  work. 

FOR  MULTIPLICATION  OF  ANY  KIND 

the  Comptometer  is  truly  a  triple  blessing;  because  it  cuts  the  time  of  the  most  expert  mental 
computer  two-thirds;  makes  hard  work  a  pleasure,  and  insures  accuracy  beyond  the  possi¬ 
bilities  of  any  other  known  method.  So  simple  and  easy  that  a  child  can  learn  to  multiply 
accurately  and  rapidly  in  ten  minutes.  From  extending  or  checking  bills  of  any  kind — 
fractions  and  all — to  computing  railroad  tonnage,  there  is  absolutely  nothing  that  can  com¬ 
pare  with  it. 

Not  a  cheap  toy,  but  something  that  will,  in  time  saved  alone,  earn  its  price  in  a  few 
weeks.  That  is  why  the  United  States  Government  uses  hundreds  of  Comptometers;  also 
Marshall  Field  &  Co.,  Chicago;  and  Carnegie  Steel  Co.,  Pittsburgh,  Pa.  They  do  all  their 
multiplying  on  it;  their  adding  and  dividing  also.  So  do  tens  of  thousands  of  others,  in  all 
lines  of  business,  from  the  smallest  to  the  largest,  both  for  commercial  and  engineering  compu¬ 
tations. 

WHY  IS  THE  COMPTOMETER  THE  BEST  OF  ALL  ADDING  MACHINES  ? 

Because  it  is  the  only  machine  on  which  a  simple  key  touch  does  the  work.  Others  have 
a  handle  that  must  be  pulled  for  each  item  added.  It  takes  time  and  labor  to  pull  that 
handle.  Because  it  can  be  advantageously  applied  to  all  your  figuring,  not  to  adding  only. 
It  extends  bills  and  figures  percentages  as  easily  as  it  adds  your  ledger.  No  other  machine 
is  practical  for  all  work.  We  have  thousands  of  pleased  customers  who  doubted  this  at  one 
time.  They  tried  it  and  now  see  the  results  in  reduced  expenses. 

Suppose  you  try  it  ?  For  the  mere  asking  we  would  be  glad  to  send  full  description  or 
furnish  a  Comptometer  to  try  for  thirty  days. 

For  Absolute  Accuracy  in  all  mathematical  calculations,  and  for  the  saving  of  time, 
you  ought  to  use 

The  New  Model  $150  Comptometer 

You  cannot  realize  how  valuable  a  Comptometer  will  be  in  your  own  business,  until  you 
try  it;  and  to  prove  its  worth,  we  will  gladly  arrange  to  place  a  machine  in  your  office  on 
trial,  where  you  can  test  it  in  actual  operation  as  you  probably  tested  the  typewriter  before 
you  realized  its  usefulness  in  your  business. 

Marshall  Field  &  Co.,  Carnegie  Steel  Co.,  the  U.  S.  Navy,  the  Western  Electric  Co., 
and  many  other  commercial  houses  use  from  58  to  185  Comptometers  daily — the  positive 
proof  of  their  superiority. 

Some  records  in  adding  500  department  store  checks  on  the  Comptometer,  Madison 
Square  Garden,  New  York,  November,  1905  : 

Miss  May  Maher . 4  min.  19  sec.  Miss  Genevieve  Green . 4  min.  41  sec. 

Miss  Mae  Barclay . 4  “  21  “  Miss  Thea  Swanson . 5  “  43  “ 

Miss  Olive  Crow . 4  “  28  “  Miss  Anna  M.  O’Callahan . 6  “  4  “ 

No  lever  to  pull ;  no  fussing  with  the  paper  ;  eyes  on  the  copy  and  fingers  on  the  keys  all 
the  time.  This  means  accuracy  as  well  as  speed. 

Write  for  pamphlet  and  special  trial  ojfer.  Sent,  express  prepaid,  on  30  days  free  trial  to  responsible  parties. 

FELT  &  TARRANT  MFQ,  CO.,  55  Orleans  Street,  Chicago 


Please  mention  The  Business  Man’s  Magazine  zvhen  writing  to  '.advertisers. 


The  Business  Man’s  Magazine 

AND  THE  BOOK-KEEPER 

E.  H.  BEACH,  Editor. 


Volume  XIX  SEPTEMBER,  1906  Number  III 


“Contest  Between  Monopoly  and  the  People” 

By  HON.  CHARLES  E.  TOWNSEND 


The  third  of  Congrressman  Townsend’s  powerful  articles,  discussing  the  necessity  of  careful  supervision  of  the  trans¬ 
actions  and  general  policies  of  natural  monopolies  of  public  utilities,  and  the  previous  efforts  made  in  this  direction. 

A  further  investigation  of  the  connection  of  Standard  Oil  with  illegal  railroad  rebates. 


A  Natural 

ROM  the  very  nature  of 
things  the  railroad  is  a 
monopoly,  and  where  com¬ 
bination  is  possible,  the 
monopoly  is  more  or  less 
complete,  depending  upon  the  perfection 
of  the  combination. 

The  great  cost  of  construction  and 
operation,  practically  exclusive  site  and 
territory,  prevent  competition  in  a  large 
portion  of  railroad  traffic.  In  the  early 
days  of  railroading,  canals  offered  some 
competition,  and  the  hope  of  great 
profits,  or  the  scheme  of  building  to  sell 
again,  induced  speculators  to  construct 
roads  in  common  territory.  The  result 
was  what  was  anticipated,  viz. ;  combina¬ 
tion.  Monopoly  is  not  always  an  un¬ 
mixed  evil.  It  has  happened  that  a  de¬ 
sire  to  maintain  itself  has  induced  it 
to  keep  the  price  of  the  thing  controlled 
just  high  enough  to  discourage  others 
from  investing  in  its  production,  es¬ 
pecially  when  they  would  be  subjected 
to  the  guerrilla  warfare  of  their  bandit 
competitors.  But  every  system  of  busi¬ 
ness  or  government  is  to  be  judged  by 
its  effect  upon  the  people,  and  when  the 
true  balance  between  the  good  and  evil 


Monopoly 

variably  found  to  be  in  favor  of  the 
latter. 

The  cause  of  American  progression  to 
pfreatness  has  been  individual  ambition. 
In  fact,  government  in  its  highest  and 
truest  sense  is  practically  confined  to 
furnishing  equality  of  opportunity  to  all, 
and  while  cheap  goods  are  generally  de¬ 
sirable,  still  if  they  are  procured  in  ex¬ 
change  for  cheap  and  unambitious -men 
and  women  they  become  a  curse.  No 
American  can  fail  to  feel  a  just  pride 
when  he  contemplates  the  mighty  monu¬ 
ment  which  has  been  erected  to  industry 
during  the  last  century,  but  if  he  be 
thoughtful  he  will  wonder  if  the  same 
or  an  equivalent  result  could  not  have 
been  reached  without  the  sacrifice  of 
so  much  honor,  lofty  ideals,  and  indi¬ 
vidual  hope  and  opportunity.  That  na¬ 
tion  is  strongest  and  greatest  whose  citi¬ 
zens  are  most  closely  united  by  com¬ 
mon  wants,  desires  and  ambitions. 

Great  captains  of  industry,  so-called, 
who  either  through  the  confiscation  of 
common  opportunity  or  by  disregarding 
those  laws  which  others  must  observe, 
control  production,  sales  or  transporta¬ 
tion,  may  become  the  envy  of  some  as 
they  are  the  hatred  of  others,  and  they 


of  monopoly  is  struck,  it  is  almost  in- 
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may  be  favorably  known  in  social  and 
business  circles,  at  home  and  abroad,  yet 
the  character  and  perpetuity  of  our  na¬ 
tion  in  peace  and  in  war  is  always  de¬ 
termined  by  our  average  citizenship.  It 
is  that  citizenship  which  government 
should  subserve. 

A  Legitimate  Subject  for  Investigation. 

Being  a  monopoly  of  a  public  service, 
the  railroad  becomes  the  legitimate  ob¬ 
ject  of  investigation  as  to  whether  in 
its  growth  and  management  it  has  been 
an  exception  to  the  general  rule. 

In  previous  chapters  we  have  seen 
that  in  the  beginning  the  common  car¬ 
rier  was  given  widest  freedom  of  opera¬ 
tion,  and  this,  not  because  the  govern¬ 
ment  did  not  have  the  power  of  regula¬ 
tion  and  control  under  the  Constitution, 
but  because  the  railroad  was  an  experi¬ 
ment,  and  so  much  was  it  needed  that 
some  forms  of  injustice  even  then  were 
endured.  Evils  were  tolerated  in  the 
hope  that  great  good  would  come  out 
of  them.  Instead  of  restricting  opera¬ 
tion,  the  government  contributed  to  con¬ 
struction.  Land  sufficient  to  form  a 
splendid  republic,  greater  than  the  com¬ 
bined  area  of  Ohio,  Indiana,  Illinois, 
Iowa,  Wisconsin  and  Michigan,  has  been 
granted  to  railroad  corporations.  Out 
of  this  magnificent  territory,  five  New 
Englands  could  be  carved  and  six  Em¬ 
pire  States  would  contain  no  greater 
acreage.  Hundreds  of  millions  of  pub¬ 
lic  money  have  been  given  -  and  indi¬ 
viduals  have  given  millions  of  acres  of 
private  lands  and  millions  of  dollars  of 
private  money  to  encourage  the  building 
of  railroads.  Encouragement — not  re¬ 
stricted  control,  was  the  policy. 

Generosity  Ill  Requited. 

It  was  thought  that  such  unbounded 
generosity  would  secure  great  consid¬ 
eration  and  would  be  a  guaranty  for  just 
and  fair  treatment  from  the  beneficiaries. 
It  was  soon  learned  that  railroad  mon¬ 
opolists  were  not  unlike  others  invested 
with  exclusive  power,  except  that  many 
of  their  operations  were  more  uncon¬ 
scionable,  many  of  their  actions  more 
tyrannical. 


It  was  early  learned  that  many  roads 
were  not  built  to  be  operated  by  the 
builders,  but  to  be  sold.  Railroad  wreck¬ 
ing  became  a  profession,  and  the  receiver 
in  many  instances  was  the  agent  of 
brigandage  and  spoliation.  The  people, 
one  of  the  parties  to  every  railroad 
building  and  operating  contract,  were 
never  consulted  after  the  contract  was 
obtained  and  the  railroad  was  con¬ 
structed.  When  the  farmer  complained 
that  the  rate  tithe  was  too  great,  he 
was  reminded  that  the  railroad  had 
made  his  farm  valuable  and  that  he 
would  not  do  without  it.  Had  not  a 
market  been  brought  to  his  door,  where¬ 
as  before  he  had  been  obliged  to  haul 
his  produce  long  miles  to  a  place  of 
shipment  ?  When  he  complained  that 
better  rates  were  given  to  other  places 
similarly  situated,  he  was  told  in  the 
language  of  an  Illinois  Central  presi¬ 
dent  to  “Let  the  railroad  alone;  if  you 
do  not  wish  to  pay  the  price,  you  do 
not  need  use  it.”  Naturally  this  citi¬ 
zen,  who  perhaps  had  given  a  right  of 
way  to  the  road  across  his  farm,  or  who 
may  have  given  money  for  its  construc¬ 
tion  and  taken  bonds  which  in  the  sub¬ 
sequent  wrecking  process  of  the  road 
had  become  worthless,  and  who  thought 
he  knew  that  a  public  service  corporation 
was  a  corporation  for  public  service,  be- 


Fairbury,  Nebraska,  July  31,  1906. 

Mr.  E.  H.  Beach,  Detroit,  Michigan: 

My  Dear  Sir: — You  are  to  be  congratulated 
upon  the  articles  written  by  Congressman  Town¬ 
send  for  your  magazine.  He  is  one  of  the  very 
able  members  of  Congress.  He  has  given 
and  careful  study  to  the  transportation  problem 
and  is  an  authority.  . 

The  railroad  rate  bill  recently  enacted  is  a 
mighty  step  in  advance. _  It  is  the  first  definite 
and  authoritative  assertion  of  _  Government  _  con¬ 
trol  over  all  transportation  facilities.  It  will  be 
amended  and  extended  as  occasion  demands.  The 
measure  of  its  corrective  results  will  not  be^  in¬ 
dicated  by  the  number  of  successful  prosecutions 
of  offenders,  but  by  the  general  observance  of  its 
salutary  provisions  by  the  great  corporations, 
which  have  learned  that,  behind  the  statute  exists 
a  firm  public  sentiment,  bent  on  its  enforcement. 

The  fixing  of  reasonable  rates,  the  elimination 
of  rebates  and  unjust  discrimination  and  the 
bringing  within  administrative  control  of  all  of 
the  elements  of  transportation,  will  soon  be  gen¬ 
erally  recognized  as  beneficial  alike  to  producer, 
shipper  and  consumer. 

Yours  very  truly, 


Member  Congress. 
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lieved  he  was  not  properly  treated,  and 
he  and  his  neighbors  and  their  neigh¬ 
bors  throughout  the  United  States  com¬ 
menced  to  study  the  railroad  problem. 
Ideas  were  exchanged,  experiences  were 
compared,  and  a  record  made  of  the 
methods  and  means  of  railroad  opera¬ 
tion. 

No  Philanthrophy  In  It. 

From  this  record  it  was  discovered 
that  no  corporation  ever  built  a  road  as 
a  public  benefaction.  No  public  or  pri¬ 
vate  gift  to  a  railroad  was  ever  accepted 
with  the  intention  of  repaying  it  in 
benefits  to  the  people.  That  while  bene¬ 
fits  came  through  the  construction  of 
the  road,  yet  the  people  more  than  re¬ 
ciprocated  to  the  builders  in  the  profit¬ 
able  traffic  which  they  furnished,  and 
for  which  the  road  was  built.  Prac¬ 
tically  unrestricted  freedom  had  induced 
managers  of  a  quasi-public  institution  to 
regard  business  more  highly  than  busi¬ 
ness  honor,  and  many  men  of  high  busi¬ 
ness  ideals  felt  forced  to  adopt  the 
methods  of  dishonorable  and  conscience¬ 
less  competitors.  Contracts  and  agree¬ 
ments  between  railroad  managers  were 
no  more  sacred  and  inviolable  than 
those  between  the  promoters  and  the 
people.  One  result  was  inevitable. 
Managers  lost  faith  in  each  other,  and 
the  people  became  suspicious  of  both. 
Until  1887  competition  was  relied  upon 
to  remedy  railroad  abuses,  and  while  at 
times  rate  wars  gave  exceedingly  low 
rates,  they  were  unstable  and  disturbed 
business  rather  than  benefited  it,  and  in 
the  end  the  producers  and  consumers  of 
the  country  had  to  make  up  the  railroad 
losses  incurred  in  the  rate  wars.  Given 
a  reasonable,  impartial,  and  stable  rate 
and  we  have  the  best  possible  condition 
for  carriers  and  shippers.  Such  a  rate 
was  practically  unknown  from  1860  to 
1887,  and  it  is  less  common  now  than  is 
consistent  with  the  best  business  con¬ 
ditions. 

The  Arguments  That  Win. 

Shortly  after  the  Civil  War  general 
dissatisfaction  with  the  methods  of  com¬ 
mon  carriers  was  beginning  to  express 


itself,  and  various  organizations  for  re¬ 
lief  were  effected.  In  the  seventies  the 
Granger  movement  arose  as  a  protest 
against  railroad  discriminations  and  ex¬ 
tortions.  This  became  so  powerful  that 
it  controlled  the  elections  in  several 
states,  notably,  Illinois,  Iowa,  Wisconsin 
and  Minnesota.  The  legislatures  of 
some  of  these  states  passed  laws  fixing 
maximum  rates  and  providing  for  uni¬ 
form  classification  of  freight.  The  car¬ 
riers  at  first  disregarded  the  state  laws 
and  maintained  before  the  courts  that 
states  could  not  make  railroad  rates 
which  the  companies  were  bound  to  ob¬ 
serve.  In  1876  a  case  was  taken  to  the 
supreme  court  of  the  United  States,  and 
it  held  that  the  state  had  not  exceeded 
its  authority,  and  that  the  only  relief 
the  carriers  had  was  an  appeal  to  the 
people.  Such  an  appeal,  it  appears,  was 
taken,  and  the  Granger  laws  were  re¬ 
pealed.  What  arguments  were  used  it 
is  impossible  now  to  say,  but  it  is  fair 
to  presume  they  were  substantial  ones, 
for  at  this  distance  and  in  view  of  the 
fact  that  the  reports  for  the  year  dur¬ 
ing  which  the  law  was  in  force  show 
that  railroads  were  prosperous,  and  that 
only  just  and  reasonable  rates  and  regu¬ 
lations  were  imposed,  it  is  difficult  to 
understand  how  a  legislature  would  sur¬ 
render  an  equitable  law  except  by  an 
argument  amounting  to  a  valuable  con¬ 
sideration. 

“Let  Us  Alone.” 

Congress  from  time  to  time  had  been 
memorialized  by  shippers  and  producers, 
who  asked  that  something  be  done  to 
bring  relief  from  railroad  wrongs.  The 
carriers  insisted  that  they  were  doing 
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their  full  duty  to  the  people;  that  there 
were  no  wrongs  being  practiced;  that 
the  shipping  and  producing  public  did 
not  know  what  they  wanted;  that  seem¬ 
ing  discriminations  and  unjust  rates 
were  only  the  necessary  results  of  rail¬ 
road  development  and  management;  and 
that  if  left  alone  even  these  imaginary 
wrongs  would  be  worked  out  all  right. 
Many  national  legislators  believed  that 
the  railroads  were  right  in  their  posi¬ 
tion.  The  people  insisted,  however,  that 
the  questions  were  those  of  fact,  subject 
to  demonstration,  and  asked  Congress 
to  investigate  and  find  out.  The  Forty- 
ninth  Congress  authorized  the  Senate 
Committee  on  Commerce  to  examine  into 
the  railroad  question  and  report  its  find¬ 
ings  to  Congress.  This  committee  re¬ 
ported  in  1886,  after  a  most  careful  and 
thorough  investigation.  This  report, 
known  as  the  Cullom  report,  is  in  the 
abstract  as  follows : 

“That  local  rates  are  unreasonably 
high,  as  compared  with  through  rates. 

“That  local  and  through  rates  are 
unreasonably  high  at  non-competing 
points,  either  from  the  absence  of  com¬ 
petition  or  in  consequence  of  pooling 
agreements  that  restrict  its  operation. 

“That  rates  are  established  without 
apparent  regard  to  the  actual  cost  of 
the  service  performed,  and  are  based 
largely  on  ‘what  traffic  will  bear.’ 

“That  unjustifiable  discriminations  are 
constantly  made  between  individuals  in 
the  rates  charged  for  like  service  under 
similar  circumstances. 

“That  improper  discriminations  are 
constantly  made  between  articles  of 
freight  and  branches  of  business  of  a 
like  character,  and  between  different 
quantities  of  the  same  class  of  freight. 

“That  unreasonable  discriminations 
are  made  between  localities  similarly 
situated. 

“That  the  effect  of  the  prevailing  pol¬ 
icy  of  railroad  management  is,  by  an 
elaborate  system  of  secret  special  rates, 
rebates,  drawbacks  and  concessions,  to 
foster  monopoly,  to  enrich  favored  ship¬ 
pers,  and  to  prevent  free  competition  in 


many  lines  of  trade  in  which  the  item 
of  transportation  is  an  important  factor. 

“That  such  favoritism  and  secrecy  in¬ 
troduced  an  element  of  uncertainty  into 
legitimate  business  that  greatly  retards 
the  development  of  our  industries  and 
commerce. 

“That  the  secret  cutting  of  rates  and 
the  sudden  fluctuations  that  consequent¬ 
ly  take  place  are  demoralizing  to  all  busi¬ 
ness,  except  that  of  a  purely  speculative 
character,  and  frequently  occasion  great 
injustice  and  heavy  losses. 

“That  in  the  absence  of  national  and 
uniform  legislation,  the  railroads  are 
able  by  various  devices  to  avoid  their 
responsibility  as  carriers,  especially  on 
shipments  over  more  than  one  road,  or 
from  one  state  to  another,  and  that 
shippers  find  great  difficulty  in  recover¬ 
ing  damages  for  the  loss  of  property 
or  for  injury  therefor. 

“That  railroads  refuse  to  be  bound  by 
their  own  contracts,  and  arbitrarily  col¬ 
lect  large  sums  in  the  shape  of  over¬ 
charges  in  addition  to  the  rates  agreed 
upon  at  the  time  of  shipment. 

“That  railroads  often  refuse  to  recog¬ 
nize  or  to  be  responsible  for  the  acts 
of  dishonest  agents  acting  under  their 
authority. 

“That  the  common  law  fails  to  af¬ 
ford  a  remedy  for  such  grievances,  and 


THE  NEW  YORK,  NEW  HAVEN  AND  HART¬ 
FORD  RAILROAD  COMPANY. 

Office  of  Road  Master, 

New  Haven,  Conn.,  July  23,  1906. 

RAILROAD  CORRESPONDENCE. 

E.  H.  BEACH,  Editor. 

Aly  Dear  Sir — I  have  read  with  much  interest 
the  articles  in  the  last  two  issues  of  your  maga¬ 
zine  concerning  the  railroads  and  while  I  am  a 
railroad  man  and  of  course  can’t  see  the  many 
and  various  faults  of  the  railroads,  you  do  “soak 
cm. 

You  spoke  of  the  many  tricks  in  the  issuance  of 
mileage  books.  Some  roads  have  very  unsatis¬ 
factory  mileage  systems,  very  often  it  is  not 
interchangeable.  I  believe  the  N.  Y.,  N.  H.  &  H. 
have  the  best  mileage  there  is  in  existence. 
They  issue  a  book  of  1,000  miles,  20  perforated 
tickets  on  a  page,  each  one  calling  for  one  mile. 
When  you  buy  the  book  you  have  to  sign  no 
paper,  simply  give  your  name  to  the  agent  so  he 
can  record  the  number,  to  trace  in  case  it  is  lost. 
You  pay  $20,  or  $10  in  case  of  the  500-mile  book, 
which  is  a  little  different  form  and  has  one  or 
two  restrictions,  and  the  book  is  good  for  use  by 
anyone  who  presents  it. 

Commencing  June  1st,  several  divisions  were 
reduced  to  a  two-cent  mileage  for  regular  tickets. 

Yours  truly. 


J.  H.  Smith. 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


37 


that  in  cases  of  dispute  the  shipper  is 
compelled  to  submit  to  the  decision  of 
the  railroad  manager  or  pool  commis¬ 
sioner,  or  run  the  risk  of  incurring  fur¬ 
ther  losses  by  greater  discriminations. 

“That  the  differences  in  the  classifi¬ 
cations  in  use  in  various  parts  of  the 
country,  and  sometimes  for  shipments 
over  the  same  roads  in  different  direc¬ 
tions,  are  a  fruitful  source  of  misun¬ 
derstandings,  and  are  often  made  a 
means  of  extortion. 

“That  a  privileged  class  is  created  by 
the  granting  of  passes,  and  that  the 
cost  of  the  passenger  service  is  largely 
increased  by  the  extent  of  this  abuse. 

“That  the  capitalization  and  bonded 
indebtedness  of  the  roads  largely  ex¬ 
ceed  the  actual  cost  of  their  construc¬ 
tion  or  their  present  value,  and  that  un¬ 
reasonable  rates  are  charged  in  the  ef¬ 
fort  to  pay  dividends  on  watered  stock 
and  interest  on  bonds  improperly  issued. 

“That  railroad  corporations  have  im¬ 
properly  engaged  in  lines  of  business 
vuitirely  distinct  from  that  of  transporta¬ 
tion,,  and  that  undue  advantages  have 
been  afforded  to  business  enterprises 
where  railroad  officials  were  interested. 

“That  the  management  of  the  railroad 
business  is  extravagant  and  wasteful, 
and  that  a  needless  tax  is  imposed  upon 
the  shipping  and  traveling  public  by 
the  necessary  expenditure  of  large  sums 
in  the  maintenance  of  a  costly  force  of 
agents  engaged  in  a  reckless  strife  for 
competitive  business.” 

Fair  and  Unprejudiced  Comment. 

You  will  understand  that  this  report 
was  made,  not  by  the  enemies  of  the 
railroads,  but  by  a  committee  eminently 
fair  to  them.  In  disregard  of  this  re¬ 
port,  it  was  still  claimed  that  discrim¬ 
inations  were  not  to  any  great  extent 
practiced,  and  that  rates  were  not  only 
not  unjust,  but  that  they  were  being  con¬ 
stantly  and  effectively  reduced.  Again 
the  people  insisted  that  they  were  right, 
and  a  commission  consisting  of  four 
senatois,  four  representatives,  and  ten 
prominent  citizens  was  appointed  to  in¬ 
vestigate  the  subject. 


As  bearing  on  the  subject  of  reason¬ 
able  rates,  I  quote  from  the  report  of 
this  commission: 

“The  long-continued  and  steady  de¬ 
cline  of  freight  rates  since  the  Civil 
War  has  now  given  way  to  a  marked 
advance  in  the  published  rates.  No  simi¬ 
lar  attempt,  with  the  exception,  perhaps, 
of  the  year  1894,  has  been  made  to 
arrest  by  concerted  action  of  roads  of  all 
the  country,  this  progressive  decline,  due 
to  a  considerable  degree,  as  it  has  ap¬ 
peared,  to  competition  between  the  rail¬ 
roads  themselves.  The  peculiarity  of 
these  advances  of  1900  is  that  they  have 
been  made,  not  by  direct  changes  of 
tariffs,  but  by  modification  of  the  freight 
classifications.  Merchandise,  as  is  well 
known,  is  thrown  into  various  classes 
according  to  its  value,  bulk,  risk,  etc., 
and  the  charges  are  graded  accordingly. 
Consequently  the  transfer  of  a  particu¬ 
lar  commodity  from  one  class  to  another 
may  operate  materially  to  increase  the 
rate  of  freight  charge.  Thus,  for  in¬ 
stance,  the  freight  rate  from  New  York 
to  Atlanta  by  any  all-rail  line  is  fixed 
hy  the  common  agreement  at  $1.14  per 
100  pounds.  The  rate  on  second  class 
is  98  cents,  on  third  class  8G  cents,  on 
fourth  class  73  cents,  etc.  It  is  apparent 
that  if  goods — axes,  for  example — which 
were  formerly  fourth  class,  are  by  a 
change  in  classification  made  third  class, 
this  operates  to  increase  the  rates  be¬ 
tween  these  points  specified  from  73  to  86 
cents.  Moreover,  since  these  classifica¬ 
tions,  as  will  be  shown  later  in  this  report, 
are  agreed  upon  by  all  railroads  operating 
within  each  specified  territory,  a  change 
of  classification  operates  simultaneously 
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to  increase  rates  throughout  the  entire 
section.  The  same  result  may  be  at¬ 
tained  also  by  changing  classification  ac¬ 
cording  as  the  goods  are  shipped  in  car¬ 
loads  or  less  than  carload  lots.  Thus,  if 
a  commodity  was  formerly  classified  as 
fourth  class,  when  shipped  in  carloads, 
and  as  third,  when  in  less  than  carload 
lots,  if  the  distinction  between  these  two 
classes  of  shipment  be  removed  and  all 
are  classified  as  third,  whether  in  large 
or  small  quantity,  this  likewise  results 
in  an  increase  of  the  freight  rate  to  the 
large  shipper  by  the  difference  in  the 
rate  between  third  and  fourth  class.  Or 
again,  as  will  be  shown,  certain  com¬ 
modities  are  sometimes  exempted  from 
classification  by  a  special  ‘commodity’ 
rate,  as  it  is  called.  This  commodity 
rate  is  usually  very  much  below  the  rate 
for  classified  merchandise.  Thus  corn 
by  the  official  classification  is  sixth  class, 
and  the  rate  from  Chicago  to  New  York 
for  that  class  is  25  cents.  If,  however, 
corn  actually  moves  under  a  commodity 
rate  of  17^  cents  per  100  pounds,  the 
cancellation  of  the  commodity  rate  im¬ 
mediately  operates  to  put  corn  in  class 
six,  thereby  raising  the  rate  to  25  cents. 

Summary  of  Changes. 

“The  general  advance  of  1900  was 
inaugurated  by  the  trunk  lines  operating 
north  of  the  Ohio  river.  On  January  1, 
1900,  notice  was  given  that  a  new  classi¬ 
fication,  known  as  ‘Official  Classifica¬ 
tion  No.  20,’  was  to  supersede  No.  19. 
An  investigation  made  by  the  Interstate 
Commerce  Commission  showed  that  824 
changes  were  made  by  this  action,  of 
which  818  produced  an  advance  and  six 
a  reduction  in  the  rate.  The  following 
table  shows  the  distribution  of  these  ad¬ 
vances  : 


434  ratings  advanced .  42.8 

214  ratings  advanced .  30 

100  ratings  advanced .  20 

32  ratings  advanced .  15.3 

17  ratings  advanced .  16.3 

10  ratings  advanced .  50 

6  ratings  advanced . 100 

2  ratings  advanced .  25 

2  ratings  advanced .  33.3 

1  rating  a'dvanced .  85.7 


818 

REDUCTIONS. 

3  ratings  reduced .  30 

3  ratings  reduced .  14.3 


“A  substantial  advance  has  been  made 
in  southern  territory,  effective  on  the  1st 
of  July,  1901,  in  the  rates  on  cotton 
fabrics.  This  immediately  affects  one  of 
the  leading  manufactures  of  the  south. 
By  this  action  cotton  goods  are  trans¬ 
ferred  from  fifth  to  fourth  class.  Figur¬ 
ing  on  the  basis  of  New  York-Atlanta 
rates,  this  means  an  increase  per  100 
pounds  of  from  60  to  70  cents.  On  the 
other  hand,  the  movement  of  so-called 
‘company  freight’  has  been  unusually 
heavy  during  the  period  of  abnormal 
expenditure  for  betterments.  This 
freight  moving  free  adds,  of  course,  to 
the  number  of  ton-miles  moved  without 
addition  to  the  revenue,  and  proportion¬ 
ately  reduces  the  ton-mileage  charge  re¬ 
ported  below  that  which  actually  prevails 
on  service  to  shippers.” 

But  this  is  not  all  the  evidence  before 
the  country  of  railroad  abuses  which 
have  demanded  an  exercise  of  the  un¬ 
doubted  constitutional  right  of  the  fed¬ 
eral  government  to  correct  them. 

The  Commerce  Committees  of  the 
House  and  Senate  during  the  Fifty- 
seventh,  Fifty-eighth  and  Fifty-ninth 
Congresses  had  the  railway  question  be¬ 
fore  them  and  volumes  of  printed  testi¬ 
mony  contain  the  evidence  given  by  in¬ 
terested  and  disinterested  witnesses.  He 
who  doubts  that  the  carrier  had  a  fair 
hearing  has  but  to  look  over  the  record. 
The  testimony  corroborates  the  findings 
of  the  Cullom  Committee  and  of  the 
Industrial  Commission. 

To  Beat  the  Law  or  Get  It  Nullified. 

It  may  seem  almost  a  waste  of  time  to 
dwell  further  upon  railroad  abuses,  but 
in  spite  of  the  fact  that  what  is  be¬ 
lieved  to  be  a  fair,  conservative  and  just 
law  has  recently  been  enacted  as  a  result 


E.  H.  Beach,  Editor, 


April  16,  1906. 


My  Dear  Sir — I  have  your  letter  stating  you 
have  sent  me  a  copy  of  The  Business  Man's 
Magazine  containing  an  article  on  the  railway 
rate  question  by  Mr.  Townsend,  and  I  thank  you 
for  your  courteSy.  Yours  very  truly. 
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of  facts  presented  to  the  Congress  and 
the  country,  still  we  are  told  on  excel¬ 
lent  authority  that  the  carriers  are  or¬ 
ganizing,  not  only  to  fight  the  provisions 
of  the  law,  but  also  to  do  everything 
possible  to  secure  friendly  representa¬ 
tives  in  the  Sixtieth  Congress,  and  es¬ 
pecially  in  the  Senate  with  a  view  to 
having  the  law  amended  so  as  to  render 
it  innocuous.  If  this  information  is  cor¬ 
rect,  it  becomes  clearly  the  duty  of  those 
who  believe  in  equal  and  exact  justice 
between  the  people  and  the  common 
carriers  to  lay  the  facts  clearly  before 
the  public.  For  back  of  carriers,  legis¬ 
lators  and  the  courts  is  public  sentiment. 
That  sentiment  should  be  born  of  in¬ 
telligence,  not  prejudice.  It  should 
know  the  right,  then  uncompromisingly 
insist  upon  it.  To  this  end  it  may  not 
be  amiss  to  mention  some  cases  and  con¬ 
ditions  which  induced  the  reports  and 
results  hereinbefore  mentioned. 

Since  1880  a  new  element  has  been 
introduced  into  American  industrial  life, 
which  has  materially  affected  railroad 
operation  and  control.  The  combined 
corporation  or  trust  has  attained  to  and 
acquired  a  power  which  has  been  able 
to  dictate  terms  even  to  railroads ;  in¬ 
deed  not  infrequently  it  is  found  that 
managers  of  railroads  are  stockholders 
and  managers  of  these  combinations,  and 
the  grossest  discriminations  are  prac¬ 
ticed  upon  the  independent  shippers. 
Perhaps  the  most  notorious  of  these 
trusts  is  the  Standard  Oil  monopoly,  but 
it  differs  from  many  others  only  in  its 
ability  to  plunder.  I  believe  it  was  Mr. 
A.  C.  Bird,  vice  president  of  the  Gould 
Railroad  System,  who  said  before  the 
Senate  Commerce  Committee  in  May, 
1905,  that  he  did  not  believe  the  Stand¬ 
ard  Oil  Company  had  received  a  rebate 
since  1887,  and  he  was  sure  the  Beef 
Trust  was  receiving  no  such  favors ; 
but,  in  view  of  the  recent  disclosures  in 
reference  to  these  trusts,  it  may  be  inter¬ 
esting  to  trace  briefly  the  history  of  the 
Standard  Oil  Company,  as  it  will  dis¬ 
close  some  methods  employed  to  obtain 
railroad  advantages.  Rebates  are  no  less 


reprehensible  and  unlawful  when  se¬ 
cured  by  indirection  than  when  paid  in 
money  directly.  Carrion  by  any  other 
name  would  smell  as  foul. 

“Conceived  in  Iniquity.” 

The  birth  of  the  Standard  Oil  Com¬ 
pany  was  illegitimate.  It  was  conceived 
in  iniquity.  Its  parents  had  no  legal 
status  as  such,  and  nominally,  at  least, 
abandoned  their  offspring,  only,  how¬ 
ever,  to  take  it  up  again  under  another 
name. 

Thirty  years  ago  the  founder  of  the 
Standard  Oil  monopoly  became  possessed 
of  the  vision  of  a  king  ruling  the  pro¬ 
duction  and  sale  of  petroleum.  This 
product  was  coming  into  general  use  and 
was  recognized  as  a  necessity  to  human 
comfort.  The  tallow  dip  was  being  sup¬ 
planted  by  kerosene,  and  the  score  of 
useful  products  possible  of  manufacture 
from  petroleum  furnished  a  great  boon 
to  the  people.  This  shrewd  man  believed 
he  could  form  a  company  through  which 
he  could  control  this  new  agent  of  civil¬ 
ization.  His  plan  involved  the  railroads. 
They  must  co-operate  with  him.  He 
formed  an  illegal  company  called  the 
South  Improvement  Company,  which 
owned  neither  oil  well  nor  refinery.  He 
then  went  to  the  three  oil  roads,  the 
Pennsylvania,  New  York  Central,  and 
Erie,  and  demanded  special  rates,  in 
return  for  which  he  was  to  divide  his 
traffic  among  them.  He  obtained  an 
agreement  from  these  roads  embodying 
his  desires.  With  this  advantage  in  rates, 
the  South  Improvement  Company  was 
in  a  position  to  dictate  the  price  of  oil. 
Some  competitors  found  it  advisable  to 
surrender  their  business  to  the  black- 
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mailer.  Others,  learning  of  the  special 
railroad  agreement,  waged  war  upon  it, 
and  disclosed  the  illegal  character  of 
the  new  company.  The  railroads  repu¬ 
diated  their  contract,  and  the  Improve¬ 
ment  Company  was  out  of  business ;  but 
it  was  not  dead.  Its  founder  overcame 
the  legal  objections  by  purchasing  a  re¬ 
finery  at  Cleveland,  and  his  efforts  at 
monopoly  were  renewed. 

More  Broken  Promises. 

The  railroads  had  promised  the  inde¬ 
pendent  refiners  that  no  favoritism 
should  be  exercised  against  them,  but 
even  in  youth  the  Standard  was  strong 
and  the  carriers  liked  the  notion  of  do¬ 
ing  business  with  one  company  rather 
than  with  several,  and  their  promise  to 
the  independents  was  soon  broken.  New 
secret  agreements  were  made  with  the 
Standard  whereby  it  received  rebates 
amounting  to  as  much  as  $1.32  per  bar¬ 
rel  on  oil,  and  this  rebate  was  to  measure 
the  difference  in  rates  between  those 
received  by  this  company  and  those  of 
its  competitors. 

The  result  of  this  policy  was  the  clos¬ 
ing  of  the  Pittsburg  refineries,  the  loss 
of  millions  of  dollars,  and  the  enforced 
idleness  of  thousands  of  men.  Most  of 
the  refineries  which  were  not  closed 
were  absorbed  by  the  Standard.  Some 
companies  remained  independent,  rely¬ 
ing  upon  pipe  lines  for  relief.  The 
Standard  had  absorbed  the  United  Pipe 
Line  and  to  destroy  the  independent  lines 
an  appeal  was  again  taken  to  the  rail¬ 
roads,  and  again  they  violated  the  law 
of  their  organization  and  existence,  and 
the  United  Pipe  Line  products  were  fa¬ 
vored. 

Before  this  favor  was  granted  the  in¬ 
dependent  pipe  lines  were  handling  75 
per  cent  of  the  oil  business.  In  less 
than  a  year  afterwards,  the  United  Line 
was  doing  80  per  cent  of  it. 

The  Pennsylvania  road  discriminated 
against  the  Baltimore  &  Ohio,  with 
which  it  was  then  a  competitor,  and  the 
latter  road  furnished  the  only  outlet 
for  oil  from  Pittsburg  to  the  sea.  A  new, 
independent  pipe  line,  known  as  the  Co¬ 


lumbia  Conduit  Co.,  was  organized  to 
bring  oil  from  the  wells  to  Pittsburg, 
from  whence  over  the  B.  &  O.  it  was 
to  go  to  the  seaboard.  To  reach  Pitts¬ 
burg,  it  was  desirable  to  pass  the  pipe 
line  under  the  Pennsylvania  road.  This 
road  under  the  law  could  prevent  such 
passage,  and  the  Columbia  Company  was 
obliged  to  carry  oil  to  the  Pennsylvania 
railroad,  then  load  into  wagons  and  haul 
across  the  tracks  and  place  in  the  pipes 
on  the  other  side. 

A  Sample  of  the  Throttling  Grip. 

In  the  meantime  the  railroad  wrecker 
was  at  work.  A  rate  war  was  inaugu¬ 
rated  as  a  result  of  which  the  B.  &  O. 
was  forced  into  the  pool.  A  uniform 
rate  on  oil  was  agreed  upon,  which  while 
an  unjust  discrimination  against  Pitts¬ 
burg  and  in  favor  of  Cleveland,  yet  it 
would  have  been  better  than  the  old 
plan,  had  it  been  strictly  adhered  to; 
but  the  railroads  granted  new  secret  re¬ 
bates  to  its  old  ally,  the  Standard,  and  it 
could  export  its  oil  to  the  exclusion  of 
Pittsburg  and  other  independent  places. 

It  was  soon  discovered  that  shipments 
could  be  made  to  Huntington,  W.  Va., 
and  thence  by  the  Chesapeake  &  Ohio  to 
the  coast,  as  this  road  was  not  in  the 
combine.  This  distance  was  much 


BURNED  TIE  EVIDENCE 


Cm  b.  &  Q.  make:s  bonfire  of  2 
CARS  OF  RIPCORDS. 


OMAHA.  July  30. — The  '  Chicago. 
Burlington  &  Quincy  railroad  Caused 
to  be  shipped  to  the  little  town  of 
Greeley  Center,  Neb.,  two  old  freight 
cars  loaded  with  records,  and  Satur¬ 
day  the  cars  were  hauled  to  an  un¬ 
used  siding  and  the  torch  applied  to 
cars,  contents  and  all.  Employes 
guarded  the  blazing  pile,  and  with 
poles  stirred  up  the  embers  until 
every  scrap  was  supposed  to  be  con¬ 
sumed. 

•Evidence  of  an  incriminating  char¬ 
acter,  however,  was  found  by  Mat¬ 
thew  Luce,  a  farmer,  who  picked  up 
a  package  which  had  blown  away. 
These  proved  to  be  rebate  checks 
showing  that  the  road  had  practiced 
favoritism  with  certain  shippers  to 
the  extent  of  33  1-3  per  cent  of  the 
usual  rate  . 
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greater  than  by  the  Pennsylvania  or  B. 
&  O.,  but  the  profit  was  so  great  the  rate 
could  be  made.  Rates  were  again  tem¬ 
porarily  reduced,  but  with  the  long  dis¬ 
tance  and  difficulties  of  reshipment  via 
Huntington,  the  independent  refiners 
were  forced  out  of  the  market,  and  in 
time  the  C.  &  O.  became  a  part  of  the 
“System.” 

Up  until  about  1880  the  Standard  had 
been  a  supplicant  for  favois  and  by 
bribery  obtained  advantages.  At  that 
date  it  had  become  sufficiently  strong 
to  dictate  terms  even  to  the  railroads, 
and  they  did  not  dare  refuse.  When  the 
Pennsylvania  rebelled  at  dictation,  the 
New  York  Central  and  Erie  were  set 
against  it.  The  usual  rate  war  was  de¬ 
clared  and  the  Pennsylvania  surrendered. 
The  B.  &  O.  was  subdued  in  the  same 
manner,  and  instead  of  treating  all  ship¬ 
pers  of  oil  impartially,  new  favors  were 
granted  the  trust. 

Finally  the  Standard  obtained  by 
deed  all  the  terminals  for  the  shipment 
of  oil  of  the  New  York  Central  and  Erie 
roads.  Then  monopoly  was  practically 
complete  so  far  as  wholesaling  was  con¬ 
cerned.  But  its  greed  was  not  satisfied. 
The  independent  dealers  for  home  con¬ 
sumption  must  be  destroyed.  Again  the 
railroads  confederated  and  every  ob¬ 
stacle  placed  in  the  way  of  competition. 
The  price  of  oil  went  down  below  the 


point  of  profit,  but  the  benefits  of  reduc¬ 
tion  only  applied  to  the  places  where 
the  Standard  did  not  have  a  complete 
monopoly,  and  there  only  temporarily. 

It  is  well  here  to  state  that  while  oil 
has  been  reduced  in  price  naturally  since 
30  years  ago  the  same  as  most  other 
products,  yet  every  reduction  has  been 
forced  and  no  favor  has  been  voluntarily 
granted  the  consumer.  This  monopoly 
could  never  have  been  possible  had  it  not 
been  for  the  discriminating  favors 
shown  by  the  railroads.  The  common 
carrier  can  make  or  prevent  monopoly. 
The  story  of  Standard  Oil  has  demon¬ 
strated  that  in  one  instance  at  least  it 
has  seen  fit  to  create  and  foster  it. 

This  is  but  one  example.  The  agi¬ 
tation  now  on  is  to  make  such  violations 
of  justice  and  equality  impossible,  and 
to  secure  to  the  people  their  rights  in 
the  public  service  corporations  which 
they  have  created. 


“System” 

System  is  a  fine  thing,  but  sometimes  it  is  “love’s  labor  lost.” 

We  had  an  order  out  for  a  quantity  of  tools,  and  several  days  after  the  arrival  of  the 
tools  we  received  a  “card  system”  notice  that  the  shipment  of  the  tools  had  been 

delayed  but  we  would  receive  them  “next  week.” 

W^e  had  an  order  out  for  a  new  set  of  harness,  and  some  time  after  we  had  had  the 
harness  on  our  team  pulling  goods  to  the  shipping  point,  we  received  a  filled-out  form  to 
the  effect  that  there  was  a  strike  among  the  harness  men  and  that  we  might  expect  some 
delay  in  the  delivery  of  the  harness.  All  this  forcibly  reminded  us  of  the  verses  in 
“Graphite”  of  July,  1905,  “System  Run  Mad.” 


GREENHOUSES  OF  JOHN  L.  PARKER.  (SEE  ACCOUNTING  METHODS  FOR  THE  RETAIL  DRUG  BUSINESS,  PAGE  136.) 


HERE  is  nothing  surprising 
in  the  fact  that  Mr.  Rocke¬ 
feller  declined  to  do  any 
serious  talking  for  publica¬ 
tion  when  abroad,  and  came 
home  as  little  disturbed  because  the  pro¬ 
cess  servers  were  after  him  as  though 
he  was  secured  against  annoyance  and 
punishment  in  advance.  He  banked  on 
the  supremacy  of  the  institution  which 
he  built  up.  Had  it  not  founded  news¬ 
papers  and  purchased  the  aid  of  other 
newspapers  whenever  the  perversion  or 
manufacture  of  public  opinion  was 
necessary?  Had  it  not  broken  laws  at 
will  and  snapped  its  fingers  in  the  face 
of  authority?  Had  not  the  power  of  the 
Standard  Oil  Co.  become  a  menace  to 
that  of  the  government  itself?  The 
time  had  not  yet  come  when  he  would 
see  the  handwriting  on  the  wall  or  ap¬ 
preciate  that  he  occupied  a  tottering 
throne. 

The  genius  of  the  father  of  lies  ap¬ 
pears  in  the  many  and  cunning  forms  in 
which  rebates  are  granted.  It  was  de¬ 
veloped  by  the  Interstate  Commerce 
Commission  while  sitting  in  Cleveland 
that  through  its  contract  with  the  Ga¬ 
lena  Oil  Co.,  a  constituent  company  of 
the  Standard,  the  Pennsylvania  company 
had  been  paid  a  virtual  rebate  of  $1,600,- 
000  in  ten  years  because  it  was  supplied 
with  lubricating  oils  during  that  period 


at  a  price  below  that  given  to  other  rail¬ 
road  systems.  In  one  way  and  another 
the  railroads  manage  to  have  a  hand  in 
every  crooked  deal  of  any  magnitude. 

There  was  a  “tempest  in  a  teapot”  at 
Detroit  because  of  an  alleged  attempt  to 
bribe  a  school  inspector  in  the  petty 
sum  of  $100.  In  a  similar  manner  com¬ 
munities  all  over  the  country  are  stirred 
to  the  center  by  some  such  compara¬ 
tively  little  affair.  It  is  the  old  story 
of  straining  at  a  gnat  and  swallowing  a 
camel.  These  communities  are  justly 
shocked  at  the  trivial  transgressions,  yet 
they  are  being  victimized  by  briberies 
that  run  into  the  millions.  The  right  of 
self-government  is  bribed  away  from 
them,  corruption  money  is  demoraliz¬ 
ing  our  institutions  and  the  cost  of  being 
alive  is  twice  what  it  would  be  were 
there  none  of  this  wholesale  bribery.  It 
is  only  farcical  for  the  people  to  break 
out  in  spots.  Their  salvation  lies  in 
organization  and  concerted  movement. 

Old  timers  laughed  when  Canadians 
rejoiced  at  the  war  in  rates  commenced 
between  the  Grand  Trunk  and  Canadian 
Pacific.  The  familiar  history  of  such 
affairs  is  that  the  breach  is  soon  closed 
and  the  first  move  thereafter  is  to  recoup 
losses  by  piling  charges  as  high  as  traffic 
will  bear.  Ever  thus  the  rapacious  roads 
forget  to  reduce  the  charges  again. 

Five  new  railroads  from  the  east  have 
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secured  terminals  in  Pittsburg.  They 
will  have  freight  and  people  to  carry, 
but  the  rates  will  be  fixed  by  the  freight 
and  passenger  committees.  Any  idea 
that  there  will  be  real  competition  is  a 
hollow  dream. 

And  the  tobacco  trust  is  tarred  with 
the  same  stick.  A  number  of  its  leading 
men  were  indicted  in  New  York  for 
violating  the  Sherman  anti-trust  law.' 
They  had  conspired  to  control  in  their 
own  interest,  and  to  the  damage  of  in¬ 
dependent  opposition,  a  commodity  which 
should  be  sold  to  all  manufacturers  upon 
even  terms.  Square  dealing  would  soon 
have  become  a  memory  in  this  country 
had  not  President  Roosevelt  rallied  and 
led  the  champions  of  reform. 

Down  in  Ohio  they  have  the  trusts  on 
the  run.  On  the  same  day  the  Mount 
Vernon  Bridge  Co.  and  some  of  the  ice 
companies  of  Toledo  pleaded  guilty  to 
conspiracy  in  the  restraint  of  trade. 

Nothing  arouses  the  activity  or  loosens 
the  purse  strings  of  the  railroads  more 
quickly  than  an  honest,  fearless  and 
competent  candidate  for  Congress.  The 
great  work  done  by  Hon.  Charles  E. 
Townsend  to  bring  about  the  adoption 
of  the  best  anti-rebate  bill  possible  under 
the  circumstances,  is  familiar  to  the  en¬ 
tire  country  and  appreciated  by  all  of  its 
loyal  well-wishers.  He  is  being  urged 
for  the  United  States  Senate,  but  is  too 
good  a  man  to  please  the  railroads.  They 
want  no  senator  who  can  or  will  inter¬ 
fere  with  their  methods  of  runnina: 
themselves  and  a  large  portion  of  the 
country.  They  are  part  of  the  state  ma¬ 
chine.  They  have  money  galore.  It  is 
up  to  the  people  to  decide  whether  they 
will  longer  rest  under  railroad  domina¬ 
tion. 

During  the  first  half  of  the  current 
year  there  was  a  total  shrinkage  in  rail¬ 
road  stocks  and  industrials  of  $1,700,- 
000,000.  The  significant  fact  in  this  con¬ 
nection  is  that  the  roads  which  received 
the  worst  trimming  were  those  most 
subject  to  pool  manipulation.  Wall 
Street  being  forced  through  its  opera¬ 
tors  or  their  victims  to  carry  the  los?. 


The  actual  value  of  the  roads  is  greater 
than  ever  before,  and  growing  with  the 
constant  increase  of  business,  the  slump 
being  a  healthy  sign.  There  is  the  move¬ 
ment  afoot  which  aims  to  compel  the 
railroads  to  do  business  upon  business 
principles  and  it  dawns  upon  the  big 
gamblers  that  the  days  for  rebating, 
grafting  and  dealing  in  water,  are  num-  • 
bered. 

The  Independence  of  New  Hampshire. 

A  notable  example  of  how  public  opin¬ 
ion  is  being  concentrated  against  rail¬ 
road  iniquities  has  been  supplied  since 
Winston  Churchill,  the  noted  author, 
opened  his  campaign  for  the  governor¬ 
ship  of  New  Hampshire.  His  initial  ad¬ 
dress  at  Concord  was  an  eye-opener  to 
the  great  majority  of  the  sturdy  sons  of 
the  state  who  have  been  letting  a  few 
practical  politicians  look  after  their  af¬ 
fairs.  He  threw  down  the  gauntlet  bold¬ 
ly  by  declaring  that  he  and  his  backers 
were  determined  that  the  interference 
of  the  Boston  &  Maine  Railroad  or  any 
other  corporation  in  the  politics  and 
government  of  New  Hampshire  must 
cease.  He  declared  this  not  only  the 
greatest  issue  before  the  people  of  that 
state,  but  of  the  entire  United  States. 
He  had  studied  the  case  in  New  Hamp¬ 
shire,  where  the  railroad  mentioned  owns 
all  the  lines  and  tracks  except  about  100 
miles.  He  had  found  that  it  maintained 
a  powerful  lobby  and  by  one  form  of  re¬ 
tainer  or  another  had  most  lawyers  of 
importance  in  the  state  on  its  staff.  They 
decided  who  might  be  sent  to  the  legis¬ 
lature,  named  the  governor,  named  the 
railroad  commissioners,  what  laws  af¬ 
fecting  the  railroads  might  be  passed, 
and  liberally  paid  the  freight  for  all  who 
served  them.  It  was  a  government  by 
and  for  a  great  railroad  and  its  allied 
interests.  The  people  had  no  more  say 
than  under  the  most  absolute  monarchy. 
He  and  the  Lincoln  club  with  which  he 
is  identified  undertake  to  emancipate  the 
people  and,  restore  them  to  political  su¬ 
premacy. 

On  July  7,  last.  President  Cassatt  of 
the  Pennsylvania  Company,  pursuant  to 
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orders  from  a  special  committee  acting 
for  the  directorate,  issued  notice  to  all 
employes  holding  coal  mining  or  other 
stocks  which  might  be  charged  with  in¬ 
fluencing  the  conduct  of  the  system’s 
business,  that  they  must  dispose  of  such 
holdings.  They  must  be  free  to  discharge 
their  duties  impartially.  This  was  from 
the  man  who  said  that  there  had  been  no 
grafting  by  the  Pennsylvania  or  those 
serving  it.  There  is  confession  in  the 
order  itself.  If  it  were  not  necessary  to 
the  purification  and  honesty  of  the  ser¬ 
vice,  it  would  not  have  been  issued.  It 
had  become  too  notorious  to  be  ignored 
that  officials  and  employes  had  taken  an 
aggregate  of  hundreds  of  thousands  in 
coal  stocks  for  which  they  paid  no 
money,  favoritism  in  the  supply  of  cars 
and  prompt  delivery  of  consignments 
being  the  chief  method  of  paying  for  the 
shares.  On  the  heels  of  the  claim  that 
the  evil  did  not  exist  came  the  peremp- 
'  tory  order  that  the  evil  must  cease.  It 
is  not  the  result  of  a  sense  of  justice, 
but  of  being  found  out.  If  the  Pennsyl¬ 
vania  wanted  to  do  right  it  would  re¬ 
imburse  those  who  have  suffered 
through  the  flagrant  discriminations  now 
admitted,  and  discharge  all  who  were 
guilty  of  this  cold-blooded  form  of  rob¬ 
bery.  Another  thing  desirable  at  this 
time  is  to  know  whether  the  order  has 
been  carried  out  and  that  all  patrons 
have  a  fair  show  with  the  monster  com¬ 
pany. 

While  the  representatives  of  the  of¬ 
fending  trusts  were  abroad.  Armour  was 
about  the  only  one  who  put  up  a  long¬ 
distance  fight  against  their  accusers  and 
pursuers.  Wisdom  displayed  was  on  the 
part  of  the  other  fellows.  Willing  as  J. 
Ogden  Armour  is  to  write  and  talk,  he 
is  too  obstinate  to  make  a  deliberate  and 
well  considered  argument.  He  is  dog¬ 
matic  and  possessed  of  the  idea  that  his 
word  should  dispose  of  facts  in  contro¬ 
versy.  His  statement  on  the  other  side, 
stripped  of  verbiage  and  preconcerted 
side  lights  meant  to  distract  attention, 
was  that  all  his  accusers  were  liars. 
Meantime  his  fellow  offenders  at  Kan¬ 


sas  City  and  other  points  were  being 
brought  to  account. 

In  Washington,  July  13,  Charles  D. 
Chamberlain  of  Cleveland,  secretary  of 
the  National  Petroleum  Association, 
said  that  the  grip  of  the  Standard  Oil 
Co.  had  been  broken.  There  was  no 
doubt  but  it  would  retain  a  great  share 
in  the  business,  but  the  independents 
would  have  a  fair  field  and  equal  oppor¬ 
tunities.  It  certainly  does  look  as 
though  the  “agitators”  were  driving 
some  coffin  nails. 

Michigan  Knights  of  the  Grip. 

One  of  the  most  gratifying  things  that 
has  occurred  since  The  Business  Man’s 
Magazine  enlisted  for  the  full  term  of 
the  war  against  railroad  iniquities  is  the 
action  taken  by  the  Michigan  Knights 
of  the  Grip  at  their  convention  in  Port 
Huron.  They  took  the  preliminary 
steps  for  a  vigorous  campaign  for  a  flat 
two-cent  rate  of  fare  on  all  the  railroads 
in  the  state,  the  mileage  to  be  supplied 
to  them  in  the  form  of  an  interchange¬ 
able  1,000-mile  book  without  the  pur¬ 
chaser  being  required  to  make  an  extra 
deposit  of  $10  and  forfeiting  25  cents 
when  the  cover  is  returned.  It  was 
figured  out  at  the  session  that  under  the 
existing  system  the  railroads  of  Michi¬ 
gan  have  in  the  neighborhood  of  a  quar¬ 
ter  of  a  million  of  the  traveling  public’s 
money  in  their  hands  all  the  time.  They 
give  no  service  in  return,  make  an  arbi¬ 
trary  hold-out  when  the  deposit  is  asked 
for,  and  subject  the  holders  of  such  mile¬ 
age  to  more  onerous  conditions  than  if 
they  were  not  among  the  best  custom¬ 
ers  with  whom  the  roads  do  business. 
These  knights  of  the  grip  are  in  deadly 
earnest  and  their  example  in  fighting 
for  their  rights  should  be  emulated  by 
their  brothers  in  every  state  of  the 
union. 

No  one  outside  the  whirl  can  appre¬ 
ciate  the  intensity  of  feeling  to  which 
the  American  people  have  been  aroused 
since  the  exposure  of  corporate  iniqui¬ 
ties  began.  Two  issues  of  The  Busi¬ 
ness  Man’s  Magazine,  dealing  more 
particularly  with  the  sins  for  which  rail- 
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roads  have  been  directly  and  indirectly 
responsible,  have  brought  it  a  deluge  of 
letters.  Some  of  them  are  from  the 
wolves  who  are  being  chased.  In  the 
language  of  their  kind  they  snarl,  snap 
and  then  run  away.  The  latter  act  is 
signalized  by  a  threat  that  if  this  pub¬ 
lication  does  not  take  a  different  tone 
it  will  be  subjected  to  the  tortures  of 
financial  disaster  and  ostracism  from  the 
sublime  inner  circle  of  those  who  bow 
down  and  worship  the  golden  calf.  A 
feeling  of  pity  mingles  with  one  of 
contempt  for  those  who  cannot  see  that 
the  days  of  their  supremacy  are  draw¬ 
ing  to  a  close  and  that  the  arbitrary  ways 
of  monopoly  can  count  upon  nothing  bet¬ 
ter  than  a  hard  run  which  will  end  in 
their  capture  and  control.  They  say : 
“Stop  the  magazine”  as  though  they  were 
issuing  a  sentence  of  death. 

Let  the  Galled  Jade  Wince. 

Confidentially,  we  like  that.  It  is  the 
wincing  of  the  galled  jade.  It  shows 
whose  withers  are  wrung  and  by  whom. 
If  there  were  a  disposition  to  calmly 
discuss  the  position  taken  or  the  prop¬ 
ositions  relied  upon  to  uphold  that  posi¬ 
tion,  greater  respect  would  be  due  those 
who  disagree.  But  they  simply  call 
names  which  would  violate  the  postal 
laws  if  printed.  Come  on !  Nothing 
does  or  can  give  us  a  greater  feeling 
of  pride  than  do  the  enemies  we  are 
making. 

The  enemies  referred  to  have  ceased 
to  be  American  citizens  in  a  true  inter¬ 
pretation  of  the  term.  They  arrogate 
to  themselves  a  right  of  dictation  that 
the  laws  of  the  land  dare  not  assume. 
They'  show  the  self-esteem  that  is  mani¬ 
fest  in  nine-tenths  of  the  understrappers 
who  follow  the  lead  of  their  masters. 
Almost  invariably  your  ticket  agent 
makes  an  attempt  to  put  on  the  icing  of 
the  railroad  president.  If  you  can  ex¬ 
tort  any  information  from  him  it  is  mon¬ 
osyllabic  and  watered  in  proportion  to 
the  stock  of  the ‘company.  He  tries  to 
make  you  think  that  it  is  a  blessed 
privilege  to  stand  outside  the  bars  and 
look  at  him.  His  real  measure  is  made 


easy  by  the  exception  to  the  rule  who 
is  affable,  courteous  and  accommodating. 
The  latter  never  tries  to  impress  you 
with  the  idea  that  he  owns  a  railroad 
system  or  that  he  is  intimately  related 
to  those  who  do  own  it.  He  is  a  chap 
who  knows  that  the  man  buying  a  ticket 
is  doing  a  favor  to  the  railroad  and 
treats  him  accordingly.  The  fellow  who 
exemplifies  the  rule  is  among  the  “crit¬ 
ters”  complained  of  by  one  of  our  corre¬ 
spondents.  This  is  not  an  important 
complaint  or  grievance  at  first  blush, 
but  it  counts  for  much  when  you  con¬ 
sider  the  millions  who  must  deal  with 
the  autocratic  agents  both  in  freight  and 
passenger  department.  They  make  many 
enemies  for  the  big  corporations  and 
intensify  the  feeling  aroused  through  the 
ugly  mess  uncovered  by  the  muck  rake 
since  the  crusade  against  monopolistic 
abuses  took  form. 

Another  correspondent  takes  a  hard 
crack  at  the  Senate,  at  the  same  time 
lauding  the  bold  line  of  action  taken 
by  the  President  and  lamenting  the  fact 
that  for  this  one  occasion  he  is  not  vest¬ 
ed  with  the  authority  of  a  czar.  While 
in  sympathy  with  the  feelings  of  this 
man  we  do  not  agree  with  his  conclu¬ 
sions.  Under  the  pressure  of  public 
opinion  the  Senate  did  much  better  than 
was  hoped  for  when  it  looked  as  though 
the  courts  were  to  be  given  absolute 
supremacy  in  dealing  with  the  forces 
which  must  be  regulated  in  the  busy 
field  of  commercialism.  To  the  extent 
that  there  was  treason  in  the  Senate  it 
has  been  thwarted  and  forced  to  hedge 
in  a  way  that  could  never  have  been 
brought  about  had  the  apathy  of  the 
people  continued.  So  far  as  results  are 
concerned  it  makes  little  difference 
whether  they  be  frightened  or  have  seen 
the  light  and  resolved  to  honestly  serve 
the  people  in  the  work  of  reform.  The 
deed  is  done  and  the  nation  will  never 
see  it  undone.  This  letter  was  received 
by  The  Business  Manx’s  Magazine 
from  Hon.  E.  H.  Hinshaw,  representa¬ 
tive  from  Nebraska  and  member  of  the 
Committee  on  the  Merchant  Marine  and 
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Fisheries:  “In  my  judgment  a  great  step 
in  advance  has  been  taken  by  the  passage 
of  the  railway  rate  bill.  I  do  not  for  one 
moment  think  that  this  is  the  end  of  such 
legislation.  These  movements  are  al¬ 
ways  progressive.  The  central  feature 
of  this  legislation  is  the  distinct  creation 
by  statute  of  a  tribunal  vested  with  a 
certain  power  over  railroad  rates.  With 
this  one  central  fact  established  there 
will  be  no  backward  movement.  Inci¬ 
dental  thereto  is  increased  publicity,  the 
control  of  pipe  lines  and  express  com¬ 
panies  and  the  divorcement  of  the  com¬ 
mon  carrier  from  the  industrial  produc¬ 
tion.  To  me  it  appears  that  litigation 
over  rates  and  practices  will  tend  to  de¬ 
crease  rather  than  increase  as  soon  as 
the  exact  meaning  of  the  new  law  is 
interpreted  by  the  courts. 

“When  the  full  machinery  of  official 
scrutiny  of  railroad  management  is  per¬ 
fected,  the  incentive  to  violate  laws 
against  rebates  and  discriminatory  prac¬ 
tices  will  largely  cease  and  consequently 
the  necessity  for  prosecutions  will  be 
avoided. 

“The  progress  of  this  legislation  has 
demonstrated  that  not  only  the  House 
of  Representatives,  but  the  Senate  also, 
is  responsive  to  public  sentiment  and 
the  people  ought  to  be  convinced  that, 
in  the  main,  the  members  of  both  House 
and  Senate  are  honestly  desirous  of  pro¬ 
ducing  legislation  which,  in  constitu¬ 
tional  limits,  will,  in  the  long  run,  make 
for  the  upbuilding  of  general  prosperity 
and  the  more  equitable  distribution  of 
the  nation’s  vast  resources.” 

We  sincerely  hope  that  Mr.  Hinshaw 
is  not  too  optimistic  in  his  prediction. 
There  are  many  honest,  loyal  and  re¬ 
liable  legislators.  Next  to  them  de¬ 
pendence  must  be  had  in  the  law¬ 
makers  who  are  going  straight  because 
afraid  of  public  sentiment.  They  have 
a  political  stake  in  the  game  and  know 
that  the  popular  mood  is  not  one  to 
condone  the  sins  of  a  Judas. 

One  of  the  Chief  Sufferers. 

There  is  one  letter  received  which  is 
pitiful  and  typical.  Though  the  old  man 


who  writes,  signs  his  name  and  gives 
his  full  address,  we  suppress  both,  for 
the  railroads  have  a  way  of  their  own 
for  getting  even  with  those  who  dare 
to  tell  their  wrongs.  This  old  gentleman 
does  not. write  in  copper-plate,  there  is 
an  occasional  abuse  of  grammar  and 
some  of  his  spelling  is  phonetic,  but  he 
writes  one  of  those  letters  which  cre¬ 
ates  sympathy  and  carries  conviction. 
He  owns  a  saw  mill  which  is  the  chief 
source  of  his  income.  It  is  not  a  big 
mill  or  part  of  any  big  trust  or  syndi¬ 
cate.  If  it  were  the  railroads  would 
probably  be  giving  rebates  and  favorable 
discriminations  to  the  venerable  owner. 
Now  he  is  given  the  worst  of  it  to  their 
advantage  if  not  at  their  suggestion.  He 
can  get  cars,  not  when  he  needs  them, 
but  when  repeated  application  wrings 
some  small  concession  from  the  corpora 
tions.  They  show  in  his  case  as  in 
many  others  that  they  are  without  any 
pity  that  can  be  reached  by  age,  an  hon¬ 
orable  record  and  a  brave  battle  to  the 
end  for  the  maintenance  of  self  and  all 
legal  dependents.  He  loses  contracts 
because  the  railroads  withhold  service. 
He  is  promised  cars,  and  when  he  agrees 
to  deliver  lumber  within  a  time  permit¬ 
ting  him  to  meet  the  terms  if  the  rail¬ 
roads  keep  faith,  he  is  turned  down 
without  regard  to  his  present  loss  and 
his  inability  to  make  future  guarantees 
of  like  nature.  His  little  plant  is  located 
among  some  of  the  most  extensive  in 
the  northwest,  and  his  comparative  pit¬ 
tance  is  held  to  a  minimum  for  fear  the 
big  shippers  may  take  offence  at  his 
petty  opposition 

There  is  much  of  thought  and  sug¬ 
gestion  in  a  letter  from  J.  B.  Creswell, 
of  Dublin,  Ga.  He  likes  the  whole  line¬ 
up  for  battle  by  The  Business  Man’s 
Magazine.  He  takes  exception  to  our 
stand  against  government  ownership. 
His  presentation  of  the  case  is  that  the 
wise  course  calls  for  going  to  the  bot¬ 
tom  of  the  trouble  and  cutting  the  sore 
out,  “instead  of  using  a  little  salve,  as 
it  were.”  Our  position  is  that  the  gov¬ 
ernment  is  strong  enough  to  regulate 
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every  institution  which  it  sanctions;  that 
it  cannot  afford  to  acknowledge  the  con¬ 
trary,  and  that  it  would  be  such  an  ac¬ 
knowledgment  to  say  to  the  railroads  in 
effect:  “We  are  unable  to  make  you 
operate  within  the  limitations  of  justice 
and  equity,  so  we  order  you  to  sell  to 
us  and  get  out  of  business/’  Aside  from 
an  invasion  of  the  field  in  which  private 
capital  was  granted  the  right  to  oper¬ 
ate  and  where  it  should  operate  at  least 
enough  longer  to  be  convinced  that  it 
cannot  supersede  governmental  preroga¬ 
tives,  there  would  be  tacit  admission  to 
the  world  that  it  is  possible  in  a  repub¬ 
lican  nation  to  create  institutions,  which 
the  creator  is  incapable  of  regulating; 
that  railroads  drove  the  federal  authori¬ 
ties  to  the  adoption  of  a  policy  never 
contemplated  by  the  fathers  or  the  mak¬ 
ing  of  the  Constitution.  At  all  hazards 
the  government  must  first  show  that  it 
can  govern  and  that  no  combination  of 
capital  is  powerful  enough  to  usurp  the 
rights  vested  in  the  people  from  the 
foundation  of  the  government.  If  it  ran 
our  chief  transportation  facilities  Mr. 
Creswell  feels  that  he  would  enjoy 
guaranteed  privilege  of  riding  to  Chi¬ 
cago  “at  cost  and  for  as  little  as  any 
other  man  in  America,  be  he  millionaire, 
law  maker  or  railroad  employe.”  Pos¬ 
sibly,  but  the  same  just  relationship  is 
obtainable  through  regulation,  the  right 
of  private  enterprise  is  protected,  there 
is  no  chance  for  the  building  up  of  a 
huge  political  machine  which  might  well 
become  supreme  in  the  nation  and  the 
corruption  made  possible  is  avoided. 

The  Real  Promoters  of  Socialism. 

If  present  conditions  continue  Mr. 
Creswell  says  that  “soon  there  will  be 
nothing  for  me  and  other  thousands  of 
thinking  young  men  to  do  but  to  espouse 
socialism.”  There  is  no  doubt  upon  this 
proposition.  As  before  stated  by  The 
Business  Man’s  Magazine,  the  trusts 
are  the  most  potent  promoters  in  this 
country  of  socialism,  anarchy  and  that 
inflamed  public  discontent  which  makes 
for  revolutionary  measures. 

This  same  correspondent  believes  that 


there  would  be  money  in  a  flat  one-cent 
rate  for  railroad  passenger  transporta¬ 
tion.  This  is  out-IIeroding  Herod,  but 
if  an  error  at  all  it  appeals  to  the  popu¬ 
lar  sentiment  now  so  assertive.  There 
are  ideas  in  his  letter  and  many  others 
which  have  been  received,  that  will  be 
given  consideration  as  the  crusade  un¬ 
dertaken  by  The  Business  Man’s 
Magazine  progresses. 

One  of  the  most  pleasant  things  en¬ 
countered  by  The  Business  Man’s 
Magazine  in  its  efforts  to  help  bring 
about  a  universal  two-cent  rate  of  pas¬ 
senger  fare,  is  the  hearty  evidence  of 
support  received  from  every  part  of  the 
country.  There  is  more  than  this  which 
is  gratifying  to  the  publication.  It  is 
arousing  that  spirit  which  organizes  and 
seeks  to  accomplish  by  concerted  action 
what  would  be  impossible  to  individual 
effort,  no  matter  how  earnest  and  heroic. 
In  the  state  of  Georgia  one  of  the  lead¬ 
ing  commercial  bodies  has  issued  its 
proclamation  for  the  flat  rate  in  that 
commonwealth.  It  has  stood  railroad 
insolence  and  abuse  as  long*as  it  intends 
to  without  making  a  fight  for  the  rights 
of  those  who  travel  in  conducting  the 
business  and  enhancing  the  prosperity 
of  the  commonwealth  which  is  doing  all 
within  its  power  to  overcome  the  handi¬ 
cap  imposed  by  the  Civil  War  and  the 
pernicious  political  influences  which  fol¬ 
lowed  in  its  wake. 

There  is  method  and  a  grim  air  of 
business  in  the  way  that  these  men  of 
influence  and  affairs  have  gone  at  their 
undertaking.  They  demand  what  they 
hold  to  be  their  right.  They  place  rail¬ 
roads  just  where  they  belong — public 
servants,  not  public  dictators  nor  mas¬ 
ters.  They  muster  an  abundance  of  evi¬ 
dence  to  justify  their  claims,  and  it  is 
the  same  evidence  to  be  found  in  almost 
every  state  of  the  union.  There  are  the 
same  discriminations  and  resultant  hard¬ 
ships.  The  man  with  a  mileage  book  is 
in  some  respects  worse  off  than  the 
occupants  of  the  cattle  cars.  A  hog  or 
a  steer  is  sure  to  be  taken  care  of  in 
being  transferred  from  one  line  to  an- 
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other,  while  the  man  with  mileage  has 
to  rustle  for  himself  and  is  lucky  when 
doing  his  best  if  he  does  not  have  to 
choose  between  losing  the  first  train 
or  leaving  his  baggage  to  follow  at  the 
leisure  of  the  railroad.  He  is  made  to 
feel  that  he  has  the  disapproval  of  the  big 
monopolies  because  he  tries  to  get  trans¬ 
portation  for  something  near  what  it  is 
worth.  He  does  not  receive  any  part 
of  the  consideration  of  a  man  who  rides 


for  nothing  because  the  holder  of  a  pass 
has  a  pull  and  is  in  a  position  to  help  the 
road  in  one  way  or  another.  He  is 
catered  to,  gets  the  best  there  is  aboard 
and  the  road  gets  its  pay  in  some  way 
that  constitutes  an  unfair  and  unlawful 
discrimination.  These  Georgians  pre¬ 
sent  all  this  and  demand  that  their  law¬ 
makers  give  them  relief.  It  will  come 
or  there  will  be  a  cleaning  out  of  dis¬ 
obedient  legislators. 


All  the  Traffic  Will  Bear — A  Few  Illustrations 

of  How  it  is  Done 


N  almost  any  sort  of  service 
performed  for  hire  or  rec¬ 
ompense  there  is  some  de¬ 
gree  of  relation  between  the 
magnitude  of  the  service 
rendered  and  the  price  asked  for  it.  This 
is  not  usually  true  of  carriage  charges. 
The  amount  demanded  for  the  transpor¬ 
tation  of  a  pound  or  a  ton  of  freight  or 
express  matter  is  “all  the  traffic  will 
bear.”  This  means  every  last  penny 
which  can  be  extorted  without  causing 
the  unhappy  victim  to  do  without  the 
service.  Freight  charges,  icing  charges, 
switching  charges  and  what  not  have 
been  piled  up  until  we  pay  twice  what 
we  used  to  pay  for  one  quart  of  berries 
or  our  cantaloupe.  The  only  reason  we 
do  not  pay  three  or  even  four  times  as 
much  is  seemingly  because  there  is  a 
fear  that  we  would  simply  give  up  the 
habit  of  eating  these  things  if  the  price 
went  higher,  and  this  would  mean  to  “kill 
the  goose  that  lays  the  golden  eggs.” 

Why  do  you  suppose  you  do  not  pay  30 
cents  a  gallon  for  gasoline  instead  of 
the  price  you  really  do  pay?  Not  be¬ 
cause  any  sort  of  competition  keeps  the 
price  down.  Not  because  the  Standard 
Oil  Co.  could  not  put  the  price  up  there 
if  it  wished  to  do  so.  No.  Simply  be¬ 
cause  the  price  is  as  high  now  as  “the 
traffic  will  bear.”  It  is  useless  to  try  to 
get  a  dollar  out  of  the  man  who  has  only 
50  cents.  So  they  take  the  50  cents  and 


look  as  pleasant  as  possible.  The  same 
thing  and  only  that  keeps  the  railroad 
from  asking  two  or  three  times  the  pres¬ 
ent  rates  for  the  transportation  of  a 
bushel  of  wheat  or  a  barrel  of  flour  from 
the  west  to  the  east.  They  could,  if 
they  chose,  double  the  rate  and  who 
could  say  them  nay?  And  do  not  doubt 
that  they  will  do  it  the  moment  you  are 
able  to  pay  it  if  the* power  to  do  so  is 
left  in  their  hands.  The  railways  have 
made  and  unmade  the  fortunes  of  indi¬ 
viduals  and  of  communities. 

How  it  is  done  ?  Investigation  into 
actual  facts  brings  out  some  curious 
facts.  One  of  the  things  shown  is  that 
the  actual  cost  of  moving  a  ton  of  freight 
a  mile  has  little  or  no  bearing  on  the 
amount  asked  for  such  service.  Another 
is  that  the  railway  is  glad  to  move 
freight  at  a  modest  price  when  it  is  com¬ 
pelled  to.  To  illustrate:  The  freight , on 
sugar  from  San  Francisco  to  a  point 
on  the  Missouri  river — say  Kansas  City 
— was  65  cents.  The  town  of  Humboldt, 
Kansas,  lies  between  and  is  some  miles 
nearer  San  Francisco  than  is  Kansas 
City.  On  certain  routes  the  sugar  would 
practically  go  through  Humboldt  to  get 
to  Kansas  City.  Yet  the  rate  to  Hum¬ 
boldt  was  85  cents  as  against  65  to  Kan¬ 
sas  City.  The  man  in  Humboldt  kicked, 
very  naturally.  It  appeared  that  the 
Humboldt  rate  was  made  up  of  the  65 
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cent  Kansas  City  charge  to  which  was 
added  a  20-cent  local  rate  from  Kansas 
City  to  Humboldt.  Sugar  was  not  the 
only  thing  thus  juggled.  The  Hum¬ 
boldt  man  could  not  compete.  It  put 
him  out  of  business.  It  was  not  that 
the  stuff  was  hauled  to  Kansas  City. 
Oh  no!  It  stopped  off  at  its  proper 
destination.  The  explanation  of  the 
charge  was  naive  to  say  the  least.  The 
carrier  says*.  ^^We  had  to  make  that 
65  cent  rate  to  Kansas  City  for  there 
is  water  competition  there,  and  if  we  did 
not  make  that  rate  the  stuff  might  go 
by  water  and  we  would  not  get  the  job. 
There  is  no  such  competition  at  Hum¬ 
boldt,  and  we  do  not  have  to  make  any 
low  rates — and  we  don’t.”  It  will  be  ob¬ 
served  that  the  railway  sought  the  busi¬ 
ness  at  65  cents.  Hence  we  are  justified 
in  assuming  that  there  was  money  in  it 
even  at  that  price.  And  there  was.  The 
citizen  of  Humboldt  had  to  suffer.  He 
had  no  business  to  live  there.  He 
should  have  moved  to  Kansas  City.  The 
railway  can  do  the  same  thing  to  your 
town  if  it  chooses,  and  there  seems  no 
way  to  stop  it.  The  wise  man  puts  not 
such  a  price  upon  his  wares  that  the 
people  say*.  “We’ll  do  without.”  This 
is  the  only  thing  which  calls  a  halt  in 
the  exactions  of  the  carrier. 

A  business  man  contemplating  a  busi¬ 
ness  venture  approached  the  Michigan 
Central  with  a  view  to  finding  out  what 
would  be  the  cost  of  moving  brick — com¬ 
mon  building  brick.  He  found  that  to 
move  a  ton  of  brick  from  Michigan  City, 
Indiana,  to  Detroit,  Michigan,  would 
cost  him  the  trifling  sum  of  $1.30.  The 
return  path  is  longer  it  seems — for  the 
price  for  the  haul  the  other  way  cost 
$1.60.  If  not  longer  that  return  trip  is 
perhaps  up  hill.  This  price  you  under¬ 
stand  is  for  common  building  brick.  An¬ 
other  sort  of  brick— say  paving  brick  or 
fire-brick  will  pay  a  higher  price.  A 
ton  of  hay  will  be  carried  over  the  same 
stretch  of  road  in  the  same  sort  of  car 
and  at  the  same  speed  for  $2.30.  A  ton 
of  merchandise  of  another  sort  will  pay 
for  the  same  haul  ten  dollars.  Simply 


because  the  public  will  pay.  This  busi¬ 
ness  man  was  told  to  "figure  out  how 
much  stuff  he  wanted  to  move  and  a  rate 
would  be  made  him  which  would  permit 
him  to  do  business.  There  was  no  spe¬ 
cial  rate  in  effect,  but  one  would  be  made 
to  suit  the  case.  Now  if  the  rate  in  force 
is  just,  someone  must  suffer  for  the  lower 
rate.  Who  is  it?  All  rates  are  sup¬ 
posed  to  be  published— and  they  are  pub- 
lished.  The  public  can  see  the  special 
rates  if  it  is  well  posted  enough  to  know 
they  are  in  existence  and  to  know  where 
to  go  to  get  them.  But  he  will  have  to 
know  just  what  he  wants  and  ask  for 
just  that,  for  no  information  will  be 
volunteered.  These  special  rates  are 
called  commodity  rates  and  are  put  into 
effect  for  the  benefit  of  a  few  who  are  in 
a  position  to  take  advantage  of  them. 

There  is  another  very  convenient  elu¬ 
sion— the  “milling  in  transit”  arrange¬ 
ment.  Through  it  a  car  of  wheat  may 
be  bought  in  Dakota  and  shipped  through 
to  the  east  coast — say  Boston — with  a 
stop  off  at  a  convenient  point  for  mill¬ 
ine.  This  in  the  main  is  a  beneficent 

o 

arrangement  and  works  harm  to  no  one. 
But  it,  too,  is  worked  to  the  advantage  of 
the  big  shipper  as  against  the  little  one. 
The  little  fellow  must  ship  the  same 
stuff  in  about  the  same  amount  as  he  re¬ 
ceives.  The  big  fellow  is  bound  by  no 
such  foolish  necessity.  He  ships  less 
or  more  at  the  through  rate  as  circum¬ 
stances  render  desirable.  A  manufac¬ 
turer  of  machinery  in  Port  Huron,  Mich., 
finds  that  he  can  ship  his  machinery  from 
there  to  Mobile,  Alabama,  at  a  cost  of 
50  cents  per  hundred.  When  he  tries 
to  do  business  in  Cleveland,  Tenn.,  he 
finds  that  he  can  only  get  a  rate  of  65 
cents,  although  Cleveland,  Tenn.,  is  some 
hundreds  of  miles  nearer  Port  Huron 
than  Mobile.  What  is  he  to  do?  Why 
pay  the  difference,  of  course,  or  else  quit 
doing  business  there.  Here  is  another 
concrete  case.  A  car  of  lumber  will  go 
from  Bay  City,  Mich.,  to  Detroit  for 
six  cents  per  hundred  pounds.  From 
Bay  City  to  Toledo  the  charge  will  be 
for  selfish  ends,  but  it  must  follow  that 
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seven  cents  per  hundred.  Here  is  a 
cost  of  one  cent  for  the  haul  from  De¬ 
troit  to  Toledo.  But  if  the  Detroit 
merchant  wants  to  sell  a  car  of  lumber 
in  Toledo  he  must  pay  four  and  one-half 
cents.  The  three  and  one-half  cents  puts 
him  out  of  business.  He  sells  no  lum¬ 
ber  in  Toledo  unless  he  can  have  it 
•shipped  from  some  other  point  than  De¬ 
troit. 

All  these  discriminations  against  lo¬ 
calities  and  individuals  are,  of  course, 


every  time  some  person  or  place  is  given 
an  advantage,  that  some  other  person  or 
place  must  suffer.  A  rebate  comes  first 
out  of  the  pocket  of  the  railroad  owners 
and  it  would  seem  as  though  a  far-sight¬ 
ed  management  would  welcome  anything 
which  would  put  a  stop  to  the  drain  and 
put  all  on  a  common  footing.  The  truth 
seems  to  be  that  each  distrusts  the  other. 
Each  fears  that  the  others  will  not  stop 
the  favoritism  and  that  business  will  be 
lost  to  itself  if  it  stops. 


The  Railroad  Claim  Agent,  Otherwise  Known  as 
“He  of  the  Cast  Iron  Nerve” 


HERE  was  once  a  man  who 
had  become  possessed  of  a 
large  amount  of  this  world’s 
goods  and  said  unto  himself: 
“This  town  is  too  small  for 
me,  I  will  rise  and  collect  together  all  of 
my  possessions,  hire  me  a  car  and  put  into 
it  my  household  goods,  my  carriages  and 
all  my  belongings  and  ship  them  to  a  far 
city,  where  I  will  take  to  myself  a  house 
and  furnish  the  same  with  these  my  goods 
and  will  invite  my  friends  to  come  to  me, 
so  that  hereafter  I  will  enjoy  myself  and 
live  at  ease,  me  and  my  household.” 

And  behold  he  did  as  he  had  said;  he 
paid  wages  to  a  man  in  whom  he  had  faith 
so  that  his  goods  should  be  carefully  packed 
and  reach  the  far  city  in  good  condition, 
and  on  a  certain  day  he  went  forth  to  the 
railroad  station  and  paid  many  ducats  to 
the  agent  for  the  transportation  of  his  car 
of  goods  which  had  been  so  carefully 
packed,  and  went  forth,  he  and  his  house¬ 
hold,  and  hired  sections  in  a  Pullman  pal¬ 
ace  car  which  should  carry  him  to  his  des¬ 
tination,  there  to  wait  many  days,  living  at 
a  hotel  at  high  cost. 

Now  behold,  the  car  in  which  the  good 
man’s  goods  were  shipped  was  routed  over 
many  different  roads.  On  the  first  of  these 
roads  one  of  the  wheel  bearings  became 
over-heated,  owing  to  the  high  speed  at 
which  the  train  was  run,  so  this  car  was 
placed  on  the  first  convenient  side  track, 
where  it  remained  many  days  while  the 
good  man  continued  to  pay  high  prices  at 


the  hotel.  On  the  second  road  over  which  the 
car  was  routed  a  second  accident  happened 
and  a  broken  draw-bar  was  the  cause  for 
another  delay  of  a  week,  during  which  the 
that  d  may  have  that  which  rightfully  belongs 
to  me,”  and  the  lawyer  did  as  he  was  bid. 

On  the  third  road  a  collision  resulted  in 
a  third  delay,  and  the  good  man  haunted 
the  office  and  wailed  greatly  that  his  car 
did  not  arrive,  making  the  life  of  the  agent 
a  burden,  continuing  at  the  same  time  to 
pay  hotel  bills. 

But  lo,  one  day  long  to  be  remembered, 
the  delayed  car  arrived  and  the  good  man 
was  requested  to  pay  more  ducats  for 
freight  from  some  fault  of  classification 
made  by  the  first  agent,  but  the  good  man 
sayeth,  “Nay,  nay,  Pauline,  I  will  not  pay 
more;  if  there  be  other  charges,  it  must 
be  collected  from  the  agent  at  the  place 
whence  I  came,  as  T  hold  a  papyrus  signed 
by  him  that  all  payments  have  been  made.” 

After  many  loud  words  had  been  spoken 
and  after  much  controversy  the  good  man 
obtained  possession  of  the  car  and  opened 
it;  but  alas,  he  became  much  wroth  and 
bewailed  mightily,  for  many  of  his  posses¬ 
sions  were  spoiled  utterly ;  his  musical  in¬ 
struments  were  marred  and  broken ;  his 
chairs  on  which  he  sat  at  meat  were  with 
broken  legs;  his  tables  were  scratched  be¬ 
yond  repair,  and  all  in  all  his  damages 
were  of  great  amount.  The  good  man 
called  to  the  agent  and  said :  “Behold  the 
wreck  of  previous  greatness.  My  posses¬ 
sions  are  of  no  value ;  I  am  not  able  to 
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take  them  to  m}'-  new  home,  nor  can  I  ask 
my  friends  to  visit  me  and  to  sit  at  meat 
with  me.  What  can  I  do?”  Then  spake 
the  agent  to  the  good  man,  saying :  “Be¬ 
hold  I  see  that  your  goods  are  in  a  bad  con¬ 
dition,  but  no  doubt  it  is  the  fault  of  the 
man  to  whom  you  paid  money  to  pack  your 
goods  in  the  car.  I;i  any  case,  you  have 
given  to  us  a  release  that  holds  us  guiltless 
of  any  responsibility  for  damages.  You 
can,  however,  if  you  so  desire,  make  a 
claim  for  the  damages,  and  I  will  do  what 
is  possible  to  have  the  worth  of  your  dam¬ 
ages  returned  to  you  in  a  short  time.” 

The  good  man  listed  the  damaged  goods, 
setting  at  the  side  of  each  article  the  amount 
it  would  cost  to  replace  it  in  the  same 
condition  as  when  the  shipment  was  made, 
and  behold,  the  amount  of  said  claim  was  a 
goodly  amount,  being  much  more  than  the 
good  man  had  paid  for  the  transportation 
of  his  entire  goods  from  the  city  from 
which  he  came.  The  good  man  then  hired 
many  carpenters  and  skilled  workmen  that 
his  goods  might  be  repaired,  saying  to  him¬ 
self,  “Lo,  in  a  few  days  will  be  returned 
to  me  the  amounts  I  have  to  pay  for  this 
work,  as  told  me  by  the  agent.”  But  alas, 
the  good  man  was  not  acquainted  with  the 
ways  of  the  railroad  claim  agent,  he  of  the 
cast  iron  nerve,  who  is  set  over  many 
slaves  who  do  his  bidding  and  whose  duties 
are  to  make  miserable  the  lives  of  all  the 
unfortunates  who  are  in  a  like  case  with 
the  good  man  we  have  described,  and  who 
write  many  and  voluminous  letters  showing 
in  many  and  devious  ways  the  reasons  why 
their  roads  are  in  no  sense  responsible  for 
any  damages  to  goods  which  have  been 
shipped. 

Our  good  man  waits  patiently  many 
days,  when  finally  the  agent  comes  to  him 
with  many  letters  bound  together  with  red 
tape,  which  he  is  asked  to  read,  but  of 
which  he  is  unable  to  discern  the  meanings, 
except  that  he  is  offered  ten  per  cent  of 
the  amount  of  his  claim  if  he  will  release 
the  companies  from  any  further  liability. 


The  good  man  rises  up  in  his  wrath  and 
says :  ‘T  will  not  accept  this  small  amount 
after  all  the  expense  and  trouble  to  which 
I  have  been  put ;  you  will  pay  me  the  entire 
amount  of  this  claim  or  my  lawyer  shall 
be  instructed  to  levy  on  you  for  it,  for  be¬ 
hold,  I  will  pay  much  more  in  expenses 
but  that  I  receive  my  just  due.” 

Then  goeth  the  agent  away  and  maketh 
a  second  report  to  him  of  the  cast  iron 
nerve  as  to  all  the  good  man  had  said.  He 
of  the  cast  iron  nerve  filed  away  all  papers 
ill  a  receptacle,  saying:  “We  will  wear  out 
the  patience  of  the  good  man,  and  behold, 
after  many  days  he  will  be  glad  to  accept 
anything  we  may  offer  him.” 

But  he  of  the  cast  iron  nerve  knoweth 
not  the  good  man,  for  after  waiting  again 
many  days,  ye  good  man  goeth  to  his  law¬ 
yer  and  sayeth  to  him :  “Behold  this  claim 
which  has  been  now  many  moons  in  the 
hands  of  he  of  the  cast  iron  nerve  remains 
unpaid,  therefore  you  will  at  once  notify 
him  that  you  have  authority  to  make  the 
collection  in  any  way  as  seems  to  you  best 
that  I  may  have  that  which  rightfully  be¬ 
longs  to  me,”  and  the  lawyer  did  as  he  was 
bid. 

Then  cometh  again  the  bundle  of  letters 
with  its  red  tape,  the  man  with  the  cast 
iron  nerve  again  making  a  proposal  for 
settlement  of  fifty  per  cent  of  the  claim  of 
the  good  man,  but  which  was  likewise  re¬ 
jected  by  the  good  man. 

Again,  after  many  days,  ariseth  the  good 
man  and  sayeth :  “He  of  the  cast  iron  nerve 
surely  requires  that  I  again  serve  him  with 
notice  that  payment  is  to  be  made,  so  I 
will  go  hence  to  my  lawyer  and  again  ask 
him  to  secure  judgment  for  that  which  is 
justly  due  me.”  And  he  did  so,  even  as  he 
had  said. 

Lo,  and  behold,  he  of  the  cast  iron  nerve 
awoke  and  sayeth:  “Verily,  I  believe  the 
good  man  intends  that  he  shall  be  paid,  so 
it  behooves  me  to  get  busy  and  have  a 
voucher  passed  to  his  credit  for  the  amount 
of  his  claim,”  and  he  did  so,  even  as  he 
had  said. 
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The  Pan-American  Congress 

By  WALDON  FAWCETT 


HE  Third  International  Con¬ 
ference  of  the  American  Re¬ 
publics  which,  opening  at  Rio, 
Brazil,  on  July  21,  is  to  con¬ 
tinue  its  sessions  until  Sep¬ 
tember  or  later,  brings  into  consultation  a 
picked  body  of  the  most  progressive  states¬ 
men  in  the  New  World,  and  is  bound  to  be 
significant  and  far-reaching  in  its  results. 
Moreover,  the  influences  exerted  directly 
and  indirectly  as  the  outcome  of  the  delib¬ 
erations  of  this  all-American  congress  will 
be  by  no  means  confined,  as  might  be  ex¬ 
pected,  to  the  political  sphere.  Indeed,  it  is 
a  question  whether  the  political  outcome  of 
the  gathering  will  not  be  wholly  overshad¬ 
owed  in  importance  by  the  achievements  on 
behalf  of  improved  business  intercourse  ana 


extended  trade  relations  between  the  inde¬ 
pendent  states  of  this  continent.  This  is  as 
it  should  be,  from  the  Yankee  standpoint  for 
the  solidarity  of  the  interests  of  all  Amer¬ 
ica  is  of  first  importance  to  every  busmestj 
man  in  the  United  States,  whether  engaged 
in  international  trade  or  not. 

Perhaps  the  best  evidence  as  to  the  num¬ 
ber  of  points  at  which  the  world  of  affairs 
will  be  touched  by  the  conclusions  reached 
at  what  might  almost  be  designated  as  the 
Rio  commercial  congress  is  to  be  found  in 
a  brief  resume  of  the  14  general  topics  to 
be  discussed  at  the  conference  at  the  Bra¬ 
zilian  capital.  First  of  all  there  is  the  pro¬ 
posal  for  the  reorganization  of  the  Inter¬ 
national  Bureau  of  the  American  Republics 
on  a  permanent  basis  and  the  project  for  en- 
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larging  and  improving  the  scope  and  eflh- 
ciency  of  this  unique  institution. 

Certainly  no  enterprise  could  be  suggested 
the  extension  of  which  would  mean  more  to 
Yankee  business  men  than  this  self-same 
International  Bureau  of  American  Repub¬ 
lics.  The  bureau,  which  has  its  headquar¬ 
ters  in  the  city  of  Washington,  was  organ¬ 
ized  in  1890  as  the  outcome  of  a  suggestion 
made  at  the  first  Pan-American  Congress 
held  in  Washington  during  the  winter  of 
1889-90.  Since  that  time  the  bureau,  which 
is  supported  jointly  by  the  various  Amer¬ 
ican  republics,  has  been  ceaselessly  active  in 
the  cause  of  an  improvement  of  business  in¬ 
tercourse  and  by  publishing  commercial  di¬ 
rectories  and  handbooks,  and  bulletins  for 
merchants,  manufacturers  and  shippers  has 
made  itself  a  trade-builder  of  the  greatest 
practical  value.  Naturally  any  extension  of 
the  “missionary  work”  of  this  highly  useful 
bureau  of  publicity  and  promotion  would  be 
more  than  welcome  to  industrial,  jobbing, 
exporting  and  importing  interests. 

The  second,  third  and  fourth  subjects 
which  have  been  assigned  for  consideration 
at  Rio  embrace  the  question  of  arbitration 
for  pecuniary  claims  and  the  much-debated 
issue  as  to  whether,  if  at  all,  the  use  of 
force  in  the  collection  of  public  debts  is  ad¬ 
missible  At  first  glance  these  topics  may 
appear  to.be  political  rather  than  commer¬ 


cial  but  the  satisfactory  settlement  of  the 
questions  involved  would  be  of  immense 
advantage  to  the  numbers  of  American 
firms  and  individuals  holding  concessions  of 
one  kind  or  another  in  South  and  Central 
America  and  many  of  whom  have  in  the 
past  encountered  many  obstacles  in  seeking 
the  adjustment  of  claims. 

Another  interesting  task  which  has  been 
assigned  to  the  Brazilian  assemblage  is  the 
making  of  arrangements  for  a  committee  of 
jurists  who  shall  prepare  for  the  considera¬ 
tion  of  the  next  Pan-American  Congress 
following  that  at  Rio  a  draft  of  a  code  of 
Public  International  Law  and  Private  Inter¬ 
national  Law.  The  jurists  who  will  be  se¬ 
lected  for  this  responsible  duty  will  be  asked 
to  devote  especial  attention  to  commercial 
law.  The  subject  of  naturalization  will  also 
come  up  for  discussion  and  the  advisability 
of  concluding  a  new  convention  defining 
the  rights  of  naturalized  citizens  who  renew 
their  residence  in  their  native  country  will 
be  considered. 

A  prominent  place  in  the  program  has 
been  given  to  the  general  subject  of  “The 
Development  of  Commercial  Intercourse 
Between  the  American  Republics”  this  com¬ 
prehensive  topic  being  subdivided  so  as  to 
emphasize  the  more  urgent  needs  of  the  age 
looking  to  reciprocal  commercial  relations. 
Among  the  policies  for  the  carrying  out  of 
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which  ways  and  means  will  be  sought  are: 
the  securance  of  more  rapid  communication 
between  the  different  nations ;  the  conclu¬ 
sion  of  commercial  treaties ;  the  greatest 
possible  dissemination  of  statistical  and 
commercial  information ;  and  the  adoption 
of  measures  tending  to  develop  and  extend 
commercial  intercourse  between  the  repub¬ 
lics  forming  the  conference.  It  will  be  ob¬ 
served  that  in  this  category  of  commercial 
defects  and  possible  remedies  will  be  found 
the  present  crying  need  for  direct  lines  of 
steamers  between  the  United  States  and  the 
principal  ports  of  South  America,  the  lack 
of  which  is  now  diverting  to  European 
marts  the  valuable  trade  of  this  rich  region 
which  should  by  right  come  to  Yankee  bus¬ 
iness  houses. 

A  kindred  movement  on  behalf  of  busi¬ 
ness  interests  will  be  the  steps  taken  by  the 
conference  looking  to  the  simplification  and 
co-ordination  of  the  custom  and  consular 
laws  referring  to  the  entry  and  clearance  of 
ships  and  merchandise.  Likewise  the  con¬ 
sideration  of  the  subjects  of  patents  and 
trade-marks.  In  this  sphere  it  is  hoped  to 
take  steps  tending  toward  uniformity  in 
patent  laws  and  procedure  and  to  make  pro¬ 
vision  for  the  creation  of  an  International 
Bureau  for  the  Registration  of  Trade¬ 
marks— both  projects  of  deep  significance  to 


SENOR  DON  DOMINGO  DE  OBALDIA,  REPRESENTING 
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the  business  interests  of  the  United  States 
in  view  of  the  rapid  expansion  of  Pan- 
American  markets.  Copyright  legislation 
is  also  to  receive  attention. 

Yet  another  subject  dear  to  the  heart  of 
many  an  American  business  man  which  is 
to  come  before  the  congress,  is  the  Pan- 
American  Railway.  This  Pan-American 
road,  as  most  of  our  readers  are  aware,  is 
to  be  formed  by  amalgamating  into  one  sys¬ 
tem  the  various  steel-tracked  highways  on 
the  continent,  forming  a  continuous  rail  line  . 
from  New  York  and  Chicago  to  Buenos 
Ayres,  Argentine  Republic.  It  will  be  of 
vastly  greater  value  to  international  trade 
interests  than  either  the  trans-Siberian  or 
the  projected  Cape  to  Cairo  Railway  now 
being  constructed  from  end  to  end  of  the 
African  continent.  The  conference  at  Rio 
will  reaffirm  the  interest  of  all  the  Amer¬ 
ican  republics  in  the  success  of  this  project 
and  will  make  recommendations  to  the  dif¬ 
ferent  republics  with  regard  thereto.  Sev¬ 
eral  of  the  Pan-American  nations  have  al¬ 
ready  taken  steps  to  build  their  sections  of 
the  road  and  these  activities  will  be  cited 
as  object  lessons  for  the  less  energetic  gov¬ 
ernments  of  the  continent. 

Without  in  any  sense  underestimating  tne 
importance  of  the  results  of.  the  two  former 
Pan-American  Congresses  it  may  be  pre- 
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MR.  JOAQUIN  VABUCO,  REPRESENTING  BRAZIL. 


SENOR  PORTELA,  REPRESENTING  ARGENTINE. 


dieted  that  the  present  conference  will  in 
its  ultimate  outcome  far  overshadow  them. 
The  most  significant  results  of  the  first 
Pan-American  Conference  were  found  in 
the  establishment  of  the  International  Bu¬ 
reau  of  American  Republics  and  the  launch¬ 
ing  of  the  Intercontinental  Railway  by  the 
appointment  of  commissioners,  ordering  of 
surveys,  etc.  The  second  congress  maae 
arrangements  for  the  customs  congress  and 
the  sanitary  convention  which  were  held  in 
1902  and  1903  respectively  and  also  arranged 
for  the  commission  appointed  to  study  the 
production  and  consumption  of  coffee,  a 
body  whose  researches  proved  of  distinct 
aid  to  the  coffee  trade.  This  second  con¬ 
ference  also  took  steps  to  facilitate  inter¬ 
national  commerce  and  looking  to  the  settle¬ 
ment  by  arbitration  of  pecuniary  claims  for 
indemnity. 

It  should  not  be  supposed  from  the  fact 
that  reference  has  been  made  to  only  three 
Pan-American  Congresses  that  the  entire 
crusade  for  a  commercial  union  of  the  re¬ 
publics  of  the  continent  has  been  embraced 
in  the  interval  between  1889  and  1906.  As 
a  matter  of  fact  Henry  Clay  was  the  origi¬ 
nator  of  the  idea  of  the  solidarity  ot  the 
interests  of  all  America.  It  was  his  desire 
to  have  that  solidarity  assume  a  concrete 
form  in  the  Congress  of  Panama  in  1826 
which  marked  one  of  the  first  attempts  to 


form  close  connections  between  the  inde¬ 
pendent  states  of  Central  and  South  Amer¬ 
ica.  The  Panama  Congress,  however,  came 
to  naught,  as  did  many  other  similar  gath¬ 
erings  which  were  projected  as  years  went 
by. 

In  the  two  decades  prior  to  our  Civil 
War  there  were  several  congresses,  at  each 
of  which  a  greater  or  less  number  of  South 
American  governments  were  represented, 
but  these  meetings  were  designed  to  aeai 
entirely  with  Spanish-American  interests, 
and  accordingly  the  United  States  did  not 
participate,  although  invited  in  several  in¬ 
stances.  In  1881,  however,  James  G.  Blaine, 
who  had  always  taken  the  deepest  interest 
in  the  subject  of  American  unity,  and  who 
was  at  that  time  Secretary  of  State,  took 
the  first  steps  looking  to  the  assemblage  of 
a  general  congress  made  up  of  representa¬ 
tives  from  every  independent  state  on  the 
continent.  The  meeting  was  originally  set 
for  the  year  1882  but  international  compli¬ 
cations  in  South  America  necessitated  post¬ 
ponement,  and  it  was  not  until  the  winter 
of  1889-90  that  there  finally  met  in  Wash¬ 
ington  what  has  since  been  known  as  the 
first  Pan-American  Congress. 

The  present  gathering  at  Rio  finds  a 
fuller  representation  of  the  American  re¬ 
publics  than  attended  either  of  the  preceding 
conferences.  Indeed,  Venezuela  is  the  only 
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independent  state  not  represented  at  the 
Brazilian  capital  and  her  failure  in  this 
respect  is  not  due  to  any  lack  of  sympathy 
on  the  part  of  the  Venezuelan  people,  but 
simply  to  the  whim  of  President  CastrO; 
who  takes  this  means  of  intimating  his  dis¬ 
pleasure  that  his  capital,  Caracas,  was  not 
chosen  instead  of  Rio  as  a  place  of  meet¬ 
ing.  The  first  Pan-American  Congress, 
held  in  Washington,  cost  the  United  States 
$200,000,  the  Mexican  government  expended 
$400,000  upon  the  second  conference ;  and 
the  Brazilian  legislature  has  appropriated 
$500,000  to  be  used  for  the  reception  and 
entertainment  of  the  statesmen  who  visit 
her  capital  on  the  occasion  of  the  present 
congress. 

Perhaps  the  best  evidence  of  the  estimate 
placed  upon  the  present  Pan-American  Con¬ 


indicates  an  appreciation  of  the  significance 
of  the  conference  by  the  personnel  of  her 
delegation.  The  chairman  of  the  United 
States  delegation  is  Mr.  William  I.  Buchan¬ 
an,  of  Sioux  City,  Iowa,  chief  of  the  De¬ 
partment  of  Agriculture  at  the  World’s  Col¬ 
umbian  Exposition  at  Chicago,  minister  to 
the  Argentine  Republic,  director  general  of 
the  Pan-American  Exposition  at  Buffalo, 
first  United  States  minister  to  the  republic 
of  Panama,  delegate  to  the  Second  Inter¬ 


SECRETARY  OF  STATE - ELIKU  ROOT. 


ference  by  the  various  governments  of  Cen¬ 
tral  and  South  America  is  found  in  the  high 
character  of  the  men  chosen  as  delegates. 
Statesmen  such  as  Senor  Don  Joaquin 
Walker-Martinez,  of  Chile ;  Senor  Don 
Epifanio  Portela,  of  the  Argentine  Repub¬ 
lic;  Mr.  Joaquim  Nabuco,  of  Brazil,  and 
Senor  Don  Gonzalo  de  Quesada,  of  Cuba, 
representing  the  best  thought  and  most  pro¬ 
gressive  policies  of  their  respective  nations. 
The  same  may  be  said  of  such  delegates  as 
Senor  Bernardo  Calvo  of  Costa  Rica ;  Senor 
Don  Jorge  Munoz  of  Guatemala;  Senor 
Manuel  Alvardez  Calderon  of  Peru,  and 
Senor  Don  Domingo  de  Obaldia,  the  rep¬ 
resentative  of  the  newest  republic,  Panama. 

The  United  States  of  America  likewise 


national  American  Conference  at  the  City 
of  Mexico  and  now  in  charge  of  the  inter¬ 
ests  of  the  Westinghouse  Manufacturing 
Company  in  Europe.  His  associates  are 
Paul  S.  Reinsch,  professor  of  political  sci¬ 
ence  at  the  University  of  Wisconsin;  A.  J. 
Montague,  who  has  just  retired  as  governor 
of  Virginia ;  Prof.  L.  S.  Rowe,  head  of  the 
department  of  political  science  in  the  Uni¬ 
versity  of  Pennsylvania;  Van  Leer  Polk, 
the  well  known  Tennessee  lawyer,  and  T. 
Larrinaga,  delegate  representing  Porto  Rico 
in  the  Congress  of  the  United  States.  A 
glance  at  this  list  shows  that  all  sections 
of  the  country  are  represented  and  that  our 
business,  legal  and  political  interests  have 
spokesmen  on  the  delegation.  Charles  Ray 


Dean,  of  the  Department  of  State,  will  act 
as  secretary  of  the  United  States  delegation, 
and  will  be  assisted  by  Mr.  William  C.  I'ox, 
director  of  the  Bureau  of  American  Repub¬ 
lics.  To  defray  the  expenses  of  this  dele¬ 
gation  Congress  has  appropriated  the  sum 
of  $75,000. 

A  unique  feature  in  connection  with  this 
year’s  conference  and  one  of  vast  inipori 
to  American  trade  and  political  interests  is 
found  in  the  visit  to  Rio,  at  the  time  of  the 
congress,  of  Hon.  Elihu  Root,  Secretary  of 
State  of  the  United  States.  Secretary  Root 
is  not  a  member  of  the  United  States  dele¬ 
gation,  although  he  may  act  with  them  in 
an  advisory  capacity.  His  role  at  Rio  is 
primarily  that  of  a  spectator  but  his  visit 
to  the  Brazilian  capital  and  to  the  other 
leading  ports  of  South  America — for  he  will 
tour  the  entire  continent — is  designed  to 
have  a  complimentary  significance  aside  and 
apart  from  the  gathering  of  New  Worla 
statesmen. 

The  chief  object  of  Secretary  Root’s  jour¬ 
ney  is  to  enable  the  Yankee  premier  to 
make  the  personal  acquaintance  of  the  pres¬ 
idents,  ministers  of  foreign  affairs  and  lead¬ 
ing  statesmen  of  all  the  South  American 
countries  with  the  hope  that  the  mutual 
understandings  that  can  be  arrived  at  in 
friendly  and  intimate  personal  intercourse 
will  promote  friendly  relations  between  this 
republic  and  our  neighbors  on  the  continent 
and  perhaps  pave  the  way  for  concert  of  ac¬ 
tion  in  matters  affecting  the  sisterhood  of 
nations.  Secretary  Root,  who  is  accom¬ 
panied  by  his  wife  and  daughter,  travels  in 
state  becoming  the  dignity  of  his  position  on 
the  new  U.  S.  cruiser  Charleston,  a  vessel 


that  as  a  magnificent  specimen  of  modern 
naval  construction  is  in  itself  calculated  to 
impress  the  Latin-Americans.  The  Charles¬ 
ton  is  in  command  of  Commander  Cameron 
McR.  Winslow,  who  was  until  recently 
naval  aide  to  President  Rosevelt,  and  who 
has  a  very  extensive  acquaintance  in  Pan- 
American  official  circles. 

Secretary  Root  will  not  remain  at  Rio 
throughout  the  entire  period  of  the  con¬ 
gress  but  will  proceed  southward  to  Uru¬ 
guay  and  the  Argentine  Republic,  thence 
through  the  Straits  of  Magellan  to  Chile 
and  up  the  west  coast  of  South  America 
visiting  the  republics  in  turn.  In  each  coun¬ 
try  the  Charleston  will  touch  at  the  prin¬ 
cipal  ports  and  when  the  capital  of  the  na¬ 
tion  visited  is  located  in  the  interior  the  Sec¬ 
retary  of  State  and  party  will  journey  over¬ 
land  to  the  seat  of  government.  Secretary 
Root,  through  his  incumbency  of  the  posi¬ 
tion  of  chairman  of  the  international  com¬ 
mittee  which  has  been  meeting  in  Wash¬ 
ington  this  year  to  prepare  a  program  for 
the  Rio  Conference  has  been  brought  in  es¬ 
pecially  close  contact  with  leading  Latin- 
Americans.  He  has  come  to  understand 
the  character  of  the  Spanish  and  Portu¬ 
guese  speaking  peoples  and  to  share  their 
national  aspirations.  By  instinct  a  clever 
diplomat  and  reinforced  by  the  confidence 
which  he  has  gained  the  present  head  of 
our  State  Department  is  admirably  qualified 
for  this  present  role  and  it  is  predicted  that 
when  he  returns  to  the  United  States  next 
October  Mr.  Root  will  have  cemented  more 
firmly  than  ever  before  the  friendly  rela¬ 
tions  between  the  United  States  and  the 
other  American  republics. 


i 


Convention  of  American  Institute  of 

Bank  Clerks 


THE  IMPORTANT  PART  IN  THE  PROCEEDINGS  TO  BE  TAKEN  BY  THE  DETROIT  CHAPTER 


PROGRAM  of  unusual  inter¬ 
est  is  being  prepared  for  the 
fourth  annual  convention  of 
the  American  Institute  of 
Bank  Clerks  to  be  held  in 
Atlantic  City,  September  6th,  7th  and  8th. 
F.  M.  Polliard,  of  Pittsburg,  chairman  of 
the  speakers^  committee,  has  announced 
that  most  of  the  speakers  have  been  se- 


CHAS.  J.  HIGGINS,  PRESIDENT  DETROIT  CHAPTER. 

cured,  and  John  C.  Williams,  of  Chicago, 
chairman  of  the  Committee  on  Depart¬ 
mental  Discussions,  has  arranged  for  a 
free  discussion  to  follow  each  paper. 
Among  the  prominent  speakers  will  be 
Hon.  Leslie  M.  Shaw,  Secretary  of  the 
Treasury;  Joseph  French  Johnson,  dean. 
New  York  University,  School  of  Com¬ 
merce,  Accounts  and  Finance;  Dr.  Edward 
Sherwood  Meade,  director,  Evening  School 
of  Accounts  and  Finance,  University  of 
Pennsylvania;  Alexander  Gilbert,  presi¬ 
dent,  Market  and  Fulton  National  Bank  of 
New  York;  and  E.  D.  Hulbert,  vice  presi¬ 


dent,  Merchants’  Loan  &  Trust  Company 
of  Chicago,  and  president  of  the  Institute. 
Several  other  members  of  the  various  chap¬ 
ters  will  be  assigned  to  different  subjects, 
and  one  of  the  principal  features  of  the 
convention  will  be  a  debate  on  the  ques¬ 
tion  :  “Resolved,  That  for  Congress  to  es¬ 
tablish  a  national  reserve  bank  (similar  to 
the  Bank  of  England  or  the  Second  United 
States  Bank)  would  be  for  the  best  inter¬ 
ests  of  this  country.” 

The  Detroit  chapter,  which  is  one  of  the 
thriving  divisions  of  the  order  and  was 
among  the  first  instituted,  has  a  present 
membership  of  one  hundred  and  thirty-five, 
every  bank  and  trust  company  in  Detroit 
being  represented.  The  reputation  of  this 
chapter  for  maintaining  a  high  standard  is 
so  well  recognized  that  it  has  been  selected 
this  year  to  uphold  the  affirmative  end  of 
the  question,  while  the  negative  will  be  up¬ 
held  by  three  men  chosen  from  the  Pitts¬ 
burg  chapter  whose  success  in  this  line  has 
given  them  the  eastern  end  of  the  debate. 
These  are  distinctions  eagerly  sought  after 
by  all  of  the  42  chapters  of  the  Institute, 
and  the  present  subject  is  one  of  wide¬ 
spread  interest  in  financial  circles.  The 
delegates  from  Detroit  who  will  take  part 
in  the  debate  are  Charles  J.  Higgins,  of 
the  People’s  Savings  Bank;  Walter  G. 
Toepel,  of  the  Michigan  Savings  Bank; 
and  Theo.  F.  A.  Osius,  of  the  Wayne 
County  Savings  Bank. 

Detroit  has  partaken  with  honor  in  three 
previous  debates,  none  of  which,  however, 
have  been  at  a  convention  of  all  the  chap¬ 
ters.  Their  first  effort  of  this  kind  was  in 
Detroit  with  the  Cleveland  chapter  as  their 
opponents  on  the  subject,  “Should  National 
Banks  be  permitted  to  do  a  savings  busi¬ 
ness  to  compete  with  trust  companies  and 
savings  banks  that  do  a  commercial  busi¬ 
ness?”  The  second  was  in  Chicago  on  the 
question,  “Should  municipalities  own  and 
operate  their  own  utilities?”  The  most  re¬ 
cent  one  was  in  Cleveland  on  the  question, 
“Should  the  National  Bankruptcy  Act  be 
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repealed?”  The  officers  of  the  Detroit 
chapter  are  Chas.  J.  Higgins,  president; 
E.  P.  Vanderberg,  vice  president;  W.  T. 
McFawn,  secretary;  and  W.  H.  Farr,  treas¬ 
urer. 

The  American  Institute  of  Bank  Clerks 
was  organized  by  the  American  Bankers’ 
Association  for  the  purposes  of  specially 
training  its  members  in  those  branches  of 
practical  education  which  have  a  direct 
bearing  on  the  business  of  banking;  of 
originating  and  circulating  literature  rela¬ 
tive  to  the  art  and  science  of  banking  and 
business  administration ;  of  studying  im¬ 
portant  topics  by  means  of  essays  or  inter¬ 
city  debates ;  of  affording  its  members  the 
the  principles  of  banking,  science  of  finance, 
the  principles  of  banking,  science  of  finance, 
applied  economics,  commerce,  accounts,  and 
other  subjects  of  practical  value  to  em¬ 
ployes  and  officers  of  banks. 

Some  of  the  novel  means  adopted  to  en¬ 
tertain  and  instruct  the  members  of  the 
chapters  have  been  contests  of  various 
kinds.  A  money  counting  exhibition  has 
been  held  several  times.  The  expert  tellers 
in  the  banks  of  the  city  are  invited  to  sort 
out  and  prepare  for  deposit  a  mixed  lot  of 
currency,  silver,  change,  etc.,  thrown  to¬ 
gether  with  studied  disorder.  Prizes  have 
been  given  to  those  performing  the  task  in 
the  shortest  space  of  time. 

Another  event  of  interest  is  the  adding 
machine  contest.  A  bundle  of  two  hundred 
checks  of  various  sizes  and  amounts  is 
listed  and  footed ;  contestants  sometimes 
number  as  many  as  20  or  30,  and  the  one 
who  wins  the  first  prize  for  speed  and 
accuracy  earns  it  by  hard  work. 

Another  favorite  contest  is  in  mental  ad¬ 
dition.  A  list  of  amounts  is  called  off  and 
the  contestants  enter  them  on  a  sheet,  add¬ 
ing  it  when  the  last  amount  is  given.  It 
requires  a  stop-watch  to  determine  the 
winner  in  a  contest  of  this  kind,  for  they 
finish  almost  invariably  at  about  the  same 
time. 

These  are  among  the  lighter  events  of 
the  Institute,  but  the  greater  part  of  the 
time  at  the  chapter  meetings  is  taken  up 
by  papers  and  discussions  on  the  various 
departments  of  banks,  lectures  on  political 
economy,  and  study  of  the  negotiable  in¬ 
struments  law,  of  commercial  law,  and 
other  weighty  subjects.  So  successful  has 
the  institute  been  that  the  American  Bank¬ 


ers’  Association,  which  organized  it  six 
years  ago,  is  enthusiastic  over  its  work  in 
elevating  the  employes  of  banks  to  a  higher 
standard  of  knowledge  and  efficiency. 

The  Slide  Rule. 

The  slide  rule  for  purposes  of  accounting 
is  practically  unknown.  One  reason  is  that 
it  is  not  included  among  office  supplies  for 
general  sale ;  another  is  that  book-keepers 
think  it  is  a  very  complicated  affair  and  are 
afraid  to  learn  it. 

The  instrument  is  capable  of  performing 
a  vast  multitude  of  intricate  calculations 
and  at  the  same  time,  for  the  ordinary  oper¬ 
ations  of  multiplication  and  division,  it  is 
simplicity  itself. 

Accounting  Firm  Expands. 

The  important  and  well-known  firm  of 
public  accoimtafits — Wilkinson,  Reckitt, 
Williams  Company,  of  New  York,  Phil¬ 
adelphia  and  Chicago — announce  that  they 
have  admitted  into  partnership 

Harold  Benington,  A.  C.' A.>  ^ 

William  Aitken  Milligan,  C.  P.  A., 

Albert  Warren  Rugg,  C.  P.  A. 

The  firm  name  will  remain  unchanged. 

How  the  Boys  Might  Save,  and  Ought. 

I  saw  the  other  day,  says  John  A.  Walker, 
vice  president  and  general  manager  of  the 
Joseph  Dixon  Crucible  Co.,  three  eight-dol- 
lars-a-week  young  fellows ;  I  say  eight  dol¬ 
lars  a  week,  for  they  looked  it. 

All  three  were  smoking;  all  three  were 
sitting  in  what  they  called  a  “Dago’s”  shine 
chair  getting  a  “shine.”  After  the  shine  all 
three  went  to  a  barber  shop  for  a  “shave.” 
Here  were  three  wastings  of  cash  by  these 
eight-dollars-a-week  boys. 

First,  they  need  not  smoke,  or  need  not 
until  they  can  better  afford  it.  Next,  they 
should  both  shave  themselves  and  shine 
their  own  shoes.  Done,  as  it  doubtless  is 
twice  a  week,  it  costs  them  50  cents  a  week; 
this  is  $26  per  year,  and  is  equal  to  the 
interest  on  $500  a  year  at  five  per  cent. 

I  don’t  speak  for  undue  saving;  I  rather 
bespeak  liberal  spending  if  one  can  afford 
it,  but  an  eight-dollars-a-week  boy  has  no 
judgment  when  he  throws  away  $50U,  for 
this  is  what  he  does  when  he  wastes  the 
interest  on  that  much  capital. 

The  saving  system,  until  you  can  afford 
to  spend,  would  put  many  a  “young  feller” 
beyond  the  caprices  of  fate. — Geyer’s  Sta¬ 
tioner. 
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The  Good  Sense  of  Motor  Traffic 


THE  PROPHESY  OF  A  RECONSTRUCTION  OF  COMMERCIAL  TRANSPORTATION  ASSURED 
BY  PRESENT  EXPERIENCE  AND  ITS  ULTIMATE  FULFILLMENT  UP  TO  THE  AVIDITY  WITH 
WHICH  BUSINESS  MEN  TAKE  THE  MEASURE  OF  THE  VEHICLES  NOW  BEING  IN  SERVICE 

By  E.  RALPH  ESTEP 


HE  held  of  commercial  trans¬ 
portation  by  motor  is  one  of 
the  most  important  and  even¬ 
tually  profitable  branches  of 
economic  development,  despite 
the  evident  truth  that  many  of  the  earliest 
prospectors  “went  against”  salted  mines. 
Lured  by  glossy  paint,  the  name  “automo¬ 
bile,”  the  accompanying  novelty  and  the 
suggestion  ,of  enterprise,  business  men  in 
various  sections  of  the  country  bought 
quickly  the  first  commercial  motor  vehicles 
that  were  offered  for  sale.  Their  experi¬ 
ences  were  varied  and  largely  disappoint- 

NoTE. — This  is  the  first  of  a  series  of  articles  by 
Mr.  Estep  on  the  subject  of  the  commercial  motor 
vehicle.  Succeeding  ones  will  deal  with:  “Dollars 
and  cents  experiences  that  show  economy  in  motor 
traffic,”  “Why  some  commercial  motor  car  users 
lose  money,”  “Organizing  motor  traffic  to  effect 
saving.” 


ing.  Some  of  these  men  will  tell  you  today 
that  their  faith  has  returned  to  horses  for 
common  traffic  and  that  the  motor  truck  is 
a  delusion  and  a  snare.  Pin  them  down  to 
it,  however,  and  they  will  admit  that  their 
judgment  is  based  solely  upon  their  use  of 
some  of  the  very  first  vehicles  of  this  type 
to  be  manufactured. 

It  is  natural  enough  that  the  early  ex¬ 
perimentalist  should  be  stubborn  to  make  a 
re-trial  with  later  vehicles,  but  it  is  not  at 
all  rational  for  the  average  business  man 
to  hinge  his  decision  upon  the  passing  com¬ 
ment  of  another  who  bit  at  an  unripe  plum. 
It  need  not  be  told  here  how  the  motor  ve¬ 
hicle  industry  has  made  wonderful  me¬ 
chanical  strides  during  the  last  decade. 
Everyone  knows  of  it ;  the  evidence  is  on 
the  streets  of  every  city  and  town  of  the 
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civilized  world.  Today  the  automobile  is 
not  only  the  pleasure  vehicle  de  luxe,  but 
of  astounding  pretense  in  the  progress  of 
is  is — if  not  by  any  means  perfect — an  item 
traffic. 

Traffic  is  a  large  word  in  its  exact  mean¬ 
ing.  It  encompasses  the  commercial  “hand¬ 
ling”  of  all  the  people  and  of  all  of  their 
goods.  It  is  the  moving  van  of  the  world. 
That  it  should  be  affected  by  the  modern 
idea  of  the  displacement  of  animal  by  me¬ 
chanical  power  is  only  hard  to  believe  be¬ 
cause  of  man’s  long-standing  friendship  with 
the  horse. 


That  motor  influence  is  good  business 
sense  has  been  demonstrated.  That  the  ex¬ 
perience  of  the  first  to  use  motor  vehicles 
in  business  will  not  be  repeated  by  those 
who  install  in  commercial  service  motor  ve¬ 
hicles  of  present  patterns,  has  also  been 
demonstrated.  That  it  is  simply  a  problem 
in  dollars  and  cents,  with  the  balance  on 
the  right  side  of  the  ledger,  has  been  shown. 
That  it  is  more  far-reaching  in  its  trend 
than  one  would  ordinarily  presume  is  be¬ 
ing  hinted  at  by  the  closer  students  of  the 
situation. 

The  commercial  motor  vehicle  certainly 
means  readjustment  of  business,  because 
distribution  is  so  great  a  factor  in  business 
that  the  revolution  of  distribution  forces  a 
concomitant  revolution  of  business.  Here, 


indeed,  is  commercial  melodrama  in  the 
bud.  Some  day  the  petals  will  burst  into 
full  bloom,  and,  behold,  a  new  commerce ! 

Cost  is  the  foundation  of  business  judg¬ 
ment.  But  cost  is  often  misleading.  The 
advertiser  who  does  not  care  where  he 
steals  his  advertising  thought  has  made 
wide  use  of  the  phrase :  “It  is  not  so  much 
what  you  pay,  as  what  you  get.”  Still  this 
essential  truth  is  surprisingly  slow  in  worm¬ 
ing  its  way  into  the  commercial  study  of 
the  motor  vehicle.  Hence  the  slow  accept¬ 
ance  of  the  fact  that  there  is  real  economy 
in  the  comparatively  high  first  cost  of  a 


business  automobile.  The  prejudice  is  sim¬ 
ply  a  natural  one.  The  argument  against 
it  is  plain  and  old  fashioned — a  flat  build¬ 
ing  costs  more  than  a  cottage  but  the  in¬ 
comes  from  rents  is  greater  in  proportion. 

That  it  accomplishes  more  is  the  whole 
story  of  every  machine  success.  The  motor 
truck  or  other  vehicle  of  commerce  is  a 
machine  and  has  a  machine’s  right  to  cost 
more  than  the  means  it  supersedes.  This 
stage  in  the  reasoning  toward  the  accept¬ 
ance  of  motor  traffic  is  more  easily  convinc¬ 
ing  to  business  men  than  the  next,  or  stage 
that  has  to  do  with  additional  or  operating 
cost,  as  set  off  against  the  work  done.  This 
point  can  only  be  reasoned  on  the  streets, 
and  it  is  here  in  the  large  cities  that  scores 
and  hundreds  of  users  of  motor  wagons  are 
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daily  showing  the  rest  of  the  commercial 
world  that  motor  traffic  does  accomplish  so 
much  more  than  horse  traffic  that  its  greater 
first  cost  is  warranted,  and  also  that  its 
cost  of  operation  in  comparison  with  work 
done  furnishes  a  striking  inducement  to 
the  more  conservative. 

Recent  examples  of  the  hard  usage  of 
first-class  commercial  motor  vehicles  have 
shown  that  a  rough  estimate  of  the  situa¬ 
tion  easily  gives  the  motor  wagon  four 
times  the  hauling  ability  of  the  horse-drawn 
vehicle.  Particular  instances  increase  this 
ratio  to  eight  and  even  ten  to  one.  In  all 
cases  the  general  adoption  of  the  motor 
would  increase  the  efficiency  of  all  motor 
vehicles  by  the  creation  of  street  conditions 
better  suited  to  this  form  of  traffic. 

See  what  this  means :  In  Chicago,  for 
instance,  60,000  horse-drawn  wagons,  ac¬ 
cording  to  the  most  conseravtive  estimates 
of  those  who  ought  to  know,  traverse  the 
down-town  streets  transferring  the  goods 
of  the  city’s  traffic.  They  average  two  tons 
of  hauled  goods  each  per  day,  or  altogether 
haul  120,000  tons.  Fifteen  thousand  motor 
vehicles  can  do  this  work.  Sixty  thousand 
motor  vehicles  -could  haul  in  a  day,  in  the 
same  service,  480,000  tons. 

The  commercial  wagons  of  Chicago  right 
now,  would,  one  following  the  other  closely, 
reach  from  Chicago  to  Detroit.  When  traf- 
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fic  of  such  scope  as  this  is  multiplied  in  ef¬ 
ficiency  by  four  or  more  times,  and  con¬ 
sistently  reduced  in  cost,  think  what  has 
happened  to  traffic  economy.  And  this  is 
one  city. 

Granting,  for  the  sake  of  speculation  such 
as  this,  the  effective  economy  of  motor  over 
animal  traffic,  he  would  indeed  be  a  warped 
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business  mind  who  would  not  be  eager  for 
rapid  development.  Business  today  does 
not  question  investment,  except  in  its  re¬ 
lation  to  income.  Presented  in  the  light  of 
its  effect  upon  all  traffic  instead  of  merely 
as  a  fractional  item  of  individual  progress, 
the  commercial  vehicle  is  much  the  same 
as  some  radical  business  policy  that  would 
multiply  the  effectiveness  of  a  great  cor¬ 
poration  or  “trust”  by  several  times  itself. 

But  the  immensity  of  the  thing  and  its 
very  commercial  splendor  hinge  irretriev¬ 
ably  upon  the  individual,  after  all ;  for  it 
is  the  experience  of  the  individual  who  has 
the  nerve  to  find  out  “what  it  costs”  that 
will  guide  the  mass  of  traffic.  Correct  in 
principle,  motor  traffic  is,  then,  in  the  bal¬ 
ance  today  and  the  eyes  of  the  world  are 
upon  the  scale.  Encouraged  by  this  profit¬ 
able  venture  of  his  right-hand  neighbor; 
discouraged  by  this  unprofitable  essay  of 
his  left-hand  neighbor,  the  business  man 
hesitates  and  speculates  and  considers. 

The  old  method  cannot  be  swept  away 
over  night  and  the  new  installed  complete 
and  perfect.  Bias  and  prejudice  will  dis¬ 
sipate.  Judgment  will  be  fairer  and  inves¬ 
tigation  more  careful.  Vehicles  will  im¬ 
prove.  Users  will  learn  more  of  costs  and 
their  reasons  for  existence.  Ways  to  in¬ 
crease  economy  will  appear  and  develop. 
Systems  in  keeping  with  a  new  proposition 
will  be  created  to  get  the  most  good  out  of 
an  advantage.  Wastes  because  of  improper 
usage  and  ignorance  of  a  novelty’s  require- 
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ments  will  dwindle.  Streets  and  street  con¬ 
ditions  and  possibly  even  many  of  the  con- 
ditons  of  the  transfer  of  goods  will  be  re¬ 
adapted  to  meet  new  requirements.  A  gen¬ 
eral  readjustment  will  steadily  increase  the 
economy  of  motor  traffic.  Eventually  it  is 
bound  to  grow  so  firmly  imbedded  in  the 
field  of  commerce  that  it  will  be  recog¬ 
nized  as  permanent  competition  of  animal- 
haulage.  Then  will  doubt  cease  and  active 


reconstruction  commence.  The  experiment 
will  have  become  a  factor  and  the  vehicle’s 
necessities  will  be  considered.  Instead  of 
shoving  a  unique  vehicle  boldly  into  con¬ 
ditions  conceived  in  a  stable  and  handed 
down,  generation  after  generation,  as  part 
of  the  harness  of  business,  the  guiding 
minds  of  traffic  will  meet  the  modern  ve¬ 
hicle  half-way  and  fix  their  purpose  on 
nothing  short  of  the  universal  motor  car. 


Credits  and  Sales 

By  CHARLES  EDMUND  BARKER 

Associate  Editor,  The  Sample  Case 


NE  thing  that  is  greatly  as¬ 
sisting  in  getting  the  sand  out 
of  the  bearings  of  the  modern 
business  machine,  is  the  grow¬ 
ing  cordiality  and  genuine 
spirit  of  co-operation  that  is  noticeable  be¬ 
tween  the  sales  departments  and  the  credit 
departments  in  the  big  concerns.  The 
armed  truce  that  has  prevailed  between 
these  two  divisions  of  the  organization 
since  the  beginning  of  business  in  depart¬ 
mental  form  has  been  productive  of  more 
friction  and  bad  feeling  than  any  other 
element.  The  regular  thing  has  been  an 
attitude  of  fierce  resentment  on  the  part  of 
the  selling  men  toward  the  credit  men,  and 
this  has  been  cordially  reciprocated  by  the 
credit  department,  coupled  with  a  vast  in¬ 
difference  and  disregard  of  those  who  made 
their  accounts  possible. 

Without  attempting  to  analyze  too 
closely,  the  trouble  would  appear  to  have 
arisen  through  a  too  proprietary  interest 
of  the  salesman  in  his  customers  and  his 
feeling  that  he  was  bound  to  stand  between 
his  trade  and  the  house  in  all  matters  af¬ 
fecting  their  interests ;  overlooking  the  ob¬ 
vious  circumstance  that  the  trade  is  only 
given  to  him  in  trust,  to  be  handled  for  the 
benefit  of  the  house.  On  the  other  hand, 
the  credit  department  has  lined  itself 
stiffly  up  with  the  accounting  and  financial 
end  and  suffered  itself  to  become  more  and 
more  ingrown  in  its  inside  interests.  Hav¬ 
ing  to  be  much  on  the  defensive  has  put  on 
the  credit  department  a  thick  coating  of 
conservatism  and  an  unavoidable  layer  of 
skepticism,  rendering  the  men  doing  guard 
duty  out  of  sympathy  with  the  fellows  on 
the  firing  line.  It’s  a  great  wonder  that  the 


effect  of  such  a  policy  has  not  been  more 
disturbing  than  it  has  proven.  Similarly,  it 
is  not  greatly  to  be  wondered  at  that  it  has 
'  taken  a  long  time  to  establish  diplomatic 
relations. 

But  the  outlook  is  heavy  with  hope. 
Things  are  coming  around.  The  new  and 
more  humanized  credit  man  is  meeting  the 
new  school  of  salesmen  on  what  is  almost, 
if  not  quite,  common  ground.  As  a  herald 
of  the  day  that  is  dawning,  there  are  now 
to  be  found  concerns  great  and  intelligent 
enough  to  group  the  sales  and  credits  de¬ 
partments  under  one  head,  holding  that 
each  is  dependent  upon  the  other  for  the 
accomplishment  of  the  completed  sales 
transaction.  This,  to  a  mere  salesman, 
would  appear  to  be  approaching  the  solu¬ 
tion  of  the  difficulty  for  all  future  time. 
The  friendly  co-operation  which  has  been 
suggested  so  many  times  in  connection  with 
these  two  departments  ought  to  be  realized, 
and  right  speedily.  They  ought  to  pull  to¬ 
gether  like  a  yoke  of  oxen ;  the  one  creat¬ 
ing  the  account,  the  other  preserving  it. 
There  are  two  functions  of  a  sale, — getting 
the  order,  and  getting  the  money ;  both 
have  intimately  to  do  with  the  customer, 
and  both  should  be  handled  with  the  most 
intelligent  regard  for  the  getting  of  more 
orders  and  more  money.  In  order  that 
each  may  be  more  in  sympathy  with  the 
other,  why  would  it  not  be  well  for  the 
salesmen  to  study  the  principles  of  credits, 
and  the  credit  men  to  study  salesmanship? 
This  would  assist  each  of  them  in  getting 
the  view-point  of  the  other,  and  would  en¬ 
gender  a  wholesome  mutual  respect  that  of 
itself  ought  to  go  far  toward  ratifying  a 
permanent  treaty  of  peace. 


N  order  to  maintain  a  running 
inventory  at  values  and  an  ac¬ 
curate  record  of  costs,  we 
combined  the  costs  and  siures 
departments  and  called  it  the 
factory  accounting  department,  thereby  se¬ 
curing  excellent  results. 

To  give  an  idea  of  the  workout  of  our 
scheme,  we  will  suppose  the  management 
issued  a  Head  Office  Order  for  the  construc¬ 
tion  of  100  cars  of  a  certain  type,  and  then 
we  will  follow  them  through 
the  shop  from  the  standpoint 
of  our  records. 

The  designing  department 
furnishes  a  bill  of  material 
and  blueprints,  from  which 
the  factory  accountant  makes 
his  requisitions  for  stock  on 
the  purchasing  department  and 
issues  his  shop  orders  for 
making  the  cars.  The  Pur¬ 
chase  Requisitions  (Form  1) 
are  made  in  duplicate,  one 
copy  going  to  the  purchasing 
department  and  the  other  be¬ 
ing  filed  for  future  use,  such 


as  rush  notices  or  duplicating  order  to  re¬ 
place  scrap. 

The  Shop  Orders  (Form  2)  are  made  in 
triplicate — one  copy  to  the  inspection  de¬ 
partment,  one  to  the  store-keeper,  and  one  is 
filed  in  numerical  order  in  the  factory  ac¬ 
counting  department  office.  An  index  card 
is  made  of  each  shop  order  and  filed  ac¬ 
cording  to  the  symbol  number  of  the  part, 
thereby  making  a  complete  cross  index. 

Upon  receipt  of  stock  the  receiving  clerk 
makes  Receiving  Slips  (Form 
3),  in  duplicate.  One  copy 
goes  to  the  storeroom  with 
the  stock  and  the  other  to  the 
purchasing  department.  The 
store-keeper  checks  the  amount 
against  the  receiving  slip,  en¬ 
ters  amount  received  on  Raw 
Stock  Record,  and  forwards 
it  to  purchasing  department, 
thus  giving  a  double  check  on 
all  receipts. 

The  Raw  Stock  Record 
(Form  4)  is  filled  out  as  far 
as  the  “Receipts”  column  from 
the  Purchase  Requisition,  and 
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then  filed  pending  the  receipt  of  stock.  The 
firm’s  contingent  liability  can  be  secured  at 
any  time  by  taking  the  difference  between 
the  amount  ordered  and  the  receipts  on  all 
the  raw  stock  records,  while  the  difference 
between  the  receipts  and  disbursements,  less 
the  rejections,  will  give  the  inventory  of 
the  raw  stock  on  hand  and  should  check 
with  the  bin  card. 

If  any  stock  received  does  not  pass  in¬ 
spection,  a  Scrap  Tag  (Form  5)  is  made  out 
by  the  inspector.  These  rejected  parts  are 
taken  to  the  shipping  department  by  the 
scrap  man  and  the  tag  turned  in  to  the 
store-keeper,  who  posts  amount  scrapped 
on  his  raw  stock  record  and  issues  instruc¬ 


tions  for  the  stock  to  be  billed  back  to  the 
manufacturer. 

All  requisitions  for  raw  stock  (Form  6) 
are  made  out  by  the  store-keeper  and  are 
taken  into  the  shop  by  the  truckers,  who 
secure  the  foreman’s  receipt  on  the  delivery 
of  the  stock.  The  only  requisitions  made 
out  by  the  foremen  are  for  replacements 
and  shop  supplies. 

A  Shop  Tag  (Form  7)  is  also  made  out 
by  the  store-keeper,  and  this  stays  in  a  de¬ 
partment  until  all  the  work  to  be  done  on 
the  shop  order  in  that  department  is  fin¬ 
ished. 

If  it  is  necessary  to  rush  some  of  this 
stock  through,  a  Transfer  Tag  (Form  8) 
is  used  and  sent  along  by  the  material 
rusher  with  the  pieces  to  be  rushed. 

When  stock  is  finished,  the  material  man 
who  has  charge  of  the  truckers  sees  that  it 
is  picked  up  and  taken  to  the  inspection 
department.  If  stock  passes  inspection,  an 
Inspector’s  Tag  (Form  9)  is  attached  and 
it  is  forwarded  to  the  storeroom.  All  that 
is  scrapped  has  a  scrap  tag  attached.  This 
is  taken  care  of  by  the  scrap  man  and  the 
scrap  tag  is  posted  on  the  cost  records,  then 
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filed  according  to  department  number  so 
that  it  can  be  referred  to  by  the  superin¬ 
tendent. 

The  receipts  on  the  Finished  Stock  Rec¬ 
ords  (Form  10)  are  secured  only  from 
inspector’s  tags,  and  the  disbursements 
from  the  finished  stock  requisitions,  which 
are  the  same  as  the  raw  stock  requisitions 
except  in  color  and  in  that  the  word  “Raw” 
is  omitted. 

In  sending  stock  into  the  assembling  de¬ 
partment,  the  store-keeper  puts  the  parts 
necessary  for  an  assembly  in  a  box,  and  a 
bill  of  material  of  all  the  parts  necessary 
for  that  assembly  is  attached  to  the  fin¬ 
ished  stock  requisition  which  the  foreman 
signs.  Should  there  be  a  shortage  of  any 
parts  in  the  storeroom,  the  store-keeper 
makes  out  a  Shortage  Slip  (Form  11). 

The  assembly  records  are  similar  to  the 
finished  stock  records,  and  the  information 
for  posting  is  secured  in  the  same  way,  ex¬ 
cept  in  the  case  of  the  larger  assemblies 
where  it  is  impracticable  to  truck  them  to 
the  storeroom.  In  such  cases  the  part  is 
inspected  in  the  department  where  it  is  as¬ 
sembled,  and  the  inspector’s  tag  serves  both 
as  a  report  of  finished  assembly  and  a  re¬ 
quisition  for  parts  for  the  final  assembly. 
Record  of  completed  cars  is  secured  from 


the  reports  of  the  sales  department  inspec¬ 
tor,  and  the  cars  are  carried  on  the  Com¬ 
pleted  Car  Records  (Form  12)  until  billed 
out. 

A  Summary  of  Requisitions  (Form  13) 
is  made  out  each  day  by  the  stock  clerks 
and  turned  over  to  the  cost  clerk,  who 
checks  the  requisitions  against  the  summary 
and  forwards  summary  to  factory  account¬ 
ing  department  ledger  keeper. 

The  time  spent  on  the  various  shop  or¬ 
ders  is  secured  by  a  time-keeper  on  the 
floor.  Each  machine  has  a  small  blackboard 
attached  to  it,  upon  which  the  operator 
enters  shop  order  number  on  which  he  is 
working,  also  number  of  pieces  finished 
each  day.  Time  Slip  (Form  14)  is  filled 
out  for  each  workman  by  the  time-keeper 
and  turned  over  to  the  cost  clerk  each  morn¬ 
ing,  who  tears  them  apart  at  the  perforated 
lines  and  posts  them  on  the  distribution 
sheets,  after  having  checked  them  against 
the  paymaster’s  clock  slips.  All  except  the 
name  slip  are  filed  according  to  shop  or¬ 
der,  and  that  is  filed  according  to  clock 
number  for  the  superintendent’s  use. 

The  Distribution  Sheet  (Form  15)  is 
made  out  when  the  shop  order  is  written. 
All  time  is  posted  according  to  operation 
from  time  slips.  Form  14,  the  material  is 
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posted  from  requisitions,  Form  6,  deliveries 
from  inspector’s  tags,  Form  9,  and  parts 
scrapped  from  scrap  tags.  Form  5. 

To  find  cost  of  an  order,  to  the  total  la¬ 
bor  and  material  add  the  percentages  for 
indirect  labor,  Factory  Expense  and  Gen¬ 
eral  Expense.  Dividing  total  cost  by  num¬ 
ber  of  pieces  reported  on  inspector’s  tags 


will  give  piece  cost.  The  per  cent  for  in¬ 
direct  labor  is  secured  from  the  pay  roll 
reports  of  the  previous  year.  The  Factory, 
General  and  Selling  Expense  percentages 
are  secured  by  taking  whatever  per  cent  the 
amount  expended  for  Eactory,  General  or 
Selling  Expense  for  the  previous  year  is  of 
the  amount  expended  for  direct  and  indirect 
labor  for  the  same  period. 

As  soon  as  a  shop  order  is  completed,  it  is 
reported  to  the  ledger  keeper  on  the  Finish¬ 
ed  Shop  Order  Summary  (Form  16),  which 
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is  also  checked  against  the  receipts  entered 
on  finished  stock  record  from  inspector’s 
tags. 

The  cost  clerk  keeps  a  complete  list  of 
employes  on  Employe  Rate  Cards  (Eorm 

17) .  These  are  kept  up-to-date  through  the 
paymaster  reporting  immediately  any 
changes,  on  New  Employe  Slip,  Change  of 
Rate  Slip  or  Discharge  Slip. 

FACTORY  ACCOUNTING  LEDGER. 

The  Factory  Accounting  Ledger  (Form 

18)  covers  all  accounts  pertaining  to  cost¬ 
ing  and  inventory,  dealing  with  these  in 
bulk  and  obtaining  all  its  information  from 
reports  and  summaries. 

For  convenience,  the  several  columns  of 
the  Factory  ledger  have  been  numbered, 
and  are  referred  to  accordingly. 

1.  Date. 

2.  Number.  In  this  column  is  entered 


the  serial  or  other  number  of  the  report, 
summary  or  document  referred  to. 

3.  Particulars. 

•  4.  General  Ledger.  In  this  column  is 
entered  all  transfers  from  the' Factory  led¬ 
ger  to  the  general  ledger,  and  these  arc 
taken  frorti  the  reports  which  will  be  for¬ 
warded  from  time  to  lime.  In  the  credit 
column  is  entered  all  invoices  received  from 
the  general  accounting  department,  the  cor- 
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responding  entry  being  to  Stores,  or  to 
such  other  accounts  as  may  be  effected.  The 
monthly  credits  to  general  ledger  of  (the 
several)  Factory  Expense,  General  Ex¬ 
pense,  Selling  Expense  and  Shipping  Ex¬ 
pense  accounts,  will  be  entered  herein,  with 
corresponding  debits  to  Columns  8,  9,  10 
and  11. 

5.  Stores.  In  the  debit  column  is  entered 
all  the  charges  to  Stores,  being  contra  to 
the  credits  to  the  general  ledger  (4).  Ihe 
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Form  8 

credits  to  Stores  obtained  from  the  several 
Summaries  and  Sales  Journal  sheets,  with 
corresponding  debits  to  the  Cost  Depart¬ 
ment,  Auto  Supply  Costs,  Repair  Supply 
Costs  or  other  accounts  interested. 

6.  Cost  Department  Material  is  debited 
and  Stores  credited,  with  all  transfers  of 
stock  from  the  store-keeper  to  the  shop. 


and  the  credits  come  from  the  reports  of 
cost  clerk,  with  corresponding  debits  to 
Stores. 

7.  Cost  Department  Labor  is  charged 
with  the  amount  of  the  periodic  pay  rolls 
chargeable  to  Labor,  and  the  General  Led¬ 
ger  account  credited.  The  credits  to  Cost 
Department  Labor  come  from  the  reports 
from  the  cost  department. 

8.  Factory  Expense  is  debited  and  the 
general  ledger  credited  with  the  monthly 
proportion  for  Factory  Expense,  as  per  re¬ 
port  from  the  general  accounting  depart¬ 
ment.  The  credits  come  from  the  cost 
clerk’s  reports.  The  difference  between  the 
two  sides  of  this  account  will  represent  that 
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portion  of  the  Factory  Expense  to  be  borne 
by  the  materials  in  process  in  the  shop  at 
the  close  of  the  period.  This  account  will 


b)!  Q  No. 
Low  Ncirl- 

F'lt^i^heJ  StocK  i\ecorcj 

S.8  4 

^ — 5j2 _  Price  eoch  G . 

5y  rn 
Nlnr> 

.bol  TA.  6 -loft 

(  /  V  Ii  rvn  p  v*‘ 

R^ecei  ved 

P^e  \  e  cte  d 

ibi5  rsed 

1  r)  \^e  ntb  r  V 

bote 

Insb  Tn6 
No.  ' 

Pcb. 

Voli>e 

boYe 

5c  ro  b 
Toi^  No. 

Pcs 

Vo  Le 

bote 

r\ec|  ui. 

n'o. 

Pcs. 

Vd  1  ue 

P  leces 

— ^ - f - 

Vo  1  ye 

5 

15 

lo5l 

& 

So 

56 

5 

14 

^^7 

1 

\1 

64 

S 

16 

7851 

5 

51 

60 

5 

18 

<=> 

t  y 

~ 

Form  10 


Shortcn<^e  Slijo 

Mr- - ^09^^ - Forer^nr^  bnte  Vil/oA _ 

"^*7^  follow^^  list  oj-  |D<nrTi  ore  sl^orl  i9_Ol£LLLLk__n^,5er\bly  Set 
[■or  Motor  No  _i3_£Lai2 -  Tf^ebP  will  be  bu|DtDlied  you  o-^  [ire b e-^toTior^  o[  TT^ib  sli[/  of  tiey 

'"Y  - - - - - Store  Weef^er 


No  o|  Pieces 

Sy  r\  bo  1 

[No  rT\e 

Protryibe  d  by  Sl-)o[s 

b  e  1 1 V  e  re  d 

5to re  1-c  e e  [be r 

1 

T  b  7-  151 

Mli/d  iron 

^/l  5  2.  P  M 

V.5 

5  tr\  Cl  1 1 

\ 

"F  M  1  ~  (  0  5 

^  ^  • 

Gobolir)e  took 

To  Jov  5  P 

} 

T  G  5  -  1  0  2. 

r  '  * 

Oor^p-\u  toTor 

- --f - X - - 

To  r.\or  row 

Form  11 


r 

Corrxjoleted  Ccir  Pecord 

Mlndel  -T 

Cost  Price  82fo  ,5? 

l!)oTe 

Cor\b 

MoTorNa 

Ipb^iector 

No 

Color 

"Tires 

C  e  fi  r 

SjDeciol  L c]i2i  joiyei^t 

bote. 

5b  W 

ToA^ept 

1  lr)ver)torv 

boiTe 

No.ofGrI 

\/o  1  ij  e 

5/iS 

5^681 

1  784 

C  re  Y 

0 

S  to  1 

N  oine 

Vi  4 

15  1 

V.4 

7 

16  51 

S'^ess 

1785 

Greer) 

G- J 

d'/l-to  1 

- / - 

G  I05  b  front 

'^Z  1  4 

5‘5555 

17^^ 

0 

5  to  1 

— — - 1 - y - 

P>fl  S  P  etb 

Form  12 


1 - - - - - - - - - 

Sii^HMAPy  OF  REQUISITIONS  SENT  FACTORY  ACC02/NTING  DEPARTMENT 

■ - ^ - 1*50  6  No.  5-4  « 

No.  of  Streets - 6 -  5^^eet  No.  5 

Se  r  1  Cl  1 
No. 

5I^o|d 

OrderNt 

RnrTic  y  Icirs 

pcite 

Cosf  belli 
Debit 

Si>r)dry  Chorines 

/Account  II  Amount 

L 

torword 

1754- 

587 

L 

Pistons  TA.  5-  lo*) 

11 

5 

82 

— 0- 

J2±l 

1  /  14 

'AC.R.  Steel 

57 

— 

I7i6 

587 

Cylirpders  TA.  6— 108 

5 

2c 

52 

00 

1756 

Tool  Steel 

looo  M 

5 

18 

1737 

Alt  V  iRebclirs 

81 

61 

74 

- 3— 

j  ^ 

L  1 

L 

: 

1 

Form  18 


A  CORNER  IN  THE  DRILLING  DEPARTMENT. 


not  be  debited  with  material  or  labor  ex¬ 
pended,  through  the  cost  department.  These 
will  be  a  proper  charge  against  “Factory 
Expense  General  Charges,”  going  into  Col¬ 
umn  12.  The  only  debit  to  this  account  will 
be  the  monthly  proportion  of  Factory  Ex¬ 
pense. 

9.  General  Expense.  The  remarks  ap¬ 
plicable  to  No.  8,  are  in  all  respects  ap¬ 
plicable  here. 

10.  Selling  Expense.  The  remarks  ap¬ 
plicable  to  No.  8,  are  in  all  respects  ap¬ 
plicable  here. 

11.  Shipping  Expense.  In  the  debit  col¬ 
umn  is  charged  the  monthly  proportion  de¬ 
termined  upon  to  cover  Shipping  Expense, 
the  credits  for  which  will  come  from  the 
Sales  Journal  sheets,  being  a  percentage 
added  to  the  cost  of  the  total  daily  ship¬ 
ments. 

12.  Factory  Expense,  General  Charges. 
In  the  debit  column  is  entered  all  charges 
for  material  and  labor  received  from  Stores 
or  charged  to  this  account  through  the  cost 
department.  Monthly,  the  account  will  be 
closed  by  a  charge  to  the  general  ledger. 

13.  General  Expense  Charges.  Remarks 
as  to  Column  12  apply  here. 

14.  Selling  Expense  Charges.  Remarks 
as  to  Column  12  apply  here. 


15.  Order  1000-T,  Tools.  This  account 
is  debited  with  all  material  and  labor  ex¬ 
pended  on  account  thereof,  as  received 
through  the  cost  department.  Monthly,  the 
account  will  be  closed  by  a  proper  credit, 
the  corresponding  debit  being  to  the  gen¬ 
eral  ledger,  in  which  latter  book  Factory 
Expense  will  be  debited. 

16.  Order  2000-M,  Machinery  Repairs. 
The  same  remarks  apply  as  in  case  of  Col¬ 
umn  15. 

17.  Order  3000-S,  Shop  Equipment.  The 
same  remarks  apply  as  in  case  of  Col¬ 
umn  15. 

18.  Scrap.  Material  sent  to  Scrap  is 
debited  thereto  and  credited  to  Stores. 
Monthly  the  account  will  be  closed  by  a 
debit  to  general  ledger,  and  general  ledger 
will  charge  same  to  Scrap.  As  sales  of 
scrap  are  made,  the  general  ledger  will  be 
credited  with  the  proceeds  of  the  sales,  and 
at  the  close  of  the  fiscal  year,  any  balance 
will  be  closed  into  Factory  Expense. 

19.  Auto  Supply  Costs.  This  account 
will  daily  be  debited  with  the  total  cost  of 
the  shipments  of  machines,  the  correspond¬ 
ing  credit  being  to  Stores.  Monthly  this 
account  will  be  closed  by  a  corresponding 
debit  to  general  ledger. 
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20.  Repair  Supply  Costs,  Remarks  as 
to  No.  19  apply. 

» 

All  charges  to  the  several  expense  ac¬ 
counts  in  the  Factory  Accounting  ledger 
will,  each  month,  be  transferred  to  the  gen¬ 
eral  ledger.  To  accomplish  this,  the  fac¬ 
tory  ledger  keeper  will  prepare  monthly 
statements  in  detail,  showing  the  .charges 
made  to  the  several  expense  accounts.  The 
accounts  alluded  to  are  as  follows : 

(a)  Factory  Expense,  General  Charges. 

(b)  Order  1000-T,  Tools. 


(c)  Order  2000-M,  Machine  Repairs. 

(d)  Order  3000-S,  Shop  Equipment. 

(e)  General  Expense  Charges. 

(f)  Selling  Expense  Charges. 

The  factory  accounting  department  will 
also  furnish  statements  to  the  general  ac¬ 
counting  department  showing  total  amounts 
debited  to  “Auto  Supply  Costs”  and  “Re¬ 
pair  Supply  Costs.”  Prior  to  furnishing  the 
Expense  and  Supply  Costs  statements  to  the 
general  accounting  department,  entries  are 
made  in  the  Factory  ledger,  crediting  the 
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several  accounts  referred  to  and  debiting 
the  general  ledger  therewith,  the  statements 
then  being  made  from  the  General  Ledger 
column.  After  the  close  of  each  month’s 
operations,  the  only  accounts  remaining 
open  in  the  Factory  Accounting  ledger  wdl 

be : 

(a)  General  Ledger  Account. 

(b)  Stores. 

(c)  Cost  Department  Material. 

(d)  Cost  Department  Labor. 

(e)  Factory  Expense  (8). 

(f)  General  Expense  (9). 

(g)  Selling  Expense  (10). 

The  General  Ledger  account  balance  will 


be  a  credit,  and  will  be  even  in  amount  with 
the  sum  of  the  balances  of  all  the  other  ac¬ 
counts. 

Duplicate  Sales  Sheets  are  forwarded  to 
the  factory  accounting  department  each  day 
and  the  shipments  are  credited  on  the  vari¬ 
ous  stock  cards.  The  cost  price  is  ex¬ 
tended  across  from  each  item  and  the  total 
Auto  Supply  Costs  and  total  Repair  Sup¬ 
ply  Costs  for  each  day  are  credited  to 
Stores  and  debited  to  their  proper  accounts 
in  the  Faetory  Accounting  ledger. 

All  indirect  labor  is  posted  each  pay  day 
as  a  debit  on  a  special  page  in  the  distri- 
.bution  sheet  binder.  This  indirect  labor 
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account  is  credited  with  all  indirect  labor 
added  to  finished  shop  orders.  The  balance 
shows  amount  of  indirect  labor  to  be  pro 


rated  over  material  in  course  of  manufac¬ 
ture. 

The  general  accounting  department  se¬ 
cures  the  amount  of  General,  Factory,  Sell¬ 
ing  or  Shipping  Expense  to  be  charged  the 
factory  accounting  department  each  month 
by  estimating  the  total  expenses  for  the 
year  on  the  basis  of  the  previous  year’s  ex¬ 
perience,  and  taking  one-twelfth  of  it. 

We  realize  that  some  of  the  details  of 
this  system  may  not  be  suited  to  all  con¬ 
cerns,  but  the  general  principle  is  flexible 
enough  to  work  out  under  any  conditions. 


Bill  to  Jim 


The  letter  from  Bill  to  Jim  always  seemed 
funny  to  me: 

Dear  Jim:  The  crops  is  doing  well, 

The  calf  is  big  enough  to  sell; 

I’ve  traded  off  the  brindle  cow, 

And  we  ain’t  got  but  one  just  now. 

The  bosses  all  is  fat  and  sleek. 

Except  that  Bob  is  ruther  weak. 

But  that  ain’t  nothing  very  queer; 

We’ve  had  him  nigh  on  twenty  year. 

I  think  I’ll  put  the  bottom  field 
In  corn  and  oats;  it  oughter  yield 
A  heavy  crop;  the  land  is  rich. 

Arid  just  the  thing  for  oats  and  sich. 

There  ain’t  no  news  to  speak  of,  Jim; 

Miss  Susie  Jones  is  just  as  trim 
As  when  you  saw  her  in  the  fall. 

The  folks  is  well;  I  guess  that’s  all 
But  stop!  I  ’most  forgot  ’bout  dad. 

I  ’xpect  the  news  will  make  you  sad 
You  know  that  dad  was  getting  old; 

Just  sixty  years  had  o’er  him  rolled. 

And  so,  I  must  regret  to  say. 

We  chloroformed  poor  dad  today. 

And  that  is  all  the  news  until 
I  write  again.  Your  brother.  Bill. 

-^Jud^e’s  Magazine  of  pun, 


Some  Up-to-date  Corporation  Pointers 

A  REVIEW  OF  INQUIRIES  RECENTLY  RECEIVED  BY  THE  TECHNICAL  DEPARTMENT  OF 
THE  BUSINESS  MAN’S  MAGAZINE  IN  RELATION  TO  CORPORATION  ORGANIZATION,  MAN¬ 
AGEMENT  AND  ACCOUNTING,  INDICATING  THE  POINTS  ON  WHICH  OUR  READ¬ 
ERS  MOSTLY  DESIRE  TO  BE  INFORMED  AND  THE  GENERAL  RESPONSES  GIVEN 

By  W.  W.  THORNE 


NE  of  the  principal  advan¬ 
tages  of  the  corporate  busi¬ 
ness  organization  is  its  pro¬ 
vision  for  limited  liability. 

A  partner  who  does  not  act¬ 
ively.  engage  in  the  business  in  which  he  is 
financially  interested  is,  nevertheless,  re¬ 
sponsible  for  the  acts  of  the  managing  or 
active  partners,  and  jointly  responsible  'for 
the  liabilities  incurred  on  behalf  of  the 
partnership ;  consequently,  many  business 
men  who  assist  others  in  establishing  bus¬ 
iness  enterprises  find  it  very  convenient  to 
limit  their  responsibilities  by  shielding  them¬ 
selves  with  the  corporation  cloak. 

FROM  PARTNERSHIP  TO  CORPORATION. 

The  author  of  a  commercial  text  book 
quotes  an  example  of  this  kind  which  he 
terms  “A  legerdemain  performance”  from 
the  fact  that  a  barely  solvent  partnership 
was  transferred  into  a  corporation  with  a 
paid-up  capital  of  $10,000,  without  involv¬ 
ing  the  investment  of  any  additional  capital 
or  the  transfer  of  actual  cash,  while  the  cap¬ 
italist  exchanged  his  position  of  unrestricted 
liability  for  the  acts  of  another,  to  a  lia¬ 
bility  simply  for  the  amount  of  his  original 
investment. 

How  was  this  done? 

A  capitalist  subscribed  for  $5,000  of  stock. 
The  managing  partner  subscribed  for  an 
equal  amount,  giving  his  note  for  same  to 
the  capitalist  with  the  stock  attached  as 
collateral  security. 

As  the  assets  and  liabilities  were  about 
equal  the  partnership  offered  the  assets  to 
the  corporation  for  the  nominal  sum  of  $1, 
in  consideration  of  the  latter  assuming  the 
liabilities.  The  capitalist  then  drew  his  per¬ 
sonal  check  for  $10,000  in  favor  of  the  cor¬ 
poration  for  the  stock  subscribed.  The  cor¬ 
poration  drew  its  check  for  $10,000  to  can¬ 
cel  the  partnership  note,  which  was  one  of 
the  liabilities  assumed.  The  capitalist  signed 
another  note  which  was  placed  to  the  credit 


of  the  corporation  to  be  used  for  working 
capital. 

WHAT  OUTSIDE  INVESTORS  GET. 

The  details  of  incorporation,  particularly 
when  outsiders  are  permitted  to  subscribe 
for  stock  in  an  old  established  business  are 
as  interesting  as  they  are  various.  Thus — 
we  read  that  the  great  catalog  house— Sears, 
Roebuck  &  Co. — have  incorporated  for  $40,- 
000,000 — $10,000,000  preferred  and  $30,000,- 
000  common,  the  promotors  taking  the 
whole  of  the  preferred  and  about  $10,000,- 
000  of  the  common  in  order  to  possess  the 
controlling  interest.  The  preferred  stock 
will  receive  seven  per  cent  dividends,  which 
is  good  enough  in  these  days  of  three  and 
four  per  cent  savings  banks. 

INFORMATION  DESIRED. 

Generally  speaking,  there  seems  to  be  a 
greater  desire  for  information  in  regard  to 
the  procedure  of  mining  companies  in  con¬ 
nection  with  their  stock,  and  the  transfers 
from  partnerships  to  corporations,  than 
along  any  other  allied  line. 

In  our  July  number  we  had  an  account 
of  a  book-keeper  who  attepipted  to  make  a 
profit  out  of  Unsubscribed  Treasury  Stock 
account,  and  this  indicates  4:hat  a  perfect 
understanding  of  the  subject  is  not  univer¬ 
sal. 

The  treatment  of  donations  of  stock  to 
a  corporation  by  the  owners  thereof  is  re¬ 
sponsible  for  many  inquiries,  and  the  re¬ 
demption  of  bonds  within  a  stipulated 
period  is  surrounded  by  doubt.  To  clear 
up  one  or  two  of  these  obscure  matters 
is  a  labor  particularly  appropriate  to  our 
special  Corporation  number. 

THE  MODUS  OPERANDI  OF  TRANSFERS. 

In  transferring  the  interests  from  a  part¬ 
nership  to.,a  corporation  it  used  to  be  con¬ 
sidered  the  simpler  and  better  plan  to  pass 
a  check  in  purchase  of  the  business  by  the 
corporation,  and  in  purchase  pf  the  coD 
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poration  stock  by  the  subscribers.  Some 
authorities,  however,  now  consider  this  use¬ 
less  detail  and,  no  doubt,  this  is  true  so 
far  as  the  legal  aspect  of  the  case  is  con¬ 
cerned.  However,  it  makes  a  clear  record 
on  the  books. 

Thus— a  corporation  is  organized  with  a 
capital  stock  of  $100,000. ,  It  is  proposed  to 
take  over  the  business  of  Jones  &  Brown, 
which  is  offered  at  a  price  equivalent  to  the 
value  of  the  net  assets.  Jones  and  Brown 
subscribe  for  $48,000  each,  and  a  third  per¬ 
son  subscribes  for  the  balance  of  $4,000. 
Jones  &  Brown  hand  their  check  to  the  new 
corporation  for  $96,000  in  purchase  of  the 
stock,  and  the  corporation  hands  Jones  & 
Brown  its  check  in  payment  for  the  net 
assets,  same  being  properly  recited  in  a  bill 
of  sale.  The  assets,  as  above  indicated,  can 
be  transferred  without  the  passing  of 
checks,  and  the  transfer  will  be  equally 
legal. 

PAYING  FOR  STOCK  OUT  OF  DIVIDENDS. 

The  remaining  $4,000  of  stock  is  sub¬ 
scribed  for  by  Smith,  the  factory  superin¬ 
tendent,  He  is  to  pay  for  same  out  of  div¬ 
idends  earned  by  the  stock.  Smith’s  prom¬ 
issory  note  is  taken  in  payment  for  the 
stock  and  Accounts  Receivable  debited;  or, 
if  the  stock  is  to  be  donated  in  acknewl- 
edgment  for  services  rendered,  debit  pro¬ 
motion  or  incorporation  expense,  or  some 
similar  account. 

SALE  OF  STOCK  AT  A  DISCOUNT. 

A  mining  corporation  that  sells  stock  at 
a  discount  of  75  per  cent  is  not  compelled 
either  to  make  good,  or  to  pretend  to  make 
good,  this  discount  out  of  the  profits — the 
profits  are  earned  by  the  actual  capital  in¬ 
vested  and  should  be  distributed  accordingly. 
(Most  mining  corporations  have  quite  enough 
to  do  to  provide  a  reserve  against  deprecia¬ 
tion,  or  wasting  of  the  mine,  so  as  to  pre¬ 
vent  impairment  of  the  capital  actually  in¬ 
vested.)  The  value  of  unsubscribed  treas¬ 
ury  stock  is  nil  and  is  offset  by  equally  fic¬ 
titious  capital  on  the  liability  side.  There 
is  no  law  requiring  the  entry  of  authorized 
capital  on  the  regular  books  of  account 
whether  disposed  of  or  not,  and  the  most 
reasonable  plan,  and  best  accounting  prac¬ 
tice,  is  to  include  in  the  regular  books  only 
that  stock  that  has  actually  been  subscribed. 

REAL  TREASURY  STOCK. 

This  recommendation  does  not  relate  to 
stock  in  the  treasury  purchased  by  a  cor¬ 


poration  from  the  original  holders — such 
stock  is  usually  an  asset  to  the  amount  of 
the  price  paid  for  it.  Sometimes  stock¬ 
holders  donate  to  a  corporation  stock  they 
have  purchased  and  paid  for  with  a  view 
to  increasing  the  working  capital  of  the 
business.  This  stock,  also,  can  be  carried  in 
Treasury  Stock  account  until  resold.  The 
credit  may  be  made  to  Working  Capital  ac¬ 
count. 

ISSUE  AND  SALE  OF  BONDS. 

A  very  common  method  of  providing  a 
sufficient  working  capital  for  development 
and  other  purposes  is  the  issue  and  sale  of 
bonds.  The  redemption  of  these  bonds  is 
usually  provided  for  by  the  establishment 
of  a  sinking,  reserve  or  redemption  fund, 
this  consisting  of  sums  set  aside,  or  in¬ 
vested  periodically,  sufficient,  together  with 
interest  earned  on  same,  to  pay  the  bonds 
as  they  mature. 

ESTABLISHMENT  OF  SINKING  FUND. 

In  order  to  establish  a  sinking  fund  it  is 
necessary  first — to  set  aside  a  sum  sufficient 
for  the  purpose  from  the  profits.  The  pro¬ 
cedure, on  the  books  of  account  is  a  trans¬ 
fer  from  the  Profit  and  Loss,  or  Surplus 
account,  to  a  Reserve  account,  after  which 
the  necessary  amount  is  invested  and  deb¬ 
ited  to  Sinking,  or  Redemption  Fund  ac¬ 
count.  After  the  bonds  have  been  redeemed 
the  Reserve  account  should  be  closed  by  a 
re-transfer  to  Profit  and  Loss  as  the  amount 
involved  represents  profits  on  hand  in  the 
business,  while  the  sinking  fund  represents 
the  cash  received  from  the  purchasers  of 
the  bonds,  same  being  included  in  the  lia¬ 
bilities,  i.  e.,  the  money  thus  obtained  was 
debited  to  cash  after  which  it  was  grad¬ 
ually  withdrawn  from  cash  and  placed  in 
the  sinking  fund. 

The  transfer  from  Profit  and  Loss,  or 
Surplus,  to  the  Reserve  account  is  merely 
for  the  purpose  of  demonstrating  that  this 
amount  of  profits  earned  is  not  available 
for  present  distribution. 

IS  STOCK  SOLD  AT  A  DISCOUNT  ^TULL  PAID.^ 

There  is  considerable  discussion  as  to  the 
legal  status  of  stock  sold  at  a  discount, 
judging  from  tlie  inquiries  constantly  re¬ 
ceived  by  us.  Can  stock  sold  at  50  per  cent 
discount  be  guaranteed  by  the  selling  cor¬ 
poration  as  “full  paid  and  non-assessable?” 

In  some  states  the  corporation  laws  ex¬ 
pressly  provide  that  purchasers  of  stock 
must  pay  the  par  value  or  be  liable  to  an 
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assessment  for  the  balance.  Where  stock 
is  purchased,  however,  at  a  certain  price  be¬ 
low  par  and  the  stock  has  printed  on  it 
the  words  “full  paid  and  non-assessable” 
the  innocent  purchaser  will  not  be  held 
liable  for  the  difference  between  the  pur¬ 
chase  and  nominal  prices. 

It  would  appear  to  be  equity  that  if  a 
purchaser  buys  stock  at  the  price  set  upon 
it,  whether  par  or  below  par,  he  has  paid 
the  full  price  asked  and  should,  therefore, 
be  entitled  to  consider  the  stock  as  full 
paid,  and  where  the  words  “full  paid  and 
non-assessable”  are  printed  on  the  stock 
certificate  it  should  be  considered  as  an 
agreement  entered  into  between  the  pur¬ 
chaser  of  the  one  part,  and  the  corporation 
of  the  other,  that  he  should  be  relieved  from 
all  further  liability  in  respect  of  the  stock 
purchased.  Evidently,  however,  the  ques¬ 
tion  must  be  considered  separately,  accord¬ 
ing  to  the  particular  corporation  laws  of 
the  state  in  which  the  question  may  arise, 

THE  SUPPRESSION  OF  THE  MINORITY  STOCK¬ 
HOLDER. 

One  of  the  principal  objections  to  the 
modern  corporation  appears  to  be  the  pow¬ 
erlessness  of  the  minority  and  the  growing 
disregard  of  any  rights  the  minority  is  sup¬ 
posed  to  possess. 

When  an  alien  presumes  to  criticize  the 
free  and  glorious  institutions  of  this  great 
country  he  is  promptly  invited  to  return 
to  the  place  from  whence  he  came;  and,  in 
like  manner,  when  the  minority  stockholder 
attempts  to  criticize  the  management  of  a 
corporation,  or  to  voice  his  disapprobation 
of  the  managerial  policy,  he  is  promptly  in¬ 
vited  to  sell  his  stock  and  get  out. 

None  of  the  standard  text  books  on  cor¬ 
poration  management,  etc.,  appear  to  be  able 
to  suggest  how  this  condition  may  be  im¬ 
proved,  with  the  exception  that  a  public  ac¬ 
countant’s  periodical  audit  will  furnish  the 
information  that  might  be  obtained  by  that 
personal  inspection  of  the  books  by  a  minor¬ 
ity  stockholder  which  the  majority  stock¬ 
holders  will  not  permit.  The  enactment  of 
a  law,  making  such  audits  compulsory, 
would,  undoubtedly,  have  a  most  beneficial 
effect,  not  only  in  protecting  minority  stock¬ 
holders  generally,  but  in  preventing  the 
manipulation  of  the  books  of  account  for 


unlawful  or  inequitable  purposes.  Particu¬ 
larly  in  railroad  enterprises  the  ordinary 
stockholder  is  very  thoroughly  “gagged  and 
bound.” 

Take,  for  example,  the  Louisville  & 
Northern  Railroad.  The  majority  of  the 
stock  of  this  railroad  company  is  held  by  the 
Atlantic  Coast  Line  Railroad.  The  major¬ 
ity  of  the  stock  of  the  Atlantic  Coast  Line 
Railroad  is  held  by  the  Atlantic  Coast  Line 
Company.  The  majority  of  the  stock  of  the 
Atlantic  Coast  Line  Company  is  vested  in  a 
voting  trust,  which  is  a  plan  devised  to 
place  the  majority  voting  power  in  the 
hands  of  a  few  trustees ;  so  that,  under  this 
arrangement,  perhaps  20  per  cent  of  the 
stock  of  the  Atlantic  Coast  Line  Company 
not  only  controls  the  management  of  that 
company,  but  also  that  of  the  Atlantic  Coast 
Line  Railroad,  and  the  Louisville  & 
Northern  Railroad. 

The  minority  stock  of  the  railroads  is 
still  on  the  market  and  is  traded  in  by 
stockbrokers  and  their  clients,  but  these 
purchases  and  sales  have  no  effect  whatever 
on  the  management  or  policy  of  the  enter¬ 
prises  in  which  the  investments  are  made. 

CAPITALIZATION  BASED  ON  FUTURE  EARNINGS, 

Where  the  capitalization  of  a  corporation 
is  based  on  the  prospective  earnings  of  the 
business  it  is  usual  for  the  stock  to  be 
divided  into  preferred  and  common,  the 
preferred  stock  being  covered  by  the  actual 
assets  of  the  corporation,  and  the  common 
stock  being  held  by  the  promotors  of  the 
enterprise,  a  provision  being  included  in  the 
articles  of  association  debarring  the  hold¬ 
ers  of  preferred  stock  from  voting  at  any 
meeting  of  stockholders,  or  for  the  elec¬ 
tion  of  directors,  unless  there  has  been  de¬ 
fault  in  paying  the  dividends,  on  the  pre¬ 
ferred  stock.  This  IS  an  excellent  plan  for 
keeping  the  minority,  or  outside  stock¬ 
holders,  in  their  proper  places. 

Many  excuses  are  made  in  reference  to 
capitalization  on  the  basis  of  estimated 
earnings,  but  in  not  a  few  cases  it  is  suf¬ 
ficient  to  say  that  the  intention  of  excessive 
capitalization  is  to  milk  the  public  to  the 
extent  of  the  amount  paid  for  the  stock, 
whether  preferred  or  common;  dividends 
being  kindly  permitted  to  look  after  them¬ 
selves  on  both  preferred  and  common. 


On  the  Tapis 
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AN  ARTICLE  DESCRIPTIVE  OF  SOME  OF  THE  RECORDS  KEPT  IN  ONE  OF  THE 
LARGEST  CARPET  MANUFACTURING  BUSINESSES  IN  THE  UNITED  STATES— A 
FACTORY  WITH  A  NATIONAL  REPUTATION  FOR  ITS  EXCELLENT  PRODUCT 

By  WM.  J.  ELDRIDGE 

With  the  Ivins,  Dietz  &  Metzger  Co.,  Philadelphia 


FINISHED  carpet  or  rug  is 
of  cosmopolitan  parts.  Like  a 
composite  picture,  it  is  the 
product  of  numerous  mate¬ 
rials  all  blended  into  a  har¬ 
monious  whole,  embodying  all  the  quali¬ 
ties  of  the  various  parts,  yet  different  in 
that  it  embraces  them  all.  In  making  a 
carpet  the  ends  of  the  earth  have  been 
laid  under  tribute,  and  art,  science,  me¬ 
chanics,  capital  and  labor  have  all  con¬ 
tributed  their  quota  towards  its  completion. 
The  materials  of  which  carpets  are  made 
are  wool,  cotton,  jute  or  other  vegetable 
fibers.  The  wool,  of  course,  ■  is  the  most 
important  ingredient  from  the  customer’s 
standpoint,  but  in  all  carpets  woven  on  a 
back  or  base  the  use  of  the  vegetable  mate¬ 
rials  is  a  very  important  factor,  giving 
strength,  stability  and  firmness  to  the  fabric 
unattainable  by  the  use  of  wool  alone. 

Carpet  wools  are  largely  imported  from 
Russia  and  the  Caucasus  regions.  The  pe¬ 
culiar  coarse  fiber  of  these  wools  is  espe¬ 
cially  adapted  for  the  purpose,  producing 
sufficient  fineness  of  finish,  with  enough 
“body”  to  give  the  goods  the  right  “heft.” 

The  principal  kinds  of  carpets  made  in 
this  country  are  ingrains,  tapestry  and  body 
brussels,  velvets,  wiltons  and  axminsters 
or  moquettes.  These  different  fabrics  are 
also  made  in  rug  shape.  The  Smyrna  is 
another  well-known  weave  confined  almost 
entirely  to  rugs.  Philadelphia  produces  the 
largest  part  of  the  carpets  and  rugs  made 
in  this  country.  Some  of  the  largest  and 
most  important  plants,  however,  are  lo¬ 
cated  in  New  York  and  New  England. 

The  business  methods  and  records  of 
carpet  mills  must  vary  according  to  the 
ideas  and  requirements  of  the  respective 
operators.  In  some  mills  the  system  is 
somewhat  complicated  owing  to  the  pre¬ 
liminary  processes  being  carried  on  by  the 
same  concern.  For  instance,  a  simple  car¬ 
pet  factory  buys  its  yarns  already  spun  and 


gives  the  work  of  dyeing  to  some  con¬ 
venient  dyer.  The  records  of  such  a  con¬ 
cern  are  comparatively  simple.  The  yarn 
is  weighed  when  received  and  the  quantity 
recorded  and  the  bill  checked.  When  want¬ 
ed  for  use  a  certain  amount  is  sent  to  the 
dyer’s  with  the  necessary  instructions.  In 
dyeing  there  is  always  a  percentage  of 
waste,  and  a  new  weighing  and  record  is 
necessary  when  the  yarn  is  returned.  Prop¬ 
er  allowance  must  be  made  for  this  waste 
in  estimating  the  quantity  required  for  an 
order,  also  in  estimating  cost.  Many  mills, 
however,  do  their  own  dyeing.  Some  spin 
their  own  yarns,  and  prepare  all  the  mate¬ 
rials  required  for  the  finished  carpets.  It 
is  usual  to  treat  each  of  these  processes  as 
different  departments,  and  records  are  kept 
separately  so  that  each  department  shows 
its  own  profit  or  loss. 

To  calculate  the  cost  per  yard  of  any 
kind  of  carpet  requires  a  thorough  knowl¬ 
edge  of  all  the  different  materials  used  and 
the  effect  on  each  material  during  the  vari-. 
ous  handlings  to  which  it  is  subjected.  In 
each  process  there  is  more  or  less  waste 
sometimes  more,  sometimes  less.  One  style 
or  pattern  of  carpets  will  require  more 
expensive  materials  or  workmanship  than 
another,  so  there  is  a  variation  in  the  cost 
of  different  patterns  of  goods  that  are  of 
the  same  standard.  A  definite  average, 
however,  must  be  fixed  as  a  basis  of  value. 
There  are  some  items  of  expense  also  that 
must  be  averaged,  as,  for  instance,  designs, 
office  expenses,  rent,  interest  on  investment, 
selling  expenses,  and  sundry  mill  expenses. 
If  the  looms  are  kept  running  full  the  en¬ 
tire  season,  the  average  of  expense  is  re¬ 
duced  to  the  minimum,  but  if  for  lack  of 
orders  the  production  is  curtailed  it  is  evi¬ 
dent  that  the  item  of  average  expense  is 
considerably  increased.  It  is  for  this  rea¬ 
son  that  it  is  sometimes  more  profitable  to 
run  the  machinery  even  when  orders  are 
scarce,  as  the  cost  of  the  goods  is  lessened. 
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and  the  loss  may  figure  out  less  even  if 
left-over  goods  are  sold  at  a  reduction. 

The  records  of  a  well-conducted  carpet 
and  rug  factory  are  not  necessarily  intri¬ 
cate,  but  should  be  accurately  kept.  A  reg¬ 
ister  book,  stock  book  and  order  book,  to¬ 
gether  with  loom  indices,  are  the  principal 
auxiliary  books  really  required  besides  the 
regular  book-keeper’s  equipment. 

All  carpets  and  rugs  are  designated  by 
numbers  indicating  the  pattern  and  colors. 
One  pattern  may  be  made  in  several  color¬ 
ings  which  will  be  designated  by  an  added 
number  or  letter.  For  instance,  pattern 
No.  100  is  made  in  four  different  colorings. 
These  may  be  indicated  as  100-1,  100-2, 
100-3,  100-4,  or  100a,  100b,  100c,  lOOd.  Some 
mills  have  a  more  complicated  method  of 
marking  colors  so  that  a  combination  of 
figures  represents  a  certain  combination  of 
colors.  For  instance,  401  is  red  and  green, 
542  is  blue  and  white,  114  is  yellow,  red 
and  black,  so  we  would  have  100-401,  100- 
542,  100-114.  Some  mills  use  elaborately 
designed  tickets  on  their  goods,  others  a 
simple  linen  ticket  not  easily  torn  off.  1  he 
latter  is  the  more  serviceable,  and  so  the 
more  sensible.  A  rug  ticket  contains  spaces 
for  pattern  and  color  numbers,  and  size, 
a  carpet  ticket  spaces  for  register  or  rota¬ 
tion  number,  pattern  and  color  numbers 
and  yardage. 

The  record  of  product  is  kept  in  the  reg¬ 
ister,  each  piece  of  goods  being  given  a 
rotation  number  as  it  comes  from  the  loom. 
The  following  form  is  simple  and  complete. 


and  enables  the  clerk  to  fill  the  orders  as 
the  goods  come  from  the  loom.  The  fol¬ 
lowing  sketch  explains  the  method  clearly : 

This  record  shows  that  of  1948a  six 
pieces  of  carpet  and  three  pieces  of  border 
have  been  made.  As  the  goods  are  com¬ 
pleted  they  are  recorded  in  the  register, 
and  a  stroke  recorded  in  the  stock  book  for 
each  roll  or  piece.  If  sold,  the  piece  is 
appropriated  to  one  of  the  parties  ordering 
it,  priority  being  given  according  to  cir¬ 
cumstances,  and  a  small  check  mark  put 
over  the  stroke  to  indicate  which  party  has 
the  piece  reserved  for  him.  In  the  order 
book  this  appropriation  is  indicated  by 
marking  a  B  in  that  column  opposite  the' 
number.  When  the  carpet  is  shipped  the 
fact  is  recorded  by  crossing  off  the  num¬ 
ber  of  pieces  under  the  stock  column  and 
the  corresponding  marks  under  the  cus¬ 
tomer’s  name. 

The  order  book  is  used  as  a  record  for 
orders.  Into  this  book  are  copied  all  or¬ 
ders  when  received  from  the  roadmen,  and 
the  shipments  are  made  up  from  it,  and 
also  transcribed  into  the  sales  book.  As 
the  finished  goods  are  appropriated  to  the 
customer  a  B  is  marked  in  the  column 
marked  “Baled.”  The  charge  is  made  up 
from  the  order  book,  and  after  goods  are 
shipped  the  date  of  shipment  is  noted  in  the 
column  marked  “Shipped.” 

This  record  shows  that  Jones  &  Smith 
had  shipped  to  them  three  pieces  of  cvrpet 
on  March  6,  and  that  one  piece  of  467-2 
Ex.  Super  is  now  baled  and  ready  for  ship- 
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It  will  be  found  more  convenient  where 
both  carpets  and  rugs  are  made  to  keep 
the  records  separately,  and  even  the  differ¬ 
ent  grades  of  carpet  may  be  more  con¬ 
veniently  kept  under  separate  registers. 

The  next  record  is  the  stock  book,  which 
may  also  be  used  for  appropriating  or  dis¬ 
tributing  goods. 

In  this  book  is  kept  a  record  of  the  goods 
sold,  which  is  copied  from  the  order  book. 


ment.  This  may  be  held  until  other  goods 
are  ready  to  go,  as  customers  generally 
like  goods  forwarded  in  lots  to  reduce 
freight  and  hauling  charges. 

In  shipping  goods  a  loose  leaf  charge 
slip  is  used.  The  slip  is  made  out  in  the 
office  from  the  order  book,  and  sent  to  the 
shipper,  who  charges  the  quantity  and  reg¬ 
ister  number,  which  are  checked  back  as 
the  goods  are  put  on  the  wagon.  This 
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charge  slip  is  returned  to  the  office  and 
becomes  the  record  of  original  entry.  Out¬ 
side  of  the  regular  routine  of  book-keeping 
that  follows  there  is  nothing  more  of  im¬ 
portance  connected  with  the  stock  and  sales 
records  of  a  carpet  and  rug  mill.  The 
recording  of  stock  and  sales  and  the  proper 
crossing  off  when  goods  are  shipped  are 
the  all-important  points. 

We  have,  however,  to  consider  the  loom 
book  and  the  actual  running  of  the  looms. 
This  is  a  very  important  factor.  Much  loss 


all  the  goods  sold  arranged  for  ready  ref¬ 
erence.  This  would  show  which  patterns 
are  most  largely  sold,  and  by  noting  the 
looms  in  which  patterns  are  running  would 
serve  as  an  index  for  the  loom  book.  The 
pattern  numbers  are  arranged  in  numerical 
order  in  the  stock  book  and  on  the  card 
index,  and  a  stroke  indicates  each  piece  of 
goods  sold.  On  the  loom  card  the  number 
of  pieces  ordered  to  work  are  crossed  off 
the  sold  column  and  the  number  of  the 
loom  indicated.  In  the  loom  book  the  num- 
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and  confusion  may  result  from  careless¬ 
ness  in  the  management  of  the  production. 

If  goods  are  sold  largely,  it  is  necessary 
to  assemble  the  orders  so  as  to  complete 
them  expeditiously,  to  make  goods  only  that 
are  sold,  to  change  patterns  as  seldom  as 
possible.  If  orders  are  scarce,  it  is  im¬ 
portant  that  the  most  salable  styles  should 
be  made  for  stock.  The  loom  book  is  all- 
important  in  running  the  looms.  This 
shows  exactly  what  patterns  are  making, 
and  it  requires  constant  attention  to  keep 
the  looms  going  and  to  avoid  delays 
through  want  of  time  for  proper  prepara¬ 
tion  of  warp  or  material. 

This  work  may  be  much  simplified  by 
using  a  large  cardboard  sheet  containing 


ber  of  pieces  ordered  to  work  are  indicated 
by  strokes  which  are  crossed  off  as  the 
goods  are  finished.  They  are  then  noted  in 
the  stock  book,  and,  if  sold,  appropriated 
and  marked  B  in  the  order  book.  When 
shipped  the  fact  is  indicated  in  the  order 
book  and  the  piece  crossed  off  the  stock 
book. 

So  it  will  be  seen  that  the  proper  run¬ 
ning  of  a  carpet  and  rug  mill  depends  not 
only  upon  the  motive  power  that  runs  the 
machinery,  nor  upon  the  capital  that  runs 
the  concern,  but  also  upon  the  proper  sys¬ 
tem  of  accounts  and  details  that  prevents 
confusion  and  keeps  everything  in  good 
running  order. 

A  “warp”  is  the  frame  of  threads  on 
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RUGS  BEING  INSPECTED  AND  FINISHED. 


EXPERIENCED  CARPET  SEWERS  AT  WORK. 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


85 


which  a  carpet  is  built,  the  shuttle  carrying 
the  “weft”  or  filler  which  binds  or  ties 
the  fabric  together.  An  ingrain  warp  will 
make  five  or  six  pieces  of  carpet  of  about 
125  yards  each.  Although  the  filling  forms 
the  figure  in  an  ingrain  pattern,  the  warp 
must  be  dyed  to  correspond,  or  the  pattern 
will  not  be  clear  and  distinct.  However, 
different  patterns  of  similar  colors  may  be 
woven  on  the  same  warp.  As  it  is  cheaper 
to  put  a  full  warp  to  work  than  a  part 
warp,  it  is  important  that  a  list  should  be 


several  colors  called  a  chintz  or  planted 
frame.  From  the  number  of  frames  used  a 
brussels  or  wilton  is  called  four,  five  or  six 
frames.  The  jute  and  cotton  yarn  that 
forms  the  back  or  base  of  these  carpets  is 
supplied  from  a  beam  or  roller  located  un¬ 
der  the  frames.  It  is  usual  to  provide  for 
five  or  six  pieces  of  a  pattern,  although, 
as  with  ingrains,  several  patterns  may  be 
woven  on  one  warp  by  changing  the  Jac¬ 
quard  cards.  The  pattern  may  also  be  con¬ 
tinued  indefinitely  by  simply  replenishing 
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kept  of  patterns  that  will  “work”  on  the 
same  warp.  From  this  it  will  be  seen  that 
an  order  for  a  single  piece  of  ingrain  can 
be  filled,  provided  the  colors  will  permit  it 
being  made  on  a  warp  with  other  patterns. 
The  only  change  required  would  be  in  the 
Jacquard  cards. 

In  a  body  brussels  or  wilton  carpet  the 
warp  forms  the  pattern,  and  is  arranged 
on  spools  that  supply  the  yarn  to  the  loom 
from  large  frames  arranged  one  above  the 
other  at  the  back  of  the  loom.  Each  frame 
carries  one  color,  or  may  be  arranged  with 


the  frames  as  the  spools  run  out.  In  a 
velvet  or  tapestry  brussels  the  pattern  is 
dyed  on  the  warp  before  weaving.  The 
worsted  is  stretched  around  a  large  drum 
which  is  turned  by  regulated  machinery 
and  the  dye  applied  mechanically.  This 
is  a  very  delicate  process,  as  it  requires  ab¬ 
solute  accuracy  to  prevent  misprints.  The 
yarn  is  then  steamed  so  as  to  set  the  colors. 
It  may  be  said  here  that  the  colors  in  these 
goods  are  as  “fast”  as  in  goods  where  the 
yarns  are  dyed  by  the  ordinary  tub  process. 
A  print  of  velvet  or  tapestry  brussels  con- 
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tains  40  pieces  of  about  50  yards.  Half 
prints  and  quarter  prints  can  be  made,  and 
some  mills  use  a  “Baby”  drum  which  makes 
as  small  a  quantity  as  five  pieces.  The 
yarn  of  a  tapestry  or  velvet  pattern  before 
.  weaving  presents  an  elongated  pattern 
about  three  times  the  length  of  the  finished 
pattern. 

Wilton  carpets  are  woven  the  same  as 
body  brussels,  and  velvet  carpets  the  same 
as  tapestry  brussels.  The  warp  in  the 
brussels  being  woven  over  a  wire,  which  is 
withdrawn,  leaving  a  looped  face.  In  the 
plush  goods  the  wire  is  sharpened  at  the 
end  so  that  as  it  is  withdrawn  it  cuts  the 
loop,  leaving  the  cut  ends  standing  to  form 
the  pile  or  plush  face. 

The  goods  when  taken  from  the  loom 


are  sent  to  the  “burling”  table,  where  they 
are  critically  examined.  All  dropped  threads 
and  imperfect  places  are  carefully  “burled” 
or  woven  in  by  hand.  The  shearing  ma¬ 
chine  receives  them  next.  This  machine 
trims  off  all  loose  threads  and  shears  off 
all  inequalities,  leaving  the  fine  finished  ap¬ 
pearance  that  makes  the  goods  merchant¬ 
able.  The  carpet  is  then  measured  and 
rolled  on  a  steam  rolling  machine.  It  is 
now  ready  to  be  ticketed  and  is  ready  for 
the  customer.  The  details  of  appropriation 
and  shipment  have  already  been  described. 

Thus,  after  much  handling  and  manipu¬ 
lation,  the  crude  materials  supplied  by  na¬ 
ture  are  transformed  by  the  skill  and  art 
of  man  into  a  thing  of  beauty  and  a  source 
of  joy  and  comfort  in  palace  and  cottage. 


The  Accounts  of  “Holding”  Corporations 

THE  UNITED  STATES  STEEL  CO.— THE  NATIONAL  BISCUIT  CO.-THE  STANDARD  OIL  CO., 
ARE  EXAMPLES  OF  “HOLDING  CORPORATIONS”  WHICH  MOST  READILY  SUGGEST  THEM¬ 
SELVES.  THESE  “HOLDING”  COMPANIES  FOLLOW  VERY  DIFFERENT  POLICIES  IN 
RELATION  TO  THE  PUBLIC.  THE  UNITED  STATES  STEEL  CO.  HAS  ALWAYS  INDICATED 
A  DESIRE  TO  PERMIT  THE  WORLD  GENERALLY  TO  POSSESS  AN  INTELLIGENT  KNOWL¬ 
EDGE  OF  ITS  TRANSACTIONS  AND  PROGRESS,  WHILE  THE  STANDARD  OIL  CO.  HAS 
HITHERTO  MAINTAINED  A  RESERVE  AND  SECRECY  MORE  DIGNIFIED  THAN  DISCREET 


LTHOUGH  the  constitution 
of  “holding”  companies  is 
closely  allied  to  what  is 
known  as  a  trust,  they  can 
be  legally  incorporated  in 
some  states,  and  in  some  cases  there  can 
be  no  question  as  to  the  legitimacy  of  their 
operations— for  example — where  a  “hold¬ 
ing”  company  is  organized  to  exploit  a  val¬ 
uable  patent,  subsidiary  companies  being 
formed  in  the  different  territories  it  is  de¬ 
sired  to  cover.  The  peculiarities  involved 
in  a  proper  presentation  of  the  accounts  of 
such  corporations,  which  will  correctly  rep¬ 
resent  the  condition  both  of  the  holding  and 
subsidiary  companies,  have  been  very  inter¬ 
estingly  discussed  recently  by  Mr.  Arthur 
Lowes  Dickinson,  F.  C.  A.,  C.  P.  A.,  who 
shows  how  a  holding  company  can  exhibit  a 
profit  while  the  subsidiary  companies  actu¬ 
ally  made  a  loss,  and  how  dividends  are 
sometimes  paid  out  of  surpluses  acquired  by 
the  subsidiary  companies  before  the  merger 
came  into  effect,  instead  of  out  of  earnings 
subsequent  to  the  merger. 


We  quote  Mr.  Dickinson  as  follows: 

DISTRIBUTION  OF  WORKING  CAPITAL  AS 
DIVIDENDS. 

There  will  frequently  be  found  in  the 
agreements  and  contracts  upon  which  the 
organization  of  the  holding  company  is 
based,  a  clause  declaring  that  the  stocks  or 
properties  purchased  are  of  a  certain  value, 
and  that  in  addition  to  turning  over  to  the 
company  these  stocks  and  properties,  the 
vendors  will  also  provide  a  certain  sum  in 
cash  for  working  capital.  A  common,  and 
it  would  seem  almost  the  usual,  practice 
among  the  legal  profession  is  to  consider 
that  the  working  capital  so  provided  is  a 
profit  to  the  new  corporation,  and  some 
authorities  even  go  so  far  as  to  claim  that 
if  there  were  no  earnings  available  from 
any  other  source  it  could  be  distributed  by 
the  holding  company  as  a  dividend  on  its 
capital  stock.  ^ 

PROFITS  ARE  DERIVED  FROM  EARNINGS. 

Inasmuch  as  profits  can  only  result  from 
the  acquisition  of  commodities  and  their 
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sale  either  in  the  same  or  an  improved 
condition,  it  would  seem  fairly  obvious  that 
the  new  holding  company  could  only  make 
profits  and  declare  dividends  out  of  the 
earnings  of  its  subsidiary  companies  ac¬ 
crued  subsequent  to  the  date  of  purchase 
and  that,  inasmuch  as  the  working  capital 
so  provided  by  the  vendors  came  either  out 
of  their  own  funds,  or  possibly  out  of  the 
surplus  accumulated  before  the  date  of  the 
contract  for  sale  by  one  or  other  of  the 
purchased  companies,  this  sum  could  not  in 
any  sense  be  profits,  but  must  be  considered 
as  a  reduction  of  the  cost  price  of  the  prop¬ 
erties  and  should  be  so  treated  in  the  bal¬ 
ance  sheet  of  the  holding  company. 

DIVIDENDS  OF  SUBSIDIARY  COMPANIES  FROM 
PRIOR  SURPLUSES. 

It  is  clear  that  it  is  within  the  power  of 
each  of  the  subsidiary  companies  to  declare 
dividends  at  such  times  as  their  directors 
may  think  fit  and  out  of  surplus  in  what¬ 
ever  period  accumulated.  The  holding  com¬ 
pany  has  acquired  the  stock  of  these  com¬ 
panies  on  a  certain  date,  and  this  stock  is 
represented  by  the  surplus  of  assets  over 
liabilities  of  the  subsidiary  company  at  that 
date.  The  only  possible  assumption  is  that 
the  price  paid  for  the  stock  took  into  con¬ 
sideration  its  then  value,  and  was  made  up, 
therefore,  of  the  surplus  of  assets  over  lia¬ 
bilities  at  that  date,  together  with  such  sum 
for  good  will  as  the  purchasers  might  con¬ 
sider  it  worth. 

SUCH  DIVIDENDS  CONSTSTUTE  A  PARTIAL 
RETURN  OF  PURCHASE  PRICE. 

A  declaration  of  a  dividend  out  of  assets 
existing  at  that  date,  although  in  the  books 
of  the  subsidiary  company  those  assets 
might  be  represented  by  surplus  and  not 
by  any  liability  to  the  stockholder  is  clearly 
a  return  to  the  holding  company  of  a  por¬ 
tion  of  the  assets  purchased ;  or,  in  other 
words,  a  return  of  part  of  the  purchase- 
money;  and  other  things  being  equal  the 
stock  of  the  subsidiary  company  owned  by 
the  holding  company  is  by  reason  of  that 
one  transaction  of  a  less  value  than  it  was 
by  exactly  the  amount  of  dividends  so  dis¬ 
tributed.  It  seems  clear,  therefore,  althougri 
legal  opinions  have  been  given  to  the  con¬ 
trary,  that  the  holding  company  is  noc  en¬ 
titled  to  consider  dividends  so  distributed  as 
part  of  its  earnings,  but  must  credit  them 
in  reduction  of  the  cost  of  the  stocks  pur¬ 
chased. 


CONSOLIDATED  BALANCE  SHEET. 

The  method  of  forming  a  new  corpora¬ 
tion  by  means  of  a  holding  company  own¬ 
ing  the  stocks  of  other  corporations,  as  de¬ 
scribed  above,  has  called  for  a  new  form  of 
balance  sheet,  which  will  clearly  set  forth 
at  any  time  the  conditions  as  created.  It 
may  be  asked  wherein  lies  the  difference  be¬ 
tween  a  corporation  holding  a  large  portion 
only  of  the  stocks  of  other  companies,  and 
a  corporation  owning  the  whole  thereof,  or 
such  a  substantial  proportion  that  it  prac¬ 
tically  controls  the  operations?  The  reason 
for  the  difference  is,  first — that  the  directors 
of  the  subsidiary  company  are  necessarily 
the  nominees  of  the  holding  company  and 
that,  consequently,  the  whole  group  of  sub¬ 
sidiary  companies  is  in  effect  managed  in 
exactly  the  same  way  as  if  they  were  in¬ 
tegral  parts  of  the  organization  of  the  hold¬ 
ing  company  without  the  legal  fiction  of  sep¬ 
arate  companies.  Then,  again,  where  the 
control  of  all  the  companies  is  practically 
vested  in  the  same  board  of  directors,  it  is 
easy,  and  may  be  perfectly  proper,  for  one 
company  in  the  consolidation  to  loan  money 
to  another  without  security  in  a  way  which 
would  be  entirely  improper  if  the  com¬ 
panies  were  independent,  and  such  loan, 
which  would  be  treated  as  a  current  asset 
of  the  holding  company,  might  be  repre¬ 
sented  in  the  balance  sheet  of  the  subsid¬ 
iary  company  by  capital  expenditures  or 
even  by  losses,  and  is  not,  therefore,  an 
available  asset.  Moreover,  the  publication 
of  a  balance  sheet  of  the  holding  company 
by  itself  will  not  disclose  the  liabilities  which 
subsidiary  companies  may  have  incurred  to 
outsiders  to  large  amounts  for  the  preserva¬ 
tions  of  the  property  of  the  holding  com¬ 
pany.  In  fact,  it  may  be  said  that  in  such 
a  case  the  maintenance  in  the  books  of  the 
holding  company  of  the  stocks  of  the  sub¬ 
sidiary  companies  at  original  cost  is  not 
correct,  for  the  reason  that  the  directors 
have  a  ready  means  in  their  possession  of 
adjusting  these  values  to  conform  exactly 
to  the  results  of  the  operations  of  subsid¬ 
iary  companies.  Any  appreciation  or  depre¬ 
ciation  therein  due  to  conditions  entirely 
outside  of  the  organization  should  clearly 
not  be  taken  into  account  for  the  reason 
that  such  can  only  be  realized  by  an  actual 
sale  of  the  stocks  or  properties  due  to  oper¬ 
ations  within  the  group,  or  to  profits  or 
loans  realized  upon  purchase  from,  or  sales 
to  outsiders,  must  result,  so  far  as  these 
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transactions  are  concerned,  in  a  corre¬ 
sponding  change  in  the  values  of  the  stocks 
owned  by  the  holding  company  and  should 
be  reflected  in  its  balance  sheet.  These 
stocks  are  represented  in  the  subsidiary  bal¬ 
ance  sheets  by  capital  assets,  and  current 
assets  diminished  by  capital  and  current 
liabilities;  hence,  if  the  balance  sheet  of  the 
holding  company  is  to  show  clearly  the  true 
position,  these  stocks  should  be  divided  in 
such  manner  as  to  show  how  much  of 
them  is  represented  by  fixed  or  capital  as¬ 
sets  which  cannot  be  realized  without  in¬ 
terfering  with  the  operations  of  the  whole 
group,  how  much  represents  fixed  assets 
which  can  be  sold,  if  desired,  without  inter¬ 
fering  with  the  operations;  how  much  is 
represented  by  current  assets  either  neces¬ 
sary  for  the  purpose  of  carrying  on  the  bus¬ 
iness  (such  as  inventories,  accounts  receiv¬ 
able,  working  cash  balances,  etc.),  or  avail¬ 
able  for  immediate  sale  at  any  time  (such 
as  marketable  stocks  and  bonds)  ;  and,  last¬ 
ly,  by  how  much  this  total  of  assets  is  di¬ 
minished  by  the  liabilities  that  may  have 
been  incurred  by  any  of  the  subsidiary  com¬ 
panies  in  respect  thereof.  When  the  assets, 
and  liabilities  so  detailed  have  been  segre¬ 
gated  there  will  still  remain  a  difference 
between  the  cost  price  in  the  books  of  the 
holding  companies  of  the  stocks  of  the  sub¬ 
sidiary  company  and  the  net  total  of  the 
above  assets  and  liabilities,  and  this  will 
be  represented — 

(1)  By  a  debit  of  the  excess  above  par 
paid  by  the  holding  company  for  the  capital 
stock  of  the  subsidiary  company. 

(2)  By  a  credit  of  the  surplus  earnings 
of  the  subsidiary  company  accrued  prior  to 
the  date  of  purchase. 

(3)  By  a  credit  of  the  surplus  earnings 
of  the  subsidiary  company  accrued  subse¬ 
quent  to  the  date  of  purchase. 

The  first  of  these  items  represents  the 
amount  paid  by  the  holding  company  for — 

(a)  The  surplus  existing  at  the  date  of 
purchase  by  the  holding  company,  and 

(b)  The  estimated  value  of  the  good  will 
of  the  subsidiary  company  at  the  date  of 
purchase. 

Item  2  then,  clearly  is  Included  in  Item  1 
and  should  be  deducted  therefrom.  Item  3 
represents  the  true  surplus  accruing  to  tnc 
holding  company  out  of  the  earnings  since 
the  date  of  consolidation. 

It  will  be  seen  that  the  above  analysis 
qf  the  Investment  account  of  the  holding 


company,  if  given  effect  to  and  spread  on 
the  balance  sheet  of  that  company,  will  give 
what  is  known  as  a  consolidated  balance 
sheet  of  all  companies,  provided  that  ac¬ 
counts  due  from  one  company  to  another 
in  the  consolidation  are  eliminated ;  so  that 
in  the  result  the  consolidated  balance  sheet 
will  show  the  actual  position  of  the  wliole 
group  of  companies  in  their  relations  to 
stockholders,  and  to  the  general  public  out¬ 
side  the  consolidation.  It  is  submitted  that 

» 

no  statement  v/hich  does  not  so  disclose 
the  true  facts  is  permissible  or  should  be 
allowed  by  any  public  accountant  to  be  put 
forth  over  his  signature. 

FICTITIOUS  PROFITS. 

The  following  practical  example  will  per¬ 
haps  illustrate  this  point :  A  holding  com¬ 
pany  owned  the  stocks  of,  say,  ten  sub¬ 
sidiary  companies  for  a  complete  year  suc¬ 
ceeding  the  date  of  consolidation  resulted  in 
a  loss  of  $1,000,000,  no  company  navmg 
made  a  profit.  In  the  same  year  two  or 
more  of  the  subsidiary  companies  had  de¬ 
clared  dividends  to  the  amount  of  $500,000 
out  of  surplus  existing  prior  to  the  consol¬ 
idation,  with  the  result  that  the  books  of 
the  holding  company  at  the  close  ot  the 
year,  after  charging  expenses  of  $100,000, 
showed  a  profit  of  $400,000,  out  of  which 
dividends  to  the  amount  of  $300,000  had 
been  paid  to  its  stockholders.  At  the  close 
of  the  year  the  current  assets  of  the  holding 
company,  consisting  entirely  of  advance.s  to 
subsidiary  companies,  amounted  to,  say, 
$3,000,000,  while  the  liabilities  of  the  hold¬ 
ing  company,  consisting  partly  of  loans  by 
subsidiary  companies  of  $500,000  and  partly 
of  ordinary  current  liabilities  for  interest, 
etc.,  of  $500,000,  amounted  to  $1,000,000.  A 
balance  sheet  ©f  the  holding  company  pre¬ 
pared  from  its  books,  entirely  ignoring  its 
relations  with  subsidiary  companies,  and 
also  the  fact  that  earnings  can  only  arise 
from  profits  on  their  operations,  would 
show  surplus  earnings  of  $100,000,  and  a 
surplus  of  current  assets  over  current  lia¬ 
bilities  of  $2,000,000.  On  the  other  hand 
the  subsidiary  companies,  in  addition  to  the 
advances  received  from  the  parent  company, 
had  been  borrowing  money  outside  for  con¬ 
struction  purposes  and  to  make  good  losses, 
with  a  result  that  their  current  liabilities  of 
$5,000,000  exceeded  their  current  assets  of 
$2,000,000  by  $3,000,000,  including  advances 
to,  and  by  the  holding  company. 


Accounting  Methods  for  the  Meat  Packing 

H  ouse  Industry* 

By  F.  L.  ERION 


No.  II — Stock  Keeping  Department 


N  the  essential  elements  oi 
stock-keeping  the  stock  rec¬ 
ords  of  a  meat  packing  busi¬ 
ness  do  not  vary  from  those 
of  any  other  manufacturing 
concern,  and  yet  there  is  enough  difference 
of  detail  to  warrant  a  special  study  of  the 
subject  and  a  special  system  for  the  bus¬ 
iness. 

The  stock  records  of  the  packer  must  be 
very  comprehensive  and  complete  because 
they  are  used  for  many  purposes,  by  differ¬ 
ent  departments,  and  must  be  so  constructed 
as  to  furnish  a  maximum  amount  of  infor¬ 
mation  with  a  minimum  of  labor  to  avoid 
requiring  from  the  operating  department  a 
multiplicity  of  reports,  thus  increasing  the 
expense  and  incidentally  the  chance  of 
error. 

As  already  stated  the  stock  records  are 
used  for  many  purposes,  and  it  might  be 

♦Note — The  first  article  of  this  series  was  de¬ 
voted  to  the  construction  and  repair  departments. 
See  December,  1905,  number,  page  1081. 


well  to  mention  some  of  them  to  illustrate 
what  is  required. 

First — The  sales  managers  must  know 
exactly  what  salable  stock  is  on  hand  or 
in  process  of  manufacture,  and  if  in  pro¬ 
cess  at  what  point  it  is,  to  enable  them  to 
intelligently  offer  the  goods  for  sale;  and 
keep  them  posted  as  to  the  perishable  part 
of  the  product  which  must  be  promptly  sold 
in  order  to  realize  the  greatest  profit. 

Second — The  purchasing  department 
must  be  kept  fully  informed  as  to  the  sup¬ 
ply  of  live  stock  and  minor  supplies.  The 
live  stock  part  is  very  easily  accomplished 
but  the  minor  supplies,  some  of  which  are 
used  in  large  quantities  and  are  almost  as 
important  to  the  operation  of  the  plant  as 
the  live  stock  itself  are  what  require  the  de¬ 
tail  of  report  and  record. 

Third— The  insurance  department  must 
be  kept  posted  on  values  in  order  to  prop¬ 
erly  insure  the  property  and  in  case  of  a 
fire  prove  the  actual  loss  in  the  shortest 
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possible  space  of  time,  without  having  to 
date  back  to  the  last  inventory  and  show 
the  whole  operation  from  that  time  up  to 
the  time  of  the  fire  in  order  to  get  actual 
'  figures. 

The  stock  records  are  made  to  show 
quantities  only.  If  the  value  is  wanted  the 
articles  must  be  listed,  priced,  extended,  etc., 
which  is  necessary  for  insurance  purposes 
only,  and  may  be  done  at  stated  intervals. 

To  avoid  keeping  and  posting  a  book 
record  of  each  article  of  stock  the  reports 


slaughtering.  Starting  with  the  “Receipts” 
side  of  the  report,  the  first  column  is  used 
for  the  purpose  indicated  by  the  heading 
and  shows  the  balance  on  hand  from  the 
previous  day.  The  “Bought”  column  covers 
the  day’s  purchases  and  may  be  checked 
against  the  scale  tickets  of  the  stock  yards 
company,  and  the  bills  of  the  seller,  besides 
which  the  report  of  the  man  in  charge  of 
driving  the  stock  from  the  stock  yards  to 
the  plant  may  be  utilized  for  a  further  check 
if  deemed  advisable. 


BEEF  DEPARTMENT  DAILY  REPORT. 


South  Omaha.  Neb.. 
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from  the  operating  department  are  made  up 
in  such  complete  form  that  they  will  admit 
of  being  checked,  after  which  they  are  put 
into  a  binder  and  become  the  permanent 
record. 

The  system  illustrated  by  the  forms  pre¬ 
sented  contemplates  the  whole  situation.  It 
starts  with  the  live  stock,  and  follows  the 
product  through  the  different  processes  and 
departments  until  it  is  finally  sold  and  ac¬ 
tually  shipped  from  the  plant.  It  shows 
all  the  stock  on  hand,  what  insurance  sec¬ 
tion  it  is  in  and  in  what  process  of  manu¬ 
facture  it  is. 

Taking  the  beef  and  sheep  end  of  the 
business  for  illustration : 

Form  9  covers  the  live  stock,  the  first  di¬ 
vision  being  devoted  to  the  buying  and 


The  “Shipments”  column  is  intended  to 
cover  the  receipt  of  live  stock  which  is 
bought  at  other  market  points  and  shipped 
here  to  be  slaughtered.  It  may  be  checked 
against  the  loading  count  and  the  bills  of 
the  seller,  as  well  as  the  count  of  the  receiv¬ 
ing  department. 

The  “Gain”  column  is  to  take  care  of 
any  difference  that  may  occur  in  the  count 
of  live  stock.  There  are  so  many  checks 
on  these  counts  that  it  seems  impossible  for 
errors  to  occur,  yet  the  differences  arise 
and  must  at  the  time  be  taken  care  of  in 
order  that  the  count  shown  on  hand  may  be 
correct.  ^ 

Going  to  the  other  side  of  the  report.  The 
first,  or  “Shipments”  column  covers  the 
movement  of  live  stock  which  has  been 


Continued  on  page  124. 


An  Aid  to  Modern  Business 


By  ISAAC  F.  MARCOSSON 


■jHERE  was  a  time  when  per¬ 
sonality  ruled  business  and 
gave  it  an  imperishable  tradi¬ 
tion,  when  vast  commercial 
I  enterprises  sprang  from  one 
man’s  efforts  and  generations  plucked  the 
rich  fruits  of  his  endeavors.  It  was  the  era 
of  the  business  men  of  the  old  school,  the 
forerunners  of  the  builders  of  our  empire 
of  industry.  Perhaps  it  was  some  shipping 
prince  whose  fleet  of  clipper  ships  touched 
at  far-away  wharves  to  exchange  Yankee 
products  for  the  treasure  of  the  storied 
East ;  perhaps  it  was  a  merchant  king  who 
turned  cheese  into  dollars  and  ruled  a 
dusty  counting-room  with  an  iron  hand ; 
or  perhaps  it  was  some  mill  lord  from 
whose  myriad  looms  was  spun  the  glitter¬ 
ing  fabric  of  a  great  fortune.  But  whether 
the  old  master  of  trade  moved  with  stately 
mien  and  ponderous  gait  through  ship,  mill, 
or  store,  his  business  was  conducted  after 
the  very  simple  and  unwritten  law  and  in 
the  good  old  way. 

“Why  bother  about  frills  and  secre¬ 
taries?”  said  these  old  merchants  as  they 
made  their  way  serenely  amid  the  changing 
tides  of  men  and  affairs.  Personality  and 
integrity  were  the  very  Gibraltar  upon 
which  the  unyielding  structure  of  their 
fortunes  were  reared.  There  was  dignity 
and  glamour  about  their  calling.  It  was  a 
very  great  honor  to  be  a  great  merchant. 
These  men  merged  their  names  into  the 
history  of  their  times,  and  they  turned 
“keen,  untroubled”  faces  upon  the  dangers 
that  hurled  lesser  men  to  their  ruin.  When 
they  died,  their  sons  succeeded  them.  Sons 
came  and  sons  went,  and  old  businesses 
seemed  destined  to  go  on  forever. 

But  as  these  old  merchants  faded  from 
the  market-place  swift  changes  were  shak¬ 
ing  the  foundations  of  the  regime  that  long 
years  of  fldelity  had  builded.  A  wonderful 
commercial  expansion  swept  the  country, 
uprooting  all  business  traditions.  It  fol¬ 
lowed  a  marvelous  development,  the  an¬ 
nexing  of  every  state  and  country  to  the 
growing  empire  of  business.  Invention  had 
come  to  the  aid  of  business  and  sped  it  on 
with  tingling  leaps.  A  fleet  of  steel  steam¬ 
ers  succeeded  every  old-time  clipper  ship. 


pulsing  factories  rose  where  the  ancient 
looms  had  whirred,  and  towering  sky¬ 
scrapers  reared  their  roofs  where  musty 
warehouses  had  stood.  Commerce  fol¬ 
lowed  the  flag,  and  the  nation  was  rushed 
into  the  thrilling  race  for  world-trade. 
Fierce  competition  succeeded  the  dignified 
calm  of  the  old  business  days,  and  the 
game  was  to  the  swift  and  to  the  quick. 

But  what  of  the  character  of  business? 
Business  underwent  a  complete  evolution, 
and  the  last  vestige,  save  honor,  of  the  old 
order  of  things  was  swept  away,  with  few 
exceptions.  In  that  mighty  evolution  which 
had  fairly  hurled  the  United  States  far  into 
the  van  of  the  struggle  for  world-commer¬ 
cial  power  the  very  methods  of  business 
changed.  Vast  volumes  of  trade,  coupled 
with  the  many-sided  phases  of  modern  in¬ 
dustry,  made  new  and  exacting  demancE 
upon  man’s  ingenuity  and  resource.  1  he 
time  had  gone  when  one  man  could  steer  a 
great  business  through  the  swift  eddies  of 
competition  and  progress  to  devious  paths 
that  touched  at  many  lands.  Industries 
with  a  hundred  branches ;  railroads  that 
employed  armies  and  made  and  unmade 
states ;  enterprises  that  girdled  the  globe, — 
these  were  the  Titanic  activities  that  man 
was  called  upon  to  harness. 

What  happened?  Business  became  or¬ 
ganized  as  never  before.  It  became  as  con¬ 
summate  a  plan  of  action  as  ever  Napoleon 
wielded  to  crush  the  Allies  of  Europe.  In 
short,  business  became  a  science  that  had 
for  its  aim  the  elimination  of  failure  and 
the  complete  enhancement  of  financial  suc¬ 
cess. 

The  old-time  business  man  carried  much 
of  the  plan  and  detail  of  his  undertakings 
in  his  head.  His  business  developed  itself, 
and  he  merely  guided  it.  It  was  a  tradi¬ 
tion  that  certain  volumes  of  business,  like 
history,  repeated.  But  with  the  new 
science  of  business  came  the  business  engi¬ 
neer.  He  was  the  concrete  symbol  of  an 
era  of  organization  and  system ;  a  business 
doctor  who  prescribed  for  a  business  that 
was  ill  and  failing,  who  applied  strenuous 
remedies.  He  laid  out  business  campaigns 
as  a  civil  engineer  laid  out  the  route  of  a 
railroad  for  a  syndicate.  The  parallel  was 
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easy.  On  the  one  hand  was  an  untilled 
business  field  ready  to  be  broken  for  a 
golden  harvest;  on  the  other  was  a  virgin 
country  to  be  linked  with  bonds  of  steel. 

What  did  the  business  engineer  do?  First 
of  all,  he  revolutionized  business  methods. 
He  showed  men  how  to  conduct  their  busi¬ 
ness  better  than  they  had  done  before.  Fie 
showed  them  where  waste  was  eating  up 


their  profits ;  where  energy  was  going  to 
naught;  where  concentration  might  in¬ 
crease  output ;  and  how  worry,  that  eternal 
menace  of  prosperity  and  health,  could  be 
vanquished.  Best  of  all,  he  did  away  with 
the  old-time  theory  that  a  man  had  to  wait 
six  months  to  find  out  how  his  affairs 
stood.  “Know  how  you  stand  every  day  at 
the  close  of  business,”  said  the  business 
engineer.  And  he  proved  it.  He  intro¬ 
duced  systems  for  the  use  of  looseleaf 


ledgers  and  card  catalogues,  by  which  a 
man  at  5  o’clock  every  day  knew  just 
what  his  profits  and  his  losses  were.  What 
is  the  result?  No  more  illusions  about 
being  on  the  sunny  side  of  the  business 
street  when  you  are  in  reality  verging  on 
the  edge  of  bankruptcy. 

But  the  business  engineer  did  more  than 
He  organized  great  industrial  enter¬ 
prises  so  that  system  ruled 
them  just  as  the  person¬ 
ality  of  the  old-time  busi¬ 
ness  man  dominated  his 
establishment.  He  took  a 
great  manufacturing  com¬ 
pany,  for  example,  that 
had  eighty  branch  stores 
all  over  the  United  States. 
He  made  a  series  of  charts 
that  covered  comprehens¬ 
ively  every  phase  of  the 
business.  By  their  use  the 
head  of  the  great  business 
could  sit  at  his  desk  in  the 
morning  and  have  spread 
before  him  the  very  vitals 
of  his  whole  vast  business. 
He  could  see  what  every 
department  was  doing — 
just  how  the  line  of  out¬ 
put  paralleled  the  line  of 
sale  (and  this  was  a  vastly 
important  thing  to  know)  ; 
he  could  observe  at  a 
glance  just  what  his  supply 
of  raw  material  was;  how 
many  men  were  at  work, 
and  how  they  did  their 
work.  In  brief,  he  sat 
there  with  his  finger  on  a 
business  pulse  that  throb¬ 
bed  in  every  State. 

But  the  greatest  example 
of  business  system  is  in 
the  conduct  of  The  Pru¬ 
dential  Insurance  Com¬ 
pany,  of  Newark,  N.  J.,  with  its  practically 
perfect  plan  of  handling  and  recording  the 
tremendous  detail  incidental  to  the  operation 
of  six  and  one-half  million  policies  all  in 
force.  With  every  labor-saving  device 
known  to  modern  business  invention  and 
convenience,  the  company  is  able  to  mini¬ 
mize  its  expenses.  For  example,  it  has  its 
own  complete  printing  plant,  where  all  the 
enormous  amount  of  supplies  are  printed, 
and  where  the  company  publications,  which 
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have  a  circulation  of  3,000,000,  are  publish¬ 
ed.  It  has  actuarial  machines  that  turn  out 
complete  records  in  less  than  a  minute. 
This  annihilation  of  all  unnecessary  ex¬ 
pense  makes  possible  liberal  dividends  for 
policyholders.  The  system  of  recording  has 
been  brought  to  its  highest  development 
by  the  Prudential  Company.  Every  detail 
of  the  great  insurance  undertaking  is  con¬ 
centrated  and  recorded,  so  that  any  detail 
can  be  referred  to  without  the  least  delay, 
which  not  only  means  system,  but  proclaims 
economy. 

Business,  then,  has  been  reduced  to  a. 
science.  The  man  at  the  head  of  it  was 
like  a  general  conducting  a  military  cam¬ 
paign,  It  was  a  fascinating  science,  in¬ 
stead  of  researchers,  there  were  alert, 
eager-brained  business  men,  searching 
every  law  of  demand  and  supply,  probing 
every  possibility,  exploring  new  fields  of 
commercial  conquest.  In  the  uncertain 
crucibles  of  speculation  and  ambition  they 
stirred  vast  enterprises  into  dazzling  re¬ 
sults. 

Thus  men  built  their  shining  structures 
on  the  vast  checkerboard  of  business.  But 
the  grim  factor  Death  had  to  be  reckoned 
with.  Man,  however,  had  found  a  way  to 
provide  against  the  uncertainty  of  life,  and 
the  way  was  through  life  insurance.  As 
business  had  made  its  mighty  strides,  life 
insurance  had  kept  pace.  As  business  had 
become  reduced  to  an  exact  science,  so  had 
life  insurance  been  perfected  until  its  all- 
protecting  arms  sheltered  a  whole  world. 
It  put  an  infallible  safeguard  about  the  most 
sacred  institution  in  the  world — the  home. 
Business  men  were  quick  to  appreciate  its 
value  to  them,  for  it  became  a  sure  and 
certain  investment,  an  unerring  means  to 
economy  and  the  policy  became  a  negoti¬ 
able  paper  that  was  a  sterling  asset. 

But  how  was  life  insurance  to  protect 
business  as  it  was  protecting  millions  of 
homes?  The  'Prudential,  of  Newark,  made 
it  possible  with  a  partnership  policy  that 
was  destined  to  become  an  inseparable  aid 
to  business.  Behind  this  great  company 
was  the  personality  of  United  States  Sena¬ 
tor  John  F.  Dryden,  who  had  founded  and 
developed  it  until  it  became  a  monument 
of  impregnable  insurance  protection.  The 
joint-partnership  policy  was  evolved  upon 
this  theory:  “If  men  can  successfully  in¬ 
sure  their  lives  for  their  families,  why  not 


insure  for  their  partners  or  their  business?” 

So  the  plan  of  partnership  insurance  was 
evolved,  in  which  a  group  of  men  associat¬ 
ed  in  business  could  insure  themselves  for 
each  other’s  benefit  or  for  the  benefit  of 
the  firm,  and  thus  guarantee  the  integrity 
of  the  institution. 

The  plan  developed  and  put  into  wide 
and  successful  operation  by  the  Prudential 
is  as  ‘simple  and  economical  as  it  is  far- 
reaching  in  its  beneficial  effects.  Brown, 
Smith,  and  Jones,  for  example,  are  engaged 
in  business  in  New  York.  They  are  healthy, 
insurable,  and  their  business  prospers.  One 
day  Brown  says  to  his  partners : 

“What  would  happen  if  one  of  us  died 
suddenly?”  In  the  midst  of  life,  with  suc¬ 
cess .  smiling  at  them  from  every  side  and 
the  future  beckoning  alluringly  before  them, 
this  was  not  a  pleasant  prospect.  There 
was  a  pause.  Then  Jones  said: 

“I  guess  there  would  be  great  confusion 
and  no  one  would  know  where  he  stood. 

Presently  Smith  remarked:  Wed  ha\e 

to  take  in  another  partner,  I  suppose. 

But  Brown  broke  in  at  this  juncture: 
“I  have  a  remedy  for  this  contingency 
which  is  liable  to  come  any  time  and  when 
we  are  least  prepared.  Let  us  take  out  a 
Prudential  joint-partnership  insurance  in 
favor  of  the  business.  Then  things  will  go 
on  all  right,  no  matter  what  happens.” 

So  they  took  out  a  Prudential  partner¬ 
ship  policy.  Brown  was  thirty-nine  year<^ 
old.  Smith  was  forty-two,  and  Jones  was 
forty.  Each  took  out  a  policy  for  $10,000. 
The  beneficiary  for  the  $30,000  of  insurance 
was  the  firm.  The  combined  annual  pre¬ 
mium  was  $993.10,  which  was  paid  out  of 
the  firm’s  sinking  fund  as  a  legitimate  ex¬ 
pense. 

What  was  the  result?  From  the  day 
those  policies  reposed  in  the  firm’s  safe,  a 
keener  confidence  pervaded  the  business 
that  was  like  tonic  to  the  partners.  The 
whole  foundation  of  the  business  seemed 
safer  and  surer.  These  men  knew  abso¬ 
lutely  that  no  matter  how  suddenly  death 
might  stalk  among  them  the  business 
which  they  had  reared  with  patient  hands 
and  hopeful  hearts  was  immune  from  dis¬ 
integration,  which  the  death  of  one  of  their 
number  might  have  caused. 

But  the  insurance  was  not  the  only  bene¬ 
fit  that  this  group  of  policies  bestowed. 
They  had  also  the  confidence  and  the  con¬ 
stant  satisfaction  that  protection  afforded. 
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There  was  still  another.  Their  credit  was 
enhanced.  One  day  an  opportunity  pre¬ 
sented  itself  for  a  business  deal  of  consid¬ 
erable  scope.  A  sum  of  money  beyond  that 
in  hand  was  necessary,  and  since  the  greater 
part  of  the  firm’s  available  security  was  em¬ 
ployed,  the  partners  were  in  a  quandary. 
Suddenly  Jones  had  an  inspiration. 

“How  about  our  partnership  policy  and 
the  loan  which  the  Prudential  will  make  to 
us?”  he  exclaimed. 

“Sure  enough,”  replied  the  partners.  It 
was  put  into  the  breach  and  was  a  ready 
security ;  the  money  was  secured  and  the 
deal  was  consummated,  the  profit  secure'd, 
and  the  loan  restored. 

Then  one  day  the  tragic  news  was  flash¬ 
ed  to  the  office :  “Smith  is  dead.”  He  had 
passed  away  suddenly  in  the  night.  In  the 
ordinary  course  of  events  which  follow 
such  a  misfortune  there  would  have  been 
endless  confusion  and  a  yawning  gap  in 
the  business,  to  be  instantly  filled  at  any 
cost  or  the  result  to  the  firm  would  be  seri¬ 
ous.  Ready  money  is  always  necessary  at 
such  times.  Long  experience  has  taught 
that  in  these  crises  $10,000  in  available 
cash  is  worth  more  than  ten  times  that  sum 
at  any  other  time,  for  it  is  sometimes  dif¬ 
ficult  to  convert  assets,  however  valuable, 
quickly  into  cash.  That  is  why  so  many 
rich  men  have  large  policies  which  provide 
ready  money  in  just  such  emergencies.  But 
in  the  case  of  Smith  there  was  the  Pruden¬ 
tial  partnership  policy,  which  was  the  ready 
wedge  ready  to  be  driven  straight  into  the 
emergency.  There  was  a  check  for  $10,000 
the  next  day;  it  bridged  over  all  troubles, 
and  permitted  no  menace  to  the  integrity  of 
the  business. 

But  assume  that  the  partners  lived.  The 
benefit  would  be  just  as  great.  Since  the 


elusive  Elixir  of  Life  remains  undiscovered, 
the  uncertainty  of  earthly  existence  men¬ 
aced  these  men  as  all  other  mortals.  Yet 
the  policy  girded  them  with  confidence  and 
granted  them  immunity  from  worry.  No 
matter  what  happened,  they  were  protected. 
The  policy,  therefore,  represented  at  all 
times,  not  only  a  safeguard,  but  an  infal¬ 
lible  asset  for  the  realization  of  money  and 
the  building  up  of  credit.  If  one  of  the 
partners,  or  all  of  them,  retired  from  busi¬ 
ness,  the  policies  could  be  changed  so  as 
to  make  the  wives  the  beneficiaries.  The 
protection  was  continuous.  Thus,  life  in¬ 
surance  has  taken  its  place  as  essential  to 
the  safe  and  systematic  conduct  of  business, 
— a  first  and  last  aid  to  the  business  man. 

The  value  of  life  insurance  remains  un¬ 
impaired.  When  President  Dryden,  of  the 
Prudential,  at  his  own  request,  was  sum¬ 
moned  to  appear  before  the  Armstrong  in¬ 
vestigating  committee  in  New  York  he 
declared  on  the  stand,  in  answer  to  the 
question  why  his  company  maintained  a 
large  surplus,  that  it  represented  security, 
— the  first  and  unalterable  purpose  of  the 
company.  As  the  ratio  of  mortality  and 
the  expense  of  insurance  are  lessened  each 
year,  so  does  the  attitude  of  the  company 
toward  its  policy  holders  become  corre¬ 
spondingly  more  liberal. 

We  have  seen  how  life  insurance  main¬ 
tains  the  integrity  of  business.  So  does  it 
in  a  larger  sense  preserve  the  unity  of  the 
American  home.  It  makes  possible  those 
vital  forces  that  provide  the  bone  and  sinew 
of  our  national  life.  Viewed  in  the  light 
of  our  civilization,  it  has  taken  a  high  and 
unimpeachable  place  in  the  destiny  of  the 
nation.  For  in  the  perfect  security  of  the 
people  lies  the  real  hope  and  safeguard  of 
the  democracy. 


Distribution  of  Kstablishment  Charges 

DESCRIPTION  OF  A  MACHINE  UNIT  SYSTEM  BY  WHICH  MANUFACTURING  EX¬ 
PENSE  IS  PRO-RATED  OVER  COST  OF  RUNNING  MACHINES,  STEAM  OR  K.  W.  HOUR 

By  D.  C.  EGGLESTON,  M.  E. 


EFERRING  to  this  subject  of 
so  much  importance  to  the 
management  of  all  factories,  1 
desire  to  call  the  attention  of 
your  readers  to  the  macnine 
unit  system  by  which  all  expense  items  are 
distributed  as  a  load  on  machines,  expense 
accounts  being  credited  and  individual  jobs 
debited. 

In  our  business  all  expense  items  are 
grouped  under  six  main  heads  in  the  fol¬ 
lowing  manner : 

MACHINE  EXPENSE. 

(a)  Fixed  Charges — 

1.  Depreciation  on  machinery. 

2.  Insurance  on  machinery. 

3.  Taxes  on  machinery. 

(b)  Power — 

4.  Coal. 

5.  Oils. 

6.  Waste  and  sundry  supplies. 

7.  Water. 

8.  Repairs. 


tb)  POWLR  EXPLNSL  ^  COAL  . 

scrijatiof^  ijT 

• 

(e)  Light— 

17.  Changes  to  illuminating  system. 

18.  Waste  and  sundry  supplies. 

19.  Repairs  to  illuminating  system. 

20.  Wages  of  lamp  trimmers. 

21.  Administration  expense. 

(f)  Administration — 

22.  Salaries,  superintendents. 

23.  Salaries,  cost  clerks. 

24.  Salaries,  pay  roll  department. 

25.  Salaries,  stenographers  and  type¬ 

writers. 

2(3.  Stationery. 

MATERIAL  EXPENSE. 

(g)  Raw  Material — 

27.  Insurance  on  investment. 

28.  Salaries,  inspection  of  raw  mate¬ 

rial. 

29.  Salaries,  raw  stock-keepers. 

30.  Salaries,  porters  (raw  material). 

31.  Unclassified  raw  material  expense, 
(li)  Process  Material — 

32.  Salaries,  general  output  depart¬ 

ment. 

33.  Salaries,  counters. 

34.  Salaries,  clerks  (process  stock). 

35.  Stationery. 

36.  Wrapping  paper  used  on  process 

stock. 

The  bills  are  all  classified  according  to 
the  proper  number  when  they  come  in,  and 
are  charged  to  the  proper  account.  Thus 
a  bill  for  coal  would  be  classified  (b)-4. 
Demurrage  on  coal  barges  would  also  be 
classified  as  (b)-4.  Thus  all  charges  of  a 
similar  nature  are  kept  together.  . 

The  shop  cost  department  have  a  book 
ruled  as  illustrated  in  Form  1.  In  this  they 
enter  the  charges  to  the  various  accounts. 
This  is  checked  in  a  summary  book  with 
the  ledger,  a  page  of  which  is  illustrated  in 
Form  2. 

Ther  expenses  are  classified  and  a  machine 
rate  found  as  follows : 

(a)  Fixed  Charges  is  a  rate  per  $1  of 
the  face  value. 


(c)  Tools — 

9.  Changes  to  small  tools. 

10.  Insurance  on  small  tools. 

11.  Taxes  on  small  tools. 

12.  Changes  to  shop  fixtures  in  tool 

stockrooms. 

13.  Sundry  tool  expense. 

(d)  Rent — 

14.  Depreciation  on  buildings 

15.  Changes  to  buildings. 

16.  Wages,  watchmen. 

17.  Supplies  for  cleaning. 

18.  Telephone  bills. 
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(b)  Power  Expense  is  so  much  per 
pound  steam  or  K.  W.  hour. 

(c)  Tools  Expense  is  analyzed  and  pro¬ 
portioned  to  each  machine  by  estimate. 


Material  Expense  is  handled  in  the  same 
way,  and  is  applied  as  a  loading  on  ma¬ 
terial  by  using  a  percentage. 

As  illustrated  in  Eorm  3  the  Operator’s 
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(d)  Rent  Expense  is  a  rate  per  square 
foot. 

(e)  Light  Expense  is  also  a  rate  per 
square  foot. 

(f)  Administration  Expense  is  assessed 
according  to  the  number  of  productive  em¬ 
ployes  in  the  various  departments. 

Thus  we  can  find  the  cost  of  running 
one  machine  for  one  year. 

(a)  Fixed  Charges,  —  per  cent  of  face 

value  . . 

(b)  Power,  —  lbs.  of  steam  at  $ —  per  lb. - - 

(c)  Tools  Expense  for  one  year . . . 

(d)  Rent,  $ —  foot  at  $ —  per  square  foot - - 

(e)  Light  $ —  foot  at  $ —  per  square 

foot  . . 

(f)  Administration  Expense  $ — r  per  oper¬ 

ator  . ; . . 

Total  cost  for  one  year . . 

Divide  by  the  number  of  working  hours 
in  the  year  and  we  have  the  hourly  ma¬ 
chine  rate. 


Time  Ticket  is  designed  for  entering  the 
machine  hours,  and  the  class.  The  rate  for 
the  class  is  extended  according  to  the  num¬ 
ber  of  hours  worked  and  is  added  to  the 
cost  of  the  job  in  the  following  manner: 

S.  O.  Order  No. 

Material. 

Material  Loading. 

Labor. 

Machine  Loading. 

Standard  Cost. 

Thus  the  material  and  expense  is  added 
together  by  the  shop  cost  department  in 
finding  the  total  cost  of  the  order  as  de¬ 
livered  by  the  shop. 

Since  running  the,  factory  over  or  under 
time  .makes  variations  in  the  amount  of 
expense  added  to  the  various  jobs  it  is  nec¬ 
essary  to  make  a  monthly  current  variation 
report.  Then  a  percentage  can  be  added 
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A  Standard  Adding  Machine 

in  YOUR  Office  will  SAVE 
Its  Own  Cost  and  Then 
Begin  Saving  for  Your 
Pocketbook.  PROVE  THIS 
with  a  FREE  Test. 


To  PROVE  to  you  what  can  be  done  in  your  own 
office  with  a  Standard  Adding  Machine,  we  will 
send  you  one.  charges  paid,  for  a  FREE  trial. 
Just  fill  out  the  blank  below  and  mail  it  to  us 

today. 

As  soon  as  we  receive  it,  we  will  instruct  our  near¬ 
est  representative  to  deliver  one  of  the  machines  at 
your  place  and  leave  it. 

Use  it  just  as  if  it  were  your  own— bought  and  paid 
for 

Do  all  your  adding,  tabulating,  balancing  and  other 

^°*^A^\^^f^^he  machine  isn’t  all  we  claim— if  you  aren’t 
satisfied  it  will  save  for  you  as  we  say— send  it  back 
where  you  got  it.  Pay  nothing. 

You  won’t  be  obligated.  We  shan’t  complain. 

The  Trial  is  FREE. 

If  “the  Standard’’  makes  good— and  the  chances  are 
a  million  to  one  it  will— you  won’t  want  to  be  without  it. 

And  the  price  is  only  $185.00 — about  one- 
half  you  are  asked  to  pay  for  other  machines 
that  can’t  compare  with  it. 

For  the  Standard  Adding  Machine  prints 
the  figures  in  plain  sight  where  you  can  read 
them  as  fast  as  they  are  made.  This  does  away 
with  mistakes. 

Then  there  are  only  two  rows  of  keys,  and  one  figure 
of  a  kind,  Y ou  can’t  get  mixed  up  putting  down  amounts. 

The  Standard  is  small— compact— simple  in  con¬ 
struction-simple  in  action— and  never  gets  out  of  order. 

You  don’t  need  a  truck  to  move  it  about. 

You  don’t  have  to  carry  your  work  to  it.  You  can 
use  a  Standard  wherever  your  work  happens  to  be. 
For  it  will  work  just  as  well  on  a  slant  top  desk  as 
anywhere  else. 


If  you  can  earn  $1,800.00  to  $5,000.00 
a  year  salary,  write  to  us  at  once. 

Tell  all  about  yourself— what  you 
have  done— what  you  are  doing  — 
and  what  you  can  do. 

Our  growing  business  demands  the 
brains  of  men  who  can  see  an  oppor¬ 
tunity  and  jump  at  it — who  can  follow 
up  leads— turn  prospects  into  custo¬ 
mers— cover  territory— handle  other 
men— become  District  Managers. 


Si 


And  your 
office  boy 
can  carry 
it  about. 

But  let  us 
prove  all  this  to 
you.  Let  us  do  ^ 
it  at  our  own  ex¬ 
pense  and  risk,  as 
we  offer. 

Take  us  at  our 
word.  Mail  us  the 
Free  Trial  Blank 
today. 

If  you  won’t 
be  persuaded  to 
do  this,  at  least  send 
for  our  Testimonial 
Book  telling  how 
other  people  efifect 
economies  in  their  businesses  with  the  Stand¬ 
ard  Adding  Machines. 

Until  you  read  this  book,  you  can  hardly  realize 
the  many  ways  our  machine  saves  time  and  money. 

By  reading  it,  you  may  learn  how  to  effect  big 
economy  in  your  own  office. 

And  you  get  the  book  for  the  asking. 

Just  your  name  and  address  on  a  post-card  mailed 
to  us  today  will  bring  you  a  copy  of  the  Testimonial 
Book,  by  return  mail,  postpaid. 

Send  for  it  and  be  convinced  that  a  Standard  Adding 
Machine  Will  save  money  for  you. 


I  am  willing  to  test  a  Standard  Add¬ 
ing  Machine  at  your  expense  and  risk. 

You  may  deliver  one  to  me  on  your 
FREE  Trial  offer. 

Also  send  me  your  Testimonial 
Book. 


Blank 


Name _ 

Business 

Address... 


3703 


The  Standard  Adding  Machine  Co. 

3703  Spring  Avenue,  St.  Louis,  Mo. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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or  subtracted  as  the  case  may  be  to  or  from 
the  standard  cost  and  the  current  cost 
found. 

The  above  machine  unit  system  the  form 
of  which  I  have  merely  suggested  cannot 
be  used  in  connection  with  my  name.  How¬ 
ever,  I  would  be  glad  to  entertain  a  prop¬ 
osition  to  write  out  in  detail  this  system 
for  your  Home  Study  Course  in  Systematiz¬ 


ing,  if  you  would  suggest  the  number  of 
words  you  could  use.  It  could  be  made  a 
supplement  to  your  booklet  on  Manufactur¬ 
ing  Cost.  Since  you  desire  to  make  your 
course  better  nothing  would  add  more  to  its 
practical  utility  than  the  exposition  of  this 
.  system  which  is  used  by  a  company  in  more 
than  20  different  factories,  covering  80  acres 
of  floor  space. 


.  Cash  or  Credit  for  the  Retail  Business  ? 


CAN  WE  ABOLISH  CREDIT  ? 

CAN  WE  INSIST  ON  CASH  ? 

IS  THE  CREDIT  SYSTEM  A  NUISANCE  OR  A  NECESSITY  ? 


STRICTLY  cash  business.”  It 
sounds  .well  and  the  idea  is 
very  attractive  to  the  average 
merchant  who  has  at  all  times 
more  or  less  trouble  in  mak- 
•ing  collections  from  his  trade.  Unfortun-' 
'  ately  it  is  a  condition  absolutely  impossible 
of  attainment '  for  the  majority  of  us  simply^ 
because  thej^eTs  not  enough  cash  trade  nor 
enough  cash  to  go  around.  In  any  com- 
munity./there" is  a  certain  amount  of  cash’ 
trade,  that  is^,  a  certain  number  of  people 
both  able  and  willing  to  pay  cash-  in  ad¬ 
vance  for  all  they  need  or  wish  to  purchase. 
And  there  are  certain  other  people  who  are 
either  unwilling  or  unable  to  do  this.  These 
latter  create  a  legitimate  demand  for  credit 
and  like  every  other  legitimate  demand  this 
one  will  be  met  by  someone  who  is  willing 
to  extend  credit — for  a  consideration. 

All  talk  of  a  universal  cash  basis  is  fool¬ 
ish  talk.  Such  a  thing  can  never  come  to 
pass  while  our  social  structure  is  what  we 
see  it  now.  There  are  many  misunder¬ 
standings  about  this  question  of  debtor  and 
creditor.  Who  really  compose  the  creditor 
class  and  whom  the  debtor  class?  The  real 
creditors  in  this  country  of  ours  are  those 
who  pay  their  bills  weekly  or  monthly  and 
put  a  few  dollars  in  the  bank  for  the  tradi¬ 
tional  “rainy  day.”  •  In  our  savings  banks 
there  are  today  on  deposit  twelve  billions 
of  dollars,  placed  there  by  ten  millions  of 
our  fellow  citizens.  These  are  the  real 
creditors. 

Let  these  call  for  their  money  and  the 
business  of  the  country  will  go  to  smash  in 


a  day — yes,  in  an  hour.  When  a  few — a 
mere  handful— of  these  depositors  take  a 
notion  that  they  want  their  money,  and 
want  it  at  once  there  happens  what  we  call 
a  run  on  the  bank.  And  a  mighty  serious 
thing  it  may  be  for  the  bank  involved,  too. 
Make  this  idea  general  and  we  have  what 
we  call  a  panic.  Make  it  widely  general 
and  we  would  have  financial  ruin  for 
ninety-nine  out  of  every  hundred  wage- 
earners,  merchant  and  capitalist.  When 
the  small  depositor  begins  to  place  his 
money  in  the  toe  of  an  old  stocking  hidden 
at  home  instead  of  placing  it  in  the  bank, 
there  is  trouble  in  sight  for  the  business 
men  of  the  country.  All  this  would  be  one 
of  the  features  of  a  strictly  cash  business. 

Debtor  and  creditor  are  as  old  as  time 
and  will  be  as  old  as  eternity.  Every  man 
who  works  for  wages  is  the  creditor  of  his 
employer  and  a  preferred  creditor  at  that 
under  the  laws  of  most  of  the  states.  The 
amount  of  money  owed  to  wage-earners  at 
this  very  moment  is  enormous,  running  up 
into  millions.  Take  the  employe  of  a  rail¬ 
road  for  instance.  The  pay  day  of  the 
road  comes  once  a  month,  and  never  before 
the  fifteenth.  More  often  it  is  the  twenty- 
fifth.  Thus  when  the  employe  gets  paid 
there  is  still  due  him  the  better  part  of  a 
month’s  pay,  and  he  is  the  creditor  of  the 
company  to  that  extent. 

Such  a  man  is  entitled  to  credit  if  he 
wants  it  and  as  a  general  thing  he  does.  If 
you  are  after  his  trade  you  must  give  him 
the  credit  he  asks.  Here  is  the  whole  thing 
in  a  word.  Competition  will  force  you  to 
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The  Making  of  a  Man 

A  Hint  to  the  Poorly  Paid. 

Successful,  valuable  work,  whether  physical  or  mental,  depends 
upon  your  thinker — your  power  to  concentrate,  an  o  ac  . 

A  man  succeeds  in  measure  as  he  is  fitted  for  his  work. 

Keen,  active  brain,  and  steady,  reliable  nerves  to  carry  out  its 
orders,  depend  upon  the  kind  of  food  you  eat. 

Literally  millions  of  successful  workers  in  all  parts  of  the  world 
have  found  by  trial  that 

Qrape=Nuts 

is  the  perfect  food  that  makes  and  keeps  them  sturdy,  and  able  to 
command  money,  fame  and  power. 

“There’s  a  Reason” 

Postum  Cereal  Co..  Ltd.,  Battle  Creek,  Mich.,  U.  S.  A. 
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do  a  credit  business.  It  is  possible  to 
do  a  certain  amount  of  cash  business. 
There  may  be  enough  of  it  to  satisfy 
you  and  you  may  be  able  to  get  it 
all.  There  is  a  question  in  my  mind  as 
to  whether  you  want  it  or  not.  Let  us  see 
what  there  is  to  be  said  on  both  sides.  The 
cash  customer  is  a  “floater.”  The  purchases 
of  today  are  made  here.  Those  of  tomor¬ 
row  are  made  elsewhere.  There  is  no  rea¬ 
son  why  this  should  be  otherwise.  The 
motto  is :  “I  pay  cash  for  all  I  buy  and  am 
under  obligations  to  no  one.”  To  get  this 
cash  trade  you  must  make  the  usual  effort. 
To  keep  it  you  must  keep  it  up.  With  a 
purely  cash  business  there  is  no  such  thing 
as  a  steady  trade  unless  your  attractions 
are  constantly  presented  and  as  constantly 
added  to.  With  the  right  sort  of  credit 
trade  it  is  different.  All  things  being  equal 
your  credit  customer  will  stick  to  you.  He 
will  even  put  up  with  a  few  things  which 
would  drive  the  cash  customer  elsewhere. 
He  will  pass  another  store  to  come  to  you. 
And  he  will  buy  more  liberally  within  his 
means  than  the  cash  customer. 

Giving  credit  should  mean  simply  a  post¬ 
ponement  of  payment  for  a  certain  definite 
number  of  days.  Foolish  granting  of  credit 
has  been  the  rock  on  which  many  a  promis¬ 
ing  venture  has  stranded.  Not  credit, 
mind  you,  but  foolish  credit.  Foolish  and 
reckless  buying  will  wreck  you  just  as 
surely  and  just  as  quickly.  There  is  just 
as  much  excuse  for  the  one  as  for  the  other 
and  that  is  just  no  excuse  at  all.  Buy  rea¬ 
sonably  and  on  a  proper  basis.  Give  credit 
in  the  same  way. 

Credit  :,ales  are  better  than  cash  sales 
if  you  get  your  money  and  get  it  at  the 
time  you  stipulate,  for  you  will  sell  more 
goods  and  sell  them  at  a  little  higher  price. 
The  cash  customer  scrutinizes  the  prices  a 
little  more  closely  than  the  credit  customer. 
It  follows  then  that  it  only  remains  to  be 
sure  that  credit  is  given  only  where  the  bill 
will  be  paid  on  time.  This  will  sometimes 
fail,  so  an  additional  margin  must  be  put 
on  your  profit  to  take  care  of  the  defaults. 
The  credit  customer  expects  to  pay  this — 
and  always  does  unless  the  seller  is  to  fail. 
Therefore,  watch  your  credits.  The  means 
for  this  scarcely  come  within  the  scope  of 
these  remarks  which  have  for  their  purpose 
merely  a  demonstration  that  credit  is  a 
feature  of  trade  not  to  be  universally 
avoided. 


GETTING  THE  MONEY. 

Admit  that  credit  sales  are  desirable  if 
payments  are  made  promptly,  and  it  be¬ 
comes  a  question  of  assuring  yourself  that 
this  will  be  the  case.  To  this  end  the  local 
association  of  merchants  is  a  great  help  if 
properly  handled.  Ability  to  pay  is  not  al¬ 
ways  a  good  basis  for  credit.  Many  who 
are  perfectly  able  to  pay  will  cause  you 
serious  embarrassment  through  their  dila¬ 
tory  ways.  Many  a  man  of  limited  means 
is  better  pay  than  his  neighbor  of  much 
greater  actual  responsibility.  If  the  local 
association  is  a  strong  one,  and  if  all  slow 
'.pay  customers  are  reported  honestly,  there 
will  be  little  trouble  for  the  slow  pay  cus¬ 
tomer  is  almost  always  chronic  and  “fore¬ 
warned  is  fore-armed.” 

In  keeping  your  credit  customers  on  the 
prompt  list,  the  promptness  must  begin 
with  yourself.  Open  all  accounts  with  a 
distinct  understanding  as  to  terms  and  times 
of  payment.  Have  it  understood  when  and 
how  collections  are  to  be  made,  and  then 
make  them  in  that  way.  If  the  customer 
wants  the  bill  collected  at  a  certain  time 
and  place  be  at  that  place  at  the  time  spe¬ 
cified.  A  customer  who  is  perfectly  able 
and  perfectly  willing  to  settle  this  week’s 
bill  on  presentation  may  have  used  the 
money  elsewhere  if  you  delay  its  presenta¬ 
tion.  If  you  let  it  run  two  weeks  it  is  a 
little  larger  than  can  be  handled  easily  and 
a  part  only  is  paid.  Then  that  particular 
customer  is  a  little  behind  and  it  is  hard  to 
catch  up.  Keep  them  prompt  by  being 
prompt  yourself. 

A  fixed  income  is  a  legitimate  basis  of 
credit.  This  fixed  income  is  payable  to  the 
customer  at  certain  stated  and  fixed  periods. 
On  pay  day,  then,  is  the  time  to  present 
your  bill,  and  the  time  to  insist  on  getting 
your  money.  If  it  is  understood  that  the 
customer  prefers  to  pay  at  your  place  of 
business  so  much  the  better,  but  it  must  also 
be  understood  that  if  payments  are  not 
made  promptly,  a  visit  from  the  collector  is 
the  next  thing  in  order.  Let  it  be  also  un¬ 
derstood  that  you  are  bound  by  agreement 
to  report  delinquents  to  your  association. 
If  this  is  made  a  matter  of  course,  no  ex¬ 
ception  can  be  taken,  and  the  debtor  will 
make  an  extra  effort  to  be  prompt  merely 
for  the  sake  of  keeping  off  of  the  “slow” 
list. 

An  association  of  ten  merchants  can 
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Demand  for  Powell  Ad  Writers 
Three  Times  Greater  Than  in  Any 
Previous  Year.  Salaries  $1,200.00 

Up. 

The  advertising  business  is  today  in  its  in¬ 
fancy,  notwithstanding  the  marvelous  growth  of 
the  past  few  years. 

I  have  had  three  times  the  call  for  Powell 
graduates  thus  far  in  1906  over  any  previous  year. 
And  this  call  comes  from  every  section  of  Amer¬ 
ica — from  new  advertisers  who  realize  the  im¬ 
portance  of  the  trained  ad  writer  as  a  factor  in 
business  conquest — from  old  advertisers  who  see 
husky  new  concerns  getting  big  slices  of  their 
“established  businesses” — and  from  the  host  of 
advertising  agencies  who  are  constantly  expand¬ 
ing  their  copy  departments. 

In  this  great  work  of  preparing  ambitious  young 
men  and  women  to  do  good  advertising,  the 
Powell  System  of  Correspondence  Instruction  has 
unquestionably  played  a  more  successful  pan 
than  all  other  methods  and  institutions  combined. 

I  have  from  the  very  start  been  the  one  adver¬ 
tising  teacher  who  has  received  the  almost  unani¬ 
mous  endorsement  of  the  advertising  fraternity, 
and  my  worthy  graduates  have  thus  been  in  the 
best  possible  position  to  reap  the  quickest  and 
biggest  rewards. 

An  example:  Prior  to  enrollment  with  me,  Mr. 
F.  W.  Spollett,  of  the  well  known  Carter  Ink  Co., 
sought  the  advice  of  the  leading  Boston  advertis¬ 
ing  agencies,  among  them  Wood,  Putnam  & 


Wood,  who  handle  scores  of  high  grade  adver¬ 
tising  appropriations,  including  Gillette  Razors, 
etc.,  and  the  H.  B.  Humphrey  Co.,  who  place  all 
the  advertising  of  that  noted  reformer,  Thomas 
W.  Lawson,  besides  directing  the  destinies  of 
many  other  notable  advertisers. 

Both  these  substantial  representatives  of  the 
staid  old  “Hub,”  advised  Mr.  Spollett  to  take  up 
the  study  of  advertising— and  recommended  the 
Powell  System. 

The  great  trouble  of  advertisers  today  is  to  find 
the  right  sort  of  trained  advertising  men  and 
women— trained  in  that  practical  way  only  pos¬ 
sible  through  the  Powell  System  of  Correspond¬ 
ence  Instruction. 

Mr.  Libby,  whose  portrait  appears  herewith, 
became  my  student  less  than  a  year  ago,  while 
filling  a  humble  position  with  a  New  Jersey  rub¬ 
ber  company.  The  selfish  manager  tried  to  dis¬ 
courage  him,  saying  “Powell  won’t  help  you,”  and, 
failing,  he  increased  Mr.  Libby’s  duties,  hoping 
there  would  be  no  time  for  study.  But  selfishness 
availed  nothing,  and  when  through  my  course  I 
placed  him  as  advertising  manager  of  the  Frank 
D.  Fuller  Co.,  large  real  estate  operators  of  Bir¬ 
mingham,  Ala. 

If  you  wish  to  learn  about  the  positions  await¬ 
ing  good  ad  writers,  and  how  $1,200.00  to  $6,- 
000.00  a  year  is  being  earned,  send  for  my  free 
books — my  fine  Prospectus  and  Net  Results 
which  also  tell  how  the  struggling  business  man 
can  double  his  profits.  Address  me 

George  H.  Powell,  127  Metropolitan  Annex,  New  York 
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afford  to  have  a  credit  bureau  with  one  man 
in  charge,  and  this  one  man  can  attend  to 
all  of  the  slow  collections  in  person.  The 
expense  of  this  one-man  credit  bureau  can 
be  pro  rated  without  making  it  a  burden  to 
any  one  member.  The  collector  who  pre¬ 
sents  your  bill  is  for  the  time  being  an 
employe  of  yours.  If  he  has  two  delinquent 
bills  against  the  same  party  it  is  time  to  call 
a  halt.  If  all  overdue  bills  are  promptly 
placed  in  this  collector’s  hands,  there  is  little 
chance  of  delinquency  without  immediate 
detection. 

SOME  EXCHANGES  ON  THE  SUBJECT. 

CAN  YOU  DO  A  CASH  BUSINESS  AND  SUCCEED? 

This  is  a  question  that  has  distressed 
many  a  grocer,  and  most  of  those  who  have' 
attempted  it  have  failed  in  their  attempt. 
It  has  come  to  be  acknowledged  that,  with 
comparatively  few  exceptions,  credit  is  a 
necessary  evil  in  the  grocery  business. 
There  are  grocers,  who  have  succeeded  in 
a  “strictly  cash”  business.  You  find  them 
in  every  town  of  any  size,  but  you  never 
find  more  than  one  or  two  to  a  town.  In 
St.  Louis — a  great  city — there  are  three  or 
four  at  the  most  which  sell  only  for  cash, 
and  they  cater  entirely  to  that  minority  ele¬ 
ment  which  prefers  to  pay  cash.  The  aver¬ 
age  man  is  a  wage-earner  and  he  gets  paid 
once  a  week  or  once  a  month.  He  feels 
that  he  needs  credit.  A  man  of  wealth  pre¬ 
fers  to  pay  by  the  month,  merely  to  avoid 
the  annoyance  in  making  change  every  time 
his  groceryman  delivers. 

When  you  find  conditions  like  this  you 
must  meet  them  or  somebody  else  will, 
hence  it  is  that  credit  is  the  rule  and  cash 
the  exception  in  the  grocery  business. 

If  we  must  have  credit,  then  the  retail 
dealer  must  learn  to  watch  his  credits  as 
he  would  his  cash  box — they  are  exactly 
one  and  the  same. — The  Retail  Grocer. 

CREDIT. 

Credit  is  probably  the  chiefest  word  in 
the  lexicon  of  business,  always  presuppos¬ 
ing  that  it  will  be  turned  into  cash.  Vari¬ 
ous  estimates  of  the  total  percentage  of 
credit  business  have  been  made.  There  is 
no  way  of  computing  the  average,  but  it  is 
probable  that  not  far  from  80  per  cent  of 
the  aggregate  business  of  the  world  is  done 
on  credit. 

Credit  is  the  very  foundation  of  business 
— the  corner-stone. 

The  people  trust  the  banks,  the  banker 


extends  credit  to  the  producer  of  the  raw 
material,-  and  the  manufacturer.  The  latter 
accommodates  the  jobber,  the  jobber  the 
retailer  and  last  of  all  the  retailer  must  do 
a  certain  percentage  of  credit  business. 
Back  of  all  is  the  bank. 

Credit  is  a  most  useful  servant.  It  is  bet¬ 
ter  than  cash.  A  credit  of  $10,000  will  do 
twice  the  work  of  $5,000  in  cash. 

That  a  man  has  credit  with  a  bank,  a 
manufacturer  or  a  jobber  is  to  a  certain  ex¬ 
tent  a  certificate  of  good  business  standing 
and  reputation. 

Very  few  concerns  are  strong  enough  to 
do  the  great  annual  business  that  they  do 
without  calling  for  aid  in  carrying  their  cus¬ 
tomers,  and  aid  must  come  from  the  bank. 
Having  established  a  credit  with  bank,  man¬ 
ufacturer,  jobber  or  retailer,  it  is  your  own 
fault  if  you  lose  it.  You  can’t  lose  it  if 
you  are  honest  with  yourself.  If  you  act 
squarely,  your  credit  will  pull  you  even  over 
the  rough  places. 

Frequently  the  best  mercantile  concerns 
are  obliged  to  ask  extensions,  but  it  is  well 
not  to  do  this  unless  forced  by  circumstances, 
and  then  arrangements  should  be  made  for 
the  extension  long  before  the  paper  comes 
due.  If  you  meet  your  payments  promptly 
you  will  firmly  establish  your  credit  and 
credit  is  the  right  bower  of  capital.  Credit 
is  a  real  something. — Commercial  Bulletin 
&  Northwest  Trade. 

THE  EQUIVALENT. 

There  are  two  ways  of  doing  a  cash  busi¬ 
ness — one  for  cash  and  the  other  for  its 
equivalent. 

Your  banker  does  a  cash  business  when 
he  loans  you  $500  on  your  note,  with  in¬ 
dorser,  at  six  or  seven  per  cent.  Your  job¬ 
ber  does  a  cash  business  when  he  sells  you 
a  bill  of  goods.  Cash  is  the  exchange  con¬ 
templated.  A  limited  time  is  given  you  in 
which  to  pay,  with  interest  figured  in  the 
cost.  If  you  pay  sooner,  discounts  remove 
the  interest  charges.  The  manufacturer 
does  business  on  a  cash  basis  with  the  job¬ 
ber — and  every  one  of  these  expect  interest 
on  belated  payments. 

The  merchant  who  does  business  on  30 
days’  credit — and  sees  that  his  collections 
are  promptly  made,  is  doing  well  enough, 
provided,  he  discriminates  in  charged  ac¬ 
counts.  This  is  the  system  in  all  large 
stores  in  the  big  cities.  The  credit  man, 
must  first  pass  on  your  application  for 
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How  the 

CONKLIN  PEN 

Fills  Itself 


Just  a  quick,  simple  pressure  of  thumb  and  the  Conklin  Self- 
Filling  Pen  is  full  and  ready  to  write.  No  dropper,  no  hot  ler,  no 
inky  fingers,  no  waste  of  time.  The  Conklin  Pen  is  the  time" 
saving  fountain  pen  for  business  men.  Has  every  advantage  of  the 
best  fountain  pens,  plus  the  only  perfect  self-filling  ^"d 
cleaning  device.  The  lock-ring  shown  in  the  lower  left-han 
corner  prevents  the  ink  from  being  forced  out  after  reservoir  has 
been  filled,  either  when  pen  is  in  use  or  in  the  pocket. 

The  ORIGINAI  and  ONLY  GENUINE 

Conklin’s  ScU-Fiffing  Pen 

i- 

is  a  marvel  that  has  completely  revolutionized  fountain 
pen  construction.  Its  surprising  simplicity  combined 
with  utmost  care  in  manufacture,  makes  it  practica  y 
proof  to  trouble  of  any  sort.  Responds  at  the  first 
touch  to  the  paper— flows  evenly  and  regularly  until 
the  last  drop  of  ink  is  exhausted.  Ink  capacity  as  large 
as  old  style  fountain  pens.  Presser-bar  prevents  pen  . 
from  rolling,  making  it  especially  desirable  for  all  w  o 
work  at  sloping  top  desks.  Ali  Conklin  Pens  are  uncon 
ditionally  guaranteed  to  fulfill  all  claims  we  make. 

Write  for  catalogue  giving  full  description  and 
special  offer  we  make  for  you  to  secure  a 
Conklin  Pen  on  trial  through  your 
dealer. 

Sold  by  Dealers  ’Leery where. 

The  Conklin  Pen  Co., 


514,  516,  518  Jcllerson  Avc., 

Toledo,  Ohio. 

agencies 
93  Reade  St.,  New  York. 

144-146  Monroe  St.,  Chicago. 

1652  Curtis  St.,  Denver. 

620  San  Pablo  Ave.,  Oakland,  Cab 

38  Shoe  Lane,  Fleet  St.,  London,  E.  •  K* 

47  Market  St.,  Melbourne,  Aus. 
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the  Business  man’s  magazine  and  the  book-keeper 


credit,  before  you  are  admitted  to  the  priv¬ 
ileges  of  a  “charged  account.” 

The  country  merchant  can  readily  dis¬ 
criminate.  He  knows  the  good  pay  and  the 
slow  pay.  If  one  of  your  customers  holds 
a  sale,  he  announces  his  terms  before  the 
auction  commences  and  he  invariably  de¬ 
mands  interest  on  deferred  payments. 

Why  should  the  retailer  be  the  one  busi¬ 
ness  man  on  earth  to  submit  to  the  demands 
of  their  customers  for  “time  and  eternity” 
credits  ? 

If  one  of  your  customers,  whom  you  may 
know  to  be  all  right;  a  man  with  a  good 
record,  and  who  in  prosperous  times,  pat¬ 
ronized  you,  should  meet  with  trouble  and 
be  unable  to  plank  down  cash — give  him 
credit  give  it,  until  the  tide  turns,  if  he  is 
honest  and  worthy — but  have  his  name  on 
a  piece  of  paper,  and  collect  a  moderate  in¬ 
terest.  If  he  is  the  right  kind  of  a  man  he 
will  be  willing,  nay,  even  anxious  to  pay 
for  the  accommodation. 

If  you  must  do  a  credit  business — safe¬ 
guard  it.  Collect  your  accounts.  Be  care¬ 
ful  and  have  a  settlement  day. — Exchange . 

A  MINNEAPOLIS  COUNTY  MERCHANTS"  ASSO¬ 
CIATION. 

The  following  extract  is  from  the  circular 
prepared  by  John  Costello  of  Kellogg, 
Minn.,  and  sent  by  him  to  all  members  of 
the  Wabasha  County  Merchants’  Associa¬ 


tion.  “When  the  manufacturer  makes  a  sale 
there  is  a  time  for  payment,  when  the  job¬ 
ber  sells  the  retailer  there  is  a  specified 
time  for  payment,  when  the  farmer  sells 
anything,  it  is  intended  to  be  a  cash  trans¬ 
action— but  when  the  retailer  sells  the  con¬ 
sumer  on  credit,  there  is  produced  evidence 
of  a  system  that  is  not  duplicated  in  any 
other  place  of  business  on  earth  except  at 
the  counter  of  some  other  retailer  in  towns 
and  villages  throughout  agricultural  com¬ 
munities. 

“When  you  deliver  your  property  into  the 
possession  of  another  party  to  be  converted 
to  the  use  of  that  party,  you  should  receive 
something  more  definite  and  tangible  than 
memoranda. 

“The  credit  business  must  of  necessity  em¬ 
ploy  the  most  expensive  methods  for  distri¬ 
bution  of  merchandise.  The  cash  transac¬ 
tion  is  the  most  economic  that  has  yet  been 
devised.  We  can  save  12  per  cent  by  doing 
a  cash  business,  seven  per  cent  on  purchase 
and  five  per  cent  on  expenses. 

“Our  system  of  mixed  merchandising  is 
the  best  friend  the  catalog  houses  have. 
We  should  not  blame  them  for  taking  ad¬ 
vantage  of  a  business  condition  which  we 
have  prepared  for  them. 

“A  mixed  business  imposes  the  necessity 
of  carrying  two  stocks,  one  in  the  store  and 
the  other  on  the  ledger.” 


The  Farmer’s  Point  of  View 


MR.  VAN  WAUS  HAS  BEEN  A  SUBSCRIBER  TO  THE  BUSINE 
FOR  MANY  YEARS,  AND  HAS  DISTINGUISHED  HIMSELF 
BY  THE  PRACTICAL  SUGGESTIONS  AND  CRITICISMS 


SPIALiL  try  to  say  a  few 
words  on  the  credit  system  in 
preference  to  the  cash  system. 
Some  will  say  that  the  credit 
system  is  all  right  in  the  ab¬ 
sence  of  something  better,  but  that  is  not 
so.  the  credit  system  is  just  as  essential 
as  food. 

Now,  what  is  the  real  meaning  of  credit? 
It  is  the  giving  of  something  of  value,  or 
extending  a  trust  for  which  we  expect  to 
be  compensated  at  some  future  date. 

If  a  man  borrows  $100  at  a  bank,  he  is 


MAN’S  MAGAZINE 
ON  MANY  OCCASIONS 
HE  HAS  CONTRIBUTED. 

given  credit ;  but,  you  say,  he  pays  interest. 
Of  course  that  compensates  the  trust  placed 
in  him. 

The  words  “credit  system”  do  not  say 
that  there  is  no  interest  to  pay  nor  do  they 
mean  that  there  is  no  line  to  draw  in  that 
you  must  trust  everybody  that  asks  you. 

Nobody  posted  on  business  will  say  that 
no  cash  business  was  ever  a  failure,  it 
wasn’t  bad  accounts  that  broke  the  cash 
system,  what  then  ?  Bad  management, 
that  s  all ;  and  that  kind  of  management  will 
sink  a  credit  business. 


q\  correspondence 
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feisliins  to  ^ 


t  Would  you  climb  several  flights  of  stairs  to  your  office 

if  the  elevator  was  running? 

Would  you  spend  two  hours  handling  your  correspond¬ 
ence  if  you  knew  a  better  way  to  clean  it  up  in  half  the 

time  ? 


The  Qraphophone 


actually  saves  50  per  cent,  of  your  time  and  expense  in  handling  your  daily  correspondence, 

We  can  prove  this  to  you  by  a  trial  at  your  office. 

You  can  avoid  all  the  delays  and  mistakes  of  your  present  system  if  you 

“TELL  IT  TO  THE  GRAPHOPHONE” 


The  result 


Better  letters  and  increased  business. 

Let  us  show  you  how  much  it  costs  you  to  do  with¬ 
out  the  Commercial  Graphophone.  j 

— - - 

COLUMBIA  PHONOGRAPH  CO.,  Gen’^ 

90  and  92  West  Broadway,  New  York  City  ifij 

iCrand  Prix,  Paris,  1900  Double  Grand  Prize,  St.  LouU,  1904 

/  Highest  Award,  Portland,  1905 


The  Only  Award  for  Business  Talking  Machines 
at  St.  Louis,  1904 


"l/j 
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If  I  had  been  a  bad  debt  collector,  I  sup¬ 
pose  I  would ‘throw  up  my  hands  at  the 
word  “credit,”  but  that  isn’t  the  fault  of  the 
credit  system.  I  know  of  several  farmers  j 
who  are  well  to  do  today,  but  they  are  still 
renters  who  started  on  a  very  small  scale  ^ 

'H 

and  trusted  to  a  great  extent.  On  the  credit 
system  th^y  could  sell  a  horse  or  cow  to  pay 
for  some  machine  they  needed,  but  that 
horse  or  cow  was  part  of  their  necessary 
equipment  for  the  successful  tending  of  that 
farm,  so  they  had  recourse  to  the  credit 
system,  and  I  know  most  of  those  business 
men  that  extended  credit  have  no  fault  to 
find  with  the  credit  system. 

If  you  want  linseed  oil  you  must  wait 
until  flax  is  ripe.  You  can’t  squeeze  it  out 
of  the  green  plant. 

If  the  farmer  needs  credit  for  the  further- 
ment  of  his  country  and  home,  it  must  be 
and  is  given  him,  and  there  are  thousands 
after _  thousands  of  that  class;,  there  are 
hundreds  of  factories  (and  large  factories 
at  that)  that  have  been  wholly  built  and 
supported  by  the  farming  class  and  the 
credit  system  has  done  it;  the  cash  system 
never  could  uphold  such  factories. 

The  pay  days  of  the  farmer  are  very  few ; 
not  every  week,  or  even  every  month.  If 
one  farmer  buys  $10  worth  of  corn  from  his 
neighbor  and  says  he  will  pay  in  two  or 
three  months,  when  he  sells  his  hogs,  this 
is  one  of  his  pay  days.  The  farmer  that 
bought  the  corn  is  readily  given  credit ;  he 
is  worth  many  times  the  price  of  that  corn; 


now  the  question  arises,  must  we  do  with¬ 
out  the  necessaries  of  life  because  we  have 
not  the  spot  cash? 

There  are  a  number  of  risks  to  be  taken 
in  any  and  all  kinds  of  businesses,  and  the 
credit  system  is  not  an  exception.  If  a 
farmer  buys  a  number  of  hogs,  or  cattle,  he 
runs  a  big  risk,  but  he  does  not  put  the  hog 
or  cattle  business  down  and  out  and  say  we 
need  something  we  have  not  or  cannot  get. 

Now  I  have  shown,  as  best  I  could,  that 
the  credit  system  is  absolutely  necessary  to 
the  general  public;  to  the  jobber,  and  to 
the  factory.  The  consumer  tqking  credit 
necessarily  obtains  it  through  the  middle 
men  to  the  factory. 

It  has  been  said  that  the  credit  system 
often  proves  unfortunate  to  the  young  who 
are  permitted  to  use  it,  and  later  in  life 
they  become  bankrupt  or  ruined.  Is  that 
the  fault  of  the  credit  system?  No!  It’s 
the  abuse  of  it.  It  is  not  the  fault  of  the 
whisky  that  makes  a  fool  of  a  man.  Its 
the  abuse  that  does  it.  Because  a  few 
abuse  the  credit  system,  should  it  be  shut 
away  from  the  masses  who  make  proper 
use  of  it? 

Money  must  be  earned  before  it  can  be 
paid,  and  if  it  takes  one  month  or  12 
months  to  earn  such  money  it  can  not  be 
paid  sooner,  and  yet  during  that  time  we 
must  live  and  be  clothed  and  have  whatever 
is  necessary.  Let  those  who  can  do  all  they 
can  to  promote  the  credit  system,  and  not 
put  it  down  and  out. 


Credit  and  Retail  Merchants’  Association 

of  Illinois 

MR.  T.  H.  CURTIS,  THE  AUTHOR  OF  THIS  ARTICLE,  WAS  PRESIDENT  OF  THE  RETAIL  MER¬ 
CHANTS’  ASSOCIATION  OF  ILLINOIS  FOR  TWO  YEARS,  AND  IS  NOW  TRAVELING  SALESMAN 
FOR  THE  RETAIL  MERCHANTS’ MUTUAL  FIRE  INSURANCE  CO.  OF  ILLINOIS.  HIS  VIEWS 
ON  THIS  SUBJECT,  THEREFORE,  SHOULD  BE  TREATED  WITH  EVERY  CONSIDERATION. 

ago,  conducting  a  grocery  store  on  the 
credit  plan  for  15  years,  and  although  I  lost 
quite  heavily  on  bad  accounts  during  the 
.early  part  of  my  business  career,  I  am  still 
in  favor  of  the  credit  ^system ;  as  I  believe, 
even  takingwinto  consideration  my^  losses  at 
that  time,  I  made  more  money  than  I  would 
have  done,  had  I  managed  my  business  on 


HAVE  been  a  reader  of  your 
magazine  since  last  September 
and  am  very  much  pleased 
with  it,  awaiting  its  arrival 
each  month  with  interest. 

I  am  especially  interested  in  the  article 
‘Called  “Cash  vs.  Credit”  in  your  recent  is¬ 
sue.  I  had  been  a  merchant  until  two  years 
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Health-Your  Capital 


I  >T  i  s 


/ 


Individual  Insfructioni  BY  MAIL)  in 
Exercise,  Diet,  Hygiene,  etc.,  and 
Natural  Treatment  of  Disease 

DO  YOU  REALIZE  that  95  out  of  every  100  business 
men  have  “something  the  matter”  with  .  That 

ignorance  blocks  the  road  to  Hea  th  ?  That  intelli¬ 
gent  effort  along  natural  lines  will  not  only  cure  dis¬ 
ease  but  establish  sound  bodily  health?  If  not,  it  s  time  you 
were  waking  up  to  the  situation  !  Your  success  in  business, 
vou?  Ivery  interest-even  life  itself-depend  upon  your 

m  o1  HeaUh  rorlou^seif.  ^  wL't'/  .rbe  " 

The  National  Physical  Culture 

Institute 

has  solved  the  problem.  Our  instruction  rneets  the  crying 

need  of  today  for  a  means  of  getting  and  keepir^  Health  |  j 

in  its  fullest  sense.  It  is  scientific,  intelligent  and  natural, 
and  will  bring  you  Vigor  and  Health  never  before  known. 

What  we  have  dug  out  in  years  of  actual  experience  an 
sVudy  we  will  apply  to  your  case  and  teach  you  in  a  sur- 
prisingly  short  time.  All  we  ask  is 

Just  15  Minutes  a  Day  in  Your  Dwn  Home.  plain,  rational  and  easily 

followed  that  there  is  no  inconvenience  or  loss  of  time.  No  Drugs;  no  Apparatus— 

who  have  such  common  diseases  as  Dyspepsia,  Indigestion,  Constipation, 
r*  u  Emaciation  Nervousness,  Loss  of  Vigor  and  Energy,  and  many 

?thers"our  Indiv^  and  Treatment,  by  Mail,  will  quickly  cure  you  and  set 

Others,  e  ..  nhvsicallv  with  a  good  muscular  development  thrown  in. 

you  squarely  on  your  feet  physmal^^^^^^  Insurance”  to  insure 

greaS^H^alth  and'strength,  and  to  prevent  what  is  sure  to  follow  without  it  Weakness 
and  Disease. 

Nature  of  Instruction.  dUbn”and  "needU^n'a  Perfect  System  of  Exelcise:  tell 

you  just  what  food  yoUtShouldrea^^ndwh^^ 

systems. 

n  £  Our  methods  have  been  thoroughly  investigated  and  are  indorsed 

Proof  Positive,  by  eminent  physicians,  high  U.  S.  Army 

utes  a  day.  Rates  Reasonable— terms  to  suit  your  convenience. 

National  Physical  Culture  Institute,  Dept.  5,  Washington,  D.  C. 


Please  mention  The  Business 


Man’s  Magazine  when  writing  to  advertisers. 


108 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


a  strictly  cash  plan,  and  were  I  going  into 
business  again  would  certainly  conduct  it 
on  a  credit  basis. 

My  reasons  in  favor  of  credit  are  simply 
these;  If  all  merchants  of  a  town  or  city 
sold  goods  strictly  for  cash,  there  would 
be  the  worst  cutting  of  prices  and  misrep¬ 
resentation  of  goods  imaginable;  as  every 
one  would  be  on  an  equal  basis  and  those 
merchants  who  had  the  largest  capital 
would  be  able  to  buy  in  large  quantities  and 
thus  freeze  out  the  smaller  merchants  which 
would  result  in  the  closing  of  50  per  cent 
of  the  business  houses,  and  that  can  not 
but  do  the  place  much  harm  as  a  business 
center  and  also  depreciate  property  in  value. 
I  admit  that  one  or  two  cash  stores  can  do 
a  good  business  in  a  town  of  three  to  five 
thousand  inhabitants  where  the  other  mer¬ 
chants  do  a  credit  business;  but  as  long  as 
men  have  to  work  on  credit  from  six  to  45 
days,  so  long  will  there  be  places  for  them 
to  buy  goods  on  credit. 

In  order  to  do  a  successful  credit  business 
there  are  one  or  two  things  essential: 

First — Have  the  laws  of  the  state  such 
that  after  a  reasonable  exemption,  the  mer¬ 
chant  will  be  able  to  collect  his  accounts 
should  the  customer  refuse  to  pay  them. 

Second — The  merchants  must  organize 
into  an  association  and  keep  a  regular  list 
of  the  citizens  of  the  place,  having  a  secre¬ 


tary  who  shall  have  charge  of  the  same  to 
whom  each  merchant  shall  furnish  a  list 
of  his  customers,  good  and  bad.  At  any 
time,  his  customers  refuse  to  fulfill  their 
agreements  as  to  paying  their  accounts,  he 
shall  at  once  notify  said  secretary  and  no 
member  of  said  association  should  credit 
the  parties  thus  reported  to  the  secretary. 

Third — When  a  merchant  opens  an  ac¬ 
count  with  a  new  customer,  it  is  to  his  ad¬ 
vantage  to  limit  said  customer  to  a  certain 
amount  with  the  understanding  that  when 
that  amount  is  taken  up,  the  accQunt  is 
closed  if  not  paid  in  full,  unless  some  other 
arrangement  is  made  satisfactory  to  the 
merchant.  In  order  to  work  this  success¬ 
fully,  I  think  that  a  system  where  every 
purchase  made  is  recorded  on  a  duplicate 
ticket  showing  total  amount  due  each  time 
and  sent  to  the  person  purchasing,  is  neces¬ 
sary.  Of  course  this  part  only  applies  to 
those  customers  of  limited  means  where  an 
account  can  not  be  collected  by  law. 

The  following  are  some  of  the  advant¬ 
ages  of  doing  a  credit  business :  The  cus¬ 
tomer  who  buys  on  credit  often  buys  more 
than  if  he  had  to  pay  cash  at  each  purchase. 
Customers  who  buy  on  credit  will  come  two 
or  three  blocks  to  trade  with  you,  whereas 
a  cash  customer  will  drop  into  any  cash  and 
credit  store  to  supply  his  wants;  if  all  sold 
for  cash  this  would  make  no  difference. 


A  Subscriber’s  Point  of  View 


BELIEVE  it  will  be  generally 
accepted  as  a  condition  that  it 
is  more  desirable  for  the  mer¬ 
chant,  as  well  as  a  good  check 
on  customers,  to  have  the  cash 
credit.  But  that  condition  is 
not  m  signt  as  yet. 

Credit  is  expansion  in  retailing  as  well  as 
in  wholesaling.  It  is  not  the  merchant’s 
business  to  have  the  people  lay  up  some¬ 
thing  for  the  rainy  day  or  always  have  a 
surplus  on  hand;  that  is  the  banker’s  argu¬ 
ment.  The  retailer  would  rather  have  you 
buy  new  goods  than  make  your  old  ones  do. 
Credit  in  retail  business  enables  people  to 

dress  better,  to  live  better  and  enjoy  better. 

♦ 

As  commerce  and  business  now  is,  credit  is 
as  vital  and  as  important  a  factor  in  the 
retail  trade,  as  it  is  universally  conceded  to 


be  in  finance  and  the  wholesale  trade.  To 
show  this  would  require  a  circumstantial 
review  of  the  business  situation  today  but 
in  general  it  might  be  said  that  the  prin¬ 
ciples  are  analogous  to  those  obtaining  in 
the  other  fields ;  for  we  each  of  us  have  our 
own  business  to  found,  prosecute  and  ma¬ 
ture,  insignificant  however  it  may  be. 

It  is  not  up  to  the  merchant  as  such  to  put 
a  brake  on  extravagance  or  curb  tenden¬ 
cies  though  he  might  if  he  were  acting  in 
the  capacity  of  reformer.  It  is  as  much  to 
his  advantage  that  new  wants  are  created 
as  to  get  his  goods  out.  He  more  than  any 
one  welcomes  the  ever  widening  circle  of 
luxuries  as  well  as  necessities.  His  busi¬ 
ness  is  to  increase  his  sales,  there’s  the  rub, 
if  credit  will  do  it,  credit  we’ll  have.  But 
who,  yes  and  who,  no.  Will  we  get  our 


than  to  give 
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It  is  useless  to  deny  the  value  of  appearance, 
because  in  the  final  analysis  it  is  the  outer  ex¬ 
pression  of  the  inner  man. 

In  meeting  people  through  correspondence 
your  personality  is  carried  by  the  paper  upon 
which  your  message  is  written  as  much  as  by 
the  message  itself. 

Men  who  know  choose 


M 


''Look  for  the  Water  Mark" 

to  represent  them  and  their  business. 

The  paper  bears  the  unmistakable  stamp  of 
quality.  It  lends  force  and  character  to  the  mes¬ 
sage  that  it  carries.  It  has  two^  reputations  to 
maintain — that  of  the  firm  using  it,  and  its  own. 
So,  it  is  “made  a  little  better  than  seems  necessary.” 


We  want  you  to  know  Old  Hamp¬ 
shire  Bond.  A  request  upon  your 
present  letterhead  will  bring  our  speci¬ 
men  book.  You  can  test  for  yourself 
the  strength,  the  parchment-like  finish, 
and  the  “crackle  of  quality”  found  in 
Old  Hampshire  Bond. 


J-^ampshire  paper  (^ompany 

We  are  the  only  Paper  Makers  in  the  World  making  Bond  Paper 

Exclusively. 

South  Hadley  Falls,  Massachusetts 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


110 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


money?  How  much  is  he  safe  for?  And 
to  know  the  proper  time  to  say,  “no  more." 

If  retail  credit  is  unsatisfactory  it  is  not 
in  the  thing  itself,  the  fault  lies  in  the  man¬ 
ner  it  has  been  handled.  Conditions  now 
demand  retail  credit  and  with  that  a  spe¬ 
cialization  of  departmental  skill  and  system 
sufficient  to  meet  the  end.  We  hear  much 
about  the  lack  of  efficiency  of  reporting 
agencies,  but  all  in  reference  to  the  whole¬ 
sale  trade,  nothing  in  this  regard  to  the  re¬ 
tail  trade.  Our  sources  and  means  here  are 
far  inferior,  and  in  most  instances  are  in¬ 
adequate.  The  local  reporting  agency  is 
not  at  all  informed  with  the  importance  it 
ought  to  possess.  A  few  girls  that  get  $5 
per  week,  two  boys  at  $9  and  $12.  The 
manager  is  out  most  of  the  time  soliciting 
new  business.  From  that  equipment  one- 
third  the  time  you  cannot  get  intelligent 
or  reliable  information,  not  to  speak  of  the 
kind  you  want,  something  to  guide  you  in 
the  matter  immediately  at  hand.  We  have 
a  department  store  doing  a  large  retail 
credit  business.  They  pay  their  clothing 
buyer  (sort  of  manager  of  the  department) 
$7,000  per  year.  The  salesmen  get  $18,  $20 
and  $25  per  week.  The  credit  man  is  paid 
$5,000  (but  he  has  more  to  do  than  look 
after  credits),  they  use  the  local  reporting 
agency  and  besides  a  few  clerks  at  $5  and 
$12,  are  supposed  to  be  associated  with  it. 
This  department  is  not  organized  to  a  de¬ 
gree  sufficient  to  meet  the  demands  upon  it, 
it  is  not  specialized  enough,  it  has  not  suffi¬ 
cient  appropriation. 

I  believe  we  ought  to  have  credit,  as  yet 
it  is  a  recognized  factor  in  the  retail  trade, 
here  of  greater,  and  there  of  less,  impor¬ 
tance,  but  still  with  no  signs  of  being  on 
the  wane,  however  many  reasons  can  be 
adduced  against  it.  But  everyone  who  ex¬ 
tends  credit  must  organize  a  department 
capable  of  doing  the  work  sufficiently  to 
fully- take  care  of  that  branch  of  the  busi¬ 
ness.  Such  a  department  is  a  true  and 
necessary  adjunct,  then  must  have  its  ap¬ 
propriation  and  given  the  importance  it 
should  possess,  the  loss  ought  not  be  pro¬ 
portionately  great. 

In  my  estimation  the  old  country  store 
idea  of  charging  interest  on  accounts  is  cor¬ 
rect.  Credit  is  an  accommodation  and  in 

The  contribution  printed  below  represents  the 
views  of  an  influential  retail  credit  man  who 
does  not,  however,  wish  his  name  to  appear. 


business  everyone  ought  to  be  made  to  pay 
for  it.  Let  every  house  exact  a  toll  on  ac¬ 
counts  and  let  that  pay  for  expenses  and 
losses,  the  same  as  in  banking  institutions. 
Therefor  I  say  to  make  the  wheels  of  com¬ 
merce  go  (and  we  are  not  talking  reforms 
now)  “Let  us  have  credit,  more  credit,  ail 
the  credit  the  people  want.”  But  let  us 
stop  giving  goods  away. 

We  want  reasonable  credit  or  accepta¬ 
tions  of  promises  to  pay  based  on  reasons. 
To  get  sufficient  reasons  true  and  to  the 
point,  not  apparent  ones  and  misstatements 
we  must  have  a  better  credit  department, 
put  it  on  a  par  with  other  departments,  use 
trained  men  and  train  men  and  have  enough 
of  them,  encourage  the  local  agencies  and 
demand  better  service  and  be  willing  to  pay 
for  good  service.  Many  other  suggestions 
have  appeared  in  The  Business  Man’s 
Magazine  from  time  to  time ;  doubtless  the 
business  world  will  evolve  others  as  this 
great  branch  of  business  grows,  and  its  im¬ 
portance  is  recognized. 

If  all  the  stores  should  now  demand  cash, 
seems  to  me  we  would  have  to  adopt  the 
editor’s  suggestions.  But  of  course,  there 
might  be  such  a  thing  as  an  employe’s  bank 
where  all  his  credit  might  be  focused  and  all 
his  assets  known,  as  well  as  his  paying  abil¬ 
ity  and  willingness,  and  where  he  must 
give  security  if  needs  be.  This  not  in  the 
present  day  loan  concern  but  in  a  modern 
organization  which  has  the  esteerh  and  con¬ 
fidence  of  the  community,  as  well  as  its 
support.  In  this  connection  is  it  not  true 
that  the  merchant  is  asking  less  and  less 
long  time  credits?  At  least  the  one  whose 
account  is  desirable.  He  is  more  indepen¬ 
dent,  he  discounts  his  bills,  he  buys  where 
he  wants  and  as  he  wants.  Is  he  less  in 
debt?  I  believe  not.  He  goes  more  often 
to  his  banker,  where  he  can  make  better 
arrangements  if  he  is  good,  and  who  is  on 
the  ground  and  knows  what  is  what.  Peo¬ 
ple  will  go  short  of  cash  and  if  credit  is 
withdrawn  in  one  direction  they  will  go  in 
another,  paying  cash  where  they  must  and 
asking  credit  where  they  think  they  will 
obtain  it. 

For  a  long  time  yet  credit  in  retail  busi¬ 
ness  will  be  necessary,  and  for  a  long  time 
yet  will  we  need  ever  improving  methods 
for  handling  this  neglected  side  of  business 
system. 


CUPBOARD 


JOtUMBWT 


CARD  (ri»£X 


report 


LETTER 


THE  BUSINESS  MAN'S  MAGAZINE  AND  THE  BOOK-KEEPER 


The  Globe-Wernicke  Upright  Way  of  Filing  Papers  is  not 

confined  to  letter  size  only.  ,  ,  .  ■ 

The  complete  system  as  perfected  by  this  company  incorpo¬ 
rates  vertical  filing  cabinets  for  all  sizes  of 

mercial  and  professional  lines  of  business  including  bill,  letter, 

cap,  report,  document  and  card  index  files.  •  ,  n  w 

Therefore  if  you  need  but  one  size'  now,  start  witb  the  G.-W. 
thus  making  ample  provision  for  the  future  growth  and  character 

^*Ali^.*-W.* upright  units  are  of  uniform  height  and  depth  and 

interlock  as  one  cabinet.  '  ;  .  u*  u 

G.-W.  Vertical  files  have  the  patent  drop  front  drawer  which 
releases  the  pressure,  exposing  the  contents  like  the  pages  of  a 

Vertical  Letter  Filing  Cabinets  also  furnished  in  the  G  -W. 
‘‘  elastic  ’’  system  of  horizontal  units  of  which  there  are  titty 

^^'^"seSd  for"descriptive  literature  on  Vertical  Filing  Cabinets  and 
catalogue  805  W  ‘  ’ 

5bc  Slobc^crnieke  Co. 

CINCINNATI 

New  York,  380-382  Broadway  Cor.  White;  Chicago,  224-228  Wabash  Ave.; 

Boston,  91-93  Federal  Street 


Please  mention  The  Easiness  Man’s  Magazine  when  writing  to  advertisers. 


i 


S', 


Psychology  in  Business. 

HERE  is  no  cause  for  com¬ 
plaint  just  now  in  regard  to  a 
paucity  of  literature  on  the 
subject  of  either  advertising, 
or  salesmanship.  It  appears, 
from  the  more  or  less  eminent  producers 
of  this  literature,  that  to  achieve  success 
in  either  direction  it  is  necessary  to  study 
psychology  as  well  as  those  ordinary  laws 
that  are  supposed  to  govern  the  promotion 
of  commerce  such  as  quality  of  merchan¬ 
dise  offered  for  sale,  reasonable  prices,  lib¬ 
eral  terms,  etc. 

It  is  only  after  becoming  a  psychological 
expert  that  the  salesman  can  fix  the  pro¬ 
posed  victim  with  his  cold,  steely  eye  and 
compel  the  unwilling  order. 

The  amount  of  “mush”  written  in  this 
direction,  or  connection,  is  appalling  and 
overwhelming.  We  have  before  us  two  or 
three  articles  of  this  character.  In  one  the 
author  presents  a  list  of  mental  character¬ 
istics  that  go  with  certain  facial  or  physical 
developments,  and  instructs  the  salesman  to 
be  guided  by  them  in  his  treatment  of  the 
prospective  customer.  Thus— the  large 
proboscis  must  be  baited  with  a  bargain; 
the  protruding  jaw  must  be  swatted  merci¬ 
lessly  with  non-malleable  arguments ;  the 
red  hair  must  be  steered  around  the  cor¬ 
ner  while  it  isn’t  looking,  etc. 

In  another  article  we  are  informed  that 
no  one  can  make  a  good  collector  unless 
possessed  of  a  thorough  knowledge  of  hu¬ 
man  nature  and  human  failings.  The  col¬ 
lector  must  be  able  instantly  to  read  the 
debtor’s  mind  and  understand,  or  appre¬ 
ciate,  the  only  way  to  approach  him  that 
will  make  him  disgorge  his  cash. 

By  and  by  it  will  be  generally  appreciated 
that  the  majority  of  the  literature  referred 
to  consists  mostly  of  eloquent  and  elegant 


nothings,  after  which  we  may  hope  for  a 
return  to  common  sense. 


I 

The  Twentieth  Century  Motor. 

The  fast  approaching  substitution  of 
motor  omnibuses  in  passenger  service  for 
electrical  railroads  will,  undoubtedly,  be 
responsible  for  a  considerable  disturbance 
of  commercial  interests. 

The  expensive  construction  of  electrical 
railroads  will  become  practically  valueless 
although,  perhaps,  the  permanent  ways 
may  still  be  utilized  on  the  score  of  econ¬ 
omy  of  power  required  per  ton.  Never¬ 
theless,  the  trolley  wires  and  poles  will 
not  be  needed,  and  there  will  be  a  large 
saving  in  respect  of  cost  of  maintenance 
which  will  render  successful  competition 
with  the  gasoline  or  alcohol  motors  im¬ 
possible. 

In  this  country  where  so  many  electrical 
railroad  companies  have  secured  long-term 
franchises,  the  installation  of  motor  omni¬ 
buses  may  be  somewhat  delayed,  as  the 
influence  exerted  by  these  railroad  com¬ 
panies  against  granting  the  franchises  to 
motor  omnibus  companies  during  the  life  of 
their  own  franchises  will  be  great,  so  that 
in  this  direction  it  is  quite  possible  we  will 
find  ourselves  in  the  unusual  position  of 
watching  European  countries  progress 
more  rapidly  than  ourselves. 

In  London,  especially,  the  conditions  ap¬ 
parently  could  not  possibly  be  more  fav¬ 
orable  to  the  adoption  of  this  particular 
mode  of  locomotion,  as  owing  to  the  con¬ 
gested  traffic  no  street  railroads  have  been 
allowed  to  operate  except  in  the  suburbs, 
and  the  passenger  traffic  has  been  served 
exclusively  by  cabs  and  horse  omnibuses. 

In  a  recent  issue  of  Cassier’s  Magazine 
a  number  of  illustrations  are  presented  of 
the  different  types  of  motor  omnibuses  now 
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in  use  in  London,  and  it  is  stated  that  the 
average  cost  per  mile  of  a  single  motor 
omnibus  of  the  double-decker  style  (seats 
provided  on  the  roof  of  the  bus)  is  20c, 
including  wear  and  tear  and  depreciation. 
It  evidently  does  not  require  a  very  large 
passenger  patronage  to  provide  for  this  ex¬ 
pense,  and  some  of  the  London  Omnibus 
Companies  have  reduced  their  fares  since 
adopting  the  new  motors. 


The  Ancient  Merchandise  Account. 

One  of  our  contemporaries  has  recently 
established  a  department  of  Business  Man¬ 
agement  with  a  great  flourish  of  trumpets. 
This  is  what  it  has  to  say  in  regard  to  the 
management  of  the  department : 

“We  would  call  attention  to  the  excel¬ 
lency  of  the  articles  which  are  appearing 
in  these  columns  under  the  department  of 
Business  Management.  Mr.  Blank,  who 
is  contributing  them,  is  an  accountant  of 
the  first  rank  and  his  development  of  the 
subject  is  worthy  of  closest  study.” 

The  following  extract  from  article  1  in¬ 
dicates  that  some  accountants  of  the  first 
rank  have  not  yet  emerged  from  the  ruts 
of  long  past  ages  when  it  used  to  be  con¬ 
sidered  proper  to  carry  a  Merchandise  Ac¬ 
count  for  dumping  purposes. 

“Debit  Merchandise  account  at  com¬ 
mencement  of  business  for  amount  of  mer¬ 
chandise  on  hand,  as  shown  on  stock  sheets. 

“Debit  this  account  for  all  merchandise 
purchased  and  also  for  goods  returned  by 
our  customers. 

“Credit  this  account  for  all  goods  sold 
and  also  for  all  goods  returned  to  other 
parties  on  account  of  defect  or  damage.” 


Academic  Education  in  the  Business 
World. 

The  fact  that  so  many  excuses  are  being 
offered  in  the  columns  of  the  business 
press  for  the  frequent  failure  of  the  college 
man  to  succeed  in  business,  may  be  con¬ 
sidered  as  evidence  of  something  lacking 
in  his  make-up,  or  that  academic  education 
does  not  produce  those  qualifications 
which  are  necessary  to  commercial  pros¬ 
perity. 

One  prominent  merchant  has  recently  ex¬ 
pressed  his  opinion  that  the  fault  lies  in 
the  college  man’s  aversion  to  getting  dirty. 
An  academic  education  fills  the  mind  with 
philosophy,  theoretical  science,  mathe¬ 


matics  never  to  be  required  in  ordinary 
commercial  life,  political  economy,  theory 
of  government,  and  a  large  amount  of  gen¬ 
eral  knowledge  that  would  make  a  full 
and  polished  mind,  if  it  were  not  promptly 
forgotten  by  the  majority  of  college  stu¬ 
dents  immediately  after  they  have  struggled 
through  their  graduation  exercises.  But 
this  general  knowledge  does  not  excite  in 
the  minds  of  the  average  students  the  de¬ 
termination  to  take  off  their  coats  and 
work  hard  at  whatever  occupation  it  may 
be  their  lot  to  follow,  and  herein  they  are 
at  a  disadvantage  as  compared  with  the 
less  fortunate  youths  who  realize  that  to 
prosper  they  must  work,  even  though  their 
hands  require  frequent  ablutions  in  the 
process. 

In  employing  college  men  it  is  notorious 
that  many  large  employers  show  a  marked 
preference  for  those  who  have  worked  their 
way ;  believing  that  in  earning  their  ex- 
penses  these  students  must  have  obtained 
more  or  less  business  experience  which  is 
bound  to  prove  valuable,  if  only  to  show 
what  kind  of  work  is  best  suited  to  their 
ability. 

Beneficence  vs.  Benefit. 

From  communications  received  from  our 
readers  it  seems  to  us  that  there  is  some 
little  misconception  as  to  just  what  our 
purpose  is  in  publishing  the  railroad  articles 
now  running  in  The  Business  Man’s 
Magazine.  We  have  received  a  great 
many  commendations,  hundreds  of  them  in 
fact  dnd  a  few  criticisms.  Most  of  the 
latter  say  in  effect  that  the  writers  do  not 
believe  we  ought  to  attack  the  railroads, 
because  the  railroads  properly  conducted 
are  beneficent  enterprises  and  operate  to 
the  benefit  of  the  mercantile  and  manu¬ 
facturing  community. 

This  may  be  perhaps  as  good  a  place  as 
any  to  set  forth  our  position  in  regard  to 
this  matter.  We  are  not  attacking  the 
railroads  as  such,  but  are  merely  making 
war  upon  the  manifest  abuses  into  which 
railroad  management  has  fallen.  Railroads 
properly  conducted  could  merit  criticism 
from  no  one.  The  service  given  by  the 
railroads  is  absolutely  indispensable  to  the 
business  life  of  this  or  any  other  country, 
but  when  ^  railroad  management  so  far 
abuses  its  power  as  to  build  up  one  com¬ 
munity  or  one  individual  at  the  expense 
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The  Quaker  on  the 
outside  of  the  Quaker 
Oats  box  guarantees  the 
quality  and  purity  of  what 
is  inside  the  box. 

He  stands  for  an 
exclusive  process 
— a  different  way  of 
selecting  and  milling 
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it  to  your  table  clean 
and  free  from  hulls. 

QuaiKer  OdXi 

is  easier  to  eat  and  to  digest 
than  any  other  rolled  oats  a 
wholesome,  satisfying  food. 

When  you  see  the  Quaker, 
therefore,  remember  that  he  is 
no  mere  trade-mark — he  sig¬ 
nifies,  not  only  a  different  pack¬ 
age,  but  a  different  food;  a 
difference  which  has  received 
world-wide  recognition  and 
approval. 

Buy  a  package  of  Quaker 
Oats  today,  and  you  will  real¬ 
ize  if  you  never  have  before, 

What  the  Quaker 
Stands  For — 

The  best  and  purest  rolled  oats  made. 
Large  package  ten  cents  at  all  grocers. 
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of  another  community  or  individual  who 
suffers  correspondingly,  there  is  something 
wrong.  We  have  no  quarrel  with  the  rail¬ 
roads,  but  we  do  believe  in  justice  and  com¬ 
mon  honesty  and  we  believe  that  any  in¬ 
dividual  or  any  company  endeavoring  to 
do  business  should  be  given  the  fullest 
possible  opportunity  to  develop  his  busi¬ 
ness  without  any  handicap  imposed  by  rail¬ 
road  companies  or  other  extraneous  influ¬ 
ences. 


A  Louisiana  Substitute  for  a  C.  P.  A. 

,  Law. 

On  July  13th  the  public  accountants  of 
New  Orleans  held  a  meeting  and  launched 
an  organization  which  is  likely  to  make  a 
C.  P.  A.  law  unnecessary  in  Louisiana — 
The  “Chartered  Accountants  of  Louisiana.” 

A  majority  of  the  prominent  public  and 
expert  accountants  of  New  Orleans  were 
in  attendance  at  the  meeting,  the  following 
of  the  number  present  being  chosen  as 
officers : 

Directors — Emile  Bienvenu,  Robert  C. 
Lloyd,  Alex.  A.  Hart,  N.  S.  Senton,  Geo. 
A.  Turner;  president,  Emile  Bienvenu; 
vice  president,  R.  C.  Lloyd;  secretary, 
Alex.  A.  Hart;  treasurer,  N.  S.  Senton. 

A  charter  was  considered  and  adopted 
and  as  provided  for  in  the  charter  a  Board 
of  Examiners  was  appointed  as  follows: 
P.  W.  Sherwood,  Prof.  A.  L.  Soule,  F.  G. 
Romain. 

The  organization  has  applied  for  a  state 
charter  authorizing  them  to  issue  a  “Chart¬ 
ered  Accountant”  certificate  to  those  found 
worthy.  The  object  of  the  organization  is 
to  provide  a  standard  of  efficiency  for  those 
seeking  public  confidence  and  patronage  in 
the  profession  of  accountancy  and  to  unite 
the  expert  accountants  of  the  state  for  the 
mutual  improvement  of  themselves  and 
the  protection  of  the  public. 

The  object  is  a  laudable  one  and  im¬ 
partially  applied  the  plan  will  result  in 
taking  the  profession  out  of  the  hands  of 
politicians  and  in  the  suppression  of  the 
rank  favoritism  said  to  be  shown  in  cer¬ 
tain  localities. 


The  Gospel  of  Going  Easy. 

At  this  summer  season  it  is  decidedly 
refreshing  to  observe  the  great  wave  of 
protest  against  hard  work  as  the  principal 
factor  in  business  success,  no  matter  how 


appropriate  the  determination  to  work  hard 
may  appear  in  cool  weather.  It  is  unrea¬ 
sonable  to  laud  the  spirit  of  incessant,  un¬ 
remitting  toil,  at  vacation  time.  Civilized 
mankind  does  not  feel  naturally  energetic 
at  90  degrees  in  the  shade,  and  the  cam¬ 
paign  against  hard  work  as  necessary  to 
success,  as  an  overworked  platitude — a 
meaningless  phrase — a  fallacy — an  impost¬ 
ure — is  as  pleasant  a  variety  as  the  cool¬ 
ing  breeze  when  it  happens  to  stray  in  our 
direction. 

It  is  evident  that  the  slaves  of  commerce 
who  turn  the  wheels  of  business  without 
rest  are  losing  those  higher  human  sensi¬ 
bilities  which  enable  mankind  to  enjoy  the 
best  achievements  of  art  and  literature; 
while  it  seems  to  be  generally  recognized 
that  the  constant  incitement  to  continuous 
exertion  has  resulted  in  stimulating  a  large 
number  of  ambitious  people  to  over-exer¬ 
tion,  with  its  consequent  nervous  and  gen¬ 
eral  physical  breakdowns. 

Stop  now  and  then,  and  oil  up ! 


Our  Current  Number. 

It  is  not  often  that  a  business  magazine 
has  the  opportunity  to  present  in  one  issue 
such  a  number  of  excellent  articles,  tech¬ 
nical  and  otherwise,  as  distinguish  the  cur¬ 
rent  number  of  The  Business  Man's 
Magazine. 

The  timely  articles  in  relation  to  our 
trade  in  South -  America  will  be  appreciated 
by  all  who  transact  an  export  business', 
while  in  our  Technical  Department  we 
present  three  articles  on  accounting  sys¬ 
tems  that  have  never  before  been  described 
in  any  other  publication,  viz A  Complete 
Cost  Accounting  System  for  the  Automo¬ 
bile  and  Commercial  Motor  Manufacturing 
Business ;  The  Manufacture  of  Carpets  and 
Rugs;  The  Complicated  Stock  Department 
of  a  Large  Packing  House.  ? 

Such  articles  as  these  are  but  a  foretaste 
of  the  rich  and  nutritious  viands  we  have 
arranged  to  place  before  our  readers  dur¬ 
ing  the  coming  year  for  their  consumption. 


Organizations  of  Public  Accountants. 

The  evident  intention  of  the  C  P.  A.’s 
to  monopolize  the  business  of  public  ac¬ 
countancy  in  the  United  States  is  natur¬ 
ally  having  the  same  effect  as  in  Great 
Britain,  where  attempted  monopoly  has  so 
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Make  Money  in  Real  Estate 

IF  YOU  have  $10.  $100,  $1,000  or  $10,000  to  invest¬ 
or  if  you  can  save  $5  or  more  a  month,  we  want  you 
to  send  for  our  new  free  booklet,  which  tells  all  about 
the  safest  and  most  profitable  investment  in  the 
world — good  real  estate.  This  booklet  is  called 

Dollars  in  Dirt” 

and  it  deals  with  the  science  of  real  estate  investment. 

CL  It  explains  why  real  estate  grows  in  value,  how  to 
chwse  real  estate  ;  how  fortunes  have  been  made  when 
Ind  where  to  buy  ;  how  to  foresee  a  city  s  growth  ;  how 
Cgtohold  property,  etc.,  and  gives  a  brief  review  of 
the^wonderful  conditions  that  exist  in  New  York  City 
today,  where  $335,000,000  is  being  spent  to  increase 
realty  values  in  the  suburbs. 

€L  The  book  is  not  an  advertisement  of  any  particular 
investment  but  is  just  the  condensed  experience  and 
op^Sons  of  some  ol  the  leading  real  estate  experts  m 

the  country. 

CL  If  you  want  your  money  invested  in  something  sub¬ 
stantial,  where  you  won’t  have  to  worry  about  its  safety 
l-^ere  no  touch  of  “Wild  Cat”  methods  or  “Frenzied 
Finance”  will  be  upon  it— yet  where  it  will  earn  a  good 
rate  of  interest,  write  for  this  book  today. 

tfT  Alone  with  it  we  will  send  particulars  of  the 
^  best  real  estate  investment  we  ever  offered  our 
clients-an  investment  where  aid 

will  be  as  scife  as  a  government  bond  and 
where  the  investment  should  increase  tn 
'  from  50  to  100  per  cent,  yearly  J or  a  long  term 

of  years  to  come, 

CL  We  want  to  show  you  how  you  can  make  money  on 
9mall  investments,  just  as  6,000  clients  of  ours  are  doing 
n?wl  TheseTlients  are  scattered  all  over  the  country 

Some  of  them  may  be  in  yo“'' ,9'^" y^'k 
you  to  any  of  them  and  to  National  Banks  m  New  YorK, 

Chicago  and  Philadelphia. 

CL  If  you  are  in  the  least  interested  in  safe  and  profit¬ 
able  invLtment  send  today  for  “Dollars  in 
name  and  address  on  a  postal  card  will  do.  Address 

either  office. 

W.  M.  OSTRANDER,  (Inc.) 


Suite  134  North  American  Bldg. 
PHILADELPHIA 


Suite  134.  25  West  42nd  Street, 
new  YORK  CITY 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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far  resulted  in  the  organization  of  a  con¬ 
fusing  number  of  associations  of  account¬ 
ants. 

It  has  been  seriously  charged,  and  fre¬ 
quently,  that  C.  P.  A.  examinations  are 
made  up  of  “freak”  questions  which  render 
it  an  easy  matter  to  throw  out  the  work 
of  candidates  as  unsatisfactory  should  they 
not  be  desired  as  members  on  account  of 
personal  prejudice,  or  because  it  may  be 
considered  the  market  for  public  account¬ 
ants  is  already  sufficiently  well  supplied. 

The  commonwealth  of  Massachussetts 
seems  to  progress  very  satisfactorily  with¬ 
out  regulation  C.  P.  A.’s,  while  the  gen-, 
eral  class  of  persons  holding  membership 
in  C.  P.  A.  societies  in  some  states  is  of 
such  a  character  as  to  throw  discredit  up¬ 
on  the  whole  profession. 


Incorporated  Accountants  of  New  Jersey. 

The  International  Accountants’  Society, 
Incorporated,  has  now  assumed  such  im¬ 
portant  dimensions,  in  the  way  of  the  num¬ 
ber  of  members  and  the  influential  char¬ 
acter  of  the  membership  list,  that  its  di¬ 
rectors  consider  the  time  has  arrived  to 
weld  the  membership  into  an  active  organ¬ 
ization  that  will  have  the  ability  to  be 
self-supporting  and  to  render  mutual  as¬ 
sistance  and  benefit  not  only  a  possibility 
but  a  fact. 

There  are  now  considerably  over  3,000 
members  residing  in  the  United  States  and 
Canada,  and  we  have  decided  to  commence 
the  detail  of  organization  in  the  state  of 
New  Jersey  where  the  desire  for  organi¬ 
zation  is  very  pronounced,  and  where  there 
are  84  members  easily  in  touch  with  one 
another. 

Membership  in  this  society  will  be  strictly 
limited  to  graduates  or  students  connected 
with  The  International  Accountants’  So¬ 
ciety,  Inc.,  and  only  graduates  shall,  in  the 
first  place,  be  eligible  for  election  to  office. 

The  title  of  the  society  will  be : 

THE  INCORPORATED  ACCOUNT¬ 
ANTS  OE  NEW  JERSEY 

(Branch  of  The  International  Accountants’ 
Society,  Inc.,  Detroit,  Mich.) 

Eor  the  purpose  of  giving  the  organiza¬ 
tion  the  necessary  start  we  have  made  the 
following  temporary  appointment  of  officers 
from  graduates  of  the  International  Ac¬ 


countants’  Society,  Inc.,  receiving  high  per¬ 
centages  on  their  work : 

Arthur  C.  Wilson,  412  Division  Street, 
W.  Hoboken,  N.' J.,  President;  Fred  P. 
Cooke,  41  Spruce  Street,  Bloomfield,  N.  J., 
Vice  President ;  Allan  Orr,  629  Linwood 
Avenue,  Collingswood,  N.  J.,  Treasurer; 
W.  H.  Macnabb,  459  Fourth  Avenue.  New¬ 
ark,  N.  J.,  Secretary. 

No  assessments,  initiation  fees,  or  dues 
of  any  kind  are  charged  by  the  parent 
society. 

Those  interested  in  the  establishment  of 
similar  organizations  in  other  states  will 
confer  a  favor  by  communicating  with  the 
secretary  of  The  International  Account¬ 
ants’  Society,  Inc.,  Detroit,  Mich.  Those 
interested  in  becoming  members  of  “The 
Incorporated  Accountants  of  New  Jersey,” 
should  communicate  with  one  of  the  officers 
whose  addresses  are  given  above. 


Home  Study. 

In  our  Home  Study  Magazine  we  have 
been  making  a  specialty  of  business  point¬ 
ers  in  regard  to  corporation  peculiarities. 
These  pointers  have  appeared  in  the  June 
and  July  numbers 

In  the  August  and  September  issues  we 
expect  to  devote  special  attention  to  in¬ 
teresting  and  unfamiliar  points  in  relation 
to  cost  accounting,  such  as  will  be  found 
very  useful  by  students  of  cost  problems 
and  the  general  principles  that  govern  ef¬ 
ficient  factory  records. 

In  the  Forum  Department  a  number  of 
prizes  are  offered  each  month  for  the  best 
answers  to  questions  relating  to  modern 
business  practice,  and  advice  in  regard  to 
particular  business  conditions  presented  for 
discussion. 

If  the  results  obtained  from  any  method 
or  system  in  use  in  a  business  are  not  en¬ 
tirely  satisfactory,  the  subscriber  to  Home 
Study  is  most  cordially  invited  to  explain 
his  difficulties  in  the  Forum  Department 
and  will,  undoubtedly,  receive  from  some 
other  subscriber  suggestions  that  will  be 
found  of  assistance  and  value. 

Home  Study  is  the  “Overflow”  for  The 
Business  Man’s  Magazine,  and  contains 
numerous  interesting  contributions  crowded 
out  of  the  latteT.  Subscription  price  is  only 
10c  per  annum  for  the  present. 
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Time!  Labor!  Money! 

are  life’s  most  powerful  forces,  and  how  to  utilize  most 
successfully  your  share  of  them  can  best  be  learned  by 
witnessing  the  demonstrations  of  the  marvelous  modern 
business  devices  and  systems  which  have  won  for  America 
the  commercial  supremacy  of  the  world  at  the  fifth 

NATIONAL  BUSINESS  SHOW 

(AMERICA’S  MOST  NOTABLE  COMMERCIAL  EVENT) 

MADISON  SQUARE  CARDEN,  NEW  YORK  CITY 

OCTOBER  27TH  jq  NOVEMBER  1906 

(Make  a  Memo,  of  the  Dates) 

The  only  exposition  held  anywhere  in  which  the  busi¬ 
ness  public  can  see  and  investigate  KVKRY  practical  de¬ 
vice  yet  invented  for  the  betterment  of  business  methods— 
the  use  of  any  ONE  of  which  will  increase  results  and 
lessen  expenses  in  every  line  of  business. 

If  you  are  progressive  in  business,  you  cannot  afford 
to  miss  this  Show,  which  will  be  the  largest  and  most  in¬ 
structive  ever  held. 


IMPORTANT  TO  MANUFACTURERS: 

IF  YOU  HAVE  ANY  ARTICLE  YOU  WANT  TO 
SELL  TO  BUSINESS  PEOPLE,  THERE  IS  NO  BET¬ 
TER  MEDIUM  ANYWHERE  THAN  AN  EXHIBIT 
AT  THIS  SHOW.  OVER  100  PROGRESSIVE  MANU¬ 
FACTURERS  HAVE  ALREADY  ARRANGED  TO 
PUT  THEIR  PRODUCTS  BEFORE  THE  200,000  IN¬ 
TERESTED  PERSONS  WHO  WILL  ATTEND  THIS 
SHOW  FROM  ALL  PARTS  OF  THE 'CONTINENT. 
ARE  YOU  GOING  TO  BE  ON  HAND  TO  SECURE  A 
SHARE  OF  THIS  BUSINESS?  NOW  IS  THE  TIME 
TO  ACT.  WHAT  LITTLE  SPACE  REMAINS  IS 
GOING  RAPIDLY.  YOU  HAD  BETTER  WRITE  TO- 
DA.Y _ NOW.  DON’T  LET  YOUR  COMPETITORS 

HAVE  IT  ALL. 

Further  particulars  from 

COCHRANE  &  PAYNE,  Managers 

1734-1735  Park  Row  Bldg.,  NEW  YORK  CITY 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers, 


The  Business  Man’s  Magazine 

AND 

The  Book-Keeper 

ONE  DOLLAR  PER  YEAR  IN  ADVANCE. 

An  illustrated  magrazine  devoted  to  business  systems, 
including  book-keeping,  accounting,  auditing,  stenog¬ 
raphy,  salesmanship,  advertising,  manufacturing, 
credits,  collections,  short  cuts,  etc.,  etc. 

Published  monthly  by 

THE  BOOK-KEEPER  PUBLISHING  CO.,  LTD. 

-  E.  H.  BEACH,  Editor. 

Subscribers  desiring  to  buy  any  article  not  advertised  in  the 
magazine  will  be  furnished  with  the  name  and 
address  of  the  manufacturer  on  re¬ 
quest  to  the  publisher. 

offices: 

Detroit,  Mich.,  Book-Keeper  Building. 

New  York,  Johnston  Bldg.,  28th  and  Broadway. 
Boston,  Mass.,  24  Milk  Street. 

Chicago,  III.,  1040  First  National  Bank  Building. 
Cincinnati,  Ohio,  818  Union  Trust  Bldg. 

St.  Louis,  Mo.,  Missouri  Trust  Building. 

Montreal,  P.  Q.,  74  East  Notre-Dame  Street. 
London,  England,  231-232  Strand. 
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Retail  Merchants. 

We  have  secured  the  services  of  some 
of  the  best  known  and  most  successful  re¬ 
tail  merchants  in  the  country  to  assist  in 
making  The  Business  Man's  Magazine 
more  and  more  interesting  to  this  class  of 
our  readers.  These  men  will  give  the 
*  cream  of  their  own  experience  and  obser¬ 
vation  on  getting  trade,  handling  it,  and 
keeping  it.  These  are  going  to  be  among 
the  most  valuable  and  helpful  articles  ever 
published.  Watch  for  them. 


Where  Can  One  Buy — 

Our  readers  have  always  been  in  the 
habit  of  asking  us  where  they  can  obtain 
any  article  appertaining  to  business  which 
they  have  chanced  to  want.  These  ques¬ 
tions  we  can  usually  answer  “off  hand” 
but  once  in  a  while  we  get  a  “sticker.” 


Hereafter  we  shall  ask  our  readers  to  help 
us  out  on  these. 

This  time  it  is  “school  furniture.”  A 
reader  wants  to  buy  “outside  the  combina¬ 
tion.”  Can  it  be  done? 

No  More  Trial  Balances. 

Last  month  we  mentioned  a  new  book 
then  in  process  of  completion,  “The  Aboli¬ 
tion  of  The  Trial  Balance.”  This  work  is 
now  ready  ($2)  and  the  book-keeper  who 
wants  to  get  rid  of  that  nightmare,  the 
trial  balance,  can  find  here  the  means  of 
doing  so.  Heretofore  this  method  has  been 
a  professional  secret  among  a  few  public 
accountants  but  we  believe  in  dividing  up 
on  a  good  thing. 

W.  H.  Leopold,  Grand  K.  R.  &  S.,  K. 
of  P.,  Savannah,  Ga.,  says :  “I  have  been  a 
subscriber  for  more  than  12  years  and 
cannot  afford  to  miss  a  number.” 

I  find  your  magazine  of  much  interest. 
I  have  gained  a  great  deal  of  valuable  in¬ 
formation  from  it  in  the  past  two  years. 

W.  W.  GAMMAGE, 
of  Gammage  &  Sons,  London,  Ont. 


Mr.  Geo.  Shiner,  of  Danzig,  Germany, 
remits  for  12  back  issues  and  a  current 
subscription  to  The  Business  Man's 
Magazine,  and  says :  “I  was  formerly  a 
subscriber  to  your  magazine,  and  now  come 
back  as  I  know  when  I  find  a  good  thing.” 

Salesmanship  on  Paper. 

The  man  who  claims  that  real  salesman¬ 
ship — the  sort  which  sells  goods — cannot 
be  put  on  paper  ought  to  read  “Sales  Pro¬ 
motion.”  This  work  is  the  most  practical 
and  understandable  book  treating  of  this 
subject  ever  issued.  There  have  been 
hundreds  of  books  and  articles  written 
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$1  FOR  A 


COMPLETE 

MAIL  ORDER 


Biggest  Offer  Ever  Made.  Nearly  900  pages  of  interesting, 
solid  and  instructive  matter  relating  to 
ADVERTISING  and  the  MAIL  ORDER  Business. 


AiivEft 

tiSING 

#HUR  E. 
JWeTT; 


^IHCIPIC 

«»THE 

Hniorkr 

^IlNESS 

'By 

%UUR  6 
«WETt 


JI. 


_  jnuw  Lu  n.'-'-H 

Chapter  III.  The  catalog  business.  How  the  profit  is 
made.  The  evolution  of  a  mail-order  customer.  How  a 
customer  is  secured.  The  kind  of  ads  that  P'^  •  .  j 

of  money  to  spend  in  advertising.  How  to  place  it  a 

7H.  ^The  follow-up  system.  Examples  of 
low-up  letters  that  bring  a  large  percentage  of  orders. 

Chapter  V.  The  class  of  goods  for  the  man  with  lim 
ited  capital.  How  to  grow  from  cheap  goods  into  a  mo 
pretentious  class  of  articles.  Examples 


TF  you  are  a  business  man,  advertising  student,  mail  order  man,  ad 
J-  writer  or  connected  in  any  way  with  advertising  or  the  mail  or 

der  business,  send  $1,  and  take  advantage  of  this  offer  to-day. 
der  Dusiness,^5  ^  Arthur  E.  Swett,  has  for  its  contnbu- 

Adverusing,  tors  the  most  brilliant  and  experienced  adver¬ 
tising  men  in  the  world  and  every  conceivable  subject  pertaining  to 
advertisement  writing,  space  buying,  system,  .* 

cussed  in  a  masterly  manner  at  once  interesting  to  the  tjrto  and  con 
vSg  to  the  most  experienced  advertisers-such  as :  The  Chance 
for  the  Small  Business,  Striking  while  the  iron  is  hot.  Mailing  Cards, 

'  xhe  Value  of  Price  in  Advertising.  Why  booklets  brmg  business, 

and  Advertising  The  Farmer,  the  Catalogue,  Letters  the  mainstay  of  the 
Doctors  and  Rnsiness  bv  Mail,  Retail  Advertising  in  the  Country, 

-  W-:  THe  ^ 

SI  business,  fojd  Scbe.es  -lBad_^o„es,^Co„U„uous 

Inactive  Advertising  .  >  »  studying  advertising  by  correspondence  will 

numerous  to  mention  The  man  who  is^study^m^  lounger 

”^whi?h  dTscusses  in  a  series  of  heart  to  heart  talks  the  trials,  difficulties 
Brother,  beset  the  young  advertising  writer  in  learning  and  following  his 

and  temptations  tlmt  Mall  Order  Business,”  the  most  complete, 

SJartfcM^and  comprehensive  book  on  this  branch  ol  advertising  ever  published.  Thia 

practical  and  c  p  before  been  fully  treated  in  a  special  work  of  this  kind.  A 

important  subject  is  impossible  m  the  space  alloted  in  this  ad.  but  it  covers 

complete  synop  order  Iiusiness  in  20  complete  chapters,  fully  illustrated. 

/  Larg^fy  introductory!  Shows  the  great  pSssibilities  of  the  ma.I  or¬ 
der  business  How  nfanufacturers  can  market  their  goods  by  this  ''’«<bod,  either  by 
.fiUna  toTetailers  smaller  mail  order  dealers,  or  direct  to  t^he  public.  , 

AtJStJr  //  The  standpoint  of  the  small  dealer.  How  to  begin  the  business  as  a 
the  necessary  experience  to  go  in  deeper.  Ready-print  circulars  and 
How  to^keep  records  by  the  card  index  system.  How  to  follow  up  mquines. 
catalogs.  H  ^ _ buying  the  right  class  of  circulation.  Value  of  the  differ¬ 

ent  monthlies.  How  to  place  your  ad  in  papers  that  will  pull 
Chapter  XIV.  Typographical  detail.  How  space  is 
measured.  Display  ads.  Reading  matter  ads.  A  flat 
rate.  Classified  ads.  Position.  How  to  send  copy,  etc. 

Chapter  XV.  Postal  pointers.  What  you  ought  to  do 
and  what  you  ought  not  to  do.  Postal  regulations  and 

'^^ampterXVI.  The  future  growth  of  the  mail-order 
business.  This  class  of  trade  constantly  increasing. 
The  impetus  given  the  mail  trade  by  the  extensum  or 


Selling  goo\throu^  agents.  The  right  -^D^li^ery.'^The  c^^^  cir- 

method.  Price  and  profit.  Examples  of  good  ads  and  How  to  strengthen  a  good  first  impres- 

letters.  ^  pvneri-  sion  so  that  an  order  follows.  This  chapter  shows  the 

en2“of  a  ^00^™  that  hal  sulce”dld  where  others  faU-  way  to  “key”  your, ads  effectively 


Chapter  XVII.  “Miscellaneous  Schemes.  Matrimon¬ 
ial  bureaus  and  their  operation.  The  right  class  of  ad¬ 
vertising  literature.  Courses  in  hypnotism,  and  the  im¬ 
mense  profits  realized.  Palmistry,  Astrology  and  Phy¬ 
sical  Culture  are  also  given  attention.  How  to  start  a 
successful  book  or  subscription  business  by  the  mail¬ 
order  method.  The  books  that  sell.  Valuable  points  on 
guessing  contests  and  puzzle  offers.  .  .u 

Chapter  XVIII.  Gives  exhaustive  consideration  to  tlie 

-6 .  -  ,  -  Three  Question  of  Financial  Advertising.  How  to  get  mail-or- 

ing  on  consignment  and  making  j  fo-.  investment  securities  and  speculative  ventures 

strong  letters  to  agents.  This  is  a  long  chapter— the  and  methods.  The  best  mediums 

to  use.  Brokers’  advertising.  The  discretionary ^pool. 


:  01  a  concern  lUdl  nao  - - 

ed.  Three  follow-up  letters  that  will  prove  excellent 

models  for  many  mail-order  dealers.  _  >  •  Tn 

Chapter  VIII.  The  mail-order  medicine  ^'^siness.  In¬ 
quiries,  and  how  to  turn  them  into  orders.  The  value 

of  testimonials,  and  how  to  P^^les  of 

the  profit.  The  value  of  a  new  idea,  etc.  Examples  ot 

^^OiapU^IX.  ^SeUi^ng  medicines  thremgh  apnts.  How  to 
get  agents  and  how  to  keep  them.  The  ' 

ing  on  consignment  and  making  collections.  Three 

strong  letters  to  agent"  ^  oha 

subject  is  fully  covered.  . 

Chapter  X.  Giving  satisfaction.  Promptness  J? 
orders.  Slack  methods  and  where  they  lead.  The  key¬ 
stone  of  a  successful  mail  business. 

Chapter  XI.  Legitimate  schemes.  How  to  m^e  a  big 
profit  and  still  give  satisfaction.  Samples  of  scheme  cir¬ 
culars  and  follow-up  letters.  An  example  of  a  good 

^^^ChS>t?rXIl!^'The  trust  or  consignment  scheme  is 
gone  into  fully.  The  author  has  had  wide  experience  m 
this  class  of  business  and  speaks  with  full  knowledge. 
The  best  class  of  articles  and  premiums  are  shown  in 


to  use.  r>HJK.Cia  aiav,..  -  — - J 

Get-rich-quick  schemes.  Real  estate _  advertising.  Build¬ 
ing  and  loan  societies.  Selling  mining  stocks.  Follow¬ 
up  letters,  etc.  Three  model  letters  showing  th«  right 

sort  of  argument  to  use.  ,  ^ 

Chapter  XIX.  This  chapter  gives  a  plan  for  working 
up  a  very  profitable  business.  Small  capital  is  required. 
Where  to  get  goods  that  will  sell.  A  number  of  valu¬ 
able  points  for  every  beginner  in  the  mail-order  business 
Chapter  XX.  Contains  a  number  of  letters  of  mail-or- 

The  besT  class  of  articles  and  p^miums  teU^aTthiy  ^houlSror^wL'^had'^mSe^aLo^  failLes 

the  light  of  practical  experience.  Where  to  buy  at  Jpwest  wel  ^he  reasons  for  the  lack  of  success, 

prices.  How  to  get  replies  at  the  lowest  possible  figure.  Appendix  contains  the  names  of  manufacturers 

Delinquent  creditors.  How  to,  keep  the  Percentage  of  supp^ 

losses  down.  Examples  of  dunning  letters.  Dp  not  go  mto  J deeded  in  their  business.  Full  ad- 

the  trust-scheme  business  without  reading  this  chapter.  plies  and  circulars  iiccuc 

^  cLpter  XIII.  Advertising  mediums.  Importance  of  yon  the  requisite  huowledgre  f  enter 

This  book  It  a  mine  to  all  mall  order  men  and  other  *’“■*“•**  year's  .nhscrlptlol  to  AdfertUing  (12  number.,  2  Tolume..) 

ARTHUR  E.  SWETT.  Royal  Insurance  Building.  Dept.  9.  CHIC 
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about  the  psychological  and  esoteric  aspects 
of  selling  but  they  are  of  little  help  to  the 
man  who  wants  to  sell  goods  instead  of 
forming  theories.  Theories  are  all  right 
as  far  as  they  go,  but  they  will  not  line 
your  pockets.  The  book  sells  for  $2. 


Of  Great  Benefit. 

Mr.  Thomas  L.  Berry,  C.  P.  A.,  in  the 
Fidelity  Bldg.,  Baltimore,  Md.,  says  in  re¬ 
newing  his  subscription  :  “I  inclose  $1  for 
the  renewal  of  my  subscription  to  your 
magazine.  It  has  been  of  great  benefit  to 
me  and  I  esteem  it  very  highly.” 


Recent  Inventions  of  Merit. 

A  new  tabulator  and  governor  attach¬ 
ment  for  typewriters  has  recently  been 
placed  on  the  market,  which  is  considered 


one  of  the  most  perfect  devices  of  its  kind 
ever  produced. 

It  does,  automatically,  in  one  second 
what  requires  from  15  to  20  seconds’  time 
under  the  old  method  of  trying  to  figure 
out  the  position  on  the  scale  and  setting 
the  carriage  pointer  so  that  dollars  will 
line  up  under  dollars  and  cents  under  cents, 
etc. 

One  Insertion  Pulls  for  Five  Years. 

Once  upon  a  time  a  certain  letter  cabinet 
was  advertised  in  our  magazine.  The  last 
advertisement  was  printed  five  years  ago. 
At  that  time  the  manufacturer  quit  adver¬ 
tising  because  he  had  enough  money  and 
wanted  to  get  out  of  business.  His  hope 
was  vain  for  orders  kept  coming  in.  Per¬ 


haps  they  never  will  stop  for  the .  Henry 
Basch  Co.,  of  Chicago,  ordered  a  cabinet 
a  few  days  ago  accompanying  the  order 
with  a  page  ad  torn  from  the  five-year-old 
magazine.  It  looks  as  though  readers  of 
The  Business  Man’s  Magazine  were  in 
the  habit  of  keeping  their  copies. 


Appreciated  on  the  Other  Side  of  the 

World. 

I  take  much  pleasure  in  renewing  my 
subscription.  I  can  safely  say  that  I  get 
a  good  dollar’s  worth  from  each  issue. 

J.  C.  YEWDALL,* 

Brunswick,  Australia. 


A  Business  Opportunity. 

R.  J.  Watson,  Esq.,  controller  of  office 
systems  for  the  government  of  Bengal,  Cal¬ 
cutta,  India,  is  reorganizing  the  govern¬ 
ment  offices  of  India,  and  in  connection 
therewith  is  desirous  of  introducing  both 
into  government  and  private  offices  some 
of  the  modern  time  saving  devices  in  use 
in  this  country.  To  this  end  Mr.  Watson 
is  prepared  to  consider  any  and  all  such 
devices  with  a  view  to  their  recommenda¬ 
tion  and  adoption.  Samples,  instructions, 
prices  and  so  on  should  be  sent  as  follows  : 
R.  J.  WATSON, 

Controller  of  Office  Systems, 

Calcutta, 

Bengal,  India. 


Corporation  Accounting  and  Corporation 

Law — A  Manual  of  Corporate  Organiza¬ 
tion  and  Management,  by  J.  J.  Rohill, 
C.  P.  A.  Cloth,  445  pages ;  price,  $3. 

This  new  edition  contains  a  large  amount  of 
information  which  will  be  found  of  value  to  the 
student  of  corporation  accounting  and  corporation 
law.  The  work  is  reissued  under  the  approval 
and  patronage  of  the  California  Society  of  Certi¬ 
fied  Public  Accountants  and  contains  specimen 
examination  questions  and  acceptable  answers  au¬ 
thorized  by  that  society. 

The  principal  special  features  of  the  book  are — 
an  epitome  of  corporation  law  as  enacted  in  the 
various  states — the  organization  and  objects  of 
“Holding”  companies,  or  amalgamations,  and  how 
far  such  organizations  are  legal — the  opening  of 
corporation  books  under  varying  circumstances 
and  conditions — the  treatment  of  bonds  and  cor¬ 
poration  stock. 

This  publication  has  its  special  field  and  we  are 
pleased  to  be  able  to  highly  recommend  it  to  our 
subscribers. 


Worth  More  Than  the  Cost. 

“I  highly  appreciate  the  Individual  Home  Study 
Course  in  Higher  Accounting,  and  will  be  pleased 
to  recommend  it  to  any  one,  as  I  am  sure  it  is 
worth  far  more  to  any  accountant  than  the  cost.” 

A.  P.  GIBBON,  Woodstock,  Ont. 
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Do  You  Use  a  Ring  Book? 


The  LOXIT  Stays 
Closed  Until  you 
Open  it. 


See  the  Wide  Open¬ 
ing  of  Rings. 

The  LOXIT  Opens 
Wider  than  any 
other  Ring 
.  Book. 

The  LOXIT  has  a 
Stronger  Spring 
than  any  other 
Ring  Book. 


H.  G.”  Ring  Book 


This  cut  shows  the  manner  of  opening  and  closing  the  Loxit 

SIZES  AND  PRICES  OF  THE  “H.  G.”  RING  BOOKS 

T?„11  V>fMind  in  flexible  covers.  Black  Seal  Grain  Leather. 


Special  Setting 
(of  center  to  center) 
of  rings  to  fit  your 
sheet  made  to  or¬ 
der.  Send  us  a 
sheet  and  we  will 
name  you  a  price — 
discounts  on  quan- 


COMFORT  and  health  are  destroyed  and  life  endangered  through 
breathing  impure  air,  poisoned  with  smoke,  dust  and  gases  from  d 
old-fashioned  top-feed  furnaces  and  stoves.  Besides  abso- 
lutely  guaranteeing  to  you  the  purest,  cleanest  and  healthiest 
heat  obtainable  at  any  price,  the 

Peck-Williamson  Underfeed  Furnace 

Will  Save  You  1-2  to  2^3  on  Coal  Bills 

You  get  dividends  in  health  as  well  as  in  dollars.  Smok^ 

^  eases,  soot  and  dirt  cannot  escape  frorn 

the  Underfeed.  Entirely  consumed 
bv  fire  which  hums  on  top,  these 
waste-elements  in  Top-feeds  are 
turned  into  heat  units  in  our  Underfeed. 

An  eminent  physician,  Dr.  H.  E.  Ramsey , 
of  Allegheny,  Pa.,  gives  the  Underfeed 
acleanbillo/health.  He  recently  wrote 


•ives  the  Underfeed 
. . -le  recently  wrote  us : 

••  I  Installed  one  of  your  Underfeed  Furnaces  last 

Fall.  '■*SL“he[.*  5?  sVacK^^  haVe  about  50 

I  purchased  UNDERFEED  is  the  best  furnace  on  the  market 

.m.n  r.lUn.  mill  c.mlns  ...  ol  IK.Ir  chlmn.,.. 
1  like  the  Peck-Williamson  UNDERFEED  all  right. 

you  prefer  to  deal. 

THE  PECK-WILLIAMSON  CO.,  399  W.  Fifth  St.,  CINCINNATI,  OHIO. 

Dealers  are  Invited  to  Write  for  Our  Attractive  Autumn  Proposition. 


— 

Size  of  Sheet 

Dia.  of  Ring 
Outside. 

Center  to 
Center. 

No.  of 
Rings 

Price 

Cover 

Only 

Sheets 
per  100 

Indexes 
Per  Set. 

X  6 

3^  X  7 

6  x7H 

6  X  434 

734  X  5 

8^  X  6 

10  X  8 

1  in. 

1  “ 

1  “ 

1  “ 

1  “ 

1  “ 

1  “ 

in. 

2X  “ 

8  “ 

4  “ 

5%  “ 

6K  “ 

1^4  “ 

2 

2 

2 

2 

3 

3 

3 

$1  25 

1  45 

1  46 

1  60 

1  75 

2  10 

2  26 

.25 

.30 

.35 

.36 

.40 

.46 

.60 

.30 

.30 

.35 

.36 

.40 

.45 

.60 
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365  SHAVES 

A  Daily  Shave  for  a  Year  for  Less  Than  2c.  a  Week 

An  actual  fact  proved  by  nearly  ONE  MILLION  satisfied 

users  of  the  Gillette  Safety  Razor,  who  find  it  a  great 

SAVER  and  the  GREATEST  SHAVER. 

Denver,  Colo.,  ^5,  1906. 

GILLETTE  SALES  CO.,  ,  . 

Gentlemen— I  am  glad  to  be  an  enthusiastic  user  of  your  razor.  - 

The  twenty  blades  have  given  me  over  540  shaves,  and  I  have 
had  the  pleasure  of  creating  about  seven  pleased  new  users  of 
your  razor.  (Name  furnished  on  application.) 

THOUSANDS  OF  SIMILAR  LETTERS  ON  FILE. 

With  each  razor  are  12  double-edged  blades,  each  blade  good  for  an  average 
of  more  than  20  shaves.  No  Stropping,  No  Honing ;  Always  Sharp. 
When  dulled,  insert  a  new  blade.  New  blades  5  cents  each. 

Sold  in  Drug,  Hardware  and  Cutlery  stores  everywhere.  If  your  dealer 

won’t  supply  you  order  direct.  .  •  u  eu  • 

PRICES  —Triple  silver-plated  set  with  12  blades.  $S;  Standard  combination  set  with  Shaving 
Brush  an^Lap  in  triple  silver%lated  holders.  $7.50.  10  double-edged  blades  50c. 

Illustrated  booklet  and  details  of  our  Special  Trial  Offer  mall^  free. 

Gillette  Sales  Company,  *216  Times  Bldg.,  New  York. 


Safety- 

Razor 


WITHOUT 

STROPPING 


Actual 
size  o! 
GILLETTE 
SAFETY 
RAZOR 
ready  for 


Triple 

Silver 

Plated 


NO  stroppinc.no  honing. 


Mann 

Ledger 

Interchangeable  Leaves. 


Ledger  and 

Lock 

Patented. 


Those  who  have  been  deterred  from  using  Loose  Leaf  Ledgers  from  fe^r  th^t  leaves 
would  be  mak.nipulated,  are  now  enabled  to  install  a  Mann  Ledger  with  a  Yale  Lock, 
rendering  it  absolutely  proof  agrdnst  manipulation.  The  mechanisms  of  Lock  and  Binder 
are  operated  by  one  key. 

Our  Sectional  Post  Transfer  Binder,  Current  Holder,  and  Deprima  Flat  Opening  Leaf, 
complete  an  outfit  which  is  high  grade  in  every  respect.  Write  for  Illustrated  Cata.log. 
We  are  owners  a.nd  manufacturers  of  Leslie  Binders  and  Leaves. 

WILLIAM  MANN  COMPANY 

Blank  Book  Mak.kers,  Stationers,  Printers  and  Lithographers.  Manufacturers  of  Copying 

Books  a^nd  Pampers  and  Loose  Le&f  Devices. 

59-61  Maiden  Lane,  New  York.  5^9  Market  St.,  Philadelphia,  Pa. 


Please  mention  The  Business  Man's  Magazine  when  writing  to  advertisers. 
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DESKS 

nUNC  DEVICES 


YOU  DON’T 
GET  DONE 
WHEN  YOU 
BUY  A  GUNN 


Our  New  400 

Desk  Series 

No.  400  (like  cut)  has  deep 
drawers  arranged  with  verti¬ 
cal  filing  equipment  card  in¬ 
dex  drawer  with  cards.  The 
Gunn  Patent  drop  front  pigeon 
hole  box,  exclusive  with  Gunn 
Desks.  The  writing  bed  is  not 
broken  by  typewriter,  which 
disappears  in  a  dust  proof 
compartment. 

Desk  401  same  as  400  except 
it  has  no  typewriter  shelf— the 
left  pedestal  is  all  drawers. 

Desk  402  same  as  400 — in  flat 

Desk  403  same  as  401 — in  flat 

^°All  in  fine  quarter  sawed  oak, 
hand  rubbed,  highly  polished. 

Gunn  Desks 

are  made  in  250  different  styles, 
in  all  woods  and  finishes  to  suit 
every  business.  They  are  all 
fitted  with  the  famous  drop-front 
pigeon  hole  boxes  and  many 
special  and  practical  features 
which  makes  the  Gunn  the  most 
satisfactory  desk.  If  you  want  an 
up-to-date  office. desk  of  any  des¬ 
cription  and  the  best  posssible 
value  for  your  money.  Buy  a  Gunn; 
at  least  send  for  free  catalogue  of 
Gunn  Desks  and  Filing  Devices. 

Gunn  Desks  and  Filing  Devices 
are  sold  by  all  leading  retailers  or 
shipped  direct  from  factory. 

Our  referenee-  The  User-The  Wan  with  a  Gunn 
Awarded  Gold  Medal  World#  Fair  at  St.  Louis 

GUNN  FURNITURE  CO. 

Jl^rs.  Gunn  Sectional  Book-cases 


Please  mcntioK  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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ROTAMATIC  LOOSE 
LEAF  BOOK 

Makes  an  admirable  holder  for 
mounted  drawings,  photo¬ 
graphs,  advertisements  or 
samples  for  office  or  salesmen  s  use. 

It  keeps  them  clean,  convenient  and  at¬ 
tractive  for  display  purposes.  Samples  mount¬ 
ed  on  heavy  paper  or  card-board  can  be 
carried  and  handled  without  danger  oI  buck¬ 
ling  or  getting  out  of  shape.  AH  or  any 
part  of  the  contents  can  be  removed,  replaced, 

^  or  re-arranged  instantly.  A  quarter-turn  ^ 
of  the  key  attached  to  the  book  opens  or 
closes  all  the  arches  simultaneously.  1  he 
mechanism  is  strong,  compact  and  simple.  INo 

springs,  ratchets,  or  screw  rods.  Sheets  are  held  in 
absolute  security. 

The  Rotamatic  is  made  in  any  binding  and  with 
either  IK"  or  2"  capacity,  furnished  with  handles 
atlached^ if  required.  Irjdex  division  sheets  wish 
leather  labs  bearing  alphabetical,  numerical,  or  other 
designation  of  contents,  made  to  order. 

Our  Goods  ore  Sold  by  Siationers  Everywhere 

Catalogue  of  Loose  Leaf  Books  con- 
taining  illustrations,  descriptions,  and 
prices  of  both  stock  and  special  sizes  m 
all  bindings  of  the  only  complete  line 
of  loose  leaf  devices  made  under  one 
roof  sent  on  request. 


SIEBER  &  TRUSSELL  MEG. 
COMPANY 


4004  Laclede  Ave.,  St.  Louis 

Everything  in  Locse 
Leaf  from  Ledger  to 
Memo  Books 
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bought  here  for  some  other  plant,  and  which 
is  shipped  alive  to  that  plant.  It  may  be 
checked  with  the  loading  record  of  the 
stock  yards  company  and  the  scale  tickets, 
Jis  well  as  the  count  of  our  own  driver. 

The  “Net  Killed”  column  is  intended  to 
show  the  number  of  animals  killed  which 
are  competent  to  pass  the  government  in¬ 
spection  and  which  are  passed  into  the 
dressed  carcass  account. 

The  “Dead”  column  is  to  show  the  num¬ 
ber  of  animals  which  have  died  (of  fright) 
before  reaching  the  slaughter  house. 

The  “Condemned”  column  is  intended  to 
show  the  number  of  animals  killed  which 
are  not  competent  to  pass  the  government 
inspection,  and  which  are  ordered  destroyed 
by  the  government  inspectors.  They  ac¬ 
cordingly  do  not  enter  into  the  dressed  car¬ 
cass  account,  unless  perchance  the  inspector 
after  mature  deliberation  releases  them  from 
his  control,  in  which  case  they  are  taken 
into  account  in  the  dressed  carcass  account 
in  the  column  “Released.” 

The  “Loss”  column  is  the  opposite  of  the 
“Gain”  column  and  is  used  to  adjust  any 
difference  in  count  that  may  occur. 

The  second  division,  “Dressed  Carcass 
Account,”  takes  up  the  record  of  the  car¬ 
casses  as  they  pass  from  the  killing  floor  to 
the  chill  rooms.  As  is  the  case  with  all  de¬ 
partment  reports  it  starts  with  the  “On 
Hand  Day  Before.”  The  “Released”  col¬ 
umn  is  explained  in  a  preceding  paragraph. 
The  ‘From  Killing”  column  explains  itself, 
the  number  being  taken  from  the  “Net 
Killed”  coliimn  in  the  first  division. 

“The  “Produced”  column  is  used  to  show 
the  opposite  of  “Converted”  on  the  other 
side  of  the  form.  For  example,  all  carcasses 
are  passed  into  this  account  as  being  whole 
carcasses  and  an  order  may  be  received  to 
ship  a  half  or  a  quarter  of  a  carcass ;  the 
carcass  is  then  broken  up,  being  shown  in, 
the  Converted”  column.  The  pieces  thus' 
made  are  taken  into  account  in  the  “Pro¬ 
duced  column,  thus  making  it  possible  to 
show  exactly  the  shipment  and  the  balance 
on  hand  whether  it  is  in  whole  carcasses 
or  not. 

The  Returned”  column  is  to  show  any 
goods  returned  by  customers  and  musit 
check  the  record  of  the  receiving  depart¬ 
ment  and  its  report  to  the  claim  department,, 
which  report  must  be  attached  to  this  one. 

Shipped”  is  to  cover  shipments  r(jjtually’ 
made  to  customers  and  is  checkedj^  by  t|^p,j 


main  office  stock  clerk  with  a  recapitula¬ 
tion  of  the  shipments  which  he  has  made 
from  the  shipping  papers,  independent  of 
any  department  report.  It  is  probably  un¬ 
necessary  to  add  that  any  differences  in  the 
shipments  are  promptly  located  and  the  re¬ 
port  properly  corrected. 

“Agency  Deliveries”  covers  the  delivery 
of  goods  to  other  departments  which  re- 

main  the  property  of  this  department,'  bjut 

•  ^ 

which  are  taken  up  in  the  reports  of  the 
receiving  department.  For  example,  let  us 
say  that  all  sales  of  carcass  beef  are  cred¬ 
ited  to  "  the  dressed  beef  'department,  re¬ 
gardless  of  what  department  makes  the  ship¬ 
ments.  Now  supposing  the  jobbing  de¬ 
partment  applies  for  two  carcasses  tor  snip- 
ment,  they  will  be  shown  in  the  “Agency 
Delivery”  of  the  “Dressed  Carcass”  account, 
and  the  “Agency  Receipt”  column  of  the 
“Jobbing  Room”  account.  This  manner  ot 
handling  these  deliveries  is  used  m  oiaei 
to  facilitate  the  operating  end  without  de¬ 
stroying  the  integrity  of  the  accounting  end. 

“Miscellaneous  Transfers”  covers  move¬ 
ment  of  product  to  other  departments,  which 
are  charged  to  them  on  a  regular  depart¬ 
ment  transfer,  and  thus  become  the  property 
of  the  receiving  department.  In  this  in¬ 
stance  it  represents  deliveries  to  the  whole¬ 
sale  market  only. 

“Transfers  Cutting”  covers  transfers  to 
the  cutting  room  and  must  balance  the 
number  of  carcasses  taken  up  in  the  cutting 
room’s  report  on  Forms  11  and  12. 

“Converted”  is  fully  explained  in  the 
paragraph  on  “Produced.” 

The  third  division,  or  “Jobbing  Room” 
account  is  similar  in  operation  to  the  pre¬ 
ceding  division  and  needs  no  special  ex¬ 
planation. 

Form  10  shows  the  movement  of  all  pro¬ 
duct  from  the  beef  killing  department  ex¬ 
cept  the  carcasses,  which  are  shown  on 
Form  9,  and  the  hides,  which  are  charged 
to  the  hide  department  on  the  basis  of  the 
number  of  animals  killed.  On  account  of 
the  weights  shown  being  made  while  the 
product  is  hot  it  is  necessary  to  provide  for 
the  natural  shrinkage  that  occurs  with  the 
cooling  of  the  different  products,  hence  the 
“Shrinkage”  column.  This  form  is  a  com¬ 
bination  of  stock  report  and  department 
transfer,  and  will  be  fully  explained  from 
a  transfer  standpoint  in  an  article  entitled 
“Packing  House  Department  Accounting,  as 
between  Operating  Departments.” 


or 


I  HE  hard- worked,  the  over- 
__  worked,  the  well-paid,  the 
under-paid,  it  doesn’t  matter  what  you  are 
where  you  are.  These  little  booklets  are  a 
message  to  you.  They  tell  the  story  of  hard  work  made  easy 
in  the  office,  the  factory,  the  store  and  the  counting  house;  of 
worries  banished,  of  shortened  hours — surely  a  story  interesting 
to  any  clerk  anywhere.  They  have  spelled  advancement  and  success, 
more  money,  good  health  to  many  a  clerk.  They  are  more  than  an  advertisement— 
they  are  an  education.  Let  any  clerk  ask  himself  i  he  is  on  the  wrong  track  in  looking  f 
better  way  to  do  his  work.  Let  him  read  these  books;  they  will  help  to  set  him  right.  They 
will  show  him  the  way  out  into  the  land  where  overtime  is  unknown,  figures  wony  is  no 
r"  e  and  work  is  a  pleasure.  Read  them  and  see  if  they  arentworth  a  penny  a  bit  of  wit 
and  a  moment  of  your  time.  Remember  that  “success  in  life  doesn  t  come  from  holding  a  goc^ 
hand,  but  in  playing  a  poor  hand  well.”  These  books  show  how  to  play  some  poor  hands  well. 

BURROUGHS  ADDING  MACHINE  COMPANY 


82  AMSTERDAM  STREET, 


DETROIT,  MICHIGAN,  U.  S.  A. 


Vease 


^ntinn  The  Tfuxiness  Man’s 
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HAIR 

Guarantee  Backed  by  the  Bank 

The  EVANS  VACUUM  CAP  is  simply  a  mechanical 
means  of  obtaining  a  free  and  normal  circulation  of  blood  in 
the  scalp,  and  the  blood  contains  the  only  properties  that  can 
maintain  life  in  the  hair  and  induce  it  to  grow. 

If  the  Evans  Vacuum  Cap  gives  the  scalp  a  healthy  glow 
and  produces  a  pleasant,  tingling  sensation,  then  the  normal 
condition  of  the  scalp  can  be  restored  and  a  three  or  /our 
minutes  use  of  the  Cap  each  day  thereafter  will,  within  a 
reasonable  time,  develop  a  natural  and  permanent  growth  of  hair.  The  Vacuum  method 
rsTvrgorous  massage  without  the  rubbing,  and  there  are  no  drugs  or  .rntants  employed. 


is  what  might  be  described 


“When  I  buy  a  thing  and  get  my 
money’s  worth  I  don’t  hesitate  to  say  so. 
I  purchased  from  you,  five  months  ago, 
an  Evans  Vacuum  Cap,_  and  it  has  givoo 
me  the  very  best  of  (satisfaction  and  has 
accomplished  all  you  claimed  and  more. 
My  case  was  obstinate  at  first,  but  by 
persistent  effort  in  the  use  of  the  Cap  I 
am  fully  satisfied  with  results.  To  my 
mind  it  is  the  only  rational  manner  of 
treating  the  scalp  to  put  it  into  a  thor¬ 
oughly  healthy  condition  and  I  have 
made  quite  a  study  of  the  matter.  You 
are  quite  at  liberty  to  refer  any  pros¬ 
pective  customers  in  this  section  to 
me,  either  personally  or  by  letter,  but 
I  do  not  wish  this  letter  used  as  a 
published  testimonial.’’ 


“I  would  like  to  report  my  progress 
with  your  Cap  and  will  say  that  it  has 
loosened  up  my  scalp  very  much,  but  1 
find  that  my  hair  still  falls  some  and 
wish  to  ask  for  further  advice.  The  Cap 
has  started  a  new  growth  of  hair,  but  1 
find  that  the  new  hair  comes  out  after 
growing  from  one  to  two^  inches  in 
length.  I  enclose  a  few  hairs  and  you 
will  please  notice  that  they  are  a  new 
growth.  Is  it  that  the  follicles  will  pro¬ 
duce  two  or  three  growths  before  they 
become  healthy?  Now  I  suppose  that 
vour  treatment  will  take  some  time  to 
get  the  hair  in  a  healthy  condition,  as 
m.y  scalp  has  been  so  tight  for  some 
years.  Would  like  to  hear  from  you 
on  the  subject.’’ 


“After  thirty  days’  use  of  your  Vacuum 
Cap  the  fuzz  on  my  head  has  started  to 
grow.  I  had  been  losing  my  hair  for 
over  twelve  years  and  my  scalp  was  very 
tight,  but  now  it  is  quite  loose  and  I 
move  it  back  and  forth.  Is  there  any 
way  to  keep  the  Cap  from  coming  down 
in  front?  That  is  the  only  thing  that 
bothers  me.  I  have  written  to  the  Jef¬ 
ferson  Bank  instructing  them  to  give 
you  ni3^  deposit.  Xhere  has  been  a  few 
gentlemen  here  watching  the  trial  of 
the  Cap  and  I  think  you  will  now  ^  re¬ 
ceive  more  orders  from  this  place. 


“I  have  just  received  the  chair  clamp 
and  letter  of  advice,  for  which  accept 
my  thanks.  Will  state  that  I  have  now 
been  using  the  Cap  for  a  little  more 
than  a  month  and  am  convinced  that  it 
is  indeed  a  blessing  to  a  man  who  really 
values  his  hair.  I  paid  $50.00  to  a  New 
York  Specialist  whose  treatment  failed 
to  stop  my  hair  from  falling  out,  and 
which  your  apparatus  has  accomplished 
in  a  reasonably  short  time.  The  price 
you  charge  for  the  Cap  is  out  of  pro¬ 
portion  to  the  benefits  received  and  in 
fact  I  look  upon  it  more  as  a  gift  tlvin 
a  purchase.’’ 


“I  believe  that  any  man  whose  blood 
is  in  good  condition  can  cultivate  a 
healthy  and  complete  growth  of  hair.  I 
had  been  losing  my  hair  for  about  ten 
years  and  there  was  a  bare  space  about 
three  inches  wide  extending  from  front 
to  the  back  part  of  my  head.  I  saw  the 
advertisement  of  the  Evans  V'acuum  Cap 
in  Munsey’s  Magazine  some  time  ago 
and  the  logic  of  the  argument  appealed 
to  me.  I  cut  the  advertisement  out  and 
carried  it  in  my  pocket  knowing  that  I 
would  be  in  St.  Louis  at  the  World’s 
Fair  in  charge  of  my  Automobile  Spring 
Exhibit,  which  was  recently  awarded  a 
gold  medal.  I  have  now  use*  the  Cap 
for  a  little  over  three  months  and  my 
photograph  herewith  will  show  you  the 
results  I  have  obtained.  I  mailed  this 
photograph  home  to  my  wife  in  Boston, 
and  her  surprise  at  noting  the  growth 
of  hair  on  my  head  will  perhaps  be  ap¬ 
preciated  by  quoting  from  her  letter: 
‘Your  picture  came  in  this  morning,  but 
how  strange  it  seems.  Are  you  wearing 
a  wig  or  has  the  Cap  really  made  your 
hair  grow  again?’  Although  I  appre¬ 
ciate  the  honor  of  getting  the  gold 
medal  on  my  own  invention,  yet  I  am 
frank  to  say  that  I  have  derived  more 
satisfaction  from  having  my  hair  re¬ 
stored  than  receiving  the  medal.  My 
success  with  the  Cap  has  been  so  pro¬ 
nounced  that  it  has  led  to  quite  a  num¬ 
ber  of  sales  among  others  who  were 
watching  my  progress.’’ 


“I  have  been  using  your  Vacuum  Cap 
for  eight  weeks,  and  am  pleased  with 
the  results.  I  hereby  authorize  the  Jef¬ 
ferson  Bank,  of  St.  Louis,  to  pay  you 
the  amount  deposited  with  them  for 
the  Cap  sent  me.  Although  there  was 
no  bald  spot,  the  hair  on  the  top  of 
my  head  was  quite  thin  and  has  been 
steadily  growing  thinner  for  several 
years.  This  condition  was  evidently 
due  to  failing  nourishment  of  the 
scalp,  as  the  scalp  was  otherwise  per¬ 
fectly  healthy.  I  now  have  a  new 
growth  of  hair  averaging  about  one 
inch  in  length  over  the  thin  area,  and 
if  the  improvement  continues,  as  I  ex¬ 
pect  it  to,  you  will  doubtless  receive 
other  orders  from  my  acquaintances 
here  in  Oakland.’’ 


“The  new  Cap  that  you  sent  me  ar¬ 
rived  safely,  and  while  I  have  only  had 
about  ten  days’  use  of  it,  yet  my  friends 
already  have  noticed  an  improvement 
in  the  appearance  of  my  hair  and  I  am 
glad  you  exchanged  the  Cap  as  I  believe 
it  is  going  to  give  excellent  satisfaction. 
There  is  one  question  I  would  like  to 
ask — is  there  any  part  of  the  pump 
which  requires  oiling?  Your  explana¬ 
tion  of  delay  is  entirely  satisfactory.  It 
may  be  that  my  haste  in  the  matter 
was  somewhat  undignified,  but_  you 
doubtless  know  that  a  man  who  is  los¬ 
ing  his  hair  and  losing  it  fast,  some¬ 
times  gets  nervous  over  the  fact.” 


“I  purchased  one  of  your  Caps  a  few 
months  ago  and  am  pleased  with  results 
I  am  getting.  I  perspire  freely  and  this 
seems  to  have  the  effect  of  rotting  the 
rubber  band.  Can  you  send  me  a  new 
one  by  mail?  My  hair  had  been  falling 
out  for  over  fifteen  years,  during  which 
time  I  have  tried  practically  every  sup¬ 
posed  remedy  with  absolutely  no  re¬ 
sult  (except  injurious),  but  thanks  to 
your  Cap,  the  fuzz  on  my  head  has 
developed  into  hair,” 


The  names  and  addresses  of  the  writers  of  the  “^^j^^^/resse^st'^to  ^any^one^hnterested,  for  pri- 

bjections  to  sending  copies  of  the  originals,  together  with  the  Evans  Vacuum  Cap  with 

ate  use.  It  will  be  understood  by  every  reader  that  many  of  those  ^ho  have  used  we  circumstances, 

le  very  best  results  are  persons  of  prominence  and  position  ^"4  gh  personal  announcement.  They 

ermit  their  names  and  photographs  to  appear  publicly  in  connection  with  any  such  personal 

ave  no  objection,  however,  to  our  using  them  by  correspondence^ _ _ 

The  Evans  Vacuum  Cap  is  furnished  on  60  days’  trial  and  “"4^^  J^^Ynte^^  We^have  ncT  agents,  and  no’ one  is 
,ouis,  and  any  bank  or  banker  will  testify  g  vL?um  Cap— all  orders  come  through  the  Jefferson 

LeVu^%1*nd°fo^u  " 

as  achieved  This' book  is  sent  free  on  request  and  we  prepay  postage  in  full. 

LVANS  VACUUM  CAP  CO.,  933  Fullerton  Bldg.,  Saint  Louis,  U.  S.  A. 

Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Form  14 


It  might  be  well,  however,  to  explain  the 
charge  to  the  rendering  department,  the 
first  two  items  of  which  covers  a  fixed 
charge  for  grease  from  the  sewer  catch 
basins,  etc.,  which  is  based  on  an  actual 
test  made  at  stated  intervals.  The  otner 
items  are  charged  to  the  rendering  depart¬ 
ment  on  basis  of  what  they  yield  in  rendered 
product,  as  being  the  most  practical  way  to 
arrive  at  their  real  worth. 

Forms  11  and  12  cover  the  movement  of 
product  from  the  cutting  room  to  other  de¬ 
partments.  It  is  also  a  combination  of 
stock  report  and  department  transfer.  The 
cuts  of  the  different  grades  of  animals  are 
expressed  separately  in  order  that  they 
may  be  intelligently  priced  and  charged  and 
the  number  of  head  and  the  weight  ac¬ 
counted  for  on  these  reports  must  agree 
with  the  items  shown  on  Form  9.  • 

In  former  years  it  was  the  custom  for  the 
stock  reports  of  the  different  departments 
to  show  only  the  “Into  Stock”  and  “Out  of 
Stock”  movements,  and  the  balance  on 
hand.  When  it  became  necessary  to  check 


the  report  of  any  department,  the  main 
office  was  compelled  to  recapitulate’ all  items 
of  receipts  and  disbursements  in  order  to 
do  it,  and  in  case  of  a  difference  consider¬ 
able  tedious  checking  was  necessary  to  lo¬ 
cate  it.  This  is  overcome  by  the  reports 
now  in  service,  as  each  department  shows 
separately  the  items  of  receipts  and  dis¬ 
bursements  under  the  different  heads  as  ex¬ 
plained  in  Form  9. 

The  daily  reports  of  the  different  depart¬ 
ments  come  to  the  main  office  stock  clerk 
with  all  contingent  reports  attached.  For 
example.  Form  14  is  sent  in  each  day  with 
the  auditor’s  report  of  purchases  received, 
the  claim  department’s  report  of  returned 
goods,  the  department  transfers,  both  in 
and  out,  and  the  report  of  conversions,  etc., 
attached,  thus  enabling  a  complete  and 
easy  check.  After  the  reports  attached  have 
been  checked  and  initialed  by  the  main  of¬ 
fice  stock  clerk  they  are  sent  to  the  proper 
departments.  The  shipments  are  then 
checked  against  the  main  office  recapitula¬ 
tion  and  the  figures  verified  for  clerical  er- 
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See  here  how  the  sfeparate  sockhold 
swings  on  a  Ball  Bearing  Swivel.  Being 
independent,  the  strain  on  the  leg  band  is 
relieved,  and  the  socks  are  held  fast  and 
smooth.  No  binding  or  looseness. 

Qet  a  pair  :  :  .25  cents 

If  your  dealer  has  none,  buy  of  us. 


NONE  SO  EASY 


Things  to  Think  About 


,  Note  here  how  the  back  slides  when  the 
shoulder  is  raised.  Bend,  lift  or  reach,  and 
the  movable  back  quickly  and  smoothly  slides 
i  ;  with  you.  There’s  no  shoulder  pressure  and 
the  trousers  stay  smooth. 

Leather  ends,  as  you  know,  run  unevenly, 
thick  and  thin,  and  vary  in  strength.  That’s 
why  one  end  gives  out  before  another.  The 
Presldervt  braided  cord  ends  are  the 
strongest  suspender  ends  made. 

The  litde  front  unhitching  clasps  on 
k  President  Susperxders  add  to  the 
\ :  service.  They’re  convenient,  secure,  strong 
and  simple. 


The 
C.  A. 
Edgarton 
Mfgr. 
Co. 

505  Main 

Street, 

Shirley, 

Mass. 


Ask  your  dealer  to  allow  you  to  try  on 
Presidents  before  you  pay  for  another 
pair  of  the  other  kind.  If  you  do  so  you’ll  buy 

Presidents. 

Light  and  Medium  Weight 
50c.  and  $1.00 

If  your  dealer  has  none,  buy  of  us.  We  will 
return  your  money  if  you  don’t  like  them. 

Suspenders  and  Garters  in  combination  box 

75  cents. 

THE  C.  A.  EDQARTON  MFO.  CO. 
505  riain  St.,  Shirley,  /lass. 


Return  reverse  half  of  Guarantee  Ticket  with  lOc.  for  pack  of  President  Playing  Cards. 


This  loose  leaf  binder 

will  bind  /  sheet  or  1,000 
sheets  with  a  vise-like  grip — 
no  metal  parts.  Binder  is  no 
thicker  than  the  lids,  plus 
the  sheets  inserted. 


WHAT  MORE 
DO  YOU 
WANT 


NEW  YORK 
OFFICE 


Room  1803 
150  NASSAU  STREET 


W.  B.  WILSON,  Manager 


Patent 


Ti  “KALAMAZOO”  LOOSE  LEAF  BINDER 


WILL  BE  DISPLAYED  AT  BOOTHS  21  AND  22 

BUSINESS  SYSTEM  SHOW,  MADISON  SQUARE  GARDEN,  NEW  YORK 

OCTOBER  27  TO  NOVEMBER  3 


Call  and  see  it.  Our  new  loose  sheet  holder  is  a  wonder. 

THE  KALAMAZOO  LOOSE  LEAF  BINDER  CO..  Address  Dept.  "A”  KALAMAZOO.  MICH. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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INSURANCE 

REPORT 

PEPSIN  DEPT. 

CHEMICAL  DIVISION 

Week  ending . 190.. 

Article 

Denom 

Sec.  Cl 

Oil  of  Curacao . 

Lbs. 

Alum . 

k 

Sugar  .of  Milk . 

i 

Muriatic  Acid.. . 

t 

Sulphuric  Acid . 

i 

Phosphoric  Acid . 

i 

Citric  Acid . 

i  k 

Gasolene . 

Gals. 

Alcohol,  P.  S . 

k  4 

3  Vellum  Parch,  Paper... 

Lbs. 

Soda  Ash . 

4  4 

22  in.  Duck,  No . 

Yds. 

Saccharine . 

Ozs. 

Syrup . 

Gals. 

Caramel,  12  lbs.  to  gal. ;. .. 

Lbs. 

Glycerin . 

4  4 

Gran.  Rennets . 

• 

Wood  Alcohol . 

Gals. 

Gum  Shellac . 

Lbs. 

Salt  Petre . 

4  4 

Wohlin  Powder . 

4  4 

Benzoate  Soda . 

4  4 

Salicylic  .\cid . 

4  4 

Borax . 

Gran.  Sugar . 

4  4 

Susage  Dip . 

Gals. 

- 

Form  16. 


rors,  after  which  the  stock  report  is  filed 
in  the  proper  binder  where  it  is  of  easy 
access  to  all  office  departments  concerned. 

It  certainly  seems  unnecessary  to  elabor¬ 
ate  upon  the  necessity  of  keeping  an  ac¬ 
curate  and  complete  record  of  minor  sup¬ 
plies,  and  yet  it  is  something  that  is  often 
neglected  by  concerns  who  are  otherwise 
up-to-date  in  accounting  methods.  The 
facts  are  that  the  quantity  of  all  supplies 
used  is  governed  by  the  amount  of  product 
turned  out,  and  the  easiest  way  to  arrive  at 
a  conclusion  of  what  supplies  are  needed 
this  year  is  to  look  back  and  see  what  was 
used  last  year,  making  due  allowance  for 
the  intentions  of  the  management  regard¬ 
ing  an  increased  or  decreased  proauction 
of  any  certain  articles.  In  practice,  how¬ 
ever,  this  method  is  very  crude  and  is  prac- 
•  tically  useless  unless  a  very  complete  record 


is  kept  in  the  purchasing  department  and 
even  then  the  method  is  unsatisfactory  be¬ 
cause  the  heavy  production  of  a  certain 
article  this  year  may  occur  at  quite  another 
time  of  the  season  from  what  it  did  last 
3^ear. 

The  intention  of  the  following  system  is 
to  put  the  burden  of  ordering  supplies  on 
the  operating  departments  with  weekly  re¬ 
ports  of  the  supplies  on  hand  to  the  pur¬ 
chasing  and  insurance  departments,  it  being 
understood  that  the  weekly  report  is  simply 
a  memorandum  and  that  the  purchasing  de¬ 
partment  buys  supplies  only  upon  the  re¬ 
quisition  made  out  in  proper  form  and  ap¬ 
proved  by  the  proper  officers. 

To  enable  the  operating  departments  to 
keep  proper  account  of  the  supplies  on  hand. 
Form  14  was  devised  and  it  is  in  general 
use  except  in  a  few  departments  where 
special  forms  are  needed,  when  such  forms 
are  ruled  to  meet  the  requirements.  A 
sample  of  these  special  forms  is  shown  in 
Form  15,  which  is  in  use  in  the  cooperage 
department. 

In  the  first  column  is  shown  any.  requisi¬ 
tions  issued  to  the  purchasing  department 
for  supplies ;  in  the  second  column  is  en¬ 
tered  the  receipts  and  in  the  third  column 
is  entered  the  used,  based  on  product  made, 
the  balance  being  shown  on  hand  in  the 
various  insurance  sections. 

At  each  inventory  period  the  amount  on 
hand  is  taken  at  actual  figures  and  differ¬ 
ences  are  shown  on  the  stock  card  as  “In¬ 
ventory  Adjustment,”  thus  getting  a  clean 
start  at  each  inventory  period. 

Weekly  reports  as  per  Form  16  are  made 
out  in  duplicate  for  each  department,  such 
as  the  tin  department.  The  pork  cut  de¬ 
partment,  S.  P.  pork  department,  S.  P. 
beef  department,  pepsin  department,  lard 
department,  lard  oil  department,  oil  re¬ 
finery  department;  one  being  sent  to  the 
insurance  department  and  one  to  the  pur¬ 
chasing  department.  The  stock  cards  them¬ 
selves  are  kept  in  boxes,  which  may  be 
locked,  and  are  put  in  a  fire  proof  vault 
each  night,  in  order  to  have  a  record  of  all 
supplies  in  case  of  fire. 
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Aluminoid  Pens  express  you  perfectly— they  are  firm,  rapid 

and  yet  flexible.  ,  u  **  j  . 

They  last  longer,  wear  smoother,  serve  you  better  and  cost 
a  trifle  more  by  the  gross  than  other  pens. 

No.  7  Railroad  Stub— Large,  Falcon  shape,  holds  much  ink. 
No.  9  Lawyers’  Rapid  Writer— Flexible  action,  responds 
quickly. 


No.  10  Fine  Stub— Rather  rigid,  gives  clear-cut  line. 

No.  II  Editorial  Stub— Medium  broad,  very  rapid,  makes 
a  rather  heavy  line  of  much  character. 

No.  30  Lady  Falcon  Stub— Most  popular  small  shape, 
holds  more  ink  than  No.  10,  and  is  the  daintiest  small 
stub  made. 


^4  7r*Vry_/“//Tcr  Ssi/rfinM-rS 


Samples  of  the  five  pens  Illustrated  mailed  free  on  request  to  any  business  house  In  the  conntry 

A.  L.  SALOMON  &  CO.,  539  Broadway,  NEW  YORK 


The  Automatic  Check  Protector 

The  one  absolute  safeguard  against  check -raising! 


Over  92  per  cent,  of  the  volume  of  obligations  incurred 
in  this  country  are  settled  with  bank  checks. 

Every  time  a  check  is  written  the  maker,  who  never 
knows  through  how  many  or  whose  hands  his  check 
will  pass,  is  threatened  with  loss  through  check-rais 
ing. 

There  is  but  one  way  to  absolutely  insure  against 
this  danger — use  the  Automatic  Protector. 


A  Booklet  Free 

Space  will  not  permit  of  a  discussion  here  of  this  question 
nor  a  description  of  the  Automatic,  but  we  have  just  issued  a 
booklet  touching  closely  the  interests  of  every  business  man. 

It  explains  the  processes  and  prevalence  of  the  alarmingly 
Increasing  evil,  check-raising. 

It  points  out  the  obligations  of  the  maker  and  where  the 
responsibility  for  loss  lies,  with  court  decisions 

It  analyzes  the  requirements  of  thorough  protection  and 
lays  bare  the  weaknesses  of  Inking  and  Stamping  "protec¬ 
tors.” 

It  shows  some  Incidental  safeguards. 

It  proves  the  protective  efficiency  of  the  AUTOMATIC^ 
describes  its  mechanical  superiority  and  its  use. 

Can  you  afford  not  to  read  this  free  booklet  ? 


The  Automatic  is  a  Substantial  machine,  weighing  12  pounds. 
It  is  guaranteed  for  5  years.  Write  for  our  free  trial  offer. 


Price,  $15.00 


*R0BT.  H.  INGERSOLL  &  BRO.,  ^  HO  JEWELERS’  COURT,  NEW  YORK 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers 


Accounting  Methods  for  Retail 
Drug  Business 

By  J.  H.  still 


S|HE  business  is  divided  into 
eight  departments,  namely, 
Drugs,  Cigars,  News,  Flowers, 
Soda,  Lobby,  Farm  and  Five 

Points.  The  name  of  each 

department  designates  the  general  charac¬ 
ter  of  merchandise  sold  in  the  department, 

with  the  exception  of  Lobby,  Farm,  and 
Five  Points. 

Lobby  is  a  designation  given  the  cigar 
stand  in  the  lobby  of  the  building  in  which 
the  main  store  is  located. 

Farm  is  applied  to  the  greenhouses  and 
kindred  equipment  used  in  the  production 
of  plants  and  flowers,  which  production 
largely  supplies  the  flower  department. 

Five  Points  is  a  branch  drug  store,  in 
another  part  of  the  city,  the  locality  being 
known  as  “Five  Points.” 


COMBINATION  SALES  RECORD,  MONTHLY  STATE¬ 
MENT  AND  customers'  ACCOUNT. 

Forms  1  and  2  are  sheets  of  loose  leaf 
sales  book.  Charges  are  written  up  daily 
in  the  sales  book  with  carbon. paper  between 
the  forms.  At  the  close  of  the  month’s 
business  each  individual  sales  account  is 
totaled  and  the  total  posted  to  the  ledger. 
Ledger  balance,  if  any,  is  added  or  deduc¬ 
ted  on  Form  1  and  an  itemized  bill  is 
ready  for  mailing  or  collector. 

The  method  has  several  advantages ;  it 
permits  of  supplying  at  any  time  during 
the  month  of  an  itemized  statement  imme¬ 
diately  upon  request.  It  permits  of  prompt 
mailing  or  giving  to  collector  of  itemized 
accounts  at  the  end  of  each  month.  A 
duplicate  copy  is  retained.  But  one  post¬ 
ing  of  charges  to  an  individual  per  month 
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Mechanical  Intelligence 

is  the  cheapest  kind  there  is.  The  more  or 
it  you  can  apply  to  office  routine,  the  smaller 
de  amount  of  your  pay-roll.  Numbering 
work  must  be  accurate  to  be  of  any  value. 
It  must  also  be  legible  and  rapidly  executed. 

The  Bates  Hand-Num¬ 
bering  Machine 

works  just  as  accurately,  speedily  and  legibly 
in  the  hands  of  the  office  boy  as  in  the  hands 
of  your  highest-priced  clerk. 

It  numbers  consecutively,  duplicates  orrepeals.  AVhich- 
eyer  kind  of  work  it  is  set  for,  that  work  it  does  without  a 
nii  st'ftkG 

The  figures  print  clearly,  in  perfect  alignment,  in  small 
space  and  can  be  read  at  a  glance.  Add  a  Hates  Machine 
to  your  office  equipment.  It  will  soon  pay  for  itself. 

Tell  us  your  business  on  a  postal  and  we  will  tell  you 
what  there  is  in  the  Bates  Numbering  Machine  for  you. 
IVe’ve  a  little  booklet  covering  your  individual  needs. 

BATES  MANUFACTURING  COMPANY 

31  Lakeside  Avenue,  Orange,  New  Jersey 


911^ 


911 

3 

9118 

91^0 


9123 


THE  MACHINE 


ITS  WORK 


Tapestry  Leather  Souvenir  Specialties 

for  the  Home,  Office,  Library 

and  Den 


Julliette  Post  Card  Purse 

“Just  out.”  A  novel  and  attractive 
souvenir,  with  local  or  comic  views. 
Entirely  new  and  original.  Space  also 
for  initials. 

20  Cents  each 


Tapestry  Leather  Pillow  Cushions 

Front  and  back  stitched,  complete  with 
fringe, 

$1.50 


Xi-ial  Offer  ^2.2S 
1  Pillow  Cushion  complete  —  $1.50 

1  Purse . 20 

1  Pillow.Top  (15  designs) . 35 

12  Leather  Post  Cards .  -60 

Send  order  at  once.  $2.25 


Tapestry  Leather  Post  Cards 

$16.00  per  thousand  — 100  designs. 
Send  for  a  sample  order  of  100  cards, 
$1.60,  postpaid. 

5  Cents  each 


5ottuenir 
of 


3 


Pilgrim's^ 
^‘R'ogres^ 


The  “Bootie”  Purse  Post  Card 

In  tan  or  white,  a  winning  souve¬ 
nir,  for  any  locality  or  place,  catchy 
designs,  blank  space  for  name. 
Burnt  Leather  Effect.  Big  Sellers. 
Order  now. 

10  Cents  each 


Art  Ticking  Pillow  Tops 


Contain  15  catchy 
designs,  BURNT 
EFFECT. 

35  Cents  each 


and  beautiful 
LEATHER 


Complete  Catalogue  B  of  Specialties  Sent  on  Request. 

Xhe  Souvenir  Pillow  Top  Co*,  320  Broadway,  New  York 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers 
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is  required.  As  the  charges  are  written  up 
distribution  is  made  to  the  proper  depart¬ 
ments,  in  the  columns  provided.  These  col¬ 
umns  are  totaled  and  the  department  cred¬ 
ited  accordingly. 

No  distribution  is  provided  for  Soda, 
Farm  or  Five  Points  for  the  following 
reasons : — 

Soda  department  is  a  strictly  cash  busi¬ 
ness  and  therefore  has  no  credit  sales. 

Farm  has  no  charges  except  through  the 


flower  department.  Five  Points  keep  a  sep¬ 
arate  sales  book  and  ledger. 

CASH  BOOK  AND  JOURNAL. 

Form  3  is  cash  book,  showing  the  distri¬ 
bution. 

The  columns  “Collections,”  “Cash 
Sales”  and  “Cash  Purchases”  are  informa¬ 
tion  columns.  The  total  of  each  day’s  col¬ 
lections  is  extended  to  that  column  and  car¬ 
ried  forward  from  day  to  day,  to  the  end  of 
the  month,  making  it  possible  to  see  at  a 
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3x4  inches 


We  know  the  “GEM”  is  good— we  prove 
it  by  giving  a  Two-year  Guarantee  and  by 
sending  it  on  Free  Trial. 

Beware  of  any  machine  that  is  not  sent 
on  Free  Trial.  Investigate  before  you  pay. 

Don’t  send  money — Just  write  us  and  we 
will  send  the  “GEM’'  Expressage  Prepaid. 

Catalogue  Free. 

AUTOMATIC  ADDING  MACHINE  CO., 

489  BROOME  STREET  NEW  YORK  CITY 


Adding  Machine 

ADDS 

SUBTRACTS 

muutipuies 

DIVIDES 

Every  Business  Man  needs  a  Good  Ad¬ 
ding  Machine  !  No  man  has  time  to  waste 
on  a  poor  one.  *  I 

The  “GEM”  is  a  High-Grade  Mechanical 
I  Production  with  a  Resetting  Device  that 
clears  the  dials  to  zero  instantly — Does  the 
work  of  High  Priced  Machines.  Carries 
totals  automatically— The  Resetting  Device 
is  the  Only  Successful  one  on  a  Low  Priced 
Machine. 


Selecting  Your 
-‘Investment 


is  an  act  properly  calling  for  well-balanced  judgment 
and  comprehensive  knowledge  of  Investment  secureties. 

A  good  bond  must  combine  absolute  security  with 
fair  yield  and  be  readily  negotiable. 

It  is  Important  that  you  supplement  your  judgment 
and  safeguard  your  purchases  by  investing  through 
experienced  and  responsible  Investment  Bankers. 

^^e  offer  superior  facilities  for  the  purchase  and 
sale  of  good  bonds  in  all  markets  by  reason  of  our 
extensive  organization  and  clientele  our  buying  direct 
for  our  own  account — our  holding  of  seasoned  Muni¬ 
cipal,  Railroad  and  Public  Service  Corporation 
Bonds  in  stock  to  meet  the  needs  of  our  customers— 
and  our  aiming  always  to  be  in  position  to  loan  on 
or  repurchase  secureties  which  we  sell. 

We  own  and  offer  a  large  variety  of  high-grade 

FIRST  MORTGAGE  BONDS 

Yielding  V/i  to  554% 

which  meet  the  most  exacting  requirements  of  insti¬ 
tutional  and  Individual  investors. 

Every  reader  of  this  magazine  who  has  funds  for 
Investment— even  though  only  occasionally— should 
receive  the  analytical  literature  on  bonds  prepared 
by  our  experts.  This  information  is  gratis. 

Consult  your  own  bank  as  to  our  standing  and 

Write  for  Descriptive  Price  list  No.  75 

IN.W.HALSEY&CO. 

BANKERS 


new  YORK 

49  Wa  1 1  Street 
CHICAGO 
152  Monroe  Street 


PHIL ADEPHI A 
Real  Estate  Trust  Building 
SAN  FRANCISCO 
4 1 3  Montgomery  Street 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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glance  how  collections  are  coming  in  or 
make  comparisons. 

The  total  of  each  day’s  cash  sales,  in 


J.  L.  Parker,  Proprietor. 

all  departments,  is  extended  to  “Cash  Sale” 
column' and  the  total  of  the  columns  at  the" 
end  of  the  month  gives  the  cash  sales  for 


the  month.  The  same  is  true  of  “Cash 
Purchase”  column.  The  distribution  of 
cash  items,  whether  debit  or  credit,  needs 
no  explanation.  At  the  end  of  each  month 
the  distribution  columns  are  totaled  and 
posted  to  the  proper  accounts.  But  one 
posting  of  distributed  items  per  month  to 
each  department  is  necessary. 

Form  *4  is  journal  showing  like  dis¬ 
tribution  as  cash  book.  “Credit  Sales”  and 
“Credit  Purchases”  columns  are  informa¬ 
tion  columns.  Each  day  the  register  show¬ 
ing  of  credit  sales  in  all  departments  is 
totaled  and  entered  in  “Credit  Sales” 
column.  This  permits  the  knowledge  of 
the  amount  of  merchandise  going  out  on 
credit  at  any  period  during  the  month.  Of 
course,  the  sales  book  gives  the  total  at 
the  end  of  month  and  the  postings  are 
taken  from  that  source. 

All  time  purchases  are  entered  in  “Credit 
Purchase”  column  the  total  at  the  end  of 
the  month  showing  the  credit  purchases  for 
the  month. 
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and  protect  themselves  against  the  ravages 
of  time,  the  chances  of  poverty  and  the 
misfortune  of  ill  health  by  securing  a  com¬ 
petent  income  that  will  cover  all  necessary 
living  requirements. 

It  is  worth  your  time  to  ask  for  our 
booklets — do  this  today  in  justice  to  your 
future.  It  is  not  only  the  man  who  saves, 
but  he  who  saves  profitably.  The  demand 
for  rubber  can  never  be  fully  supplied— a 
-rubber  plantation  is  more  hopeful  than  a 
gold  mine — our  booklets  tell  you  the  facts 
that  have  taken  years  to  prove — write  for 
them  today. 

This  company  is  divided  into  only  6,000 
shares,  each  one  representing  an  undivided 
interest  equivalent  to  an  acre  in  our  Ystilja 
Rubber  Orchard  and  Plantation,  consisting 
of  6,000  acres  (one  for  each  share)  in  the 
State  of  Chiapas,  Mexico— undemably  tne 
finest  rubber  land  in  the  world.  Our  book- 
lets  will  prove  to  you  that  five  shares  in 
this  investment,  paid  for  at  the  rate  of  $25 
a  month,  will  bring  you  an  average^  return 
of  25  per  cent  on  your  money  during  the 
period  of  seven  years  and  an  annual  income 
of  $1,500  for  life.  This  investment  in¬ 
sures  absolutely  the  safety  of  your  future, 
T'he  man  or  woman  who  owns  five  shares 
in  Ystilja  rubber  plantation  need  have  no 
fear  of  old  age,  no  doubts  about  illness,  no 
care  nor  anxiety  for  after  years — 
safe — absolutely  and  certainly — our  booWets 
will  prove  these  statements — write  for  them 
today. 


Consenfatiiie  Rubber  Production  Co. 

812  Monadnock  Building,  SAN  FRANCISCO,  CALIFORNIA 


Here  it  is  again,  this  big  opportunity.  Now, 
what  ARR  you  going  to  do  about  it?  If  you  had 
filled  out  the  coupon  the  first  time  you  saw  it,  it’s 
likely  you  would  be  holding  a  high-class  position 
to-<lay.  Within  this  past  year,  a  host  of  people 
no  better  educated,  no  better  off  than  yourself, 
have  started  on  the  road  to  success  by  way  of  that 
coupon,  and  many  of  them  are  already  earning 
twice  what  they  did  a  year  ago. 

Are  you  going  to  put  this  off  till  it’s  everlasting¬ 
ly  too  late?  Or  will  you  fill  out  the  coupon  THIS 
time  and  begin  getting  ahead  in  the  world?  If 
you  just  make  up  your  mind  now  that  yo\i  are 
going  to  be  better  off  at  this  time  next  year  the 
International  Correspondence  Schools  will 
make  the  way  easy  for  you,  will  bring  to  you  by 
mail  the  training  required  to  fit  you  quickly  for  a 
responsible  position  in  one  of  the  occupations 
listed  on  the  coupon.  The  I.  C.  S.  will  bring  this 
training  lo  you,  mind,  at  your  home,  in  your 
spare  time,  without  interfering  with  your  present 
duties. 


dusi  read  that  coupon  again — 
and  DO  something  about  ito 


International  Correspondence  Schools, 


Box  lOTfi  SCRANTON,  PA.  ( 


Please  explain,  without  further  obligation  on  my  part  , 
how  I  can  qualify  for  a  larger  salary  in  the  posi¬ 
tion  before  which  I  have  marked  X _ i 


Bookkeeper 

Steiiotj-rapher 

Advertis  ement  Writer 
Show  Card  Wrifer 
Window  Trimmer 
Commercial  Law  for  Con¬ 
trite  tors  and  Builders 
Illustr  ator 

Civil  Service 

Chem  ist 

Textile  Mill  Supt. 
Electrician 

Elec.  Engineer 

mechanical  Draftsman 

Telephone  Engineer 
Eletv  Lighting  Supt. 
Meehan.  Engineer 
Surveyor 

Stati  on  ary  Engineer 
Civil  Engineer  Q 

Building  Contractor! 
Arehitec’l  Draftsman  | 

AroJiltect  1 

Structural  Engineer! 
Bridge  Engineer  1 

Mining  Engineer  | 

tJa.TTIA 

City 

State  _ 

^1500  a  Year 


For  Life 


F  you  wish  to 
save  for  old 
age  or  provide  for 
h  e  a  1 1  hy 
m  i  d  vi  1  ® 
age,  you 
can  not 
find  a 
more  con¬ 
servative  or  a 
more  reasonable 
investment  than 
we  have  to  offer — ■ 
more  profitable  than  life 
insurance — safe  as  city 
real  estate,  yet  not  so 
costly — better  than  a  sav¬ 
ings  bank,  for  the  return 
is  greater. 

We  have  full  and  com¬ 
plete  literature,  showing 
conclusive  facts,  logical 
figures  and  definite  refer¬ 
ence  of  good  character, 
proving  beyond  any 
doubt  that  our  proposition  is  bona  fide,  cer¬ 
tain  and  profitable.  Our  booklets  give 
“reasons”  and  anyone  who  can  spare  from 
$5  to  $25  a  month  can  provide  for  old  age 


One  of  Our 
16  Month-Old  Trees 
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But  one  posting  for  each  department  per 
month  is  required  on  the  distributed  items 
in  the  journal. 

SUNDRY  ACCOUNTS. 

Form  5  is  miscellaneous  page  of  loose 


they  become  constant  or  frequent  buyers 
a  transfer  is  made  to  a  page. 

WEEKLY  REPORTS. 

Form  6  is  the  weekly  report  from  Five 
Points  store,  covering  both  cash  and  credit 


MISCELLANEOUS  SHEET  NO. 

lAciTe 

I\)<n 

Ad  d  re  ss 

- 

0  1 

t)nte 

Ci^e  c)  it  or 
Tr<iOsfer 

Fol  lO 

o _ 

Form  5. 


leaf  ledger.  Customers  whom  we  estimate 
will  not  purchase  again  or  purchase  but 
seldom  are  placed  in  miscellaneous  to  avoid 
giving  an  entire  page  uselessly.  Should 


sales  and  presenting  clear  and  valuable 
statistics  in  regard  to  amount  and  class  of 
business  done,  the  disposition  of  cash  re¬ 
ceipts,  the  condition  of  Accounts  Receivable 


"mANSCRIPTOF  \hDS\NLSS 

AT 


FIVE  POINTS  STOt\E.  •^or  Vv><»K 


.l‘50. 


CASH  PvLCEIPTS 


S;/r)  Joy 
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SALES 


COLLECTION 


CASH  DI5I2.2>RSLMENTS  EXPENSE 
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D  I  B  1  g 


Absolutely 

INVINCIBLE 

Pause  for  a  moment  and  consider  how  serious  a  loss 
you  would  suffer  if  fire  destroyed  your  correspondence 
and  office  records. 

BERGER 
STEEL  OFFICE 
FURNITURE 

affords  absolute  protection  against  loss  of  your  records 
by  fire.  Illustrated  book  “bteelsects”  describing  this 
handsome  line  of  furniture  free  on  request.  Special  steel 
office  equipment  built  to  order— write  for  estimate. 

THE  BERGER  iVlRG.  CO. 
CANTON,  OHIO 

New  York  Boston  Philadelphia  St.  Lou!s 


Tic 

Til 

Fi 

Tin 

83 


.SHEET  m. 


In  the 


V 


every  account  is  under  its  own  printed  heading  in 
alphabetical  order. 

C.  Only  two  turns  are  necessary  to  find  any 
account.  For  instance:  one  turn  at  the  tab  “F 
takes  you  to  all  accounts  under  that  letter,  another 
turn  at  the  sub-head  “FIL”  takes  you  to  FIL- 
MORE’S  account. 

(L  The  Kirtley  is  the  only  self-indexing  ledger. 
It  enables  the  proprietor  or  any  clerk  to  find  an 
account  as  quickly  as  the  bookkeeper. 

Ct.  There  is  no  writing  of  names  in  an  index, 
•  therefore  no  mass  of  names  to  look  over  when 
finding  an  account. 

We  want  to  send  you  a  copy  of  our  booklet 
“Saving  Labor,  Time  and  Money;  also 
pQiTfolio  of  loosc-lcsf  or  bound  sheets,  stste 
which.  Address  Department  B, 


■jj^FERSON  CITY.  MO. 


THE  IMPROVED 


arter 


WORN  ALL  OVER 
THE  WORLD 

REFUSE  ALL 
SUBSTITUTES 
OFFERED  YOU 


loop - 


The 


r" 


The  Name  is 
on  every 


I  EVERY 
I  PAIR 

I  WARRANTED 


CUSHION 

BUTTON 


LIES  FLAT  TO  THE  LEG  — NEVER 
SLIPS,  TEARS  NOR  UNFASTENS 

Sample  pair,  Silk  50c.,  Cotton  25c. 
Mailed  on  receipt  of  price. 


GEO.  FROST  CO.,  Maktrs 
Boston,  Mass.,  U.  S.  A. 


ALWAYS  EASY 


SPEED 

GETS  THERE 


SPEEDY  TYPEWRITERS 

EARN  BIO  SALARIES! 


GET  SPEED! 
AND  THE 
SALARY 
i  IS  ^ 
i  SURE 


INCREASE  YOUR  SPEED 

AND  YOUR  SALARY  WILL  INCREASE  ITSELF 

Your  value  to  others  depend  upon  your  ability  to  be  a  com¬ 
plete  master  of  your  work.  The  expert  operator  o" 
typewriter  earns  a  larger  salary  because  he  hzs  m.re  speea 
and  accuracy  than  other  operators.  Let  tne  tell  you  how  to 

INCREASE  YOUR  SPEED  40%  TO  80% 

BY  THE  NEW 

TULLOSS  TOUCH  SYSTEM 

Send  for  my  free  booklet.  It  tells  you  all  about  the 
Tulloss  Touch  System  and  why  it  is  the  fastest  and  most 
easily-learned  method  of  typewriting  in  existence. 

Students  in  all  parts  of  the  world  have  proved  its  value  to 
them.  Why  should  you  not  prove  it  for  yourself.  Write 
TO-DAY  for  the  booklet  “250  Words  Per  Minute.”  It 
is  yours  for  the  asking. 

TULLOSS  SCHOOL  OF  TOUCH  TYPEWRITING 

cDDiMftriFLn.  OHIO 


_ _ 7.1  14 
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Form  7. 


Accounts,  etc.  This  is  a  good  branch  store 
report  form. 

Form  7,  is  the  weekly  farm  report  from 
which  it  will  be  noticed  that  the  produce  is 
sold  direct  from  the  greenhouses  as  well  as 
in  the  stores.  On  the  back  of  this  form  pro¬ 
vision  is  made  for  an  itemized  report  of  the 
farm  pay  roll  for  the  week,  and  the  receipts 
of  the  employes  for  their  wages,  all  O.  K.’d 
by  the  superintendent. 

DEPARTMENTALIZATION. 

It  will  be  seen  from  this  explanation  and 


the  forms  attached  thereto  that  each  de¬ 
partment  account  is  in  reality  a  trading  ac¬ 
count,  to  which  has  been  debited  all  pur¬ 
chases,  pay. rolls,,  and  proportion  of  general* 
expense  belonging  to  it,  and  to  wliich  has* 
been  credited  all  cash  and  credit  sales  ef¬ 
fected. 

The  Comparative  Balance  Sheet  and 
profit  and  loss  account  also  submitted  will 
thus  be  easil}?!  understood  and  appreciated;  ■ 
as  it  contains  a  summary  of  •  everything 

.  K: ,  ■  * 

worth  knowing  in  the  business.  The  de- 
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Practical  Business  Books 


THE  BEST  OF  THEIR  KIND 

CORPORATE  ORGANIZATION,  Co7iyngton.  A  working: 

manual  telling  in  detail  how  to  form  a  corporation,  indicating 
the  danger  points,  giving  numerous  and  most  valuable  sugges¬ 
tions,  and  including  forms  for  charters,  by-laws,  etc.  Intensely 
practical  and  the  only  satisfactory  work  on  the  subject. 
352  pages.  6x9  in.  1905.  Prepaid,  buckram  binding,  $2.70. 
CORPORATE  MANAGEMENT,  Conyngton.  Second  edi¬ 
tion.  The  standard  work  on  the  management  of  corporations. 
Tells  what  to  do  and  when,  and  gives  over  150  forms.  Used  by 
attorneys  and  corporation  officials  in  every  part  of  the  United 
States.  352  pages.  6x9in.  1904.  Prepaid,  buckram,  $2.70. 
THE  MODERN  CORPORATION.  A  handy  work  cover¬ 
ing  both  the  formation  and  management  of  corporations  with 
over  sixty  forms.  The  best  small  work  of  the  kind.  290  pages. 
8  VO.  1905.  Cloth,  prepaid,  $2.00. 

CLASSIFIED  CORPORATION  EMNS,  Overlatid.  A  well- 
arranged,  classified  statement  of  the  business  corporation 
laws  of  every  state  and  territory  of  the  United  States. 
Convenient  and  valuable.  458  pages.  6x9  in.  1906.  Pre¬ 
paid,  buckram,  $3.00. 

NEW  YORK  CORPORATIONS,  Harrison.  A  complete 
hand  book  of  New  York  business  corporation  law.  Con¬ 
tains  procedure,  statutes  and  forms.*  Invaluable  to  New  York 
corporations.  431  pages.  6x9in.  1906.  Prepaid,  buckram,  $3.50. 

PARTNERSHIP  RELATIONS,  Conyngton.  A  clear  state¬ 
ment  of  the  nature,  formation,  conduct  and  dissolution  of 
partnerships,  with  forms  for  agreements,  n9tices,  etc.  A 
handy  and  valuable  work.  216  pages.  6x9  in.  1905.  Pre¬ 
paid,  buckram,  $2.00. 

FINANCING  AN  ENTERPRISE,  Cooler.  A  practical 
work  telling  how  to ‘secure  finance  for  an  enterprise.  In¬ 
cludes  the  investigation,  protection  and  presentation  of  an 
enterprise,  with  a  full  discussion  of  the  jJroblems  of  promo¬ 
tion.  The  only  book  of  its  kind.  425  pages.  8  vo.  1906. 
Cloth,  prepaid,  $3.00. 

Circulars  of  any  of  the  above  works  on  application 

THE  RONALD  PRESS  CO.,  229  Broadway,  New  York 


The  Best 
TONIC 

For  the  restoration  of  energ-y  and 
vitality  ;  the  relief  of  mental  and 
nervous  exhaustion,  impaired 
digestion  or  appetite,  there  is  no 
remedy  so  beneficial  as 

HORSFORD’S 
Acid  Phosphate 

(Non-AlcoholicO 

It  is  a  scientific  and  carefully 
prepared  preparation  of  the  phos¬ 
phates  that  provides  the  tonic  and 
nerve  food  needed  to  improve  the 
general  health. 

If  your  druggist  can’t  supply  you,  send  25 
cents  to  Romford  Chemical  Works,  Provi¬ 
dence,  R.  I.,  for  sample  bottle,  postage  paid. 


“Simplex 


99, 


Credit  and  Collection 

System 


F'RBE  TO  VOU 


WE  KNOW  that  .we  can  improve  the 
credit  and  collection  service  of  all 
Manufacturers  and  Jobbers, 

BECAUSE;  ^ 

d  Our  dunning  system,  though  the  strongest 
we  believe  in  existence,  is  not  discourteous, 
yet  it  brings  results. 

O.  Our  Collection  Department  is  directed  by  a 
Commercial  Lawyer  familiar  with  the  collec¬ 
tion  laws  in  every  state. 

CL  Our  Local  Attorneys  are  Credit  and  Collec¬ 
tion  Specialists  whose  credit  reports  are 
founded  on  intimate  knowledge  of  the  indi¬ 
vidual,  his  standing  and  affairs. 

C.  And  whose  collections  are  prompt,  by  very 
virtue  of  this  personal  information. 

CL  Put  us  to  the  test;  if  you  are  a  manufacturer  or 
jobber  just  write  today  for  our  “Simplex”  Credit  and 
Collection  System, of  all  charge,  and  let  us  prove 
up  to  you.  This  is  a  proposition  we  would  not  dare 
make  were  we  not  positive  of  the  result. 


Postal/\ercantileAgengy 

109  state  Street  Elmira,  New  York 


10,000  Lithographed 

Letterheads  for  $22.50 

(Full  Size,  on  Bond  Paper)  5,000  for  $14.75 

Express  Prepaid  to  any  point  East 
of  the  Rocky  Mountains 

We  can  afford  this  offer  only  because 
we  control  a' newly  invented  lithograph 
press  that  cuts  down  the  cost  of  produc¬ 
tion  about  one-half,  and  does  finer  work 
than  the  best  of  the  other  machines. 

We  should,  like  to  share  our  good 
fortune  with  you  by  saving  you  a  little 
money  and  giving  you  better  Letter¬ 
heads  than  you  ever  had  before. 

Anyhow,  it  carit  do  any  harm  to  let 
us  send  you  samples  and  details. 

Address  your  postal  card  (at  once)  to 

National  Engraving  and  Litho  Co. 

65  Duane  Street  New  York 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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partmental  trading,  or  profit  and  loss  ac¬ 
counts,  exhibit  the  total  transactions  at  both 
main  store  and  Five  Points,  and  the  foot¬ 
ing  of  the  net  profit  made  in  each  depart¬ 
ment  must  agree  with  the  surplus  shown 
on  the  balance  sheet.  This  surplus  is,  of 
course,  afterwards  credited  to  the  invest  • 
ment  account  of  J.  L.  Parker, 

The  same  form  of  Consolidated  Sheet 
and  Comparative  Statement  may  be  used 
for  the  purpose  of  obtaining  weekly  totals, 
the  only  drawback  being  that  it  is  neces¬ 


sary  to  carry  either  a  book  inventory  or 
to  take  an  actual  inventory.  This  feature 
of  an  accounting  system  must  be  governed 
by  circumstances. 

The  retail  trade  is  split  up  into  an  infin¬ 
ity  of  different  enterprises,  but  the  general 
principles  outlined  in  this  system  of  ac¬ 
counting  records  can  be  usefully  followed 
in  most  of  them,  as  it  is  impossible  to  im¬ 
prove  on  the  results  obtained  by  depart¬ 
mental  records  and  departmental  trading 
accounts. 


HOW  A  TOO  LARGE  AND  A  TOO  SMALL  HAT  AFFECTS  THE  HEAD  OUTLINES. 


The  Business  Man  and  His  Dress 

By  geo.  L.  LOUIS 


ITH  reluctant  steps  the  busi¬ 
ness  man  returns  to  his  of¬ 
fice,  brushes  the  gathered  cob¬ 
webs  from  his  desk  and  takes 
up  his  usual  routine  of  duties 
after  having  indulged  in  the  many  pleas¬ 
ures  of  the  country. 

And  just  as  reluctantly  does  he  put 
away  his  summer  garb  and  gradually  dons 
the  more  somber  attire  of  fall. 

The  reluctance  to  change  from  summer 
to  fall  attire  is  not  because  the  latter  dress 
is  in  any  way  of  less  ease  and  grace;  it 


is  simply  that  we  are  rather  loth  to  dis¬ 
card  the  happy,  bright  colors  that  bespeak 
the  trees,  the  grass  and  the  flowers,  for 
the  quieter,  duller  tones  the  prelude  snow 
and  winter, 

I  repeat,  fall  and  winter  dress  does  not 
or  at  least  should  not,  bring  less  body 
comfort  or  style  than  spring  and  summer 
attire. 

There  was  a  time,  I  will  confess,  and 
that  time  was  not  so  many  years  ago, 
either,  when  the  autumn  season  brought 
with  it,  stiff,  uncomfortable  attire  that  owed 
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MENNEN’S 

BORATED  TALCUM 

TOILET  POWDER 

and  insist  that  your  barber  use 
it  also.  It  is  Antiseptic,  and 
will  prevent  any  of  the  skin 
diseases  often  contracted. 

A  positive  relief  for  Sunburn, 

Chafing,  and  all  afflictions  of 
the  skin.  Removes  all  odor  of  perspiration. 
Qet  Mennen’s— the  original.  Sold  every¬ 
where  01  mailed  for  25  cents.  Sample  free. 
Try  Mennen's  "Violet  (Berated)  Talcum. 

GERHARD  MENNEN  CO.,  Newark,  N.  J. 


THE 

iUN  NEVEI 
SETS  ON  THE 

EMENTl 

Collar  buttons' 

USED  THE  WORLD.  OVER 

by  those  who  know  where  they 
get  the  most  for  their  money.  Made 
of  one  piece  of  metal.  Easy  to  button 
and  unbutton.  Stay  buttoned.  They 
outwear  any  other  button,  and  the  rolled 
plate  never  wears  off  like  other  plated 
buttons.  Also  made  in  gold  and  ster¬ 
ling.  If  damaged  in  any  way, 
change  it  for  new  one.  ^  ^ 

At  all  jewelers  and  haberdashers. 

Send  for  story  of  Collar  Button. 

KREMENTZ  &  CO., 

65  Chestnut  Street, 

Newark,  N.  J  .  ^ 


a 


99 


FACTUM 
SANITARY  HALF- HOSE 

Good  for  bad  feet 
Not  bad  for  good  feet 

Cl  Look  just  the  same  as  any  other  finely 
finished  high  grade  hose,  but  are  im¬ 
mensely  superior  in  healthfulness  and 
comfort. 

d  “Factum”  Half-Hose  are  im¬ 
pregnated  with  an  antiseptic  prepa¬ 
ration  which  eradicates  bad  odors, 
absorbs  and  decomposes  perspiration, 
without  checking  it,  prevents  burning 
and  soreness,  and  keeps  the  feet 
always  healthily  warm.  No  ho¬ 
siery  is  handsomer  and 
stronger  than  “FACTUM.” 

Its  hygienic  properties  re¬ 
main  unimpaired  for  17 
washings. 

d  In  two  colors  only,  black  or  tan  -Price, 
50c.  per  pair,  $2.75  per  box  of  six. 

IMPORTED  BY  THE 

BARDENHEUER  HYGIENIC  UNDERWEAR  CO. 

878  Broadway,  New  York 


LitholiM 


^TITHOLIN” 

COLLARS  AND  CUFFS 

are  waterproofed  linen. 

Wrinkles  and  frayed  edges  im¬ 
possible. 

Always  fresh — always  stiff. 
When  soiled  you  can  clean  them 
in  a  moment  with  a  damp  cloth. 
All  shapes  and  sizes. 

At  collar  shops  or  of  us. 

Collars  25c.  Cuffs  50c. 

THE  FIBERLOID  COMPANY 

14  Waverly  Place,  New  York 


Please  mentior  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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the  hat.  Consequently  the  first  hat  that 
an  over-zealous  clerk  hands  out  is  taken 
whether  it  is  suitable  or  not. 

Brim  widths  and  crown  heights  are  va¬ 
ried  for  a  definite  purpose  and  that  pur¬ 
pose  is  to  modify  or  accentuate  the  lines 
of  the  head  as  each  individual  case  may 
necessitate. 

When  a  man  has  a  large  head  and  wears 
a  hat  with  a  small  brim  and  low  crown, 
his  head  appears  correspondingly  that  much 


No.  4 — Fall  Style. 


too  large  as  his  hat  is  too  small.  Likewise 
a  man  with  a  small  head  makes  it  look  even 
smaller  by  wearing  too  large  a  hat. 

Now  the  men  whose  heads  are  too  large 
or  too  small,  can  modify  or  accentuate 
the  appearance  of  their  heads  and  make 
them  look  normal  by  wearing  the  proper 
head  gear. 

What  is  true  of  the  hat  is  also  true  of 
all  other  articles  of  men’s  dress. 

The  primary  object  of  dress  is  to  pro¬ 
tect  the  body ;  but  were  that  the  only  pur¬ 
pose,  blankets  or  any  coarse  material  could 
be  used. 

The  secondary  object  -of  dress — to  im¬ 
prove  one’s  personal  appearance — to  give 
tone  and  character  to  the  wearer — is  really 
of  co-ordinate  importance. 

Adorning  one’s  self  with  this  and  that 
style,  pattern  or  coloring  simply  because 
it  pleases  the  eye  and  is  popular  is  not 
improving  one’s  appearance.  In  fact  this 
sort  of  indiscriminate  buying  usually  ac¬ 
complishes  just  the  reverse. 

The  fundamental  requirement  to  accomp¬ 
lish  this  is  to  select  one’s  clothing  and 
the  many  dress  accessories  with  the  idea 


of  subduing  the  too  prominent  lines  of  the 
body  and  to  heighten  those  which  are  not 
sufficiently  brought  out. 

The  man  with  a  long,  slim  neck  wear¬ 
ing  a  low  fold  collar,  the  short  stout  man 
who  wears  a  long  English  walking  coat — 
the  portly  man  with  the  fancy  check  waist 
coat — the  thin  man  with  the  tight  fitting 
garments — these  are  the  men  who  defeat 
the  secondary  important  purpose  for  which 
they  wear  clothing. 

The  deviations  in  fashion  for  fall  will  be 
few.  As  written  before,  we  seem  to  have 
struck  the  “three  C”  cycle  of  common 
sense,  comfort  and  conservatism  in  dress 
history  and  there  is  very  little  likelihood 
of  making  a  decided  departure  from  it  for 
a  long  time  to  come. 

Although  the  season  just  ended  left  a 
tendency  toward  exaggerated  effects  of 
coat  styles  in  length,  depth  of  vent  and 
creases  of  side  seams,  autumn  ushers  in 
no  extremes  whatsoever. 

The  jacket  models  shown  by  the  best 
tailors  will  vary  from  30  to  inches 

in  length  for  men  of  average  height. 

Although  the  back  will  be  shapely,  it 
will  not  outline  the  form  to  a  very  marked 
degree. 


No.  5 — Fall  Style. 


The  coat  without  vents  will  be  the  most 
favorqd;  yet  center  or  side  vents  will  be 
worn  more  or  less. 

The  three  button  single  breasted  jacket 
with  the  “V”  shape  or  rounded  bottom  edge 
will  be  in  vogue.  Shoulders  are  to  be  of 
natural  width. 

No  decided  difference  in  the  shape  of 
trousers  will  be  introduced.  They  will  be 
given  sufficient  width  at  the  hips  for  com¬ 
fort  and  will  taper  gradually  to  anUle.'R. 
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Pure  Silk 


Every  inch  of 
webbing  in 
Brighton  Gar¬ 
ters  is  pure 
silk,  not  mer¬ 
cerized  cotton. 


Trade  mark 


Registered 


25  Gents 

A  Pair 

If  your  dealer 
hasn’t  them, 
they  will  be 
mailed  on  re¬ 
receipt  of  price. 


BRIGHTON 


FLAT 


GARTERS 


CLASP 


Over  two  million  men  annually  wear  Brighton  Flat  Clasp  Garters,  and  here  are  some  of 

the  reasons.  ^  ,  xt  •  .  u-  j  •  u 

The  Brighton  Garter  is  the  most  comfortable  garter  for  men.  Neither  binds,  pinches,  nor 

loses  its  grip.  Sets  firmly,  snugly.  r  .  i  i 

Both  the  underwear  and  the  socks  set  smoothly  in  place,  no  uncomfortable  wrinkles  or 

bunches  at  the  shoe  tops.  ,  .  ,  .  ,  ,  ..  i 

The  clasp  is  absolutely  flat,  no  sharp  teeth  or  projections  to  catch  in  the  clothing.  Metal 

parts  heavily  nickeled. 

Latest  patterns  of  one  piece  pure  silk  web,  absolutely  no  mercerized  cotton  ever  enters 
into  a  Brighton  Flat  Clasp  Garter. 


PIONEER  SUSPENER  CO.,  718  Market  St.,  Philadelphia 

Makers  of  Pioneer  Smpenders. 


Collar  Exclusiveness 


Not  a  bit  in  price 

Every  bit  in  quality 

In  a  test  of  years 

y  ONDONJOWN 
BRAND 

LINEN  COLLARS 

have  proven  their  superiority.  Made 
of  linen— four  ply— and  with  that 
style  and  care  which  is  put  into  the 
highest  grade  twenty- five  cents  linen 
collars.  They  are  actually  the 
twenty-five  cents  quality  in  style, 
fit  and  wear,  at 

2  for  a  Quarter  sizes 

LONDON  TOWN  BRAND 
LINEN  COLLARS  launder  well 
because  they  are  collar-shrunk  (not 
piece-shrunk)  by  the  LONDON 
TOWN  PROCESS. 

If  your  dealer  cannot  supply  you, 
send  twenty-live  cents  for  two  London 
Town  Linen  Collars.  Cut  shows  our 
“Grey  Friar,”  an  up-to-date  collar 
of  all-around  excellence. 

Morrison  Shirt  &  Collar  Company 

Dept.  C,  GLENS  FALLS,  N.  Y. 

Send  for  book  “How  We  Be-Linen 
You.”  It’s  FREE. 


GEM 

NAIL 

CLIPPERS 


IS  THE  BEST. 

Has  maintained  its 
reputation  for  qual¬ 
ity.  Made  by  the 
originators.  Lasting 
for  years,  thus  defying  competition. 

Trims.  Files,  cleans  and  removes 
hangnails.  Price  25c.  by  mail. 

Sold  everywhere.  Sterling  Silver 
handle,  price  ^51.00. 

H.  C.  COOK  CO. 

18  Main  St.,  Ansonia,  Coon. 


Does  Your  Head  Feel  Like  This?  If  So 

BECKERSON’S 

Columbian  Hair  Tonic 

Will  do  just  what  is  claimed.  It  will  keep 
your  head  from  itching,  prevents  the 
hair  from  falling  out  and  is  a  certain 
cure  for  dandruff.  Guaranteed  to  cure  or 
money  refunded.  Price  $1.«0  per  bottle. 

COLUMBIAN  HAIR  TONIC  CO. 
Detroit  Michigan  U.  S.  A. 


without  exercise 

the  natural,  exhilarating  effect  of  THE  ADRIENNE 
health  brace,  a  scientific  appliance  for  men, 
women  and  children  that  cultivates  and  permanently 
maintains  a  strong,  vigorous  body  and  perfect  health. 

Straightens  and  Prevents  Round  Shoulders. 

Deep  breathing  is  the  secret  of  good  health.  The 

Adrienne  Is  the  secret  of  deep  breathing.  Write 
today  for  Descriptive  Booklet — FREE. 

Dept.  B,  GOOD  FORM  COMPANY, 

255  West  143d  Street,  NEW  YORK 


Please  mention  The  Business  Man’s  Magazine  'when  writing  to  adifcvtisers. 
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The  waistcoat  will  be  collarless,  clos¬ 
ing  with  five  buttons  and  the  opening  will 
be  cut  somewhat  higher. 

The  fancy  waistcoat  will  continue  in  pop¬ 
ularity.  The  color  effects  and  patterns  will 
be  as  varied  and  extensive  as  shown  the 
past  season. 

As  to  the  fabric  for  business  wear,  grey 
in  various  plaids  and  pretty  mixtures  will 
be  worn.  Also  cheviots,  worsteds,  cassi- 
meres  in  checks  and  stripes  of  darker  tones. 

In  overcoatings  too,  the  same  general 
lines  as  worn  the  past  few  seasons  will 
be  followed,  the  only  noticeable  difference 
being  in  the  length. 

Knee  length  models  with  rather  broad 
lapels  and  deep  center  vent  are  offered  at 
high-class  shops. 

The  skirt  flare  will  be  somewhat  more 
pronounced.  Paletout,  Surtout  and  over- 
garments  of  this  kind  will  not  be  in  favor. 

The  statements  regarding  suit  and  over¬ 
coat  styles  for  fall  and  winter  may  be  ac¬ 
cepted  as  reasonably  authentic ;  but  my 
rough  outline  of  what  will  probably  be  the 
accepted  forms  in  shirtings,  cravenetings, 
hoots,  hats,  etc.,  are  based  only  upon  the 
output  of  the  mills  and  manufacturers  and 
early  showing  of  haberdashers,  as  this  dis¬ 
cussion  is  being  written  while  the  mid¬ 
summer  sun  still  holds  sway. 

Dress  inclinations  are  rather  fiekle  at 
best  so  I  cannot  predict  with  any  degree 
of  certainty  at  this  time,  how  the  shapes, 
shades  and  styles  mentioned  will  be  re- 

Note — Readers  are  invited  to  write  to  this  de¬ 
partment  for  any  further  information  desired  on 
the  dress  question.  Mr.  Louis  will  answer  ques¬ 
tions  personally  by  mail  or  through  the  columns 
of  our  magazine  according  to  request. 


ceiveefT  The  block  of  the  fall  Derby  shows  a 
little  more  tapering  effect  to  the  crown. 
Curl  of  the  brim  will  be  more  pronounced 
and  somewhat  narrower. 

The  Telescope  hat  and  a  few  shapes  that 
are  flat  top  like  the  Telescope  and  also 
the  regular  Fedora  in  pearl  grey,  browns 
and  blacks  with  and  without  fancy  bands 

I 

will  be  worn. 

The  coat  shirt  with  attached  cuffs  is  now 
in  decided  favor.  The  old  inconvenient 
style  is  fast  losing  ground.  Until  last 
season  none  but  the  more  expensive  shirts 
were  made  with  the  coat  effect  and  at¬ 
tached  cuffs  but  now  this  kind  of  a  shirt 
is  being  made  to  retail  at  $1  and  conse¬ 
quently  will  be  worn  much  more. 

The  haberdashers  will  show  all  conceiv¬ 
able  colors,  mixtures  and  patterns  to  tempt 
one  to  untie  their  purse  strings  but  for  the 
business  man,  blues,  pearl  grey,  bloods  and 
tans  in  solid  tones  or  in  neat  checks  and 
stripes  are  the  most  serviceable  and  ap¬ 
propriate. 

Nothing  particularly  new  for  fall  has 
been  shown  yet  in  craveneting;  helio,  pur¬ 
ple,  dark  green  and  cardinal  will  be  in 
vogue. 

Width  of  four-in-hand  will  be  from  two 
to  two  and  one-half  inches. 

Bow  ties  will  range  from  one  and  one- 
half  to  two  inches  at  the  ends. 

The  Blucher  and  button  shown  in  pat¬ 
ents,  velours,  and  vicis  are  proper  for  fall 
foot  gear. 

No  difference  in  the  shape  of  the  toe 
will  be  noticeable.  The  sole  extension  will 
probably  be  a  little  narrower. 


Bank  Advertising 

By  M.  a.  GRAETTINGER 

Assistant  Cashier  Germania  National  Bank,  Milwaukee,  Wisconsin. 

to  sell  something — it  is  influencing  people 
to  think  as  you  desire,  to  want  what  you 
have  to  offer. 

From  a  banker’s  standpoint,  it  is  a  means 
of  conveying  to  the  public  the  information 
that  he  is  in  business  and,  that  while  he  is 
in  business  for  personal  gain,  he  is  also 
there  as  a  public  convenience,  catering  to 
the  legitimate  needs  of  the  people. 


DVERTISING  is  today  the 
most  potent  and  important 
force  in  commercial  life. 
Bankers  have  come  to  realize 
this  within  recent  years,  and 
conservatism  no  longer  implies  that  the 
banker  should  refuse  to  avail  himself  of 
this  lawful  method  for  increasing  his  busi¬ 
ness.  All  advertising  is  primarily  intended 


Book  Bargains 

^  Upon  taking  inventory,  we  find  that  we  have  on  hand  a  number  of  standard 
books  which  are  slightly  "shop- worn,"  that  is,  the  covers  have  become  slightly 
soiled  by  dust.  The  books  are  perfect  with  this  exception,  in  fact  in  most 
instances  the  defects  are  scarcely  noticeable. 

^  You  must  order  AT  ONCE  if  you  wish  to  secure  one  of  these  bargains.  If 
your  order  is  received  after  the  supply  is  exhausted,  we  will  refund  your  money 
at  once. 

THE  LIST 


Commercial 


Corporation  Book-keeping  in 


Business  Short  Cuts — paper . 

Business  Short  Cuts — leather.  .  . 
Hall’s  Manufacturing  Cost . 


Reg-ular 

Price 

Bargain 

Price 

Regular 

Price 

Bargain 

Price 

.  $2.00 

$1.05 

Accounting  Methods  for  the 

.  l.CO 

.45 

Wholesale  Grocery  Business... 

.25 

.15 

a 

Retail  Accounting  . 

.2.5 

•15 

.  .  1.00 

.45 

Duties  of  Auditors . 

.25 

.15 

.  1.00 

.0.5 

Accounting  Methods  for  the 

.  1.00 

.05 

Printing  and  Publishing  Busi- 

t  OA 

.45 

.35 

ness  . 

.25 

.15 

.75 

Pointers  for  Stockholders . 

.15 

.  l.CO 

•55 

Family  Account  Book . 

.2.5 

.15 

.  2.00 

1.05 

Municipal  Accounting . 

1.00 

.40 

.  2.00 

1.05 

Burton’s  50  Rules  on  Errors  in 

.  2.00 

1.10 

Trial  Balances . 

•aO 

.15 

1.00 

.05 

Time  Record  and  Pay  Roll  System 

.1J» 

,  .  l.CO 

.00 

The  Factory  Manager  . 

.15 

Abolition  of  the  Trial  Balance..  2.C0 

Business  Man’s  Vade  Mecum .  1.00 

Sales  Promotion  .  2.00 

Rahill’s,  Corporation  Accounting 

and  Corporation  Law  .  4.00 

Keister’s  Corporation  Accounting 

and  Auditing  .  4.C0 

Goodwin’s  Improved  Book-keep¬ 
ing  and  Business  Manual  .  3.G0 


Eddls’  Manufacturers’  Accounts. 
Eddis’  Manual  for  Accountants., 

Corporation  Accounting . 

Hints  to  Stenographers . 

Voucher  System  . 


3.C0 

3.00 


1.0.> 

.«.■* 

l.C."* 

3.1. *> 

3.15 

2.05 

2.51) 

2.50 

.15 

•15 


Deavenport’s  Fractional  Calcula¬ 
tor  . 

American  Accountants’  Manual.. 

Quick  at  Figures . 

The  Secretary’s  Manual . 

Addresses  and  Speeches  of  Lin¬ 
coln  . 

Practical  Banking  . 

Barrett’s  Modern  Banking  . 

Elements  of  Business  Law . 

Expert  Calculators  (cloth) . 

Expert  Calculators  (leather)  .  .  . 
Book-keeping  at  a  Glance  (cloth) 
Ropp’s  Commercial  Calculator  No. 


1..50 

3.C0 

1.00 

1..50 

1.00 
5.00 
3.50 
2.0  0 
.25 
..50 
.2.5 


Accounting  Methods  for  Depart¬ 
ment  Stores  . 

Detroit  Book-keeper’s  Balance 

System  . 

The  OfRce  Manager . 

Averaging  Accounts  . 

How  to  Do  Without  a  Trial  Bal¬ 
ance  . 


61  Port  Street 


.25 

.15 

1  (cloth)  . 

.25 

.20 

.15 

Ropps  Commercial  Calculator,  No. 

2  . 

.50 

.40 

.25 

.15 

Speed  Secret  . 

.50 

.30 

Clephane’s  Organization  and 

.25 

.15 

Management  of  Business  Cor- 

.2.5 

.15 

porations  . 

2.50 

1.95 

.lij. 

Traveler’s  Yarns . 

.20 

Hebrew  Yarns  . 

.25 

.20 

on 

ir. 

Irish  Yarns . 

.20 

■EPER 

PUBLISHING  CO.,  Ltd 

• 

1.25 

2.20 

.70 

1.25 

.00 
3.00 
2.35 
1.0  5 
.15 
.35 
.15 


DETROIT,  MICMiaAIV 


THE  BUSINESS  MAN'S  MAGAZINE  AND  THE  BOOK-KEEPER 

'  f 


15:! 


THE  OIL  WORTH  ADDER' 

PRICE  ONE  DOLLAR 

A  practical  adding-  machine  in  the  form  of  a  card-case, 
to  fit  the  pocket,  sent  postpaid  for  $1.00.  Has  no  compli¬ 
cated  mechanism  to  get  out  of  order  and  the  total  can 
be  seen  at  any  time  for  any  part  of  an  addition  thus  allow¬ 
ing  interruptions  to  occur  without  inconvenience.  No  clerk 
or  book-keeper  should  be  without  one. 

Capacity  $9,999,999.99 

WRITE  FOR  SPECIAL  OFFER  TO  AGENTS 


DILWORTH  ADDER  COMPANY 

1  I  18  Farmers’  Dank  Bldg.  PITTSBURG,  PA. 


WHITING  FLUID 

INDISPENSABLE  AT  VACATION 
T1ME,AW£LC0ME  BEHINDER 
OF  HOME  AND  OFFICE.  >= 


Around  World  but  Never  Out  o/  Ink 

$7  V alue  for  $1 


Saves  Cost  of  Check  Punch 
Value  of  Year’s  Ink  Supply 
Cost  of  Pencil 

Total  Value  • 


$5.00 
•  1.00 
1.00 

■  $7.00 


Holder  needs  to  be  filled  with  water 
4^  only  to  produce  the  best  ink  any- 
where.  No  leads ;  point  never 
^  breaks  or  needs  sharpening  ;  will 
'  last  for  years;  soon  saves  cost. 

PR  1  CE.S -Plain.  $1.00  ; 
^  Chased,  $1.25;  Chased  and 
^  Gold  Mounted,  $1.50. 

New  ink-making  cart) idges 
in  green,  blue,  voilet  or 


Blair’s 
Nosak 
Self-filling 

FOUNTAIN  PENS 
CANNOT  BE  EQUALED 
Because  we  own  the 
patents.  The  pens 
fill  by  the  suction  of  the 
Pen  Cap.  No  inside  rub¬ 
ber  sacks  to  rot.  They 
hold  66  drops  of  ink;  rubber 
sack  self-filling  pens  hold  15 
to  25.  The  ink  safe  guard  pre¬ 
vents  leaking  on  the  part  held 
by  the  fingers.  The  split  feed 
maintains  a  steady  flow  of  ink. 

The  Cap  Clip  holds  the  pen  in  the 
pocket.  No  joints  to  leak  or  break. 

Cost  no  more  than  the  old  muzzle 
loaders  found  everywhere  and  advertised. 

PRICES 

32.00,  $2.50,  $3.00.  $4.00,  $5.00 

Muzzle  loaders  at  half  price  to  close  out. 

Pen  Carbon  Letter  Copying  Kook,  25c.  Get  Agency 

BLAIR’S  FOUNTAIN  PEN  CO. 

Suite  163-6  John  St.,  near  Broadway,  Now  York 


black  copying  or  red 
ruling,  10  cents  ;  by 
mail  12  cents. 

^  Ordinary  ink  may 
>  also  be  used. 

GREAT 
FOR 
STEN- 
OGRA- 
PHY 


nosack  SELFT  1 L  LI  N  GC  ipJiTj 


■inch  WM  In  pn-l 

BOett  I  Mil 


WHEN  THE  LATTER  IS  SO 
EASY  AND  SO  CHEAP 


Why  not  investigate 
the  merits  of 


'vTHlS  TRADE  5iAR^  ON  EVtRY  CHAIR^  McCLOUD’S 


Adjustable  Spring^Back  Chairs 


They  have  the  strength  to  hold  a 
team  of  horses  (see  trade  mark) — the 
ease  of  a  rocking  chair— the  comfort 
of  a  bed.  They  fit  the  back 
just  where  the  ache  comes. 


Send  for  catalogue  show¬ 
ing  30  different  styles. 


AN  OFFICE  CHAIR 


OUR  OFFER; 

We  will  ship  the  chair  you 
select  to  any  responsible 
business  house,  freight  pre¬ 
paid,  to  any  point  in  the  U. 
S.,  east  of  the  Dakotas.  If 
you  don’t  say  it’s  the  best 
chair  you  ever  saw,  return  it 
to  us  at  our  expense. 


No.  325.  The  Adjust.ible back 
conforms  to  the  body.  It  is  restful  ' 
and  refreshing  because  it  gives 
vi'ith  the  body.  You  can  do  more 
and  better  work.  Handsomely  fin¬ 
ished  in  Golden  Oak.  Price  $20. 


The  DAVIS  CHAIR  CO. 

MARYSVILLE,  OHIO,  U.  S.  A. 


Please  mention  The  Business  Matt’s  Magazine  when  writing  to  advertisers. 
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Dignified  advertising  is  the  best  insur¬ 
ance  a  bank  can  have  against  loss  of  con¬ 
fidence  and,  perhaps,  against  panic.  Se¬ 
crecy  invites  suspicion,  publicity  dispels  it. 
Bank  advertising  might  be  called  bank  in¬ 
surance — it  not  only  brings  new  accounts, 
but  makes  all  accounts  secure  by  stimulat¬ 
ing  confidence.  It  is  as  profitable  to  adver¬ 
tise  to  depositors  already  on  the  books,  as 
to  seek  new  business,  for  the  confidence  thus 
inspired  is  a  bank’s  best  asset.  A  bank’s 
advertising  is  not  a  speculation,  but  one  of 
the  safest  investments  it  can  make,  consid¬ 
ered  with  mortgages,  commercial  paper, 
and  securities.  It  pays  better  interest, 
while  its  cumulative  force  makes  it  increase 
from  year  to  year.  The  second  year’s  ad¬ 
vertising  is  more  valuable  than  the  first. 
The  accrued  effect  in  a  long  term  of  years 
is  irresistible.  Bank  advertising  is  still  in 
its  infancy,  and  the  institution  that  is  ahead 
of  its  competitors  in  beginning  to  accumu¬ 
late  this  prestige  in  this  way,  cannot  be  dis¬ 
lodged  from  its  supremacy.  There  is  a  dis¬ 
tinction,  however,  between  direct  advertis¬ 
ing  and  bare  publicity.  The  former  always 
gives  publicity,  and  at  the  same  time  makes 
a  bid  for  actual  results,  while  the  latter 
does  not  serve  as  direct  advertising.  Most 
bankers  seem  satisfied  to  have  their  ads 
state  the  name  of  the  institution,  together 
with  the  amount  of  capital,  surplus,  and 
undivided  profits.  Then  come  the  names  of 
the  officers  and  possibly  the  directors.  This 
is  the  average  bank’s  announcement.  Such 
advertising  is  ineffective — at  least,  it  is  not 
as  productive  of  results  as  it  might  be,  be¬ 
cause  of  the  lack  of  understanding  of  the 
difference  between  “advertising”  and  “pub¬ 
licity.” 

Mere  publicity  is  unnecessary  to  most 
banks.  There  is  no  need  of  a  bank  spend¬ 
ing  money  only  to  tell  people  that  it  is 
there,  simply  to  give  the  name  and  address, 
list  of  officers,  etc.  Everybody  knows  these 
things.  They  likewise  know  the  general 
character  of  the  dry  goods  and  grocery 
store.  The  proprietors  of  these  stores, 
however,  do  not  take  these  things  for 
granted.  They  do  not  stop  with  the  an¬ 
nouncement  that  they  keep  dry  goods  or 
groceries,  but  seek  to  attract  attention  by 
the  recital  of  interesting  facts.  What 
banks  need  is  the  kind  of  advertising  that 
will  infiuence  people  to  use  the  bank,  who 
are  now  indifferent  to  it.  In  almost  every 


community  there  is  enough  money  carried 
around  in  pockets  and  hidden  away  in  ob¬ 
scure  places,  to  start  a  respectable  bank. 
People,  as  a  rule,  are  thoughtless  of  their 
own  needs.  It  never  occurs  to  most  of  us 
that  we  need  certain  things,  until  their  de¬ 
sirability  is  brought  forcibly  to  our  atten¬ 
tion.  Suggestion  is  everything.  Sugges¬ 
tion  of  a  need  oftentimes  creates  it.  Lots 
of  people  never  think  of  opening  a  bank 
account,  because  the  matter  has  never  been 
presented  to  them  in  a  way  that  impressed 
them  of  their  need  of  one.  Bare  publicity 
gives  no  reasons.  It  seldom  brings  tangible 
results  to  a  bank.  Many  ads  in  the  papers 
are  not  noticed,  simply  because  they  have 
become  so  familiar  to  us  through  long  ap¬ 
pearance  in  the  same  form,  that  the  eye  un¬ 
consciously  skips  them,  to  rest  on  some¬ 
thing  new.  No  absolute  line  for  advertis¬ 
ing  banks  at  different  places  can  be  laid 
down,  as  local  conditions  and  environments 
must  be  taken  into  consideration  and  acted 
upon.  There  are  many  features  of  the 
banking  business,  which  present  possibili¬ 
ties  of  profit  that  a  liberal  advertising  cam¬ 
paign  will  develop. 

There  is  the  money-order  business.  The 
enormous  sum  of  over  $750,000,000  is 
handled  annually  by  the  post  office  and  ex¬ 
press  companies,  on  which  the  profits,  or 
fees  charged,  amount  to  about  $6,250,000. 
The  only  way  to  turn  this  business  to  the 
banks  is  to  advertise  the  .features  more 
persistently.  The  express  companies  and 
the  post  office  are  very  aggressive  in  solicit¬ 
ing  this  class  of  business  through  adver¬ 
tising,  and  those  banks  that  desire  such 
business  should  go  them  one  better — do 
better  advertising,  and  more  of  it.  Letters 
of  credit,  certificates  of  deposit,  and  safe 
deposit  vaults  are  among  the  many  fea¬ 
tures  that  can  be  exploited  with  profit, 
through  the  medium  of  advertising. 

The  savings  department  of  a  bank  can  be 
made  the  source  of  much  new  business. 
Instructions,  in  the  value  of  saving — hints 
as  to  the  advantages  of  providing  for  a 
rainy  day — the  encouragement  of  thrift  and 
frugality,  and  similar  arguments  forming 
the  basis  of  educational  advertising,  .will 
soon  have  their  effect. 

Publishing  the  statement  of  the  condi¬ 
tion,  whenever  called  for  by  the  comptrol¬ 
ler  or  state  commissioner,  as  the  case  may 
be,  can  be  turned  to  advantage  by  pointing 
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T“  IDEAL  SIGHT  RESTORER 

The  Ideal  Eye  Masseur 

Indistinct  Vision  ;  Muscular  Troubles,  Chronic  Dis¬ 
eases  of  the  Eye  all  successfully  treated  by  Scientific 
Massage  at  any  age. 

English,  German  or  Spanish  pamphlet  mailed  free. 

THE  IDEAL  COMPANY,  Dept.  G.  239  Broadway,  New  York 


High  Class  Equipment  Means  High  Class  Service 

UNO  CLIPS 


How  is  Your 
Supply  of 


The  Handiest  Desk  Novelty  Made 

By  Mail,  15  cts.  each. 

M.  L.  SENDERLING,  ^  ^  622  W.  47th  Street,  New  York  City 


ORDER  NOW 

DISCOUNTS  I'N  QUANTITY 


STANDARD  OUTFITS  SHIPPED  ON  APPROVAL 


12  o'clock,  midnight 


|-''c 


Work  all  done 


$12.75 


For  the  Razall  Special  Complete  Outfit, 
consisting  of  Ledger,  Transfer  Ledger,  two 
Index  Sets  and  500  Best  Quality  Leaves 


THE  DIVIDING  LINE 

BETWEEN  THE  ILL-KEPT  OFFICE 
AND  THE  SYSTEMATIC  OFFICE 

Old  booking  methods  with  numerous  books  and 
scattered  accounts  will  turn  an  entire  office  up-side- 
down.  Such  methods  waste  time  and  are  the  cause 
of  many  expensive  mistakes.  The 

RAZALL  LOOSE  LEAF  LEDGER 

will  bring  system  into  your  office.  Will  save  time 
and  money  and  for  that  reason  is  of  interest  to  botli 
business  men  and  book-keepers.  A  system  which 
entirely  eliminates  all  deadwood,  retaining  only  the 
live,  active  accounts.  It  means  a  big  saving  in  office 
help.  Does  away  with  night  work,  and  makes  pos¬ 
sible  “Accurate  Work  Quickly  done.” 


Our  Booklet,  “SYSTEMATIC  ACCOUNTING,”  Free.  It  tells  you  how 
easily  our  system  can  be  adapted  to  your  business.  Ask  for  edition  “C” 


The  H.  Q.  RAZALL  MFQ.  CO.,  405-407  East  Water  St.,  MILWAUKEE,  WIS. 

Canadian  Manufacturer,  CHAS.  F.  DAWSON,  1813-1815  Notre-Dame  Street,  Montreal,  Can. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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out  the  strong  features  of  an  especially 
good  statement,  and  why  it  is  so,  and  with 
equal  frankftess  one  not  so  good  should  be 
analyzed.  Most  bank  statements  are  very 
dense.  They  are  entirely  devoid  of  inter¬ 
est  to  the  general  public,  and  yet  to  a  large 
extent  it  is  the  general  public  they  are  in¬ 
tended  to  interest. 

^  There  seems  to  be  a  certain  mystery,  a 
lack  of  knowledge  on  the  part  of  the  public, 
concerning  banking  methods  and  purposes, 
which  offers  a  great  field  for  bank  adver¬ 
tising.  No  reasdiT  exists  why'  such  infor¬ 
mation  should  not  be  made  public,  and  the 
bank  which  goes  to  the  trouble  or  expense 
of  circulating  such  information  is  sure  to 
benefit  the  most  by  it. 

Continued  advertising  creates  confidence. 
A  bank  cannot  be  constantly  'before  the 
public  without  being  found  out,  and  known 
for  what  it  is.  The  people  believe  in  a 
bank  which  can  stand  the  limelight  of  pub¬ 
licity.  An  interesting  instance  is  that  of 
an  eastern  bank,  which,  although  very  old, 
was  in  a  bad  way  in  1904,  and  had  to  be 
reorganized.  The  new  management  by  ad¬ 
vertising  in  the  daily  -newspapers  and 
through  the  judicious  distribution  of  book¬ 
lets,  statements,  and  other  printed  matter, 

"  hTcreased  ■  the  bank  deposits  from  about 
$1,000,000  in  April,  1904,  to  nearly  $4,000,-. 


000  at  the  present  time.  The  advertise¬ 
ments  were  plain  and  frank,  though  digni¬ 
fied,  but  the  central  note  of  the  campaign 
was  always  the  policy  of  the  institution, 
until  there  was  no  chance  of  misunder¬ 
standing  or  ignoring  it.  The  result  speaks 
for  itself. 

Pittsburg  is  pointed  out,  where  bank  ad¬ 
vertising  is  perhaps  better  done  than  in  any 
other  community.  The  banks  there  that 
advertised  in  the  newspapers,  showed  an 
increase  in  assets  of  38  per  cent,  and  an 
increase  in  deposits  of  85  per  cent  in  a 
period  of  five  years,  while  the  banks  that 
did  not  avail  themselves  of  the  columns  of 
the  local  papers,  gained  in  the  same  time 
only  27  per  cent  in  assets  and  11  per  cent 
in  deposits. 

Cleveland’s  great  savings  banks  are  be¬ 
coming  known  throughout  the  country 
through  publicity  in  the  magazines  and 
newspapers.  More  than  six  per  cent  of  all 
the  money  on  deposit  in  the  savings  banks 
of  the  United  States,  or  $185,500,000,  is  in 
the  banks  of  the  city  of  Cleveland,  while 
the  population  of  this  city  is  only  one-half 
of  one  per  cent  of  the  population  of  the 
entire  country. 

It  is  the  systematic,  continuous  and  per¬ 
sistent  effort  that  counts  for  success. — 

> 

Chicago  Banker. 


Myself  and  Me 


I’m  the  best  pal  that  I  ever  had, 

I  like  to  be  with  me; 

I  like  to  sit  and  tell  myself 
Things  confidentially. 

I  often  sit  and  ask  me 

If  I  shouldn’t  or  I  should, 

And  I  find  that  my  advice  to  me 
Is  always  pretty  good. 

I  never  got  acquainted  with 
Myself  till  here  of  late. 

And  I  find  myself  a  bully  chum, 

I  treat  me  simply  great. 

I  talk  with  me  and  walk  with  me 
And  show  me  right  and  wrong 

I  never  knew  how  well  myself 
And  me  could  get  along. 


I  never  try  to  cheat  me, 

I’m  as  truthful  as  can  be; 

No  matter  what  may  come  or  go, 

I’m  on  the  square  with  me. 

It’s  great  to  know  yourself  and  have 
A  pal  that’s  all  your  own; 

To  be  such  company  for  yourself 
You’re  never  left  alone. 

You’ll  ti;y  to  dodge  the  masses 

And  you.’ll  find  a  crowd’s  a  joke 

If  you  only  treat  yourself  as  well 
As  you  treat  other  folk. 

I’ve  made  a  study  of  myself. 
Compared  with  me  the  lot. 

And  I’ve  finally  concluded 

I’m  the  best  friend  that  I’ve  got. 


Just  get  together  with  yourself 

And  trust  yourself  with  you. 

And  you’ll  be  surprised  how  well  yourself 
Will  like  you  if  you  do. 

— Express  Gazette. 
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BLOTTERS  BRING  BUSINESS 


.. 

Wc  believe 


SUuntrated’ Silotters  ’■  /iS 

to  be  one  of- itw  b4a  mctlKHls  of /SeiV’-S;'/'  *!,.* 
1  '  •  '  .  • 

advcftKitpg  ••  -  cf:  ’  : V • 


Hi^ve  you  t/ied  dxriTi? 

We'wiii  furnish  1000  Blonm  tike 
ihis  With  youf,  for  .$r.f5 


B»bk- 


John  T.  -Palmer  Compaq 

-anii  Uoc.im  Sfr<«ets  ,  , 


JOHN  T.  PALMER  COMPANY. 


That  is  what  the  users  of  Blotter 
advertising  say.  If  you  want  busi¬ 
ness  you  should  get  in  line  as  a 
user  of  our  ILLUSTRATED  BLOTTERS. 
There  is  nothing  equal  to  them  for 
keeping  your  name  before  the 
buyer  of  your  goods.  Send  50  cts. 
for  a  set  of  80  samples.  Will  give 
the  fifty  cents  back  if  you  order. 

PHILADEt^PHIA- 


FIFTH  and 
LOCUST 


TYPEWRITTEN  LETTERS 


IN  EXACT  DUPLICP/^E 


My  process  eliminates  the  possibility  of  detection  because  the  ribbon  I  furnish  withdat  ^cHarge.j-^- 

.  <  •  1  j  Vi-ill  iirill  ciirr\ricA/T  fhp  lO^V  COSt  whftfi  VOll^Vrit6  fOT 


matches  my  printed  letters  perfectly.  You  will  be  surprised  at  the  low  cost  wheh'yoiAvrife  fo*-" 
my  free  samples.  Let  me  begin  saving  money  for  you  now.  . 

JOHN  ROQAN,  Circular  Letter  Specialist,  19  E.  Main  Street,  Rochester,  ^New  tork 


THOMSON’S 

ERFECT 
EN 
01  NT 
ULLER 


An  Indispensable  Office  Device 

of  proven  merit.  Removes  rusty,  corroded  pen  points  from 
holders  quickly  and  without  danger  of  ruining  holder.  No  soil¬ 
ed  hands— no  broken  penholders— no  time  wasted.  Saves  its 
costin  a  fewdays.  Made  of  the  best  steel,  nickel  plated.  Neat, 
durable,  useful.  Every  desk  in  your  office  should  be  equipped 
with  one.  Price,  25  cents  each.  All  charges  prepaid  to  any  ad¬ 
dress.  Agents  wanted.  Money  refunded  if  not  satisfactory. 

C.  S.  THOMSON  Box  301,  LOUISVILLE.  KY. 
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HOME  WORK  AND  SWEATED  LABOR— THE  DARK  SIDE  OF  MODERN 
INDUSTRIAL  CONDITIONS  IN  MANY  PRINCIPAL  CAPITAL  CITIES 

By  albert  EMIL  DAVIES 


HERE  was  held  in  London  in 
May  and  June  of  this  year,  an 
exhibition  of  the  products  of 
Sweated  Labor,  that  enabled 
English  business  men  to  see 
sUnfething^  of  the  darker  side  of  industrial 
affairs.  The  idea  of  the  exhibition  was  bor- 
rowed  from  Berlin,  where  something  sim- 
■ilar  Was  'done  in  the  early  part  of  the  year, 

c  '  <  ►  ‘  < 

c  bhtHhc^Ldndon  exhibition  had  more  human 
Interest  driaShiuch  as  some  of  the  workers 
themselves:, 'engaged  in  their  ordinary  oc¬ 
cupations,  were  on  view.  The  Berlin  ex¬ 
hibition,  which  was  visited  by  the  empress 
and  many  members  of  the  Reichstag,  cre¬ 
ated  considerable  stir,  the  extent  of  which 
may  be  gauged  by  the  unprecedented  fact 
that  representatives  of  every  single  political 
party  in  the  empire  have  urged  upon  tlie 
government  the  immediate  necessity  of  in¬ 
troducing  legislation  that  will  cope  with  the 
evil. 

It  is  not  at  all  unlikely  that  the  London 
exhibition  will  be  attended  with  similar 
results. 

Some  scores  of  sweated  trades  were  rep¬ 
resented  at  the  London  exhibition,  and 
among  the  things  made  by  sweated  women 
and  children  living  under  conditions  of 
penury  that  defy  description,  are  slippers, 
blouses,  cigarette  cases,  shirts,  artificial 
flowers,  dolls’  heads,  corsets,  babies’  bon¬ 
nets,  linen,  etc.,  shirts  and  fountain  pen 
boxes,  not  to  speak  of  military  embroidery, 
the  folding  of  bibles  and  prayer  books,  and 
a  thousand  and  one  things  the  mere  enum¬ 
eration  of  which  would  fill  half  this  mag¬ 
azine.  The  following  instance  illustrates 
almost  all  the  evils  of  the  system. 

For  carding  hooks  and  eyes,  the  miser¬ 
able  workers  in  London  receive  8d  or  9d 
the  24  gross,  out  of  which  they  have  to 
provide  their  own  thread.  The  hooks  and 
eyes  are  fetched  loose  from  the  manufactur¬ 
er’s  agent,  who  keeps  account  of  them  by 
weight.  The  eyes  have  to  be  sorted  out 
and  stitched  on  to  a  card ;  the  hooks  are 


disentangled  and  linked  into  the  eyes,  which 
are  then  stitched  down. 

Two  women  working  about  15  hours  a 
day,  earn  between  them  the  magnificent 
wage  of  3s  4d  (say  80  cents)  per  week. 
When  work  is  plentiful  and  the  little  chil¬ 
dren  are  made  to  help  (they  do  the  sorting 
out  of  the  hooks  and  link  them-  into  the 
eyes)  the  whole  family  earns  as  much  as 
6s  a  week.  I  have  said  that  the  foregoing 
instance  illustrated  nearly  all  the  evils  of 
sweating.  These  are : 

(1)  Excessive  hours  of  labor. 

(2)  Starvation  pay. 

(3)  Employment  of  child  labor. 

Comes  also  the  question  of  unsuitability 
of  work-place,  which  is  bound  up  with  the 
whole  question  of  home  labor.  ‘ 

With  regard  to  No.  1,  if  the  working 
hours  are  short,  it  simply  means  that  there 
is  neither  work  nor  pay  for  the  victim  who, 
to  live  at  all  on  the  wage  offered,  must 
work  late  into  the  night. 

Further,  almost  all  these  workers  have 
to  waste  from  one  to  two  hours  daily  in 
fetching  and  bringing  back  their  work,  or, 
out  of  their  miserable  pittance,  have  to  pay 
someone  else  to  do  it  for  them.  It  is  a 
common  sight  in  the  London  streets  to  see 
a  woman  pushing  along  a  child's  go-cart 
filled 'with  vests  or  other  work;  she  earns 
her  living  by  working  for  the  sweatea 
workers  who  are  .stitching  away  for  dear 
life  in  their  East  End  garret. 

Of  the  inadequacy  of  the  wage  paid  to 
the  sweated  workers  nothing  need  be  said; 
in  the  very  best  branches  it  never  exceeds 
three  or  four  dollars  a  week  and  the  great 
majority  of  the  individuals  of  whom  this 
article  treats  would  deem  themselves  af¬ 
fluent  were  they  in  steady  receipt  of  half 
that  sum. 

As  regards  the  employment  of  child  la¬ 
bor,  this  is  the  worst  feature  of  the  dread¬ 
ful  business,  and  will  prove  to  be  the  means 
by  wffich  society  will  be  punished  for  allow¬ 
ing  this  state  of  affairs. 
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The  state  rightly  compels  children  to  go 
to  school.  When  they  come  home,  they 
work  with  their  parents.  And  it  is  these 
children  who,  when  they  grow  up  (that  is 
to  say,  those  who  do  grow  up)  form  one 
of  our  latter-day  problems.  If  child  labor 
is  the  necessary  concomitant  of  our  modern 
civilization,  well  may  books  appear  with 
such  titles  as  one  recently  issued  in  Lon¬ 
don  :  “Civilization,  its  Cause  and  Cure,”  for 
a  cure  is  sadly  needed. 

Most  business  men  are  altogether  ignor¬ 
ant  of  the  extent  and  widespread  nature  of 
the  sweating  evil,  and  are  themselves  the 
involuntary  employers  of  such  labor.  Here 
is  an  instance. 

Mr.  Chiozza  Money,  the  member  of  Par¬ 
liament  for  North  Paddington,  who  is  on 
the  staff  of  the  London  Daily  News,  visited 
a  miserable  garret  in  the  East  End,  in  which 
were  being  made  under  the  worst  possible 
conditions,  match-boxes  for  a  Liverpool 
firm  and  tin-tack  boxes  for  a  Birmingham 
firm.  He  published  an  account  of  his  visit, 
mentioning  the  names  of  the  firms,  the  one 
in  Birmingham  being  one  of  the  largest 
and  best  known  houses  in  the  country. 

From  correspondence  which  arose,  it  ap¬ 
peared  that  both  firms  were  entirely  ignor¬ 
ant  of  the  fact  that  the  boxes  used  by  them 
were  made  anywhere  else  than  in  the  work¬ 
shops  of  the  firms  of  whom  they  ordered 
them,  and  one  house  was  so  much  impressed 
that  it  sent  a  donation  for  the  use  of  the 
wretched  women  and  children  it  had  at 
secondhand  been  oppressing. 

In  regarding  the  sweating  system,  three  . 
facts  stand  out  prominently.  One  is  that 
sweated  labor  is  apparently  bound  up  in¬ 
separably  with  home  labor,  the  two  terms 
being  almost  synonymous. 

Here  is  something  on  which  the  well- 
meaning  individual  who  loudly  laments  the 
decay  of  home  industries  and  the  rise  of 
the  ugly  factory,  would  do  well  to  ponder. 
Under  the  much  maligned  factory  system 
the  workers’  condition  steadily  improves ; 
the  factory  is  under  inspection,  and  it  would 
be  impossible  to  employ  large  bodies  of 
workers  at  a  starvation  wage  without  it 
becoming  generally  known,  besides  which 
the  mere  fact  that  several  hundred  individ¬ 
uals  work  together,  renders  co-operation 
and  association  on  their  part  practicable. 

The  second  striking  fact  is  the  large  pro¬ 
portion  of  articles  of  which  women  are  the 
principal  purchasers,  that  figure  among  the 


list  of  goods  produced  by  sweated  labor. 
True,  it  is  that  military  accoutrements  ana 
men  s  clothes  appear  in  the  black  list,  but 
quite  50  per  cent  of  the  articles  fall  .under 
such  headings  as  millinery,  baby  linen'  and 
other  adjuncts  to  femininity. 

The  third  point  (which  need  not  be  re¬ 
ferred  to  further)  is  that  sweated  labor  byL^ 
no  means  necessarily  denotes  unskilled  la-  ’ 
bor ;  if  anyone  doubts  this,  let  him  try  his 
hand  at,  say,  artificial  flower  making. 

It  is  a  strange  thing  that  women  being 
the  principal  sufferers  by  the  sweating  sys¬ 
tem,  it  is  just  women  who  are  indirectly 
the  principal  supporters  of  the  evil.  The 
desire  for  a  bargain  is  innate  in  the  female 
breast,  and  is  fostered  by  the  periodical 
sales  “at  much  below  cost”  with  which  all 
stores  gladden  the  hearts  of  their  patrons. 
The  sweating  system  is  in  part  to  be  at¬ 
tributed  to  the  rapacity  of  individual  em¬ 
ployers,  but  is  in  a  greater  measure  due  to 
the  modern  craze  for  cheapness.  Matches, 
safety-pins,  hair-pins,  and  the  like,  are  sold 
at  prices  much  too  low  to  admit  of  a  liv¬ 
ing  wage  being  paid  to  the  miserable  beings 
who  make  the  boxes  which  cover  them, 
leaving  the  articles  themselves  out  of  ques¬ 
tion,  so  that  it  is  really  the  community  at 
large  which  is  the  sweater  par  excellence. 

It  is  an  unpleasant  thought  that,  in  order 
that  my  lady  fair  may  be  able  to  purchase  a 
hundred  hair-pins  done  up  in  a  nice  box, 
for  the  equivalent  of  two  cents,  some  mis¬ 
erable  women  and  children  should  be  work¬ 
ing  ten  hours  a  day  amidst  surroundings  of 
indescribable  filth  to  earn  the  15  cents  on 
which  they  have  to  keep  body' and  soul  to¬ 
gether  for  24  hours. 

It  is  hard  to  see  the  remedy  for  this. 
People  naturally  buy  in  the  cheapest  mar¬ 
ket,  and  the  heirs  of  the  merchant  who  does 
not  accept  the  lowest  tender  for  the  same 
class  article,  are  not  likely  to  have  to  dis¬ 
burse  much  in  the  shape  of  succession  duty. 

Moreover,  if  a  business  man  were  wil¬ 
fully  to  accept  the  higher  tenders,  has  he 
any  guarantee  that  the  difference  would  go 
into  the  pockets  of  the  unknown  workers? 

In  the  United  States  the  ‘‘Uonsumcrs 
Leagues”  have  done  good  work,  and  a  sim¬ 
ilar  organization  is  now  being  formed  in 
France.  In  the  United  Kingdom  such  at¬ 
tempts  have  not  hitherto  obtained  the  sup¬ 
port  of  the  leaders  of  fashion,  but  now  that 
royalty,  and  consequently  society,  have  dis¬ 
played  so  much  interest  in  the  exhibition 
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already  referred  to,  it  is  hoped  that  the 
necessary  impetus  to  the  movement  has  been 
found. 

In  some  of  the  British  colonies,  Wages 
Boards  have  been  instituted,  which  have 
met  with  marked  success.  Sir  Charles 
Dilke  has  been  trying  to  get  a  bill  through 
Parliament  which  will  render  the  forma¬ 
tion  of  a  Wages  Board  compulsory,  on  the 
request  of  any  trade  union  or  council,  or 
any  six  persons  who  are  either  employers 
or  employed  in  one  trade  in  any  one  dis¬ 
trict,  such  Wages  Board  to  have  the  power 
to  fix  a  minimum  wage  to  be  paid  for  that 
class  of  work  in  the  district.  This  would 
achieve  much. 

Consideration  of  the  whole  subject,  how¬ 
ever,  makes  it  clear  that  it  is  home  labor 
which  will  have  to  be  tackled  before  sweat¬ 
ing  can  be  satisfactorily  coped  with.  Where 
people  work  in  their  own  homes,  union  or 
concerted  action  on  their  part  becomes 
well-nigh  impossible,  and  child  labor  is 
sure  to  creep  in;  and  while,  in  view  of 
what  has  already  been  said,  it  is  apparent 
that  the  gradual  decay  of  home  industry  and 
its  replacement  by  the  modern  factory  sys¬ 
tem  are  to  be  welcomed,  it  should  be  point¬ 
ed  out  that  some  competent  observers  are 
by  no  means  sure  that  this  change  will 
proceed  much  farther. 

In  a  recent  isue  of  The  Economiste 
Francais,  a  distinguished  French  econo¬ 
mist  expressed  the  opinion  that  the  turn 
of  the  tide  had  already  been  reached.  Cer¬ 
tain  it  is,  that  the  easy  and  cheap  transmis¬ 
sion  of  electric  and  other  forms  of  energy 
is  likely  to  bring  about  a  counter  revolu¬ 
tion  in  this  direction,  and  one  of  the  feat¬ 
ures  of  the  Exhibition  of  Textile  Industries 
now  being  held  at  Turcoing,  France,  is  the 
representation  of  some  family  workshops 
fully  equipped  with  electrical  motive  power, 
which  may  well  cause  one  to  pause  before 
prophesying  the  rapid  extinction  of  home 
industries. 

In  some  of  the  United  States,  e.  g.,  Mich¬ 
igan,  Pennsylvania,  Maryland,  Wisconsin, 
inspection  of  the  place  of  abode  of  the 
home  workers  is  assured  by  laws  which 
render  it  illegal  for  an  employer  to  give  our 
work  unless  the  worker  produces  a  license 
certifying  that  his  or  her  home  has  been 
inspected  and  found  to  be  clean,  not  over¬ 
crowded,  and  in  suitable  condition.  Here, 
again,  the  United  States  have  led  the  way, 
but  very  much  more  remains  to  be  done, 


and  in  his  own,  as  well  as  in  the  general 
interest,  every  business  man  should  urge 
and  support  legislation  that  will  remedy  this 
foul  excrescence  at  the  root  of  trade.  “Men 
must  work  and  women  must  weep,”  but  for 
heaven’s  sake,  let  us  make  our  profits  with¬ 
out  oppressing  the  children. 


Keeping  Your  Word. 

A  middle-aged  man  who  has  succeeded 
in  establishing  a  lucrative  business,  one  in 
which  he  deals  with  many  persons  and 
often  comes  in  contact  with  them,  says 
that  the  strongest  feature  of  his  success 
that  he  can  acclaim  is  that  he  made  it  a 
point  to  always  keep  his  word.  When  he 
began  business  in  a  modest  way  he  deter¬ 
mined  to  do  that,  for  he  believed  that  it 
was  better  than  any  minor  strategy  often 
employed  by  men  in  dealing  with  their  fel¬ 
lows. 

Often  in  the  beginning  it  would  have 
been  much  more  profitable  and  much  easier 
to  resort  to  subterfuge,  but  he  was  looking 
toward  future  rather  than  present  results. 
By  and  by,  as  time  passed,  his  reputation 
for  keeping  his  word  with  customers  grew, 
and  this  very  circumstance  acted  as  a  safe¬ 
guard  to  integrity.  There  was  no  longer 
danger  that  “tricks  of  the  trade”  would  be 
substituted  for  candor.  On  this  basis  the 
business  grew  to  large  proportions,  and 
the  public  came  to  recognize  the  value  of 
the  treatment  that  emanates  from  the 
dwelling  place  of  such  a  principle. 

“Keep  your  word,  no  matter  at  what 
cost,”  is  the  advice  of  this  man  to  the 
aspirant  for  a  successful  career. — New 
York  Commercial. 


Note  That  Was  Easy  in  Its  Terms. 

There  was  once  in  a  North  Carolina 
court  a  case  that  has  gone  down  as  history 
in  the  judicial'  annals  of  the  state.  It  ap¬ 
pears  that  a  debtor  named  Jenkins,  when 
solicited  to  close  an  old  open  account  by 
note,  agreed  to  do  so  provided  he  should 
be  allowed  to  draft  the  instrument.  This 
was  granted  him :  whereupon  he  presented 
the  creditor  with  the  following: 

“I,  Samuel  Jenkins,  agree  to  pay  John 
Huggins,  $200  whenever  convenient;  but  it 
is  understood  that  said  Jenkins  is  not  to 
be  pushed.  Witness  my  hand  and  seal  this 
- day  of  - .  Samuel  Jenkins.” — Har¬ 
pers  Weekly. 
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5wBm  For  twelve  years  this  com- 

interest, 

mm m  compounded  semi-annually, 
#  V  on  deposits. 

*  This  interest  is  paid  for 

every  day  your  money  is  on 
deposit  and  withdrawals  can  be  made  at 
any  time  without  notice. 

SIX  PER  CENT.  IS  PAID  ON  TIME 
DEPOSITS — The  security  is  absolute  — 
The  booklet  will  tell  you  about  that 


WRITE  TO-D  AY 


CALVERT  MORTGAGE  &  DEPOSIT  CO. 


1044  CALVERT  BLDG. 


BALTIMORE,  MO. 


►2® 


[Ok 


SMALL,  BUT  MIGHTY 

Fasten  your  papers  together  securely  by  using 
•‘O.  K.”  PAPER  FASTENERS. 

These  Fasteners  are  in  a  class  by  themselves. 
There  are  no  others  like  them;  therefore  they 
can  not  be  compared  with  the  ordinary  paper 
clips  which  depend  on  friction  for  their  holding 
pow'er. 

The  "O.  K."  Paper  Fasteners  have  the  ad¬ 
vantage  of  a  tiny  but  mighty,  indestructible 
piercing  point,  which  goes  through  every  sheet, 
co-acting  with  a  small  protecting  sleeve  to  bind 
and  hold  with  a  bull  dog  grip.  No  Slipping. 
Handsome.  Compact.  Strong.  Easily  put 
on  or  taken  off  wilh  the  thumb  and  finger.  Can 
be  used  repeatedly  and  they  always  work. 

Made  of  Brass.  Three  sizes.  Put  up  in 
brass  boxes  of  10O  Fasteners  each.  At  all 
enterprising  stationers. 

Send  10  cents  for  sample  box  of  50,  assorted 
sizes.  Don’t  delay. 

Liberal  discount  to  the  trade. 

JAMES  V.WASHBURNE,  Mffr. 

SYRACUSE,  N.  Y. 


ko 


Sent  on  60  Days  Trial 


Trial  Balances  Made  Easy. 


General  Trial  Balance  taken 
in  ten  minutes  with  10,000 
open  accounts  on  your  books.  Errors  located  without  the  use  of  the 
key  figures,  slips,  or  any  additional  work  while  posting.  The 
only  system  that  will  at  any  time  show  a  correct  statement  of  the 
business.  For  descriptive  booklet  on  “Double  Entry  Made  Easy,” 
Address  J.  F.  DRAUGHON,  NASHVILLE,  TENNESSEE 

^■PATENTS  that  PROTECT- 

Our  3  books  for  Inventors  mnilod  on  rooeipt  of  6  cts,  stamps 

A.  BTACD,  Washington  J.C.  Estab,1869o 


Superior  Bandages 
FLAVELL’S 

1007  SPRING  GARDEN 


Write  for  Catalogue. 
Elastic  Stockings,  Supporters, 
TRUSSES. 

STREET,  PHILADELPHIA 


Here’s 


Something 

YOU  NEED 

Steel  Brains  That  Save  Yours 

You  know  that  addition  is  purely  a  mechanical  pro¬ 
cess.  Then  why  do  you  continue  to  let  it  use  up  grey 
matter  that  is  required  by  other  branches  of  your 
business  ?  You  can  no  longer  say  adding  machines 
cost  too  much. 

The  CALCUMETER 

The  Standard  Desk  Adding  Machine 

on  your  desk  for  totaling  deposit  slips,  expense  ac¬ 
counts,  ledger  accounts,  etc.,  will  give  absolutely  cor¬ 
rect  results,  and  save  hours  of  time  usually  lost  in 
locating  errors.  It  is  the  only  durable  adding  machine 
that  Is  handy  and  serviceable.  This  machine  goes  to 
the  work— not  the  work  to  the  machine.  Guaranteed 
for  three  years.  Price,  $15.00  to  $30.00  according  to 
capacity.  20  DAYS  FREE  TRIAL.  It  will  pay  you  to 
investigate.  Send  for  catalog  3. 

Architects  Model,  16th  inches  into  inches,  into  feet, 
$15.00. 

English  Model,  farthings  into  pence,  into  shillings, 
into  pounds,  $5. 

HERBERT  NORTH  MORSE 

32  Green  Building,  Trenton,  N.  J.,  U.  S.  A. 


iupUgraiili 

THE  LATEST  INVENTION  IN  DUP¬ 
LICATING  MACHINES 

Looks  Like  Gold 
As  Good  as  Gold 

Very  simple.  No  stencil;  no  expensive  sup¬ 
plies;  no  soiled  hands.  Cleans  itself— requires 

no  washing.  Very  dur¬ 
able.  100  perfect  cop¬ 
ies  from  pen  written 
original  in  ten  minutes. 
Equally  speedy  with 
typewritten  copy  —  re¬ 
produces  lead  pencil 
copy.  Duplicates  per¬ 
fectly  on  plain  paper, 
cardboard,  wood  or 
china.  The  necessity  of 
every  business  man — 
any  boy  or  girl  can 
operate  it. 


"SnSlSi 


Single  Tray,  legal  capsize,  $  4.00 
Cabinet,  3  trays,  capsize,  12.50 

Delivered,  carriage  paid,  on  receipt  of  price.  Money 
back  if  not  satisfactory.  Try  the  dealer  first. 
Dealers  wanted  everywhere. 

Dupligraph  Co.,  Dept.  E,45  State  St.,  Detroit,  Mich. 
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This  Book  is  Free 


Ramsey  Brass  Signs 


It  Tells  You  About  a  System  of  Handling 
Figures  with  Lightning  Rapidity 

One  Thousand  Copies  Will  be  Given 
Away  to  Those  Who  Apply  First 


This  book  tells  about  marvelous  methods  of 
shortening  calculations;  methods  that  simplify 
the  most  difficult  business  problems  and  some¬ 
times  make  it  possible  to  do  the  work  of  an  hour  in 
the  space  of  a  minute.  It  is  from  the  pen  of  a  man 
who  has  devoted  his  life  to  the  subject  of  rapid  and 
accurate  calculations.  He  is  known  throughout  the 
United  States  as  the  foremost  calculator  of  the  day. 
Every  man  should  calculate  quickly  and  with  ease. 
Every  business  man  must  calculate.  Often  a  certain 
calculation  must  be  made  mentally  and  instantly  if 
you  would  take  care  of  your  own  interests.  By  our 
improved  methods  you  see  results  without  effort.  You 
multiply,  add,  subtract  and  divide  fractions  or  whole 
numbers  with  marvelous  ease.  The  methods  intro¬ 
duced  by  this  book  will  revolutionize  figuring  and 
arithmetic  for  you.  You  can  learn  at  your  own  home 
with  little  effort  and  without  loss  of  time.  If  you  are 
an  office  man  the  result  will  be  seen  in  your  pa,y  en¬ 
velope.  The  man  who  figures  accurately  and  rapidly 
can  do  three  times  as  much  work  as  the  one  who  uses 
ordinary  methods.  Unless  you  know  all  about  figures 
that  you  want  to  know,  unless  you  are  accurate  in 
every  calculation,  you  cannot  afford  to  be  without  this 
information.  It  costs  you  nothing  to  write  for  the 
book;  it  is  free;  it  may  cost  you  a  good  position  or  a 
valuable  promotion  to  neglect  this  opportunity.  Ad¬ 
dress  Commercial  Correspondence  Schools,  59  M,  Com¬ 
mercial  Building,  Rochester,  N.  Y. 


Give  tone  to  your  business. 

They  are  the  best  signs  of  the  kind 
made  anywhere,  and  sell  at  sight  to 
Bankers,  Brokers,  Physicians,  Druggists,  Shoe 
Men,  Saloon-keepers  and  all  other  business 
and  professional  men  who  appreciate  the 
value  of  a  high  class  attractive  sign,  and  are 
willing  to  pay  a  fair  price  for  the  best  work. 

A  WORD  FROM  YOU 

will  bring  my  little  Book  describing  just 
what  I  can  do  for  you  on  Brass  and  other 
Metal  Signs.  And  I  will  also  send  a  repre¬ 
sentative  to  see  you  if  you  like.  Many  of  my 
salesmen  make  $30  to  $50  a  week  selling 
Ramsey  Brass  Signs.  I  furnish  an  attractive 
sample  case  showing  the  system  and  turn 
over  all  inquiries.  Do  you  know  of  a  good, 
live,  ambitious  man  I  could  engage  in  your 
part  of  the  country? 

Please  address  L.  H.  RAMSEY,  care 

LOUIS  11.  RAMSEY  &  CO.,  »spiillLexiflgion,  Ky. 


THE  SENGBUSGH 

Self-Closins  INKSTAND 


15  DAYS’  TRIAL 

FREE 


No.  1—3  in. 
Price,  $1.50 


No.  2—3  in.  Cut  Glass 
Price,  $2.00 
No.  3 — 3  in.  Plain  Glass 
Price,  $1.75 

Every  man  having  occasion  to  sign 
his  name  needs  this  inkstand.  No 
olllce  is  thoroughly  equipped  unless 
using  them.  The  name  states  its  chief 
advantage  over  all  others.  It’s  self-closing.  That  means  dust-proof 
and  non-evaporating.  The  “dip”  is  always  uniform,  making  it  im¬ 
possible  for  pen-holder  to  become  inky.  Ink  never  spurts  and  Inkstand 
is  never  out  of  order.  Filled  very  easily. 

UCDCSC  TUC  OCTE’PD.  Write  your  ord-r  on 
n  1 b  I  n  b  rib  R  ■  your  business  letter 

head,  also  send  your  stationers’  name  and  address,  and  we  will  send 
you  this  inkstand  on  15  days’  FREE  TRIAL.  If  found  satisfactory 
remit  price — if  not,  return  at  our  expense. 

SENCBUSCH  SELF-CLOSING  INKSTAND  CO. 

B*311  Montgomery  Bldg.  MILWAUKEE,  WIS. 
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UNITED  STATES  CARD  INDEX  CO. 


^  GET  OUR  QUOTATION  on  your  next  lot 
of  supplies. 


Office  and  Factory: 

112  Liberty  Street,  NEW  YORK 


INDEX 


CARDS  WILL  HELP 
YOU  TO  COLLECT 
YOUR  ACCOUNTS 


^  Keep  track  of  Appointments,  Expiration  of  Insur¬ 
ance,  Quotations  Made  and  Received,  Lists  Real 
Estate,  Collects  Rents  and  for  Petty  Ledger  Ac¬ 
counts. 

^  We  carry  Eight  Printed  Forms  in  Stock,  let  us 

send  you  Samples. 

• 

^  Also  send  for  our  Priced  Sample  Set  ”D”  which 
includes  all  Rulings,  Grades  and  Weights  of  Index 
Cards  and  Guides — Free  for  the  Asking. 


lithographed  Stationery^ 


Our  Lithograpliy 
makes  your  letter¬ 
head  stand  out  strong- 

_  ly  and  distinctively, 

thereby  imparting  an  impressiveness  and  added  value  to  your  business  correspondence  — a  paying  investment.  Letterheads  $2.00  per 
thousand  in  ten  thousand  lots  —  envelopes  $1.90.  We  will  get  you  up  a  special  design  appropriate  for  your  business. 

«  A  ^  CTTUfTT  T*  T  produce  imitation  letters  that  are  real  imitations— that  perfectly  resemble 

£  lia£a  1  JL  XLs lx O  "personally  typewritten  originals  in  every  particular,  from  a  perfect  ribbon  effect 

to  periods  and  commas  that  show  through  on  the  back.  Ask  us  to  send  some  samples  (they  are  good)  and  prices  (they  are  low). 
A  strong  letter  and  attractive  letterhead  makes  a  favorable  impression  for  your  proposition;  a  poor  impression  is  wo^e  tl^n  none. 

SPECIAL-  100  engraved  visiting  cards  $1.00;  send  stamps  or  money  order  H  STILWELL,  708  PlHe  Street.,  St.  LOUIS. 


PATENTS 


SHEPHERD  &  PARKER 

Attorneys-at-Law  and 
Solicitors  of  Patents 
892  F.  Street,  Washington,  D.  C. 

PATENTS  and  TRADE  MARKS  secured  promptly.  Highest  references 
from  prominent  manufacturers.  Write  for  Inventors’  Hand  Book. 


ELECTRIC 


SUPPLIES,  TELEPHONES. 
NOVELTIES.  Catalog  of  200  Free. 
If  it’s  Electric  we  have  it.  Big  Catalog 4c. 


OHIO  ELECTRIC  WORKS,  CLEVELAND,  OHIO 

The  World’s  Headquarters  for  Electric  Novelties,  Toys,  Fans, 
Motors,  Dynamos,  Batteries,  Books.  We  Undersell  All.  Want  Agents. 


Please  mention  The  Business  Man’s  Magazine  zvhen  writing  to  advertisers. 
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NEVER  SOILS  OR  SPOILS 

Day’s  White  Paste 

It’s  the  paste  that  sticks,  but  doesn’t  leave  a  sticky  look. 
It’s  always  ready  in  our  Handy  Paste  Jar,  with  water-well. 
Paste  is  so  much  nicer  than  mucilage,  and  our  Handy  Jar 
makes  it  a  most  convenient  article 

ON  YOUR  DESK,  OR  FOR 
PHOTOS  OR  HOME  USE 

Day’s  is  not  only  as  good  paste 
as  is  made,  but  our  jar  holds  more 
of  it.  Write  us  and  we  will  send  a 


Sample  Free 

You  can  get  your  dealer  to  sup¬ 
ply  you  with  Day’s  25c.  jar,  isc. 
jar,  or  in  bulk,  6  lb.  pail,  $1.00. 

Diamond  Paste  Co.,  66  Hamilton  Street,  Albany,  N.  Y. 


®HIS  ingenious  contrivance 
made  in  heavy  brass,  nickle 
plated,  will  hold  fifty  stamps. 
When  applied  to  a  moist  surface 
it  affixes  and  releases  one  stamp  at 
a  time.  Intended  for  desk  or  travel. 
It  keeps  your  stamps  handy  and 
neat.  CE.  Sent  prepaid  on  receipt 
of  50  cents. 


The  Burr-Whit  Novelty  Company 

97 J  Hammond  Bldg.  -Detroit,  Michigan 


Times  Square  Automobile  Company 

LARGEST  AUTOMOBILE  DEALERS 
AND  BROKERS  IN  THE  WORLD 

215-217  West  48th  Street,  New  York 

Cars  of  almost  every  make,  domestic  and  foreign,  new 
and  second-hand,  at  prices  ranging  from  $150  to 
$5,000.  All  in  first-class  running  order.  No 
matter  what  make  of  car  you  want,  or  what  price 
you  want  to  pay,  we  can  suit  you  and  save  you 
money.  Write  for  bargain  sheet  No.  104  today. 


IS  YOUR  WATCH  WORTH  25  CENTS? 

IF  so,  PURCHASE  THE 


POCKET  WATCH  DOG 


A  POSITIVE 
which  prevents  the 
or  from  falling  out  of 
plied,  simple  to  use, 
say  it  is  the  best  arti- 
be  applied  to  any 
pocket.  Does 
watch. 

SPECIAL 

Will  mail  three, 
address  in  the  U. 
with  full  direc- 
upon  receipt  of 
stamps)  from  now 
Mention  paper. 
Address 

The  Pocket  Watch  Dog 


U'ATCH  PROTECTOR 
watch  from  being  stolen 
the  pocket.  Easily  ar- 
strong  and  durable.  Users 
cle  ever  invented.  Can 
coat,  pantaloon  or  vest 
not  scratch  the 
Price,  25c.  each. 

OFFER 

postpaid,  to  any 
S.  or  Canada, 
tions  for  using, 
25  cents  (silver  or 
until  Dec.  1, 1906. 
Patent  applied  lor 
U, S  and  Canada. 

N.wa,k  Newark,  N.  J. 


You  are  no  greater  intellectually  than 
your  memory  My  course  simple,  inexpensive. 
Increases  business  capacity,  social  standing,  gives 
an  alert,  ready  memory  for  names,  faces  and  business  details.  Develops  will, 
conversation,  speaking,  etc.  My  booklet  “How  to  Remember,”  sent  Free. 
Dickson  school  of  memory,  760  Klmball  Hall,  CHICAGO 


“How  to  Remember” 

Sent  Free  to  Readers  of  this  Publication 


Be  Your  Own  Boss: 

Many  Make  $2,000  a  Year.  You  have  the  same 
chance.  Start  a  Mail  Order  Business  at  home.  We 
tell  you  how.  Money  coming  in  daily.  Enormous 
profits.  Everything  furnished.  Write  at  once  for 
our  “Starter”  and  FREE  particulars. 

B.  K.  Krueger  Co.,  155  Washington  St.,  Chicago,  Ill. 


- College  Preparatory  Course - 

offers  the  ambitious  young  man  exceptional  opportunities,  Education 
is  the  finger  post  that  points  the  way  on  the  rofid  to  success.  There 
is  a  simple,  unique  way  to  prepare  your.ielf  for  entrance  to  Resident 
Engineering  Schools  without  losing  a  moment  of  time  from  your 
present  work.  Let  us  show  you  how  at  our  expense.  Merely  clip 
this  advertisement,  mail  it  to-day  and  receive  FREE  our  200-page 
hand-book  describing  our  60  courses  in  all  branches  of 

ENGINEERING 

Write  to-day — you  lose  by  delay 

American  School  of  Correspondence,  Chicago,  III. 

Mention  Sept.  Business  Man's  Magazine 


OVERNMENT  POSITIONS 


More  than  80,000  appointments  made  last 
year.  Chances  better  tlian  ever.  Thousands 
we  prepared  have  been  appointed.  Estab¬ 
lished  1893.  Work  confidential.  No  political 
influence  needed.  Common  school  education 
sufficient.  Full  particulars  free  concerning 
positions,  salaries,  examinations  (held  in 
every  State),  sample  questions,  etc. 

National  Correspondence  Institute, 

41 -70  2d  Nat’IBankBldg.,Washington,DoC. 


CLASS  PINS 


From  our  factory  direct  to  you. 
We  sell  Class  Pins  and  Badges 
for  Colleges,  Schools  and  Socie¬ 
ties  ;  also  Society  Emblems  and 
Jewels  in  Sterling  Silver  and 
Gold.  Send  for  free  catalogue 
of  brand  new  designs. 

C.  K.  GROUSE  m.  CO. 

Dept.  59-M  Rochester,  N.  Y. 


I  Print  My  ©"wn 


Cards,  Circulars,  etc.,  with  a  $5 
Press.  Small  newspaper  press 
$18.  Money  saved.  Money  mak¬ 
ing  business  anywhere.  Type¬ 
setting  easy  by  the  printed  in¬ 
structions  sent.  Write  to  fac¬ 
tory  for  illustrated  catalog  of 
presses,  type,  paper,  etc. 

The  Press  Co.,  Meriden,  Conn. 


THEDETROIT  COIN  WRAPPER 


Millions  are  used  annually  by 
large  handlers  of  coin,  such 
as  Banks,  Trust  Companies, 
Railroads  and  Street  Railway 
Companies,  etc.  Made  to 
hold  all  silver  coins,  nickels, 
pennies,  etc.,  in  amounts 
from  25  cents  up  to  $20.00. 
Samples,  price-list  and  des¬ 
criptive  circular  free.  Write 
the  Detroit  Coin  W  rapper  Co., 
18  John  K  St.,  Detroit,  Mich. 
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MY  GRADUATES  IN 

SHOW  CARD  LETTERING 

Are  Making  $20  to  $40  Per  Week 


CHAS.  J.  STRONG,  Pres. 


They  are  independent  and  satisfied. 
That  is  better  than  book-keeping  and 
clerking.  Don’t  be  a  drudge.  Earn  more 
money.  I  will  guarantee  to  make  you  a 
successful  Show  Card  Letterer  if  you 
follow  my  instructions  carefully.  This  is  a 
remarkable  offer — can  you  afford  to  miss  it' 
Easy  terms.  Interesting,  thorough,  per¬ 
sonal  instruction  by  mail.  Three  separate 
courses:  Show  Card  Lettering,  Sign  Paint¬ 
ing  and  Plain  Lettering.  Start  now  and 
be  ready  to  earn  $'20  to  |40  per  week  in  the 
spring.  Write  for  large  helpful  catalog 
Free. 

Chas.  J.  Strong,  Pres. 

DETROIT  SCHOOL  OF  LETTERING 

Dept.  H.  Detroit,  Mich. 

"Oldest  and  Largest  School  of  Its  Kind" 


Do  You  Believe  in 
First  Impressions? 

They  are  always  lastingr,  and  if  good, 
always  valuable.  Nothing  creates  a 
better  impression  from  a  business 
standpoint  than  finely 

Engraved  Business  Cards 

They  reflect  the  character  of  your  business 

and  lend  tone  and  dignity  to  your  stand¬ 
ing.  The  highest  standards  of  fine  en¬ 
graving  have  been  maintained  by  J.W.  Established  J864 
Hallidayfor  40  years.  If  you  want  the 

best,  at  prices  exceeding  very  little  those  paid  for  printed 
work,  send  for  samples.  The  small  difference  in  the  price 
will  be  more  than  made  up  by  the  favorable  impression  you 
will  create  with  all. 

J.  W.  H ALLIDAY,  37  Randolph  St.,  CHICAGO 


MAKERS  OF 
HALF-TONES  AND 
ZINC-ETCHINGS 
FOR  CATALOGUES. 

BOOKLETS. 
LETTER  HEADS  ETC 

74  WOODWARD  AVE 
DETROIT  MICH. 


Lamson  Coin  Cashier 

Makes  change  quickly  and 
accurately.  Used  by  U.  S. 
Govt.,  Banks,  Trust  Co.’s,  and 
business  houses  generally. 
For  makingup factory  pay  rolk 
at  is  a  wonderful  time  saver 

Lamson  Coin  Trays 

Finished  in  polished  nickel. 

Coin  can  be  stored  and  han¬ 
dled  more  rapidly  and  accu¬ 
rately  than  by  any  other 
method. 

Trays  hold  from  $30  to  $6000, 
according  to  denomination. 

For  sale  by  principal  stationers, 

LAMSON  CONSOLIDATED 
STORE  SERVICE  CO. 

Boston  Mew  York  Chieago 


ROUTING  AND  RECORDING 
SYSTEM 

For  Routing  and  Recording 
the  movements  of  traveling 
salesmen,  showing  how  thor¬ 
oughly  and  systematically 
territory  is  covered  and  if  to 
best  advantage.  Keeping 
track  of  business  interests, 
geographically  locating  cus¬ 
tomers,  agents,  prospec¬ 
tive,  contracts,  advertis¬ 
ing,  etc.,  etc. 

Made  in  sections  to  cover 
any  number  of  states. 
“Business  System  in  the  Sales 
Department”  mailed  on 
request. 


THE  FERINE  &  MOSLEY 
COMPANY 


SHORTHAND 
IN  30  DAYS 


We  absolutely  guarantee  to  teach  shorthand  complete  in  only 
ihirty  days.  You  can  learn  In  spare  time  in  your  own  home.  No 
flianer  where  you  live.  No  need  to  spend  months  as  with  old 
systems.  Boyd’s  Syllabic  System  is  easy  to  learn — easy  to  write — 
easy  to  read.  Simple,  Practical,  Speedy,  Sure.  No  ruled  lines— no 
positions — no  shading,  as  In  other  systems.  No  long  list  of  word 
signs  to  confuse.  Only  Nine  Characters  to  learn  and  you  have  the 
entire  English  (or  any  other)  language  at  your  absolute  command. 
The  best  system  for  stenographers,  private  secretaries,  newspaper 
reporters.  Lawyers,  ministers,  teachers,  physicians,  literary  folk 
and  business  men  may  now  learn  shorthand  for  their  own  use. 
Does  not  take  continual  daily  practice  as  with  other  systems. 
Our  graduates  hold  high  grade  positions  everywhere.  Send 
to-day  for  booklets,  testimonials,  guarantee  offer,  etc. 

CHICAGO  CORRESPONDENCE  SCHOOL 

937  Chicago  Opera  House  Block,  Chicago 


W e  furnish  com-  |[^  W  T  ■  ^  T  J 

plete  Telephone  jj  ^  J 

E.cHan,e.  ADJUSTABLE 

TELEPHONE 
HOLDER  and 
EXTENSI8LE 
BRACKET 

CE.  For  flat  or  roll 
top  desk. 

CL  Has  largest  radius  of  action. 

CL  Write  us  or  your  nearest  supply  house. 


June  Bulletin  C,  Free  for  the  asking. 


American  Electric  Telephone  Co.,  6400-6600  State  St.,  Chicago,  III. 


MAY  29.  I  908 


No  More  Lost  Blotters! 


TIT  has  always  been  troublesome  to  keep  up  with,  has  it  not?  Use 
vt  one  of  our  EVEIl-KEADY  BhOTTER-HOLUEUS.  It  does  not  inter¬ 
fere  at  all  with  the  arm  in  writing;  it  keeps  your  books  from  becoming 
soiled  from  perspiration  ;  it  prevents  the  necessity  of  laying  down 
pen  when  blotting;  it  leaves  the  other  hand  free  for  other  work, 
turning  pages,  etc.;  it  saves  time;  it  saves  worry;  it  is  light  (made 
of  Aluminum);  it  sells  for  25  cents. 

Our  five-for-a-dollar-to-one-address  proposition  is  very  popular. 

The  Empire  Manufacturing  Co.,  Montgomery,  Ala. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


THE  BUSINESS  MAN'S  MAGAZINE  AND  THE  BOOK-KEEPER 


Please  mention  The  Business  Man’s  Magazine  when  xvriting  to  advertisers.  j 
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Straight  as  the  Crowds  Flight 

Your  Bookkeeping  will  move,  when  you  adopt 


■thafs  the  way 


Marchant’s  Check  Figure  System 

Have  you,  as  a  bookkeeper  who  would  be  abreast  of  the  times — a  clear 
understanding  of  The  System’s  simplicity  and  directness?  Of  the  swiftness 
and  certainty  with  which  it  will  relieve  you  of  the  drudgery  of  hunting 
down  errors  in  your  accounting? 

Better  still,  it  prevents  errors,  and  does  it  automatically.  As  Sweetland 
puts  it  in  a  recent  number  of  “  System  :  ” 

“‘Even  daily  balancing  is  not  nearly  so  difficult  as  ft  appears,  if  the  bookkeeper  uses 
a  good  check  figure  system  to  prove  his  posting— for  if  he  takes  this  precaution  he 
knows  his  postings  are  correct.** 

That’s  just  the  beauty  of  The  Marchant  System,  as  Mr.  H.  Garoni  finds  it. 

Mr.  Garoni  is  bookkeeper  for  D.  H.  Arnold  &  Co.,  of  New  York,  and  says: 

I  have  used  The  Marchant  System  for  three  years,  and  have  not  had  to  check  my 
trial  balances  in  all  that  time.  Furthermore,  I  get  trial  balances  on  my  first  attempt, 
as  all  errors  in  addition  on  the  ledger,  and  all  transpositions  on  the  balance  book,  are 
detected  immediately.  I  have  had  experience  with  the  9-check  and  the  11-check,  but 
find  your  System  superior  in  accuracy  and  rapidity.” 

Marchant  s  Check  Figure  System  will  do  as  follows:  Locate  all  transpositions  in  postings  as 
80.82  posted  for  80.28  or  as  82.80.  Catch  translocations,  25.00  for  .25  or  2.50.  Prove  all  addi¬ 
tions  quickly  and  accurately.  Prove  new  balances  as  used  on  bank  ledgers.  Catch  debit 
posted  as  credit  by  check  figure  itself.  Locate  errors  in  drawing  the  trial  balance,  on  the 
very  page  error  is  made.  Prove  multiplications  and  divisions  without  reviewing.  Is  recog¬ 
nized  and  admitted  the  quickest  system  on  the  market,  combined  with  the  greatest  accuracy 
and  simplicity.  Can  be  thoroughly  mastered  in  a  week. 

After  four  years’  personal  introduction  this  System  is  now  installed  in  New  York  City 
Chicago,  Philadelphia,  Pittsburg,  St.  Louis,  Buffalo,  Cleveland,  Boston,  Baltimore,  San 
Francisco,  New  Orleans,  Detroit,  and  numerous  other  cities  and  towns.  This  system  is 
endorsed  by  bookkeepers  throughout  the  U.  S.;  from  those  of  the  largest  concerns  down 
to  the  smallest,  as  an  indispensable  aid  in  proving  postings  and  additions,  in  extending 
balances,  and  in  getting  trial  balance  on  first  trial.  Far  superior  to  the  old  11-ck.  proof 
system  in  accuracy  as  well  as  speed,  especially  on  large  numbers.  No  time  is  lost  in  applying 
the  system,  as  the  check  is  deduced  and  written  while  amount  is  posted,  without  referring  to  a 
table,  or  using  another  sheet  as  is  required  in  “reverse  posting”  or  “sectionizing”  top-heavy 
daily-balancing  ideas  that  often  give  as  much  work  daily  as  they  save  at  the  end  of  the  month. 

The  best  is  none  too  good  for  the  modern  accountant. 

Why  Plod— When  You  Can  Fly  for  $5? 

A  concise  explanation  of  The  System’s  range  and  its  adaptability  to  any  set  of  books,  with 
list  of  references  and  testimonials  from  all  over  the  United  States— yours  for  the  asking. 

R.  H.  MARCHANT,  JR. 

ROY  R.  BAILEY,  General  Ma  nagcr  in  America 

531  E,  62nd  Street 
CHICAGO 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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GET  INTO  BUSINESS 


FOR  YOURSELF 


I  will  teach 
you  theReal 

Estate  and  Fire  Insurance  Business  by  mail;  tell 
you  how  to  establish  an  office  of  your  own  with¬ 
out  capital;  enable  you  to  make  from  81500.00  to 
85000.00  a  year;  give  you  valuable  information, 
that  has  cost  me  years  of  time  and  many  dollars 
to  obtain;  tell  you  how  to  get  the  sole  agency  for 
your  town  of  biggest  and  best  Fire  Insurance 
Companies;  teach  you  Conveyancing,  Mortgag¬ 
ing,  Writing  of  Policies,  and  co-operate  and  woi  k 
with  you  after  you  are  started.  I  am  the  originator 
of  this  new  method.  Write  for  FREE  particulars. 


OZMUN  A.  TARBELL,  Desk  20  South  Bend,  Ind. 


Gray 


Motors 


4H.  P.  Bare  Engine 
will  develop  6 


•  Get  Prices  on 

1  to  24 

h.  p.  engines 

Reversible  engine.  Jump  spark.  Perfect  lubrication. 
Crank  shaft  drop  forged  steel.  Connecting  rod,  bronze. 
Pistons  ground  to  fit.  All  bearings  either  bronze  or  best 
babbitt.  Best  material  and  workmanship  throughout. 

Grasr  Motor  Co.  Dept.  C.  Detroit,  Mich. 


IF  ITS 
ELECTRIC 
WE 
HAVE 
i  'T 


@WiFamd 


WB  ARB  SBBBirVG 


Toy  Eleetrie  Railways  •  • 

Fan  motors,  all  kinds  ... 
Electrical  Books  .  •  . 

Necktie  and  Cap  Lights  •  . 

Battery  Tabie  Lamps  .  . 

Carriage  and  Bicycle  Lights  .  . 

Lanterns  and  Pocket  Lights  . 
Battery  motors  and  Fans 
F.lectric  Door  Bells  eom;ilete  . 
Telephones  complete  .  .  . 

Telegraph  Outfits  complete 
$8  medical  Batteries 
ijilS  Electric  Belt  and  Suspensory 
Dynamos  and  moiors  .  .  . 

Gas  and  Gasoline  Engines 


$3.00  to  $  60.00 

.  2.00  to  20,00 

.10  to  6.00 

.  .75  to  5.00 

3.00  to  10.00 

.  3.00  to  6.00 

.75  to  3.00 

.  l.tIO  to  12.00 

.75  to  1.60 

.  2.50  and  5.05 

1.75  to  2.50 

.  3.96 

2.50 

.  1.00  to  1,000.00 

3.00  to  1,400.00 


]Ve  undersell  all.  Catalog  free.  Want  agents. 


OHIO  ELECTRIC  WORKS,  Cleveland,  Ohio 


BOOKKEEPERS’ COMPANION  BOOKS 


SOULE’S  Philosophic 
Practical  Mathematics 

1016 pp.,  8x11  in. 


'OULE’S  New  Science 
)and  Practice  of  Accounts 

New  Edition  782 pp. 


The  master  works  of  the  age  on  the  sciences  that  hold  commerce 
and  finance  in  their  orbits.  They  are  revelations  in  Practical 
Mathematics  and  in  Higher,  Expert  and  Corporation  Ac¬ 
counting.  New,  enlarged  editions,  Specimen  pages  and 
indexes  sent  FREE.  Address 

GEO.  SOULE,  603  St.  Charles  St.,  New  Orleans,  La. 


It  Does  Away  With  Trial  Balances 

TVTE  will  prove  to  your  satisfaction  that  our  Ledger  Balance 
W  Proof  is  THOROUGHLY  PRACTICAL,  requires  no  extra  books. 


change  of  system  or  ledgers,  and  relieves  you  entirely  of  all  trial 
balances  of  Personal  Accounts. 


Something  entirely  ne7v  7vhich  we  guarantee. 

It  will  pay  you  to  write  us  for  information. 

IVIIL,L,ER  <Sr  HAIVI,  Chattanooga,  Tenn. 


EVERY  ADVERTISER  b-, 

And  Mail  Order  Dealer  Should  Read 
“The  Western  Monthly/'’ 

An  Advertiser's  Magazine.  Largest  circulation  of  any  adlvef= 
rising  journal  in  America.  Contains  80  to  96  pages  every  issue,  i 
Regular  departments  every  month  with  many  valuable  contri= 
buttons  from  America’s  leading  advertising  men.  Best 
“School  of  Advertising  ’  in  existence.  Sample  copy  free. 
THE  WESTERN  MONTHLY,  805  Grand  Ave.,  Kansas  City,  Moc 


DEAFNESS 

“The  Morley  Phone” 

A  miniature  Telephone  for 

the  Ear — invisible,  easily  ad¬ 
justed  and  entirely  comfort¬ 
able.  Makes  low  sounds  and 
whispers  plainly  heard.  Over 
fifty  thousand  sold,  giving  instant  relief  from 
deafness  and  head  noises.  There  are  but 
few  caaea  of  doafnosa  that  cannot  bo 
benefited. 

Write  for  booklet  and  testimonials. 

THB  iMORLrBY  COMRANY 

Dept.  89,  31  South  16th  Street,  Philadelphia 


FREE  TO  MONEY  SAVERS 

My  little  Book  “MONEY  TALKS.”  It  deals  impartially 
with  the  most  profitable  form  of  investments.  Last  year 
126  Companies  distributed  over  $65,000,000.00  in  dividends. 
Did  you  get  your  share  ?  It  tells  how  to  make  investigations 
that  will  show  whether  you  are  getting  a  square  deal  or  not. 
How  to  get  the  biggest  possible  return  tor  your  money. 
How  to  choose  the  best  investments  in  the  most  profitable 
known  industry.  It  tells  many  more  things  an  investor 
who  can’t  afford  to  lose  his  money  should  know.  I  will 
send  this  little  book  free  to  all  who  are  sincerely  interested 
in  making  safe  and  profitable  investments. 

Address  PIERCE  UNDERWOOD,  Specialist  in  profitable 
Investments,  140  Dearborn  Street,  -  -  Chicago,  111. 


BEFORE  YOU  INVEST 


A  dollar  in  anything  get  my  book  “How  to  Judge  Investments.” 
It  tells  you  all  about  everything  you  should  know  before  making 
any  kind  of  an  investment,  either  for  a  large  or  small  amount. 
This  book  gives  the  soundest  advice  and  rnay  save  you  many 
dollars.  Send  two-cent  stamp  for  a  copy;  do  it  novv. 

Send  your  name  and  address  and  get  the  Investors’  Review  for 


3  MONTHS  FREE 


This  will  keep  you  reliably  posted  on  various  kinds  of  invest¬ 
ments.  Address 


Editor  INVESTORS'  REVIEW,  1314  Gaff  Bldg.,  CHICAGO,  ILL. 


DRAFTSMAN 

Making  $150  monthly  when  taking  individual 

{"onlfrom  CHIEF  DRAFTSMAN 

in  few  months’  home  study  equip  you  fully  with  complete  technical 
and  practical  knowledge  enabling  you  to  start  at  $20-$30  weekly 
salary  and  rapidly  advancing.  Furnish  tools  free  of  charge  and 
steady  position  when  completed.  Reasonable  terms  and  success 
guaranteed.  Best  trade  with  best  future.  Address 

r.hifif  nraftsman.  Div.  17.  Engineer’s  Eauinment  Co.  (Inc.)  Chicago 


PENMANSHIP 

Adequately  taught  by  mail.  Learn  to  write  a  good  business 
hands  it  may  be  the  basis  of  your  success  in  life.  First  course 
of  instruction,  a  copy  of  Palmer’s  Penmanship  Budget,  also 
a  full  year's  subscription  to  the  beautiful  monthly.  The 
Western  Penman,  all  now  for  $3.00.  A  handsome  diploma 
when  course  is  completed.  We  are  making  mqre  good  busi¬ 
ness  penmen  than  all  other  agencies  in  America  combined. 
Over  100,000  pupils  enrolled.  Catalog  Free. 

PALMER  SCHOOL,  (Est,  1881)  Box  86,  Cedar  Rapids,  Iowa 


6  Months  Free 

THE  INVESTMENT  HERALD 

Leading  illustrated  financial  and  investment  paper,  containing  latest 
and  most  important  information  on  mining,  oil  and  other  industries, 
the  most  successful  companies  and  the  best  dividend  pa^ng  stocks. 
It  shows  how  immense  profit  may  be  quickly  and  easily  made  on 
absolutely  safe  investments.  It  gives  advice  that  rnay  be  worth 
thousands  of  dollars  to  you.  It  points  out  a  safe  and  certain  road 
to  wealth.  Write  for  it  before  making  any  investments  of  any  kind. 
A.  L.  Wisner  &  Co.,  Publishers,  Dept.  9,  78-80  Wall  Street,  New  York 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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There  is  No  Good  Reason 
Against  Good  Insurance 


OR  ANY  SUBSTITUTE  FOR  IT.  Wherever  failure  to  live  means  financial  loss,  there 
is  call  for  Insurance.  Is  your  life  of  financial  value  to  another — your  family,  partners  or 
business?  If  so.  Life  Insurance  deserves  your  attention,  and  deserves  it  now.  Your 
forethought  will  be  better  than  their  afterthought. 

Cl  When  it  comes  to  the  best  kind  of  Life  Insurance,  men  do  not  all  think  alike. 
There  is  no  desirable  kind  that  cannot  be  obtained  from  THE  MUTUAL  LIFE  INSURANCE 
COMPANY.  This  is  the  oldest  active  Life  Insurance  Company  in  America,  and  the  largest 
and  staunchest  in  the  world.  It  is  a  Mutual  Company.  It  has  no  stockholders.  Its 
assets  belong  to  its  policy-holders.  It  has  paid  them  dividends  continuously  for  fifty-six 
years.  Taking  its  history  through. 


The  Mutual  Life 
Insurance  Company 


has  done  as  well  for  its  policy-holders  as  any  company.  It  should  have  done  better,  as 
has  recently  been  shown.  Under  the  present  management  all  policy-holders  may  expect 
unusually  favorable  results.  This  is  made  reasonable  by  the  facts  that  it  is  a  strictly 
Mutual  Company,  operated  under  New  York  laws,  which  are  now  the  best  in  the  world; 
that  its  great  volume  of  business  means  smaller  share  of  expense  on  each  policy,  and  that 
the  new  methods  and  economies,  which  are  now  a  part  of  its  constitution,  will  save  im¬ 
mense  sums  which  must  go  to  the  policy-holders,  as  the  only  proper  place. 

a  Mr.  Charles  E.  Hughes,  who  became  famous  by  conducting  the  investigation  of  the 
Legislative  Committee,  and  who  speaks  with  authority,  has  recently  said:  “We  have 
had  great  companies  exposed  to  close  and  unsparing  analysis,  only  to  find  that  their 
solidity  was  as  the  rock  of  Gibralter.  I  would  rather  take  insurance  in  a  New  York  com¬ 
pany  compelled  to  transact  business  under  these  restrictions,  than  in  any  company  not  so 
restricted,  and  1  believe  that  will  be  the  sentiment  of  the  people  of  these  United  States.” 

O.  If  you  would  like  to  know  for  yourself  the  latest  phases  of  Life  Insurance,  or  wish 
information  concerning  any  form  of  policy,  consult  our  nearest  agent  or  write  direct  to 

The  Mutual  Life  Insurance  Company.,  New  York 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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First  Mortgage  Gold  Bonds 

Interest  payable  semi-annually  by 
the  Empire  Trust  Company,  New 
York,  With  each  bond  of  $500  we 
give  a  bonus  of  two  acres  of  banana 
land,  cleared,  planted  and  brought 
into  bearing,  then  harvest  and  market  the  fruit  for  the 
owners.  These  lands  earn  $30  to  $60  per  acre  an¬ 
nually  net,  thus  making  an  18%  to  30%  investment. 
Illustrated  literature  containing  Government  figures, 
showing  large  and  permanent  income  from  these 
plantations,  mailed  FREE.  Special  proposition  to 
readers  of  THE  BUSINESS  MAN’S  MAGAZINE. 

Write  W.  R.  GILLESPIE,  M.  D.  President, 

Suite  311,  -  -  42  BROADWAY,  NEW  YORK 


ANTI-CROOKED  HEEL 
CUSHIONS 

Will  prevent  running  over  the  Heels  of  Shoes, 
Acts  as  a  cushion  and  can  be  adjusted  to  make 
the  wearer  taller  if  so  desired.  Makes  walk¬ 
ing  a  pleasure.  At  all  shoe  stores  or  by  mail 
,on  receipt  of  price,  50  cents  per  pair,  any 
|size,  worn  inside  of  shoes. 

NATHAN  ANKLE  SUPPORT  CO.,  88g  Reade  Street,  NEW  YORK 


PATENTS 

VALUABLE  BOOK  ON  PATENTS  FREE 

Tells  how  to  secure  them  at  low  cost.  How  to  sell  a 
Patent,  and  what  to  Invent  for  profit.  Gives  Mechanical 
Movements  invaluable  to  inventors.  Full  of  Money-Making 
Patent  Information.  Inventors’  Guide  Book  mailed  FREE. 

O’MEARA  &  BROCK,  Patent  Attorneys 

18  F.  Street,  -  -  WASHINGTON,  D.  C. 


MAN  WANTED 

in  the  REAL  ESTATE  BUSINESS.  No  canvassing  or  soli 
citing  required.  Experience  unnecessary  if  honest,  ambi¬ 
tious,  and  willing  to  learn  the  business  thoroughly  by  mail 
and  become  our  local  representative.  Many  make  $300  to 
$500  monthly.  Write  at  once  for  full  particulars.  Address 
either  office. 

NATIONAL  CO-OPERATIVE  REALTY  CO. 

Suite  44,  52  Dearborn  St.  Suite  44  1410  “H”  St. 

CHICAGO,  ILL.  WASHINGTON,  D.  C. 


MArLER 


,1901 


money  in  every  mail 

If  you  use  money-mailers.  Send  2c.  stamp 
for  sample  or  10  cents  for  a  dozen  Linley 
money -mailers. 

We  make  to  order  paper  novelties  and  paper 
folding  boxes  for  all  purposes.  Let  us  figure 
on  your  needs. 

LINLEY  BOX  &  PAPER  COMPANY 
1423  E.  88th  St.  Cleveland,  Ohio 


BOOKKEEPERS 


Do  You  Want  to  Know  Real 
I  oose-Leaf  Ledger  Perfec* 
tion  and  Convenience?  Then 
Let  Us  Tell  You  About 


The  Proudfit,  Loose-Leaf,  Spring-Rack,  Flat-Opening,  Blank  Book 
is  perfection.  It  is  a  radical,  mechanical  change  from  what  has  been 
thought  possible  in  Flat-Opening,  Loose-Leaf  Books. 

HUNDREDS  IN  USE— BOOKKEEPERS  SAY  “THE 
PROUDFIT”  IS  THE  BEST  EVER  PRODUCED 
C  D  C  C  Write  for  Booklet.  Gives  full  information, 
r  n  t  E.  Mailed  free,  postpaid.  WRITE  TO-DAY. 

C.  J.  FARWELL  CO.,  63-65  Plymouth  Place,  Chicago 


ELECTRICAL  ENGINEERING 

is  the  ideal  field  for  the  ambitious  young  man.  The  man  who  has  abil¬ 
ity,  education  and  ambition  must  succeed.  Are  you  ambitious?  Do  you 
want  to  earn  more  money?  Let  us  show  you  how  to  sell  your  services 
at  the  highest  prices.  Merely  clip  this  advertisement,  mail  it  to  us 
and  receive  our  200  page  liandbook  free  describing  our 

ELECTRICAL  ENGINEERING  COURSE 

and  60  others  including  Civil,  Mechanical  and  Structural  Engineer¬ 
ing.  Be  a  producer — grasp  this  opportunity. 

American  School  of  Correspondence,  Chicago,  III. 

■  Mention  Sept.  Business  Man’s  Maorarinf. 


OIISKI  I  pTTpDQ  windows,  store  fronts  and 

vlUll  kb  I  I  Criw  glass  signs — anyone  can  put  them  on. 


WRITE  TO-DAY  FOR  FREE  SAMPLE  AND 
FULL  PARTICULARS 


AGENTS  WANTED 


Agents  can  easily  make  from 

$25.00  to  $50.00  per  week. 


METALLIC  SIGN  LETTER  COMPANY 
62  North  Clark  Slrool  .  .  .  Chicago,  Illinois 


Established  1878 

the  j.  c.  aoss  CO. 

MAKERS  OF  AWNINGS,  TENTS  AND 
FLAGS,  SAILMAKERS  AND  RIGGERS, 

CAMP  FURNITURE,  TENTS  TO  RENT 


DETROIT  IVIICI-IIGAIN 


A  Business  Position  Now  Open 


Auditor  .  .  $35 

Clerk  .  .  .  $15 

Engineer .  $35 

Secretary  .  .  $30 


Write  for 
free  list  of 
other 
positions 


Bookkeeper  .  $25 
Correspondent  $20 
Manager  .  .  $60 

Salesman  .  .  $40 


Business  Opportunity  Co..  1  Union  Square,  N.  Y. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Pneumatic  Tubes  and 
Automatic  Mechanical 
Conveyers. 


FOOT  POWER 
PNEUMATIC 

T||||CQ  FIT  INTO  ANY 
I  UDkO  BUSINESS 

Pressure  of  the  foot 
gives  quick  service 
between  floors  or  de¬ 
partments,  or  be¬ 
tween  office  and 
shipping  room.  No 
expense  for  power. 
Ask  for  booklet  L. 

Lamson  Consolidated 
Store  Service  Co. 

161  Devonshire  St. , 

BOSTON 


Rahiu'S  CoepoAmK  Iciming 
m  CoAPOAAii  Li 

The  Standard  American  Work 


Read  what  some  experts  say  of  it  and  then 
order  without  delay. 

“I  intend  to  adopt  it  as  a  Text  Book  for  all  my  C.  P.  A.  candidates.” 

Fredrick  S.  Tipson,  C.  P.  A.,  New  York. 

“This  work  is  clear,  concise  and  comprehensive.  You  have  provided 
a  Text  Book  of  extraordinary  merit ;  a  recognized  authority  on  Corpor¬ 
ation  Accounting.”  GUSTAVE  JACOBSON,  m  A., 

Public  Accountant  ahd  Auditor,  Chicago. 

“T  have  no  hesitancy  in  saying  that  it  is  the  finest  work  on  the  sub¬ 
jects  treated  that  I  have  ever  seen,  and  would  add  that  I  have  the 
works  of  some  of  those  who  are  considered  the  best  authorities  in  the 
United  States  and  Canada.”  Geo.  H.  Malcolmson, 

Auditor  and  Systematizer,  Minneapolis,  Minn. 

1906  Edition,  450  pages,  S3,  postpaid 

Write  for  Pamphlet 

J.  J.  RAHILI,  C.  P.  fl.,  P.  0.  BO*  257,  BERKELE7,  C.AE. 


CHARLES  A.  SCOTT  """ 

3 

,000  Gummei 

d  Labels 

Printed  to 
Order,  1  x 

ir  Postpaid  $  1 .00 

Fenton  Label  Company,  Philadelphia,  Pa. 

I  The  Famous  Calculating  Machine,  and  do 
"  away  with  mental  strain  and  error. 

Capacity,  999,999,999  , 

Ingeniously  simple,  rapid,  accurate,  ^ 
I...  durable.  Adds,  subtracts,  etc. 


Adding  is  mechanical  work.  It  dulls  the  mind  and 
takes  energy  which  you  should  save  for  better  things. 
Lift  the  load  from  your  brain,  and  do  this  grind¬ 
ing,  wearisome  adding  witli  a  machine.  Use 


THE 


Computes  nine  columns  simultaneously.  Saves  time,  labor, 
money.  Makes  adding  a  pleasure  instead  of  a  burden. 

The  Modern  Business  Necessity. 

$100.00  would  not  take  it  from  me.  It  is  all  you  claim. — B.  A. 
Carver,  Troy  Center,  Jf'ie. 

Have  found  it  entirely  equal  to  any  of  the  high-priced  calculat¬ 
ing  machines. — W,  J.  Hirni,  Visalia,  Calif. 

Two  models:  oxidized  copper  finish,  $5.00;  oxidized  silver 
finish,  with  case,  $10.00,  prepaid  in  the  U.  S.  Size  4xl02£  ins. 
Write  for  Free  Descriptive  Booklet,  Testimonials  and 
Special  Offer.  Agents  wanted. 

tC.E.  Locke  Mfg.Co.  23  Walnut  St.,  Kensett,  Iowa. i 


.^DONT  WEAR  OUT  YOURS 

BRAIN  ADDING  FIGURES! 


— 

WATER  WAY 
TALES 

SEND  FOR  NEW  D.  &  C. 

ANNUAL  MAGAZINE 

latest  contribution  to  the 

L  literature  of  travel  is  the  250 
page  book  issued  by  the 

D.  &  C.  Line.  It  contains  three 
interesting  stories  entitled  “After 
Many  Years,”  “A  Romance  En 
Route,”  and  “The  Sunset  Tryst” 
beautifully  illustrated  with  fine  half¬ 
tones  of  scenes  along  the  D.  &  C. 
Coast  Line.  Sent  anywhere  upon 
receipt  of  ten  cents  to  prepay 
postage.  Address 

D.  &  C.  NAVIGATION  CO. 

6  Wayne  Street  Detroit,  Mich. 

J 
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THE  NATIONAL  WEEKLY 


^  AS  a  lover  of  good  pictures  you  have  a  right  to  expect  three  things 

National  Weekly- 1st,  t^he  work  of  tL 

foremost  American  artists;  2d,  adequate  size  of  reproductions;  3d  the 
highest  mechanical  excellence.  ucnuus,,  ou,  me 


obligations  to  the  American  public  Collier’s  pub- 
pj  lishes  the  work  of  Charles  Dana  Gibson,  Frederic  Reminotnn 

w/  P'  Parrish,  Jessie  Willcox  Smith,  F  X  Levendecker’ 

Walter  Appleton  Clark,  E.  W.  Kemble,  Albert  Sterner  and  Hen?y  Reu-’ 

reproductions  are  on  single  and  double  pages,  I/trel  times 
the  size  of  an  ordinary  magazine;  many  of  them  are  in  three  colors 
and  all  of  them  are  examples  of  the  finest  plate-making  and  orinting.  ’ 

^  IN  order  that  these  artists  may  work  at  their  best,  unhampered  bv 
p  the  rush  or  hurry  of  conflicting  press-days,  they  are  retained  bv 

on  thlk  publication  having  any  claim  whatever 


PerAaps  you  do  not  really  know  Collier’s.  Send  your  name  and 
address  for  a  booklet  and  a  handsome  Gibson  miniature,  free 


P.  F.  COLLIER  &  SON,  Publishers 

423  WEST  THIRTEENTH  STREET,  NEW  YORK 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers 


We  Are  in  the  Market 

for  Young  Men 


IT  doesn’t  particularly  matter  to  us 
whether  you  are  twenty-one  years  old 
or  sixty  years  young — the  vital  thing 
is  that  you  are  thoroughly  alive. 

You  must  be  alive  to  a  7'eal  opporhmity 
for  good  ?no7iey. 

We’ve  got  a  business  that’s  growing  so 
fast  it  keeps  tis  busy  turning  out  the  goods 
— Oliver  Typewriters.  These  machines,  by 
the  very  power  of  unquestioned  merit,  have 
attained  a  position  of  leadership  in  the 
typewriter  world. 


In  order  to  handle  this  great  and  rapidly 
growing  business  to  the  best  possible  ad¬ 
vantage,  we  are  building  up  a  sales  orga7i- 
izatio7i  covering  every  section  of  the  United 
States. 

Each  Oliver  agent  is  given  exclusive 
control  of  a  particular  territory,  on  a  basis 
that  insures  him  a  ha7idso77ie  i7ico77ie\  limited 
only  by  his  ability  to  hustle. 

Now,  here’s  our  offer  to  yo2i: 

If  you  are  properly  qualified  for  this 
work,  we  will  just  draw  a  Ime  around  your 
territory,  and  make  you  the  exclusive  rep¬ 
resentative  of  the  Oliver  Typewriter  hi 
that  field. 


We  will  pl^ce  at  your  disposal  every 
possible  selli7ig  aid  that  we  have  developed 
in  our  years  of  experience  in  typewriter 
selling.  We  will  make  you  a  proposition 
so  liberal  and  fair  that  it  will  be  impossible 
for  you  to  fail  unless  you  fall  asleep  at 
the  switch. 

If  you  are  already  employed  we  will 
permit  you  to  handle  our  business  “on  the 
side,”  in  which  case  you  ought  to  add  at 
least  $300  a  year  to  your  present  salary, 
and  at  the  same  time  receive  a  free  course 
in  the  Oliver  School  of  Practical  Sales¬ 
manship. 

—Or,  if  you  are  in  a  position  to  give  us 
your  whole  time,  you  can,  if  you  will,  make 
$300  a  month  or  more — $3600  a  year  or 
better. 

That  sounds  good,  doesn’t  it? 

The  proof  that  these  figures  are  con¬ 
servative  is  furnished  by  the  experience  of 
hundreds  of  those  who  are  now  selling 
Oliver  Typewriters  in  exclusive  territory. 

TTjc— ■ 

QUIVER 

lypcWri+^r 

The  Sta7ida7'd  Visible  Writer 

is  compact,  swift,  durable,  versatile.  It  is  a 
visible  yNr\X.QX .  Its  is  perfect.  inani- 

foldUig  power  is  enor7nous.  No  other  machine 
possesses  such  wonderful  adaptability  to  every 
possible  requirement  of  the  business  world. 

It’s  the  machine  for  speed,  for  accuracy,  for 
beautiful,  perfect  work.  It’s  a  masterpiece  of 
mechanical  construction. 

Great  as  our  business  is,  it  is  still  in  its 
infancy.  A  man  can  start  in  with  us  now  and 
build  up  a  business  of  his  own  that  will  yield  in¬ 
creasingly  large  returns  with  each  succeeding  year. 

An  exclusive  territory  contract  in  the  hands  of 
a  wide-awake,  aggressive  man  is  a  valuable  asset. 

Applications  for  territory  are  pouring  into  our 
office  rapidly  from  every  section  of  the  United 
States,  and  if  you  wish  to  become  a  local  agent  for 
the  Oliver  it  is  imperative  that  you  write  at  once. 

Decide  quickly  and  get  your  application  in 
by  the  first  ynail. 

Every  tick  of  the  clock  lessens  your  chances. 

Address 


THE  OLIVER  TYPEWRITER  COMPANY,  149  Wabash  Ave.,  CHICAGO 


Eve  ry  l^ati  a  Man  and 
No  Men  Machines 

In  other  words,  Dont  he  an  Adding  Machine, 


CCPV-PIGi-iT 
I 90i  BY  THE 
UNIVERSAL 
ADDINCj  ma. 
CHINE  CO 


'^huy  one~ 

Its  true  that  the  Universal  is  a  3';man''power 
machine, hut  with  all  the  labor-saving  machines 
in  the  business  world  today, the  scarcest  corn.- 
modity  and  the  one  most  in  demand, is  men  with 
the  capacity  for  initiative. So,let  every  employe 
insist  that  a  Universal  shall  be  a  part  of  the  or 
hce  equipment  for  with  such  an  assistant  he  will 
have  time  to  display  his  ability  for  original  work. 

^'^W^hy  a  Ij^niv^rsaC  ^^dding  INdachine  ? 


Because,'-oh,for  a  dozen  reasons. 
them  or  ask  for  a  free  test  of  the  Machine  in 
your  own  oihcefor  30  days.  It  costs  nothing, 
'^rite  today  and  remember  while  it  s  coming, 
that  the  Universal  began  where  other  ma¬ 
chines  left  off,  its  leagues  ahead.  For  instance, 
‘It  prints  those  T-ed  totals.”  Butr-write  for 
the  machine  we  offer  free. 


Adding  AVachine  Co. 

General  Offices  and  Factory 
3805  Laclede  Avenue,  St.  Louis,  Mo. 

Sales  Offices  in  all  Principal  Cities 


make  Universal  AddingMachines 
to  operate  by  hand  or  electricity 


r.  LGi  U  C.  PAT.  OFFICE 


BUSINESS  MAN'S 
MAGAZINE 


OCTOBER,  1906 


AND  THE  BOOK-KEEPER 

E.  H.  BEACH  EDITOR 


PRICE  10  CENTS 


NEW  YORK 


THE  book-keeper  publishing  CO.  ltd 

DETROIT,  MICHIGAN 


BOSTON 


CHICAGO 


LONDON 


ROCHESTER,  THE  FLOWER  CITY 

A 


Y' 


OUR  only  proof  of 
any  ^atement  you 
may  have  made  in 
writing  is  embodied 
in  your  File  Copy 


Can  you  afford  an  inaccurate 
copying  method? 


^  As  the  Manager  glanced  over  the  letter 
he  was  about  to  sign  he  noted  that  an  impor¬ 
tant  phrase  had  been  omitted,  thus  changing  the 
entire  meaning  of  his  statement. 

^  There  was  no  time  to  rewrite  and  he  there¬ 
fore  made  a  hasty  pen  notation  between  the  lines. 

^  In  a  controversy  that  later  arose  he  clearly 
remembered  making  this  alteration;  but  his  file 
copy  was  only  a  carbon  copy  and  in  the  rush 
his  stenographer  had  failed  to  make  the  same 
notation  on  the  copy. 

^  Your  integrity  may  rest  upon  your  file  copy. 
Should  not  your  copy  have  the  photographic 
value  of  an  absolute  facsimile  ? 


^  The  “Y  and  E”  Rapid  Roller  Letter  Copier 
affords  the  only  method  to-day  that  will  insure  a 
copy  showing  every  alteration.  Write  us  to  mail  you  com- 
plete  Copier  Catalog  No.  372. 


San  Francisco,  42  Oak  Street 
New  York,  360  Broadway 
St.  Louis,  821  Locust  Street 
Boston,  68  Franklin  Street 
Chicago,  138-140  Wabash  Avenue 
Pittsburg,  723  Liberty  Avenue 


Washington,  614  Twelfth  Street 
Cleveland,  611  Superior  Ave.  N.  E. 
Philadelphia,  724  Chestnut  Street 
The  Office  Specialty  Mfg:.  Co.,  Ltd., 
Toronto,  Montreal,  Winnipeg 


Look  up  our  Local  Phone  Numbers 
Special  Agencies  in  Leading  Cities 


Yawraan  &  Erbe  Mfg.  Co. 


Main  Factories  & 
Executive  Offices 


Rochester,  N.Y. 
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Write  TO-DAY 
for  a  copy  of  this 
FREE  book. 


Lyvola  Ripe  Olives  is  a  new  food  product  containing  58 
per  cent,  more  nutrition  than  eggs.  One  quart  of  l.yvolas 
equals  in  food  value  three  pounds  of  the  best  meat. 

You  know  what  green  olives  are,  but  unless  you  have  lived 
in  California  you  don’t  know  what  ripe  olives  are. 

There’s  a  big  difference. 

There’s  as  much  difference  between  a  green  olive  and  a 
ripe  olive,  as  there  is  between  a  green  watermelon  and  a  ripe 
one,  or  a  green  and  a  ripe  anything  else. 

The  green  olive— the  olive  you  know— is  a  condiment— an 
indisestible  pickle.  It  is  picked  green  and  in  that  state  it  has  no  nutritious  properties.  It  is 
iniST  to  the  stomach,  overtaxes  the  kidneys,  and  you  eat  it  only  because  you  ve 

‘“^‘’Thfrip^e%'irve-the  olive  you  don’t  know-is  a  perfect  fruit-meat,  rich  in  nutri.oient  and 

moS^'peopl'e  the  food  value  of  the  ripe  olive  will  be  a  revelation.  According  to  the 
analysis  made  by  the  U.  S.  Government  Ripe  Olives  contain  75  food  units,  while  eggs  contain 

“"'Lyvolas  rep;etent”hffirs^  successful  attempt  to  give  a  perfect  ripe  *!>  f "  Pf 

What  is  known^as  the  Mission  olive  has  been  picked  ripe  and  pickled  in  salt  brine,  and  lia^ 
been  used  in  a  local  way  in  California  for  many  years.  But  nobody  ever  ventured  to  pacK  the 
for  the  market,  for  the  simple  reason  that  it  was  not  thought  possible  to  do  so  in  a  way 
mike  them  retain  their  rich,  nutty  flavor,  and  their  natural  crispness  and  solidity.  And  all^ 

thpsp  vears  the  market  has  been  held  by  the  green  olive.  4.  hoc 

Fvervbodv  admits  the  food  and  medicinal  value  of  pure  olive  oil.  About  this  th^ere  ha. 
oa  hp^anv  controversv.  A  quart  of  Lyvolas  contains  a  third  of  a  pint  of  absolutely 
Diue  olive  oil  When  you  eat  Lyvolas  you  get  your  full  quota  of  olive  oil, 
lure  You  get  it  also  in  disguise,  for  there  is  nothing  about  the  taste  of  Lyvolas  tha 
suggests  oik  They  are  not  greasy  or  oily  in  any  sense.  They  have  a  rich,  nutty  taste 

unknown  to  added  a  new  food  to  the  granary  of  the  world-a  food  for  the 

P“''h'?ou' would  know  more  about  this  natural  lite-gi.iug  food,  now  for  the  first  time  ready 
to  be  placed  on  your  table 


WRITE. 


FREE  BOOK 


It  is  beautifully  printed  in  colors  and  finely  illustrated.  It  tells  you  ii^bout 

LYVOLA  OLIVE  COMPANY 

Dept.  200  F,  ROCHESTER,  IN.  Y.,  U.  S.  A. 

SPECIAL  INOTICE— You  cannot  buy  Lyvolas  from  your  grocer.  If  you  want  to 
place  this  delectable  dainty  on  your  table,  write  to  us  direct. 
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Tns  SYSTEMATIZER 

working  either  in  a  public  capacity  or  con¬ 
fining  his  services  to  a  single  establishment, 
enjoys  a  larger  income  than  is  received  by 
907o  of  the  best  paid  clerical  or  executive  men 


The  demand  for  trained  systematizers— men 
who  have  learned  the  science  of  business  _or- 
ganization — is  far  greater  than  the  supply.  Such 
men  experience  no  difficulty  in  securing  lucra¬ 
tive  positions,  while  those  who  engage  in  the 
work  professionally  soon  attract  as  many 
clients  as  they  can  successfully  serve. 

Many  of  the  larger  business  concerns  em¬ 
ploy  permanently  a  competent  systematizer  to 
study  their  business  methods — stop  the  leaks — 
work  out  the  most  simple  plans— perfect  the 
business  organization.  It  pays — a  systema¬ 
tizer  who  knows  his  business  will  save  many 
times  the  liberal  salary  paid  him. 

Smaller  firms  find  it  advisable  to  call  in  the 
public  systematizer.  His  charges  are  usually 
based  on  the  time  required  to  examine  the 
business  and  install  complete  working  systems, 
but  the  result  of  his  work  is  a  permanent  sav¬ 
ing.  One  of  our  systematizers  recently  worked 
six  days  for  a  manufacturer,  charging  $300.00 
for  his  services;  but  his  systems  reduced  the 
pay  roll  $150.00  a  month— a  permanent  saving 
of  $1,800.00  a  year. 

Systematizing  can  be  learned  by  means  of 
the  COURSE  in  SYSTEMATIZING,  con¬ 
ducted  under  the  personal  direction  of  Mr.  J. 
B.  Griffith,  who  has,  with  the  assistance  of  our 
experts,  perfected  the  only  practical  plan  of 
teaching  systematizing  and  business  organi- 


INTERNATIONAL  ACCOUNTANTS’  SOCIETY,  Inc. 
92  W.  Fort  St.  Detroit,  Mich. 

I  am  interested  in  your  plan  of  teaching  system¬ 
atizing. 

Name  . 

Address  . 

Town .  State . 


zation  offered  by  any  institution.  No  other 
educational  organization  is  prepared  to  offer 
such  thorough  instruction  in  the  subjects  em¬ 
braced  in  this  course. 

Like  other  business  subjects,  the  only  prac¬ 
tical  way  to  learn  systematizing  is  by  actual 
practice — actually  systematizing  a  business; — 
and  that  explains  the  success  of  our  course. 
Not  only  are  you  taught  the  theory — the  prin¬ 
ciples  of  systematizing, — but  you  are  required 
to  apply  those  principles — to  systematize  a 
business.  This  gives  you  actual  experience. 
And  while  you  are  gaining  this  experience, 
you  receive  the  advice  and  assistance  of  men 
who  are  making  systematizing  their  life  woik. 

Our  personal  service  plan  insures  practical 
results.  While  you  apply  the  principles  taught, 
your  work — your  system — is  reviewed  by  our 
expert  who  has  made  a  special  study  of  sys¬ 
tematizing  for  that  department  of  business  to 
which  your  lesson  is  confined.  He  will  show 
you  where  you  have  failed  to  secure  the  best 
results; — he  will  tell  you  how  the  system  can 
be  improved. 

The  Course  in  Systematizing  has  not  been 
allowed  to  grow  stale.  Constant  investigation 
keeps  our  experts  up-to-date  in  all  that  per¬ 
tains  to  business  methods — and  by  frequent  re¬ 
visions  the  course  keeps  pace  with  advanced 
ideas.  The  course  has  recently  been  revised 
and  enlarged, — new  books  have  been  added 
and  the  revised  instruction  papers  handsomely 
bound.  Every  student  now  receives  bound 
volumes  of  the  complete  course  in  systema¬ 
tizing  as  soon  as  he  enrolls. 

We  want  as  students  men  of  brains  who  have 
not  learned  all  there  is  to  know  about  sys¬ 
tematizing,  but  are  willing  to  learn ; — men  who 
earnestly  desire  to  advance  and  are  willing  to 
prepare  for  advancement.  If  you  are  interest¬ 
ed,  fill  in  and  mail  the  coupon  and  we  will  send 
you  our  handsome  catalog  with  full  particulars 
of  our  plan. 
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Loose  Leaf 
Systems 
and  Devices 


ct. 

FOR  COMMERCIAL  PURPOSES: 

,  _  % 

Perpetual  Trial  Balance 

Perpetual  Stock  Record 

Combined  Cash,  Journal  and  Daily 

Financial  Statement 

Manifold  Orders,  Order  Books  and 

Blanks 

Shipping  and  Delivery  Receipts 
Purchase  Order  Systems  ' 

Order  Blank  Systems 
Bill  and  Charge  Systems 
Monthly  Statement  Systems 
Invoice  Filing  System 
Requisition  Systems 

Ct. 

FOR  BANKS  or  TRUST  COMPANIES: 

General  Ledger  for  Checks  in  Detail 
Depositor’s  Ledger 
Check  and  Deposit  Journal 
Depositor’s  Monthly  Statement 
Register  of  Certificates  of  Deposit 
Issued 

Savings  Ledger 
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Classified  advertising  has  become  an  important  factor  in  the  monthly  magazine.  It  gives  the 
small  advertiser  a  national  circulation  at  a  much  smaller  cost  than  can  be  obtained  in  any  other  way. 
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fications  will  be  added  as  required. 

A  four-line  advertisement  (the  smallest  accepted)  under  any  of  these  classifications  costs  $4.00 
for  each  insertion.  Additional  space  up  to  12  lines  $1.00  per  line,  payable  in  advance  of  publication. 
Allow  eight  words  to  a  line  including  the  address.  Orders  and  copy  should  reach  us  on  or  before 
the  20th  of  the  month  preceding  date  of  publication.  Address  all  communications  to  Classified  De¬ 
partment,  Business  Man’s  Magazine,  Detroit,  Mich. 
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A  BRIGHT  YOUNG  MAN  wanted  in  every  town  of 
2,000  and  over.  An  hour’s  work  each  day  or  more. 
Will  pay  salary  and  commission.  Address  Barrett, 
care  Business  Man’s  Magazine. 


AGENTS — A  snap.  Universal  pocket  tool;  eighteen 
tools  in  one.  Retails  one  dollar.  Sells  at  sight.  40 
per  cent  discount  to  agents.  C.  D.  Burton,  Box  816, 
Detroit,  Mich. 


Architects. 


JENS  C.  PETERSEN,  ARCHITECT,  invites  you  to 
send  sketch  or  other  data  of  home  you  would  like 
to  build,  stating  just  what  is  wanted  and  he  will 
send  sample  blue  prints.  800  State  Bank  Bldg., 
Traverse  City,  Mich. 


Books. 


BUSINESS  BOOKS  AT  A  BIG  DISCOUNT— I  can  save 
you  ten  to  fifty  per  cent  on  any  business  book.  Write 
for  cut  price  on  any  book  you  want.  C.  D.  Burton, 
Box  816,  Detroit. 


Business  Opportunities. 


“ADVERTISERS’  MAGAZINE’’ — THE  WESTERN 
MONTHLY  should  be  read  by  every  advertiser  and 
Mail-Order  dealer.  Best  “School  of  Advertising’’  In 
existence.  Trial  Subscription  10c.  Sample  Copy  Free. 
Address  805-A  Grand  Ave.,  Kansas  City,  Mo. 


A  PEW  DOLLARS  will  start  a  prosperous  mail  order 
business:  we  furnish  catalogues  and  everything 
necessary;  by  our  easy  method  failure  impossible. 
Milburn-Hicks,  358  Dearborn  St.,  Chicago. 


BE  YOUR  OWN  BOSS!  Many  make  $2000.00  a  year. 

You  have  the  same  chance.  Start  a  Mail-Order  Busi¬ 
ness  at  home.  We  tell  you  how.  Money  coming  in  daily. 
Enormous  profits.  Everything  furnished.  Write  at  once 
for  our  “Starter”  and  FREE  particulars.  Address  B. 
K.  Krueger  Co.,  166  Washington  St.,  Chicago,  Ill. 


BUSINESS  OPPORTUNITY  for  men  of  business  inter¬ 
ested  in  a  new  field  for  making  money,  will  find  in 
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New  Plan  in  the  Mail  Order  Line  that  will  please  those 
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to-day.  Sent  free  by  return  mail.  Idaho  Lumber  and 
Development  Co.,  932  Harrison  Bldg.,  Philadelphia. 


“INVESTING  FOR  PROFIT”  is  worth  $10  a  copy  to  any 
man  who  intends  to  invest  any  money,  however,  small, 
who  has  money  invested  unprofitably,  or  who  can  save  $5 
or  more  per  month,  but  who  hasn’t  learned  the  art  of 
investing  for  profit.  It  demonstrates  the  real  earning 
power  of  money,  the  knowledge  financiers  and  bankers 
hide  from  the  masses;  it  reveals  the  enonr.ous'  profits 
bankers  make  and  shows  how  to  make  the  same  profits; 
it  explains  how  stupendous  fortunes  are  made  and  why 
they  are  made;  how  $1,000  grows  to  $22,000.  To  introduce 
my  magazine,  write  me  now,  and  I’ll  send  it  six  months 
free.  Editor  Gregory,  416,  77  Jackson  Blvd.,  Chicago,  Ill. 


MANUFACTURING  PROPERTY  exclusively.  Any  kind. 
Anywhere.  Write  me  if  you  want  to  buy  or  sell.  I  can 
help  you.  H.  E.  Stafford.  Specialist  in  Manufacturing 
Property,  1126  Banigan  Bldg.,  Providence,  R.  1. 


PATENTS  SOLD  ON  COMMISSION — If  you  wish  to 
buy  or  sell  a  patent  write  for  my  booklet.  I  have 
now  some  splendid  opportunities  for  manufacturers  and 
investors.  E.  L.  Perkins,  62  Broad  St.,  Boston,  Mass. 


RARE  CHANCE  FOR  ANYONE,  ANYWHERE,  to 
secure  part  or  all  of  a  mail-order  business  which 
made  over  $100,000  in  ten  years.  No  experience  and 
but  little  cash  needed.  B.  M.,  Lock  Box  505,  Chicago. 


START  IN  A  HIGH  CLASS  MAIL  ORDER  BUSINESS. 

Spare  time  or  evening  at  home.  Big  money  in  it. 
We  print  you  either  large  or  small  catalogues  with 
your  name  on  them  and  supply  good  jewelry  at  whole¬ 
sale.  American  National  Jewelry  Co.,  311  Wabash 
Ave.,  Chicago,  Ill. 
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ST  JOSEPH,  MISSOURI,  has  natural  gas  10  cents  1000 
cubic  feet;  electricity  1%  cents  kilowatt,  choice  sites, 
excellent  terminal  and  railroad  facilities  for  manufac¬ 
turers  and  jobbers.  Address  Business  Men’s  League  for 
particulars  and  booklet. 


Educational. 


FULL  COURSE  I.  A.  L.  higher  accounting  for  sale, 
half  price,  on  account  health.  Kemmer,  care  Busi¬ 
ness  Man’s  Magazine. 


CLERKS  and  others  with  common  school  educations 
only,  who  wish  to  qualify  for  ready  positions  at  ?25 
a  week  and  over,  to  write  for  free  copy  of  my  new 
prospectus  and  endorsements  from  leading  concerns 
everywhere.  One  graduate  Alls  $8,000  place,  another 
$5,000  and  any  number  earn  $1,500.  The  best  clothing 
ad  writer  in  New  York  owes  his  success  within  a  few 
months  to  my  teachings.  Demand  exceeds  suppiy. 
George  H.  Powell,  Advertising  and  Business  Expert, 
Temple  Court,  New  York. 


ers.  For  inforrr.ation  in  regard  to  our  system  and  terms, 
address  Accounting  Department,  Business  Men’s  Clearing 
House  (Estab’d  1903),  315-318  Century  Bldg.,  Denver,  Colo. 


Miscellaneous. 


EVERY  BUSINESS  MAN  NEEDS  IT — 200  YEAR 
REFERENCE  CALENDAR — Absolutely  correct;  book 
form;  pocket  size;  shows  day  of  the  week  in  any  month 
from  1776  to  1976.  Postpaid  10c.  Syndicate  Publish¬ 
ing  Co.,  Masonic  Temple,  Chicago,  Ill. 


HAIR  PALLING  OUT?  HAVE  YOU  DANDRUFF? 

Our  Vacuum  Cap,  used  a  few  minutes  each  day,  stim¬ 
ulates  the  hair  to  a  new,  healthy  growth.  Sent  on 
trial  under  guarantee.  Illustrated  book  and  particulars 
free.  The  Modern  Vacuum  Cap  Co.,  577  Barclay  Block, 
Denver,  Colo. 


PATENTS  THAT  PROTECT — Our  three  books  . for  in¬ 
ventors  mailed  on  receipt  of  six  cents  stamps.  R. 
S.  &  A.  B.  Lacey,  Rooms  14  to  24  Paclflc  Bldg.,  Wash¬ 
ington,  D.  C.  Established  1869. 


GET  A  GOVERNMENT  POSITION  paying  $1,000.00 
and  upwards  a  year.  Our  book  fully  instructs  how. 
Failure,  if  studied,  impossible.  Write  today  for  full 
information.  Prank  Pergande,  Publisher,  777  42nd  St., 
Milwaukee,  Wis. 


ISAAC  PITMAN’S  SHORTHAND  won  the  Gold  Medal 
at  Baltimore  for  speed  and  accuracy  against  all  sys¬ 
tems.  Send  for  copy  of  “Pitman’s  Journal,’’  containing 
report,  and  Trial  Lesson.  Isaac  Pitman  &  Sons,  31 
Union  Sq.,  N.  Y. 


LEARN  PLUMBING — A  few  months’  instruction  at  our 
school  will  enable  you  to  earn  regular  plumber’s 
wages.  We  assist  graduates  getting  positions.  Ulus.  cat. 
FREE.  St.  Louis  Trade  School,  3982  Olive  St.,  St.  Louis. 


PENMANSHIP  thoroughly  taught  you  at  home.  Send 
stamp  for  full  particulars  to  E.  C.  Mills,  Penman, 
195  Grand  Ave.,  Rochester,  N.  Y. 


WANTED — Teachers  for  fall  positions;  also  Tutors  and 
Governesses: — Schools  recommended  to  parents.  Ad¬ 
dress  The  International  Bureau  for  Teachers,  96  Fifth 
Ave.,  Room  2,  New  York  City.  Manhattan  Building. 
Entrance  on  16th  St. 


Games  and  Entertainments. 


GAS  ENGINE  FOR  $3.00.  Attach  a  rubber  tube  to 
gas  burner  and  light  the  gas.  Will  run  several  toy 
machines  at  once.  An  air  cooled  motor.  Send  for  cir¬ 
cular.  Paradox  Gas  Engine  Co.,  Hartford,  Conn. 


High  Grade  Help. 


SALESMEN!  AGENTS!  BUSINESS  MEN!  “The 
Will  in  Salesmanship’’  indicates  how  to  develop  Dar¬ 
ing,  Courage,  Self-Reliance,  Energy,  Tact,  Personal 
Force,  Brain-Power,  Winning  Methods  of  dealing  with 
men,  etc.  Unique  ways  of  using  great  will-power  for 
pushing  business  and  making  sales.  Nothing  like  it  in 
print.  Marvelously  condensed  instructions  into  44 
pages.  Cloth  bound,  postpaid  $1.26.  A.  L.  Pelton, 
Meriden,  Ct. 


WANTED — Two  good  men  with  accounting  experience 
to  represent  an  old  established  house.  Manufactur¬ 
ers  of  complete  line  used  in  every  business.  T.  T.  C., 
care  Business  Man’s  Magazine. 


WANTED — Bookkeepers,  accountants,  auditors,  correspon¬ 
dents,  stenographers  and  general  office  men;  also  pur¬ 
chasing  agents,  traffic  managers  and  advertising  men,  for 
positions  throughout  the  West.  Must  have  good  record, 
furnish  good  references  and  not  exceed  40  years  of  age. 
We  make  a  business  of  securing  men  for  western  empioy- 


Office  Equipment. 


$5-LESS  THAN  FIVE  DOLLARS-$5— Our  machine 
stamps  $5  to  $500  indelibly  into  ffbre  of  paper.  Sent 
prepaid  by  express  on  receipt  of  $5.  Agents  wanted. 
Stewart  Check  Protector,  Chicago,  Ill. 


BOOKKEEPER — Use  the  NEW  DECKER  LEDGER 
and  BALANCE  combined,  just  out;  patent  lAbel  al¬ 
lowed  Sept.  6th,  1906.  The  most  convenient  Ledger  In 
the  market;  you  can  tell  the  amount  a  customer  owes 
in  an  instant.  If  you  want  one  state  the  size  of  your 
ledger  now.  For  particulars  address,  Louis  Decker, 
Lemoore,  Cal. 


Post  Cards. 


:OMIC  POST  CARDS— “Let  the  Punishment  Fit  the 
Crime’’ — Original.  Every  one  a  side-spliter ;  8  for 

Oc;  complete  set  25c.  H.  Kay,  1110  Masonic  Temple, 
i^hicago.  Ill. 


Publications. 


FRENCH  STORIES  IN  ENGLISH,  by  the  famous  '^rlt- 
ers,  Audre  Theuriet,  “Gyp”  and  others,  are  contained 
n  Young’s  Magazine;  15  to  20  complete  snappy  stories 
n  every  number;  10c  for  sample  copy,  or  25c  f(^  three 
Tionths’  trial.  You  won’t  be  disappointed.  Young  s 


ltq  0*0 *7:171  ^  E.  Ngw  York. 


Real  Estate. 


BOOKKEEPERS  AND  OTHERS— Send  your  name,  by 
next  mail  you  will  receive  (Free)  maps  and  24-page 
booklet  about  the  South  in  general  ^"dj;he  Fruitland 
Colony  Co.,  on  the  Ga.  S.  &  Fla  Ry.  Irivested 

will  bring  $50.00;  look  into  it  airway.  J^e  informa¬ 
tion  is  worth  $500  to  anyone.  Fruitland  Colony  Co., 
Dept.  62,  125  Clark  St.,  Chicago. 


ilARN  THE  REAL  ESTATE  BUSINESS  FOR  $1.00— 
::omplete  course  in  this  profitable  and  remunerative 
isiness  in  “Realty  Science,”  a  text  book  for  real 
tate  men.  Sent  for  $1.00  postpaid  Circular  senC 
;alty  Science  Pub.  Co.,  Dept.  M.,  612  Farmers  Bank 


EARN  HOW  TO  BUY  AND  SELL  REAL  ESTATE. 
We  teach  by  mail  how  to  become  a  Real  Estate 
roker,  a  profitable  business  that  requires  no  coital, 
ar  course  is  the  highest  standard  of  Real  Estate 
istructions  under  the  direction  of  experts;  terms 
mderate;  write  for  free  booklet  “K” — United  States 
,eal  Estate  Correspondence  Institute,  200  Broadway, 
few  York.  N.  Y. 
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AND  SOLVES  HIS  PROBLEM 

Good  morning,  Mr.  Jones.  1  am  from  the  Columbia  Phonograph  Company.’* 

Take  a  seat,  I’m  somewhat  interested  in  your  Commercial  Graphophone. 
Saw  about  two  hundred  of  ’em  down  to  Pittsburg  the  other  day  in  the  offices  of  the 
Westinghouse  Company.  Gentleman  I  was  talking  to  dictated  a  memorandum  of  our 
conversation  and  it  came  back  to  him  nicely  typewritten  in  less  than  two  minutes. 
Here’s  a  copy.  Struck  me  as  a  great  stunt.” 

Yes  the  Westinghouse  Company  uses  about  two  hundred  and  fifty  Commer¬ 
cial  Graphophones  in  their  service.  Dictate  everything,  technical  specifications, 
letters,  telegrams — ” 

Well  you’ve  got  to  show  me.  Can’t  understand  why  a  man  wants  to  dictate 
to  a  machine  when  he  can  talk  to  a  nice  girl.  What’s  the  answer?  ” 

Got  you  now,  brother.  There’s  no  sentiment  in  business.  I  come  along 
here  with  this  proposition.  If  I  can  prove  it  to  your  satisfaction.  I’ll  bet  you  a  ten- 
cent  piece.  I’ll  get  your  order: — 

First,  I  will  save  you  ofie-half  of  your  present  expense  for  letter  writing. 

Second,  I  will  put  you  in  a  position  to  dictate  anything  i?ista7itly,  at  any  hour  of 
the  day  or  night  and  at  any  rate  of  speed.  You  need  not  shout.  You  can  almost 
whisper  your  dictation. 

Third,  I  will  get  you  better  letters;  better  in  construction  and  better  in  diction. 

Fourth,  I’ll  prove  all  these  claims.  You  are  to  be  the  judge  and  the  jury. 
Your  decision  must  be  favorable  before  I’ll  ask  you  for  a  dollar.” 

Now  hold  on  a  bit.  Let’s  see  what  this  proposition  of  yours  comes  to.  First, 
you  are  going  to  save  me  FIFTY  PER  CENT  of  my  present  expense  for  letter 
writing.  How?  ” 

“What  is  your  present  expense  for  letter  writing  ?  ” 

“  Let’s  see,  about  $1,800  a  year;  I  have  three  stenographers.” 

All  right.  The  average  stenographer  wastes  three  hours  per  day  taking  dictation 
or  waiting  for  it.  Note  the  word  wastes.  The  time  spent  by  your  desk  with  her 
note  book  and  pencil  produces  nothing  in  her  finished  product — letters;  hence  it  is 
wasted.  We  save  you  the  three  hours.  They  are  turned  into  finished  product."' 


Plcosc  v'lciition  The  Business  Alcin’s  M cignzine  when  writing  to  o dverfisers. 
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“  But,  three  hours  out  of  eight  is  only  three-eights  ;  not  a  half.”  ||fj 

“  Sure,  but  I  haven’t  finished  figuring  the  saving.  I  have  touched  on 
only  one  factor,  the  time  of  your  stenographer  saved.  What  about  your  time  ? 

How  does  it  compare  in  value  with  that  of  a  two-dollar  per  day  girl?  ” 

“  But  how  are  you  going  to  save  my  time  ?  ” 

**  In  a  dozen  ways:  two  are  enough  for  present  proof.  What  happens  when 
you  want  to  dictate  a  letter  now?  You  push  that  button;  out  in  the  girl’s  room  a 
buzzer  rings.  The  girl  looks  at  the  annunciator,  finishes  her  sentence,  adjusts  her 
‘‘pomp,”  looks  into  the  mirror,  picks  up  her  note  book  and  pencil,  and  after  a  little 
while  appears  by  your  desk,  settles  herself  into  the  chair  and  gets  ready  to  take 
dictation.  Perhaps  two  minutes  have  elapsed  between  the  pushing  of  the  button 
and  the  beginning  of  actual  note  taking.  Two  minutes  of  your  time  wasted.  How 
often  is  this  repeated  daily?  We’ll  save  you  that  and  its  value  will  very  greatly  over¬ 
balance  the  time  of  your  stenographer  saved.” 

“  That’s  a  good  argument.  Only  yesterday  I  was  saying  to  Smith,  that  I  never 
could  get  a  stenographer  when  I  wanted  one.” 

“  But  hold  on,  I  have  given  you  only  o?te  reason  why  I  will  save  your  time. 
The  greatest  saving  of  your  time  comes  through  your  ability  to  dictate  to  the  Graph- 
ophone  at  am^  rate  of  speed.  The  commercial  stenographer  who  can  write  more  than 
80  words  a  minute  is  rare.  With  the  Commercial  Graphophone  you  can  dictate 
200  words  a  minute,  have  every  one  accurately  recorded  and  faithfully  reproduced. 
Do  you  see  any  time-saving  in  being  able  to  do  that'^.  ” 

“  Old  man,  that  sounds  good  to  me;  and  I  can  see,  too,  where  it  would  be  an 
advantage  to  me  to  be  able  to  dictate  in  the  morning  before  the  stenographer  gets 
here.  I’m  always  here  at  eight  and  the  office  force  don’t  get  in  until  nine.” 

“  That’s  one  of  the  biggest  features  of  the  Commercial  Graphophone.  Before 
I  came  out  to  see  you  this  morning  I  dictated  replies  to  about  forty  letters.  Those 
are  being  transcribed  while  I  am  here  telling  the  good  news  to  you.  When  I  get 
back  to  the  office  the  letters  will  be  ready  for  signature.” 

“Well  if  the  machines  are  good  enough  for  George  Westinghouse,  I  guess 
they’ll  do  for  me.  You  say  you’ll  prove  these  claims.  How?  ” 

“  By  a  free  trial  for  ten  days  in  your  own  office.”  ' 

■  “  All  right.  How  soon  can  you  put  them  in  ?  ” 

“  I’ll  have  them  working  in  two  hours.” 

“Go  ahead.” 

TEN  DAYS  LATER 

“  You  can  bill  this  trial  outfit  and  send  me  four  more  machines.  I’m 
satisfied.” 

/  BK-ll 
O' 

Will  you  follow  Jones’  example  and  try  the  Commercial  Grapho-  , 

phone  in  your  own  office  ?  Use  the  coupon  and  tell  us.  Kindly  mail 

ni  c  FREE 

COLUMBIA  PHONOGRAPH  CO.,  Gen’l. 

90  and  92  West  Broadway  .O^ra^hophTn 

New  York  City 

Be  sure  to  visit  our  display  at  the  National  Business  Show  A 

in  Madison  Square  Garden  in  spaces  number  88  and  89,  c^. 

horn  Oct.  27  to  Nov.  3  inclusive. 

Grand  Prize,  Paris,  1900.  City .  IflJ 

Only  Award  for  Commercial  Talking  llfl 

Machines  at  St.  Louis,  1904.  State. 

Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Concentrate  the  Vital  Facts 
Eliminate  Estimates ! 


Ct,  If  you  are  interested  in  a  manufacturing  plant 
— whether  you  are  proprietor  or  an  employee — 
the  method  of  obtaining  costs  concerns  you.  You 
want  to  know  that  your  cost  system  is  perfect — 
that  it  gives  you  all  of  the  information  a  cost 
system  should  give. 

CL  Does  your  cost  system  show  you  the  actual 
value  of  raw  material  on  hand  today? 

CL  Does  your  cost  system  show  you  the  actual 
cost  of  the  unfinished  goods  in  your  factory  to¬ 
night? 

CL  Does  your  system  show  the  actual  cost  of  all 
finished  goods  in  your  warehouse? 


Is  your  distribution  of  expense  absolutely  ac¬ 
curate  ? 

CL  Can  you  prove  your  cost  figures  by  compari¬ 
son  with  the  general  ledger — just  as  you  prove 
your  cash  balance? 

CL  Unless  you  can  answer  “y^s”  to  every  one  of 
these  questions,  there  is  something  lacking  in  your 
cost  system.  The  Improved  Balance  System  of 
Cost  Accounting  will  supply  that  want. 

C£.  Would  you  like  to  know  how  to  obtain  these 
results,  no  matter  what  you  make? 

CL  Fill  out  the  coupon,  telling  us  what  you  make, 
mail  it  to  us,  and  the  information  will  be  sent 
immediately. 


THE  INTERNATIONAL  ACCOUNTANTS’  SOCIETY,  Inc., 

102  W.  Fort  St.,  Detroit,  Mich. 

Without  expense  to  me  you  may  tell  me  about  your  plan  of  cost-keeping. 

Name .  . 

Address . 

Town  and  State . 

Our  Factory  Makes . 7 . 

My  Position  is . 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


11 


CHILD  SLAVERY 


More  than  two  million  American  children,  the  majority  of  whom  are  under 
twelve  years  of  age,  are  compelled  by  dire  necessity  to  labor  long  hours  in 
dismal  factories — for  what  ? — their  daily  bread,  bare  sustenance.  Theirs  is  life 
without  laughter  and  play ;  life  robbed  of  its  childhood  and  school ;  while  they  toil 
merely  for  the  privilege  of  such  life. 

We  send  missionaries  to  enlighten  the  pagan  Chinese  and  the  savage  African,  but 
do  not  we  also  need  enlightenment — some  ray  of  wisdom  which  shall  show  us  that,  in 
stealing  from  childhood  its  years  of  play  and  companionship,  its  school  and  growth,  we 
are  robbing  the  nation  of  its  future? 

Have  we,  as  a  nation,  while  physically  brave,  retrograded  to  mere  moral  cowards, 
— too  fearful  of  disturbing  the  commercial  equanimity  of  a  few  money-grubbers,  or  shall 
we  halt  the  iniquitous  system  of  “child  labor”  and  give  the  nation’s  future  citizens  and 
mothers  a  chance  to  be  real  citizens  and  mothers? 

In  October  Cosmopolitan  is  the  second  of  the  Markham  series  of  articles — “The 
Hoe-Man  in  the  Making.”  The  first  article  (in  September)  was  entitled  “  The  Child 
at  the  Loom.”  In  October  Cosmopolitan  is  “Child-wrecking  in  the  Glass  Factories.” 

Read  what  Edwin  Markham,  author  of  “The  Man  with  the  Hoe,”  has  to  say; 
his  message  is  a  message  for  all  good  citizens. 


178Q  Broadway  IVew  York  City 


^  In  order  to  be  sure  to  get  the  whole  series  of  “The  Hoe-Man  in  the  Making”  articles,  subscribe 
now.  Send  25  cents  for  a  3-months’  trial  subscription. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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The  Difference  in  the 
Pay  Envelope 


THERE’S  a  whole  lot  of  difference  in  the  size  of 
the  pay  envelope  or  pay  check.  For  instance,  the 
book-keeper  who  gets  down  at  7  a.  m.  and  gets 
through  at  9  p.  m.  draws  about  half  as  much  as  the  ac¬ 
countant  who  works  half  as  hard.  It’s  not  what  you  do 
that  you  get  paid  for — it’s  what  you  know.  But  you  must 
really  know.  It  does  not  do  to  think  you  know  or  to 
pretend  you  know.  Some  one  is  sure  to  “call  a  bluff”  of 
this  sort.  Now  our  business  is  the  training  of  accountants 
— the  making  of  expert  accountants  and  auditors.  We 
can  make  an  expert  accountant  and  auditor  of  you.  We 
can  help  you  to  double  your  salary  and  at  the  same  time 
cut  your  work  in  half.  Look  across  the  road  or  around 
the  corner  and  you  can  pick  out  a  man  who  is  doing  just 
what  I  say  above — drawing  a  salary  on  account  of  what 
he  knows.  Is  he  any  brighter  or  more  capable  than  you 
except  for  his  training?  Aren’t  you  capable  of  doing  what 
he  can  do?^  If  you  have  the  ability  we  will  do  the  rest. 
Unless  you  are  ambitious — unless  you  aspire  to  better 
things — our  plan  will  not  appeal  to  you,  but  if  you  are 
ambitious — if  you  believe  yourself  capable — we  can  help 
you  to  climb.  Our  plan  covers  a  thorough  training  for 
expert  accounting,  public  accounting,  cost  accounting  and 
auditing  work.  Deny  yourself  a  cigar  a  day  and  the  sum 
saved  will  pay  all  we  charge  you.  You  will  make  a  big 
mistake  if  you  do  not  investigate  at  least.  Ask  to  be  told 
about  our  successful  members  and  about  our  plan  for 
making  you  more  successful  and  let  us  tell  you  about  our 
“Dime  a  Day”  plan. 

The  International  Accountants’  Society,  Inc., 

92  W.  Fort  Street,  Detroit,  Mich. 

Tell  me  your  plan  for  increasing  my  income — the  information  to  -be  free. 

Name . 

Address  . . 

Town  and  State . 

Occupation . 

Line  of  Business . . 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  adi’crfisers. 
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a  business  man,  need  most  great- 
•  ly  the  relaxation  of  a  good  play. 

Have  you  ever  thought  of  having  the  play  with  its  pleas¬ 
urable  associations  brought  to  you,  in  the  comfort  of  your 
easy  chair,  in  your  own  home  ?  Stop  at  your  news¬ 
dealers,  to-night  and  ask  for 


THE  THEATRE  MAGAZINE 


Rated  by  play¬ 
goers,  play¬ 
wrights,  and  all 
the  best  critics 
—to  be  the 
most  sumptu¬ 
ously  illus¬ 
trated  and  au¬ 
thoritative 
chronicle  of 
stage-life  ever 
published  in 
America. 


Every  number, 
besides  its 
many  illustra¬ 
tions,  scenes 
from  plays, 
etc.,  carries  a 
superbly  col¬ 
ored  portrait  of 
a  stage  favorite 
a  veritable 
work  of  art, 
eagerly  sought 
by  collectors. 


d.  Take  advantage  now  of  our  SPECIAL  OFFER  TO  YOU  !  For  $3.00  the  regu¬ 
lar  yearly  subscription  price,  we  will  enter  your  name  for  fifteen  months,  giving 
you  thereby  three  months  subscription  free. 

d.  INTRODUCTORY  OFFER!  If  you  are  not  familiar  with  The  Theatre  Maga= 
zine,  and  you  want  to  know  what  it  is  like,  for  25  cents  instead  of  75  cents, 
the  regular  price,  we  will  send  you  postpaid  The  Player’s  Gallery,  (as  our 
patrons  choose  to  call  it)  a  neatly  bound  volume  of  three  current  issues,  one 
hundred  pages  of  The  Theatre  Magazine,  comprising  three  portraits  in  colors  and 
many  in  black  and  white,  size  10  x  13,  220  illustrations  of  leading  plays  and  players, 
enough  in  all  for  a  small  library  and  everyone  interesting  to  you — a  theatre-goer. 


Address 


THE  THEATRE  MAGAZINE,  20  West  33rd  St.,  N.  Y. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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SALES  PROMOTION 

A  BOOK  FOR  THOSE  WHO  SELL  THINGS 


^  Not  all  the  selling  is 
women.  Every  man 


LOOK  AT  THIS  BRIEF  SYNOP¬ 
SIS  OF  CONTENTS 

Salesmanship  Plus  Advertising 

Making  the  Consumers  Consume 

Salesmanship-on-paper 

The  Slot  Machine  Seller 

How  to  Sell  Without  Salesmen 

Too  Much  System 

Handling  Agents 

Credit  Sales 

Retail  Selling 

Essentials  of  Good  Business 
Employmentship 
Hiring  H^lp 
Business  Honesty 
A  Cure  for  “Cold  Feet” 

The  Salesman’s  Tact 
The  Goods  Behind  the  Man 
Where  the  Retailer  Gets  Off 
Caught  With  the  Goods 
The  Postage  Stamp  Salesman 
Mail  Order  Methods 
Selling  Letters 
Commission  Sales 
Installment  Selling 
Getting  Credit  Information 
Obstacles  to  Good  Trade 
Where  the  Boss  Falls  Down 
The  Sales  Manager 
The  Man  on  the  Road 
Business  Graft 
The  Professional  Salesman 
Mannerisms 
Business  Enthusiasm 

EXHAUSTIVE 
SELLING  SYSTEMS 


PRICE  $2.00,  CARRIAGE  PAID 


done  by  salesmen  and  sales- 
on  earth  has  something  for 
sale.  "How  to  Live"  means 
"How  to  Sell."  This  book 
deals  with  selling  from  a  new 
Doint  of  view  and  is  wonder- 
ully  instructive.  Other  men 
are  just  as  much  interested  in 
selling  as  the  salesman.  How 
about  the  proprietor,  the 
manager  and  others?  Their 
Doint  of  view  has  been  neg- 
ected.  "  Sales  Promotion"  is 
for  these  men  and  for  the 
salesman  as  well.  Not  alone 
the  man  on  the  road,  but  the 
man  behind  the  counter  and 
the  man  on  the  wagon. 

^  A  complete  course  in 
Salesmanship  and  Selling. 
208  pages  gilt  top  and  titles. 
Half  Morocco  binding. 


THE  BOOK-KEEPER  PIBEISHING  CO.,  Etd.,  DETROIT,  MICH. 
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TO  THE  BUSY  MAN  OF  AFFAIRS 


If  you  want  to  Keep  Well  Informed  on  the  Doings  of  the  Busi¬ 
ness  World,  Every  Business  Day  of  the  Week,  and  Get  Facts  which  will 
Assist  You  in  the  Transaction  of  Your  Business,  it  will  Pay  You  to 
Subscribe  to  the 

New  York  Commercial 

The.  Representative  Business  Newspaper  of  America 

% 

Cb  No  publication  in  the  country  contains  as  many  departments 
which  mean  dollars  and  cents  to  its  readers  as  The  New  York 
Commercial. 

d.  No  publication  in  the  country  has  added  within  the  last  year 
as  many  features  of  vital  interest  to  the  business  man  as  The  New 
York  Commercial. 

CL  The  New  York  Commercial  publishes  every  day  in  the  week 
complete  and 

Accurate  News  and  Market  Reports 

of  the  various  trade  exchanges  throughout  the  country.  Included  in 
these  are  Drugs  and  Chemicals,  Groceries  and  Fruits,  Iron  and  Steel, 
Copper  and  Hardware,  Dry  Goods  and  Textiles,  Marine  News,  Grain, 
Breadstuffs  and  Provisions,  Mining  and  Railroad  News,  Insurance 
News,  etc. 

The  Financial  News  published  in  the  New  York  Commercial  is 
known  all  over  the  country  as  being  second  to  none.  It  embraces  the 
entire  range  of  the  financial  centres  of  the  country. 

d  In  addition  to  all  these  particular  features,  the  busy  business  man  can  find  in  the 
columns  of  the  New  York  Commercial  all  the  important  general  news  of  the  day 
published  in  a  brief  and  readable  manner.  The  man  whose  every  minute  means  a 
great  deal  to  him  need  not  waste  his  time  going  through  a  mass  of  unimportant  news 
which  is  of  no  interest  to  him.  In  the  New  York  Commercial  he  can  find  the  news 
“boiled  down.” 

SEND  US  YOUR  NAME  AND  ADDRESS  FOR  A  SAMPLE  COPY  ^ 

SO  THAT  YOU  MAY  JUDGE  FOR  YOURSELF. 


THE  NEW  YORK  COMMERCIAL, 


8  SPRUCE  STREET, 
NEW  YORK,  N.  Y. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers.. 
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No  More  Trial  Balances 


TBE  ABOLITION  OF  THE  TRIAL  BALANCE 

'"pHE  TRIAL  BALANCE  has  always  been  the  nightmare  of  the  book-keeper — 
and  this  book  will  relieve  you  of  it  for  ever  more.  The  process  is  so  simple 
that  you  will  wonder  how  you  ever  got  along  without  it.  Heretofore  the  secret  of 
a  few  public  accountants,  we  offer  it  for  the  benefit  of  the  whole  profession.  Get 
a  copy  of  this  book  now  and  be  done  with  the  troublesome  trial  balance  for  good 
and  all. 

Handsomely  Bound.  Price,  $2.00,  Carriage  Paid 

THE  BOOK  =  KEEPER  PUBLISHING  CO.,  Ltd;  DETROIT,  MICH. 


Please  iH'^ntioii  The  Business  Man’s  Magazine  iilien  writing  to  advertisers. 
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The  Shorthand  Writer 


A  MAGAZINE  FOR  AMBITIOUS  STENOGRAPHERS 

ROBERT  P.  ROSE  and  W.  L.  JAMES,  Editors  and  Publishers 


•  The  Shorthand  Writer  is  edited  and 
contributed  to  by  the  most  prominent  of 
expert  court  reporters.  Its  editors  have 
been  the  most  successful  shorthand  report¬ 
ers  in  the  world. 

The  Shorthand  Writer  teaches  legal 
pleadings  and  all  work  to  be  encountered 
in  law  offices,  explaining  fully  all  forms  in 
common  law  and  equity,  and  illustrating 
them  with  the  shortest  and  most  legible 
shorthand. 

The  Shorthand  Writer  teaches  court 
and  general  reporting,  giving  the  short  cuts 
and  expedients  used  in  this  class  of  work, 
explaining  the  various  forms  and  teaching 
the  methods  employed  in  the  largest  court 


reporting  offices.  The  court  reporting  de¬ 
partment  is  fully  illustrated  with  the  most 
contracted  and  legible  shorthand,  written 
by  the  most  expert  reporters. 

The  Shorthand  Writer  teaches  the 
terminology  in  various  lines  of  business,  its 
“Encyclopedia  of  the  Crafts”  department 
detailing  the  method  of  manufacture  of  all 
known  commercial  articles,  explaining  the 
technical  terms  and  fully  illustrating  each 
article  with  the  most  concise  and  easily  read 
shorthand. 

The  Shorthand  Writer  give-s  its  readers 
the  benefit  of  the  Employment  Department 
without  cost.  Stenographers  are  placed  in 
positions  throughout  the  United  States, 
Canada  and  Mexico. 


The  Shorthand  Writer  contains  many  more  practical  features  and  costs  but  $’2.00 
a  year — 25  cents  a  copy.  Every  stenographer  should  have  it. 


THE  SHORTHAND  WRITERS’  DICTATION  BOOK 

The  most  practical,  up-to-date  and  instructive  dictation  book  ever  published.  It  teaches 
and  explains  shorthand  work  in  all  the  highest  branches.  To  appreciate  it  you  must  see 
it.  Price  $1.50. 

OUR  SPECIAL  OFFER 

We  will  send  The  Shorthand  Writer  for  one  year  and  The  Shorthand  Writers’ 
Dictation  Book  (value  $3.50)  on  receipt  of  $2.75.  If,  on  receipt  of  the  first  copy  of  the 
magazine  and  the  dictation  book,  you  do  not  desire  it,  return  the  dictation  book  to  us 
and  we  will  cancel  your  subscription  to  The  Shorthand  Writer  and  return  your  money 
at  once.  We  absolutely  guarantee  this  magazine  and  book.  If  you  do  not  wish  them, 
after  examining  them,  return  the  book  in  ten  days  after  your  receipt  of  it,  and  we  will 
return  your  money. 

Fill  out  the  coupon  printed  below,  enclose  it  with  $2.75,  and  send  today.  You  run 
no  risks.  Do  it  now.  Mention  this  magazine. 


THE  SHORTHAND  WRITER, 

79  Clark  Street,  Chicago,  III. 

As  per  your  oflfer  in  The  Business  Man’s  Magazine,  please  send  me  one  copy  of  The 
Shorthand  Writers’  Dictation  Book,  and  enter  my  name  as  a  subscriber  for  The  Shorthand 
'  Writer  for  one  year.  It  is  understood  that  if  I  am  dissatisfied  with  either  the  book  or  maga¬ 
zine,  and  return  the  book  within  ten  days  from  its  receipt,  you  will  cancel  my  subscription  to 
the  magazine  and  return  the  $2.75,  which  is  enclosed  herewith. 

Name . 

Address . 

City  and  State . 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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BUSINESS  BRINGING  LEHERS 

THE  KIND  THAT  GET  THE  MONEY 


COMMERCIAL  CORRESPONDENCE 

A  COMPLETE  COURSE  IN  BUSINESS  LETTER  BUILDING 


Make  your  business  letters  do  business — make  them  sound  as  though  they 
were  alive.  “  Commercial  Correspondence  ”  will  teach  you  how  to  plan 
and  build  the  sort  of  letters  that  get  results.  The  sort  that  make  friends — 
the  sort  that  get  orders — the  sort  that  get  the  money.  Just  one  letter  planned 
and  built  as  this  book  instructs  will  bring  back  its  cost  many  times  over. 

BOUND  IN  HALF-MOROCCO>  PRICE  $2«00  POSTPAID 

««> 

THE  BOOK=KEEPER  PUBLISHING  CO.,  Ltd.,  DETROIT,  MICH. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Book  Bargains 

Q  Upon  taking  inventory,  we  find  that  we  have  on  hand  a  number  of  standard 
books  which  are  slightly  ” shop- worn,”  that  is,  the  covers  have  become  slightly 
soiled  by  dust.  The  books  are  perfect  with  this  exception,  in  fact  in  most 
instances  the  defects  are  scarcely  noticeable. 

You  must  order  AT  ONCE  if  you  wish  to  secure  one  of  these  bargains.  If 
your  order  is  received  after  the  supply  is  exhausted,  we  will  refund  your  money 
at  once. 

THE  LIST 


Regular 

Price 

Commercial  Correspondence . $2.00 

1,000  Helpful  Hints  .  1.00 

Corporation  Book-keeping  in  a 

Nutshell  . . .  .  1.00 

Suspense  Ledger .  1.00 

Daily  Cash  Balance  Book .  1.00 

After  Dinner  Speeches  .  1.00 

Business  Short  Cuts — paper . 75 

Business  Short  Cuts — leather....  1.00 

Hall’s  Manufacturing  Cost .  2.00 

The  Credit  Man  and  His  Work.  .  .  2.00 

Tools  of  Business .  2.00 

Science  and  Practice  of  Auditing.  1.00 

Tabloid  Systems  .  1.00 

Abolition  of  the  Trial  Balance..  2.00 

Business  Man’s  Vade  Mecum .  1.00 

Sales  Promotion  .  2.00 

Rahill’s  Corporation  Accounting 

and  Corporation  Law  .  4.00 

Keister’s  Corporation  Accounting 

and  Auditing  .  4.00 

Goodwin’s  Improved  Book-keep¬ 
ing  and  Business  Manual  .  3.00 

Eddis’  Manufacturers’  Accounts.  3.00 
Eddis’  Manual  for  Accountants.. 

Corporation  Accounting . 

Hints  to  Stenographers . 

Voucher  System  . 

How  to  Get  Business . 

Accounting  Methods  for  Depart¬ 
ment  Stores  . 

Detroit  Book-keeper’s  Balance 

System  . 

The  Office  Manager . 

Averaging  Accounts  . 

How  to  Do  Without  a  Trial  Bal¬ 
ance  . 


3.00 

.25 

.25 

.25 

.25 

.25 

.25 

.25 

.25 


.25 


Bargain 

Price 

$1.05 

.45 

.45 

.65 

.65 

.45 

.35 

.55 

1.05 

1.05 

1.10 

.65 

.60 

1.05 

.65 

1.05 

3.15 

3.15 

2.05 

2.50 

2.50 

.15 

.15 

.15 

.15 

.15 

.15 

.15 

.15 

.15 


‘  Regular  Bargain 

Price  Price 

Accounting  Methods  for  the 

Wholesale  Grocery  Business...  .25  .15 

Retail  Accounting . 25  .15 

Duties  of  Auditors . 25  .15 

Accounting  Methods  for  the 
Printing  and  Publishing  Busi¬ 
ness  . 25  .15 

Pointers  for  Stockholders . 25  .15 

Family  Account  Book . 25  .15 

Municipal  Accounting .  1.00  .40 

Burton’s  50  Rules  on  Errors  in 

Trial  Balances . 25  .15 

Time  Record  and  Pay  Roll  System  .25  .!& 

The  Factory  Manager . 25  .15 

Deavenport’s  Fractional  Calcula¬ 
tor  . ^ .  1.50  1.25 

American  Accountants’  Manual..  3.00  2.25 

Quick  at  Figures .  1.00  .70 

The  Secretary’s  Manual .  1.50  1.25 

Addresses  and  Speeches  of  Lin¬ 
coln  .  1.00  .60 

Practical  Banking  .  5.00  3.00 

Barrett’s  Modern  Banking  .  3.50  2.35 

Elements  of  Business  Law .  2.00  1.05 

Expert  Calculators  (cloth) . 25  .15 

Expert  Calculators  (leather)  .  .  .  .50  .35 

Book-keeping  at  a  Glance  (cloth)  .25  .15 

Ropp’s  Commercial  Calculator  No. 

1  (cloth)  . 25  .20 

Ropps  Commercial  Calculator,  No. 

2  . 50  .40 

Speed  Secret . 50  .30 

Clephane’s  Organization  and 

Management  of  Business  Cor¬ 
porations  .  2.50  1.95 

Traveler’s  Yarns . 25  .20 

Hebrew  Yarns . 25  .20 

Irish  Yarns . 25  .20 


THE  BOOK=KEEPER  PUBLISHING  CO.,  Ltd. 

61  Fort  Street  DETROIT,  MICmOAIN 
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AM  ^|CAN 


Shall  We  Send  You  Our  Specific  and  Valuable 
Information  regarding 


r 


HOW  TO  OBTAIN 
EXPORT  ORDERS? 

All  the  knowledge  gained  in  29  years  experience 
in  dealing  with  export  trade  problems  for  hun¬ 
dreds  of  American  manufacturers,  together  with  the 
full  foreign  trade  service  of  its  carefully  organiz¬ 
ed  staff  of  expert  specialists  is  placed,  without  addi¬ 
tional  charge,  at  the  disposal  of  advertisers  in  the 
AMERICAN  EXPORTER. 

At  present  its  president,  Mr.  William  J.  Johnston, 
is  making  a  comprehensive  tour  of  South  America, 
first  attending  the  Pan-American  Conference  at  Rio 
de  Janeiro. 

His  reports  on  opportunities  for  the  sale  of 
American  manufacturers  in  each  of  the  places  he 
visits  will  be  found  extremely  valuable  to  the  manu¬ 
facturers  receiving  them. 

Just  what  information  <\o  you  desire  regarding 
the  sale  of  your  goods  in  any  foreign  country  ? 
Specific  information  will  be  furnished  on  receipt  of 
your  request. 

AMERICAN  EXPORTER 

w.  J.  JOHNSTON,  President  135  William  Street,  NEW  YORK 


Please  mention  The  Business  Man's  Magazine  when  zvriting  to  advertisers, 
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THE  FAMOUS  RADIUMITE 
DIAMOND  HONING  PATTERN 


Actual  2-inch  width  applied  to  Dollar  Strop 


Actual  2^-inch  width  applied  to  de  Luxe  Strop 


Patented  July  31,  1906 

The  Radlumite  Diamond  Honing  Pattern  is  patented.  It  is  this  pattern  which  hones  the  razor,  while  the 
latter  is  being  stropped. 

^  Thus  harmful,  gritty,  glistening,  or  pasty  compositions,  with  which  all  other  self-honing  strops  are  coated, 
are  not  applied  to  Radiumite  Strops.  The  Radiumite  is  thus  the  only  perfect  honing  Strop  in  the  world,  and  a 
man  would  be  as  foolish  to  purchase  a  strop  that  will  not  hone  as  to  buy  a  saw  without  teeth, 
q  Note  the  beauty  of  the  patterns,  the  mathematical  preciseness  of  the  diamonds,  and  their  scientific  arrangement. 
No  strops  in  the  world  are  as  handsome  as  the  Radiumltes,  and  they  are  known  as  such  at  a  glance. 
Look  for  the  Radiumite  Diamond  Honing  Pattern  on  one  side  of  the  strop.  Buy  no  other. 

^  With  the  Radiumite,  you  can  not  only  put  a  keen,  perfect  edge  on  all  your  old  razors,  making  thein  shave 
delightfully ,  but  it  will  keep  any  razor  in  perfect  shaving  condition,  without  having  to  take  it  to  a 
barber  to  have  it  honed. 

^  are  making  two  great  offers  for  the  Fall  trade,  which  should  be  accepted  at  once. 

if  your*  iieaici*  connot  suppiy  you^  send  direct  to  us,  and  we’ll  mail  the  goods  direct  to  you. 


RADIUMITE  DOLLAR  STROP 
and  FREE  RADIUMITE  RAZOR 

OSTAOE 
EXTRA 


If  your  dealer  can’t  supply  you,  send  $1.10  to 
us,  we  will. 

The  razor  is  a  fine  Radiumite,  hand-forged,  and 
hollow-ground,  with  a  single  shoulder.  It  is  a  per¬ 
fect  shaver. 

The  strop  is  a  light  single  Radiumite,  with  Diamond 
Honing  Pattern,  and  a  fine  finishing  side.  It  has  a 
handsome  nickel  military  handle  and  swivel. 

Secure  this  set  today.  Your  dealer  first,  then  us. 


RADIUMITE  SPECIAL  SET 
DE  LUXE  RAZOR  and  STROF 

POSTAGE 
IS* 
EXTRA 


If  your  dealer  does  not  carry  this  set,  send 
$3. 15  direct  to  us. 

The  special  De  Luxe  Razor  is  hand-forged  and 
hollow-ground,  having  double  shoulder.  It  is  beauti¬ 
fully  polished  and  finished. 

The  strop  is  a  large  double  Radiumite,  with  Dia¬ 
mond  Honing  Pattern  and  beautiful  finishing  side. 
It  has  a  heavy  nickel  military  swivel. 

In  handsome  leatherette  compartment  case. 


THE  RADIUMITE  COMPANY 


Dept.  354, 97-99-101  S.  Clinton  St. 


CHICAGO,  ILL. 


Please  mention  The  Business  Man's  Magazine  when  writing  to  advertisers. 
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The  Book-Keeper  Publishing  Co.  Ltd.,  :  Detroit,  Michigan 

Mention  this  ad.  and  we  will  send,  without  extra  charge,  one  copy  of  “The  Office  Manager’* 


Less  Risk-More  Profit 


Credit  Means  Risk  — 

But  We  Cannot  Do  Business  Without  It  ! 


O,  Ideal  credit  conditions  mean  to  sell  all  who  wxWpay,  and  turn  down  all  who  will 
not.  The  nearer  we  come  to  this,  the  greater  the  success  of  the  merchant  and  credit 
man.  In  **The  Credit  Man  and  His  Work”  twelve  successful  men  give  the 
cream  of  their  experiences  to  help  you  in  picking  safe  credits,  in  collecting  bad 
debts  ;  in  organizing  a  retail  or  wholesale  credit  department ;  in  getting  the  money  ; 
in  keeping  customers.  These  twelve  embrace  every  phase  of  credit  experience, 
jobbing,  retailing,  manufacturing,  and  installment  credits.  A  more  practical  book 
was  never  printed.  Not  a  line  of  guess-work  or  theory  in  it.  Just  plain  common 
sense  instruction  drawn  from  experience. 

C.  Here  are  just  a  few  of  the  good  things  waiting  for  you  in  this  valuable  book — 
the  most  valuable  you  ever  bought.  ’ 


Where  Credit  Started 
Actual  Business  vs.  Schemes 
Organization  and  Credit 
Business  Methods 
Character  and  Management 
Extraordinary  Risks 
Throttling  Competition 
Drawbacks  of  Credit  Insurance 
The  Value  of  Statements 
Credit  Men  as  Auditors 


Poor  Systems  of  Accounts 
Capital  and  Resources 
Cost  in  Relation  to  Credits 
Fictitious  Profits 
Salesmen  as  Collectors 
Collection  by  Mail 
Credit  Statements  in  Law 
Going  to  Law 

Plans  for  Getting  Information 
What  it  Means 


Educating  the  Trade 
The  Selling  Office 
Public  and  Private  Character 
Competition  and  Credit 
Regulation  of  Price 
Credit  Insurance 
Credit  Statements 
Form  or  Statements 
Analysis  of  Statements 


A  Short  Retail  System 
Installment  Credits 
Installment  Collections 
Getting  the  Money 
Credit  Letters 
The  Slow  Pay  Man 
Contracts 

Credit  Clearing  House 
Weakness  of  the  Agency 


Price,  $2.00,  Postpaid — Half  Morocco  Binding,  Gold  Top  and  Titles 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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EVER  NEED  DUPLICATES? 

Form  Letters,  Price  Lists,  Bills,  Invoices,  Drawings,  Menus, 

Reports,  anything,  then  take  advantage  of  our  offer  of 

TBIN  DAYS  TRIAD,  WITHOUT  DBROSIT 

and  become  one  of  thousands  of  satisfied  customers  who  all  agree  that  DADS’  TIP 
TOP  is  the  simplest,  easiest  and  quickest  method  of  duplicating,  on  the  market. 

100  COPIES  written  and  50  COPIES  written^riginal 

If  you  have  tried  other  duplicators  without  success,  you  will  be  more  than 
pleased  with  ours. 

Complete  Duplicator  cap  size  (prints  8^  x  13  in.  Price,  $5.00. 

Circular  of  larger  sizes  on  request.  (II^“  Dealers  W anted. 

FELIX  B.  DAUS  DUPLICATOR  CO.,  Daus  Bldg.,  Ill  John  St.,  New  York 


ED 

HORtlCULTURAL  HALL.  BOSTON- NOY.  12  to  17  inc. 

CHESTER i. CAMPBELL  MCR.5  PARK  SQ. BOSTON , MASS. 


MUSIC  LESSONS  FREE 

Organ,  Banlo,  Guitar,  Cornet,  Violin  or  Mandolin  (your  expense  will  only  be 
is  small).  We  teach  by  mail  only  and  guarantee  success.  Established  seven  years, 
before.”  Write  to-day  for  booklet,  testimonials  and  free  tuition  blank. "  Address;  U. 


at  your  home.  For  a  limited  time  we  will  give 
free,  for  advertising  purposes,  96  music  lessons  for 
beginners  or  advanced  pupils  on  either  Piano, 
the  cost  of  postage  and  the  music  you  use,  which 
Hundreds  write:  “Wish  I  had  heard  of  your  school 
S.  SCHOOL  OF  MUSIC,  Box  19H  19  Union  Sq.,  N.  Y. 
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Gain  Independence 

LEARN  BY  HAIL  TO. BE  A 


A  GOOD  office  man  who  commands  an  income  of  $2,000  after  years  of  faithful  service  is  exceptionally  fortunate ; 

a  man  of  no  greater  natural  ability  than  any  capable  office  man  possesses,  can  readily  secure  from  twice  to  five 
times  that  income  as  a  specialist  in  auditing,  public  accounting,  and  systematizing. 

No  radical  change  is  involved  nor  even  a  temporary  cessation  of  income;  it  is  a  natural  and  easy  transition  from 
the  present  monotonous  ill-paid  occupation,  to  independence,  variety,  and  liberal  compensation. 

Our  course  of  mail  instruction  is  prepared  by  CERTIFIED  PUBLIC  ACCOUNTANTS  in  actual  practice. 
We  provide  you  with  practical  books  written  by  ourselves  from  the  view-point  of  the  practising  accountant,  on  the 
subjects  of  Theory  of  Accounts,  Practical  Accounting,  Auditing,  Commercial  Law,  Book=keeping  and  Business 
Practice.  We  follow  you  up  with  particular  individual  instruction— criticisms  of  your  work  and  valuable  suggestions 
—not  theoretical  but  practical,  and  we  guarantee  results  satisfactory  to  you. 

If  you  will  write  us  which  of  the  above  subjects  particularly  interest  you,  we  wlU  inform  you  as  to  the  exact  cost 
of  our  course  and  the  nature  of  our  method  which  differs  from  all  others ;  and  we  will  explain  the  advantage  of 
promptness  in  taking  up  this  line  of  work. 


Board  of  Instructors : 


EDWARD  M.  HYXnS,  C.  P.  A.  ^  Members  N.  Y,  State  Society  of 
ARTHUR  WOLFF,  C.  P.  A.  Certified  Public  Accountants-— 

JOHN  MOULL,  C.  P.  A.  i  Fellows  of  the  American  Associ- 

MEYER  B.  CUSHNER,  LL.  B.  '  ation  of  Public  Accountants. 


UNIVERSAL  BUSINESS  INSTITUTE,  Inc.,  Dept.  D,  27-29  East  22nd  Street,  New  York  City 


PRODUCE 
THE  EVIDENCE 

Write  and  Ask 
Us  To  Do  That 


WE  are  anxious  to  send  you 
a  sample  tab  of  our  PEER¬ 
LESS  BOOK  FORM  CARDS  that  will 
convince  you  of  their  many  ad¬ 
vantages  over  the  ordinary  loose 
cards. 

They  are  bound  together  in 
tabs  of  25  each,  and  when  card 
is  detached  from  book,  all  edges 
remain  perfectly  smooth  —  no 
perforation  whatever. 

When  your  cards  are  carried 
loosely  in  case  they  seldom  have 
a  fresh,  clean  appearance.  In  BOOK  FORM 
every  card  is  always  perfect,  _  no  matter  how 
long  carried.  It  is  A  DRAWING  CARD,  too,  because  it  is  BOUND  TO 
ATTRACT  ATTENTION,  not  only  on  account  of  its  neat  binding,  but 
because  the  EDGE  IS  STRAIGHT.  Every  man  who  sees  that  card  de¬ 
tached  from  book,  wants  to  look  closer  and  examine  PEERLESS 
the  card.  It  is  then  laid  aside  for  future  reference.  BOOK  FORM 
You  have  gained  your  interview,  and  he  has  kept  your  CARDS 
card. 

Let  us  send  you  a  sample  tab  of  these 

ENGRAVED  BOOK  FORM  CARDS. 

The  result  will  surprise  you. 

THE  JOHN  B.  WIGGINS  COMPANY 

SOLE  MANUFACTURERS 
Engravers — Printers — Die  Embossers 

15  and  17  Ezwst  Adams  Street,  Chicago. 
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The  Growth  of  a  Shorthand  Business 

^  Less  than  eight  years  ago  all  the  business  of  The  Gregg  Publishing 

Company  might  have  been  transacted  with  “desk  room.”  It  was  taught 
in  less  than  thirty  schools. 

^  Today  the  Gregg  industries  occupy  two  floors  in  one  of  the  largest 
and  finest  office  buildings  in  Chicago,  and  this  outside  of  actual  printing 
— the  printing  and  binding  being  done  elsewhere. 

The  Gregg  publications  now  go  wherever  the  language  is  spoken. 

^  There  must  be  something  inherently  strong  in  a  system  that  reaches 
such  widespread  popularity — and  there  is;  it  must  effectively  accom¬ 
plish  the  purpose  for  which  it  is  intended — and  Gregg  Shorthand  does. 

If  you  are  interested  in  Shorthand,  ask  for  our  “New  Booklet” 
and  a  “First  Lesson,”  which  will  be  sent  on  request. 

Tbe  Gregg  Publishing  Company,  Chicago,  Ill. 

O’LEARY-PADBERG 
LITHOGRAPHING  CO. 

MODERN  IN  EVERY  DETAIL 

Detroit,  Michigan 

I 

BONDS,  STOCK  CERTIFICATES,  DIPLOMAS,  LETTER¬ 
HEADS,  CHECKS,  DRAFTS,  CERTIFICATES  OF  DEPOSIT, 
CALENDARS,  SHOW  CARDS,  POSTERS,  LABELS,  ETC,  ETC 
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Commonwealth  Hotel 

Cor.  Bowdoin  Street, 

Opposite  State  House 

BOSTON,  =  MASS. 


We  offer  you  the  following  rates  :  Room  with 
hot  and  cold  water  and  free  public  bath  |1  and 
|1.50  a  day.  Rooms  with  private  bath  |1.50 
and  $2  a  day.  Will  make  a  weekly  rate  for 
rooms  with  hot  and  cold  water  of  |6  to  |8;  with 
private  bath  |9  to  $10.  Suites  of  .two  rooms 
with  baths,  |14  to  $22. 

STORER  F.  CRAFTS, 

Manager. 

SE;ND  BOR  BOOKUBT 


TReis 

FRUIT  AND  ORNAMENTAL 


Evergreens 
Shrubs  Roses 
Hardy  Plants 

All  the  Best  and  Hardiest  Varieties 
Largest  and  Most  Varied  Collections  in  America 


ELLWANGER  &  BARRY 

Nurserymen— Horticulturists 

MOUNT  HOPE  NURSERIES 
Established  1840 

ROCHESTER  NEW  YORK 


Illustrated  Descriptive  Catalogue  (144 
pages),  also  Descriptive  List  of  Novelties 
and  Specialties  with  beautiful  colored 
plate  of  the  New  Hardy  White  Rose 
FRAU  DRUSCHKI  mailed  FREE  on 
request. 

= 


Twenty  thousand 
copies,  nearly 
all  going  to 
Manufacturers, 
are  distributed 
every  issue. 

That  is  why,  if  you 
wish  to  advertise 
to  reach  manu¬ 
facturers  you  can 
find  no  better 
medium  than 

AMERICAN 

INDUSTRIES 

We  prove 
extent  and  char¬ 
acter  of  circulation 
and  show  any 
advertising 
manager 

proofs  of  results  in 
concerns  in  his  line. 

AMERICAN  INDUSTRIES 

810  Maiden  Lane  Bldg.,  New  York  City 
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W  Honest  in  price,  service,  material  and  workmanship 
^  — the  only  real  typewriter  at  low  price.  It  combines 

universal  keyboard,  strong  manifolding,  mimeograph  sten¬ 
cil  cutting,  visible  writing,  interchangeable  type  and  prints 
from  ribbon.  Imperfect  alignment  impossible. 

Will  stand  hardest  wear  and  is  practically  accident  proof. 

Write  for  our  booklet  and  instalment  plan.  Agents  wanted. 


TYPEWRITER 


POSTAL  TYPEWRITER  CO.,  Dept.  46 

Office  and  Factory:  Norfolk,  Conn. 


TYPEWRITER  BARGAINS 

ALL  STANDARD  MAKES 

$15.00  to  $65.00 

Most  of  these  machines  have  been 
only  slightly  used — are  good  as  new. 
Shipped  on  approval.  Don’t  buy  a  type¬ 
writer  before  writing  us.  We  will  give 
you  the  best  typewriter  bargains  you  ever 
heard  of.  MeLACGHLIN  TYPEWRITER 
EXCHANGE,  606  Olive  St.,  St.  Louis,  Mo. 
We  rent  all  makes  of  machines  and  apply 
rental  on  purchase  price. 


TYPEWRITERS  MAKES 


our  Big  Bargain  List.  We 
ship  C.  O.  D.  Lowest  prices 
in  the  World.  Caligraphs  $8.00;  Visible 
Writers,  $10.00;  Remingtons,  $16.00; 
Remingtons,  two  color  ribbon  attach¬ 
ment,  $18  00. 


Harlem  Typewriter  Exchange,  ""'""nVw  vork' cif?®"' 


T,Y  PEWRITERS 

Used  and  Rebuilt  Remingtons,  Smith-Premiers,  Densmores,  Fay- 

Sholes,  New  Century,  Manhattans,  Under¬ 
woods,  Olivers,  Williams,  Blickensderfers, 
Hammonds,  Caligraphs,  $10  tO  $40 
For  all  practical  purposes  good  as  new, 
then  why  pay  |90  to  If  1  DO?  Fletcher 

Typewriter  Co.,  119  N.  8lh  St,,  Saint  Louis. 

We  rebuild,  repair,  adjust  and  exchange 
all  makes. 

yjfre7its  Sienrtts  Visible  Typewriter. 


TYPEWRITERS 


FACTORY  REBUILT  AND  REFINISHED 

Remington,  Smith  and  All  Others 

VISIBLE  WRITERS  $10,  AND  UPWARD 

Illustrated  Catalog  and  Agent’s  Disc.  Sheet  Free 


COMMERCIAL  TYPEWRITER  CO.,  257  William  St.,  New  York 


TYPEWRITERS 


All  the  Standard  Machines  SOLD  or  RENTED  ANYWHERE 
at  to  M'f 'r‘a  prices.  {^RENTAL  APPLIED  on  price. 
Shipped  with  privilege  of  examination.  Write  for  Catalog 
TYPEWRITER  BMPORlIJai,  202  LaSalle  Street,  CHICAGO 


Brain  [  erbes’  j  Word 

BOOK  )  (  BOOK 

TWO  MASTER  BOOKS 

The  first  to  give  the  flesh  and  blood  practical,  Self-Help  facts.  Know¬ 
ing  means  Nerve,  while  Brains  and  Tongue  make  the  forceful,  successful 
Masters  of  things  and  the  magnetic  Leaders  ot  men  everywhere. 

The  Brain  Book  is  based  on  Erbes’  new  muscular  law  of  Brain  and  Mind 
Development — unit  by  unit.  It  ends  the  blind  use  of  Mind,  Memory,  Will, 
(eating  and  nerve  medicines  do  not).  $  1 .30  mailed. 

The  Word  Book,  or  “Unwritten  Meanings  of  Words,”  is  greater  than 
reference  books— for  learning  languages;  for  good  FInglish;  for  guarding 
against  the  often  mischievous  sense  and  psychic  influences  of  sounds  and 
words,  n  The  only  guide  to  the  choice  of  synonyms  published.  S2.00 
mailed.  Gold-coin  your  words.  Be  a  live  one.  Send  today. 

Promethean  Pubg.  Co.,  Rockwell  &W.  Crystal,  Chicago,  III. 


ALTl 

i^lh  f  Ty| 
ailaied  bufli 

UNDERnDj 


principal 


Clearing  Sale 
Slightly  Typewriters 

'  We  own  and  offer  as  wonderful  bargains,  1500 
•  typewriters  which  have  been  used  just  enough 
Mt!  Standard  them  in  perfect  adjustment.  Better 

„  .  .  than  new.  Shipped  on  approval, free  examina- 

nfaires  Lesa  visible  Shales  machines,  built 

Than  ^  Price  to  sell  for  ®95 — our  price  while  they  last  845. 
IKe  rent  all  makes  of  machines  for  83.00  a  month  and  up. 
Cmmaaea  catalogue  containing’  unparalled  list  of  splendid  type- 
■  sGG  writer  bargains.  Send  for  it  today , 

ROCKWELL-BARNES  CO.,  1451  Baldwin  Buiiding,  Chieago,  III. 


IheKing 

Principle 

rmumiifTn 


Correci  Tabulator  wnGai  200.? 

tolhevalueofyour 
typewriter.  Fits 
all  standard  machines. 


IT  COSTS  LITTLE-BUT  DOES  MUCH. 

This  simple  attachment  will  save  its  cost  many  times  each  week 
in  time,  labor,  annoyance,  stationery,  etc.,  in  making  bills,  state¬ 
ments  or  any  kind  of  tabulating.  With  it  any  stenographer  can 
do  tabulating  quickly  and  correctly.  It  is  easy  to  put  on--easy  to 
operate--will  not  wear  out--will  not  injure  machine.  I  want  to 
send  you  one  absolutely  free  for  trial.  No  obligation  to  purchase. 
If  yon  like  it  send  me  $2.50;  if  not,  return  at  my  expense. 

W.  V.  KING,  1  1  1  N.  8ih  Street,  St.  Louis,  Mo. 

Be  sure  to  give  make  and  model  of  your  machine. 


MONEY 

MAILER 


money  imJVERY  mail 

If  you  use  money-mailers.  Send  2c.  stamp 
for  sample  or  10  cents  for  a  dozen  Linley 
money-mailers. 

We  make  to  order  paper  novelties  and  paper 
folding  boxes  for  all  purposes.  Let  us  figure 
on  your  needs. 

LINLEY  BOX  &  PAPER  COMPANY 
1423  E.  88th  St.  Cleveland,  Ohio 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Write 
I  nearest 
store 


HAVE  YOU  SEEIN 


I\o.  12  VISIBUE 


EVERY 
GHARAGIER 
IN  SIGHT 
ALL  THE  TIME 


<1.  This  instrument  is  full  of  Labor  Saving:  Devices, 
rig-ht  up  to  the  minute,  including  Polychrome  Ribbon 
Attachment— writing  in  two  colors,  and  Variable 
Spacing  Mechanism  —  changing  from  one  to  six 
letter  spaces. 


Send  to  our  nearest  representative  for  full  particulars 


THE  HAMMOND  TYPEWRITER  COMPANY 


Factory  and  General  Offices  : 

69th  to  70th  Streets  and  East  River,  New  York,  N.  Y. 


DO  not  underestimate  the  value  of  red 
emphasis  in  your  letters.  It  com¬ 
mands  attention  not  to  be  secured 
in  any  other  way. 


The  New Tri'ChTome 
^tnifii  Rmiier  Typewriter 

puts  in  the  red  while  writing  your  letters 
in  purple  copying  or  non-fading  black. 

The  price  is  the  same  as  that  of  all 
Smith  Premier  Models 

The  Smith  Premier  Typewriter  Company 
Syracuse,  N.  Y. 


Air  Cushion  Feet 


Air  Cushion  Typewriter  Feet  save  wear  and  tear  on  the 
machine  and  reduce  repair  bills  one-half.  Fifty  typewriters 
equipped  with  these  little  Cushions  will  not  begin  to  make  the 
noise  of  five  operated  without. 

If  you  are  not  satisfied  after  a  trial,  return  them  and  get  your 
money  back. 

Name  machine  when  ordering. 

The  Typewriter  Pedestal  Co.,  918  Hammond  Bldg.,  Detroit,  Mich. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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NO  other 
school  i  n 
the  world  can 
show  such  won¬ 
derful  results  as 
those  which 
have  attended 
the  work  of 
The  Success 
Shorthand 
School,  of 
C  h  i  c  a  go. 
Pres  ided 
over  by- 
expert 
court  re- 
p  o  r  ters — 
m  e  n  who 
have  built  up  the 
g  r  e  a  t  e  St  shorthand 
business  in  the  world — 
its  graduates  are  expert 
shorthand  writers  and 
are  paid  the  princely 
salaries  earned  by  ex¬ 
perts.  Afte  seven  months’ 
study,  and  with  no  previous 
knowledge  of  shorthand, 
Chauncey  W.  Pitts,  of  Alton, 
Iowa,  was  appointed  official 
reporter  of  the  Fourth  Judi¬ 
cial  District  of  Iowa — a  posi¬ 
tion  worth  $3,000  a  year. 
Another  graduate — D.  M. 
Kent,  of  Colorado,  Texas-yis 
the  official  reporter  of  the  courts  in  his  district, 
and  in  one  month  did  a  business  of  $650.25.  James 
A.  Newkirk,  formerly  of  Columbus,  Ohio,  and 
whose  address  is  now  607  American  Trust  Build¬ 
ing,  Cleveland,  Ohio,  is  one  of  the  best  known 
court  reporters  in  that  city,  having  worked  as  a 
reporter  on  the  celebrated  Ice  Trust  criminal 
cases  and  the  Inter-State  Commerce  investigation 
of  the  Standard  Oil  Company  in  Cleveland. 

By  correspondence  instruction,  this  school  has 
taught  beginners  this  expert  shorthand  through¬ 
out  the  United  States  and  made  them  expert 
court  reporters.  In  has  perfected  stenographers 
writing  every  known  system  of  shorthand,  and 
made  them  more  valuable  and  increased  their 
salaries.  In  every  state  in  the  United  States,  in 
Mexico,  and  in  every  province  of  Canada  there 
are  successful  shorthand  writers  holding  respon¬ 


sible  commercial  positions,  legal  stenographers, 
private  secretaries  to  prominent  people,  and  ex¬ 
pert  court  reporters  who  owe  their  success  to  this 
school. 

SOME  COMMERCIAL  STENOGRAPHERS  I 

During  the  week  in  which  this  advertisement 
was  written,  the  following  graduates  secured  po¬ 
sitions  in  commercial  work : 

John  S.  Adams,  Room  403,  127  Michigan  Ave¬ 
nue,  Chicago — a  position  paying  him  a  salary  of 
$150  a  month. 

W.  A.  Murfey,  252  Oakwood  Boulevard,  Chi¬ 
cago — a  position  paying  him  $150  a  month. 

M.  Hecht,  3410  So.  Hermitage  Avenue,  Chicago 
— a  position  paying  him  $150  a  month. 

These  were  only  three  of  the  many  commercial 
stenographers  who  were  trained  so  they  could 
hold  these  good  positions  by  this  school.  We  have 
them  throughout  the  country. 

PRIVATE  SECRETARIES  : 

The  following  private  secretaries  are  graduates 
of  this  school : 

Roy  Bolton,  private  secretary  to  Comptroller  of 
Illinois  Central  Railway  Company. 

Ray  I^yemaster,  private  secretary  to  Congress¬ 
man  Dawson,  of  Iowa. 

W.  J.  Morey,  private  secretary  to  Joseph  Leiter, 
Chicago  millionaire. 

Edwin  Ecke,  private  secretary  to  John  R.  Wal¬ 
lace,  former  chief  engineer  of  Panama  Canal. 

Fred  D.  Kellogg,  private  secretary  to  John  R. 
Walsh,  Chicago  millionaire. 

The  above  are  but  a  few  of  the  private  secre¬ 
taries  whom  we  have  graduated. 

COURT  REPORTERS  I 

The  following  are  some  of  the  court  reporters 
who  have  graduated  from'  this  school.  These 
men  and  women  earn  from  $2,000  to  $6,000  a  year 
because  of  their  ability  to  write  the  expert  short¬ 
hand  we  taught  them ; 

C.  W.  Pitts,  official  re¬ 
porter,  Alton,  Iowa. 

George  F.  LaBree, 

Criminal  Court  Build¬ 
ing,  Chicago. 

F.  C.  Eastman,  War¬ 
saw,  New  York. 

D.  M.  Kent,  official  re¬ 
porter,  Colorado, 

Texas. 


Miss  Carrie  A.  Hyde,  7 
Erwin  Bldg.,  Terre 
Haute,  Indiana. 

R.  L.  Banner,  Decatur, 
Ill. 

L.  D.  Webber,  Aurora, 
Ind. 

Gordon  L.  Elliott,  Ma¬ 
son  City,  la. 


Seven  Months  StudY 
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W.  F.  Cooper,  Tucson, 
Ariz. 

W.  S.  Taylor;  Duluth, 
Minn. 

C.  E.  Pickle,  Austin, 
Texas. 


E.  C.  Winger,  Point 
Pleasant,  W.  Va. 
Miss  E.  C.  Erb,  Ogden, 
Utah. 

J.  M.  McLaughlin,  Bur¬ 
lington,  la. 


All  of  the  above  are  the  official  reporters  at  the 
places  designated,  and  a  letter  addressed  to  them 
will  reach  them.  Aside  from  these  we  have  many 
other  prominent  court  reporters  who  are  gradu¬ 
ates  from  this  school. 

INSTRUCTION  GUARANTEED. 

We  absolutely  guarantee  our  instruction,  giving 
to  each  accepted  pupil,  whether  he  or  she  is  a 
beginner  or  a  stenographer  of  years  of  experi¬ 
ence,  our  written  agreement  to  return  all  money 
paid  us  in  case  of  dissatisfaction. 

The  instructors  in  this  school  are  practical  court 
reporters  of  years  of  experience.  It  was  founded 
by  Walton,  James  &  Ford,  the  most  successful 
court  reporting  firm  in  the  world,  doing  a  busi¬ 
ness  of  more  than  $100,000  a  year  writing  short¬ 
hand.  With  them  are  associated  Mr.  Robert  t. 
Rose,  a  court  and  convention  reporter  of  more 
than  twenty  years’  experience,  and  one  of  the  bes^- 
known  shorthand  writers  in  America;  Mr.  W.  11. 
Edwards,  who  for  thirty  years  has  been  one  of 
the  leading  expert  court  reporters  m  Chicago; 
and  W.  H.  D.  Marr,  a  court  reporter  and  in¬ 
structor  of  more  than  fifteen  ^  years  standing. 
These  are  the  greatest  experts  in  the  world,  and 
they  teach  you  that  shorthand  with  which  they 
have  been  so  successful.  You,  too,  can  be  a  suc- 


DON’T  want  his  money  back. 

Cleveland,  June  21,  1906. 

Mr.  W.  L.  James, 

Success  Shorthand  School,  Chicago,  I  1. . 

My  Dear  Mr.  James;— I  herewith  take  pleasure  in 
handing  you  a  copy  of  my  work  on  the  twelfth  lesson 
for  vour  kind  attention.  Please  send  me  Lesson  No.  13. 

Now  that  I  have  finished  the  first  half  of  the  course 
according  to  our  agreement,  I  have  the  option  of  dis- 
Sinuilg  or  going  ahead  with  the  work.  Needless  to 
say  I  have  not  in  my  relations  with  you  encountered  any 
conditions  up  to  the  present  time  which  would  urge  me  to 
abandon  the  study  and  I  have  every  reason  and  conti- 
dence  in  you  to  believe  that  I  will  receive  the  same 
teous  treatment  and  kind  attention  in  the  second  half 
of  the  course  as  I  have  in  the  past.  The  lessons  are  be¬ 
coming  more  and  more  interesting  and  though  the  even¬ 
ings  here  are  exceedingly  warm  and  unpleasant .  to  one 
indoors  I  have  been  able  to  devote  some  time  each  night 
to  the  work,  and  when  once  started  it  is  rather  hard  for 
me  to  “break  away.” 

With  kind  regards  and  best  wishes,  I  am,  very  sin¬ 
cerely  yours, 

Henry  Kastriner. 


cessful  expert  writer  by  learning  what  these  men 
know  about  shorthand. 

No  other  school  has  at  its  head  such  an  array 
of  expert  court  reporters — men  whose  experience 
is  worth  having.  No  other  school  can  show  the 
record  which  this  school  has  in  the  matter  of  suc¬ 
cessful  graduates.  The  world’s  shorthand  record 
in  expert  convention  reporting  is  held  by  grad¬ 
uates  of  this  school.  When  Hon.  W.  J.  Bryan 
was  recently  given  the  wonderful  reception  in 
New  York  his  speech  was  reported  by  a  Success 
Shorthand  School  graduate,  Mr.  C.  H.  Marshall, 
who  is  one  of  the  force  of  experts  in  State’s  At¬ 
torney  Jerome’s  office  in  that  city.  Graduates  of 
this  school  worked  on  the  official  reporting  force 
of  the  Republican  and  Democratic  national  con¬ 
ventions  in  1904.  Graduates  of  this  school  deliv¬ 
ered  the  transcript  of  the  official  report  of  the 
national  convention  of  the  Modern  Woodmen  of 
America  in  the  record  time  of  one  and  three- 
fifths  seconds  after  the  gavel  fell  announcing  the 
adjournment.  Graduates  of  this  school  are  in 
demand  by  employers  throughout  the  United 
States,  who  wish  competent,  expert  help.  And 
the  best  of  all  is,  that  it  is  just  as  easy  to  learn 
this  expert  system  as  it  is  the  inferior  systems. 

We  can  teach  you  this  expert  shorthand  at  your 
home,  and  give  you  a  better  education  in  this 
fascinating  and  lucrative  business  than  any  school 
in  the  world,  no  matter  whether  it  teaches  per¬ 
sonally  or  by  correspondence. 

If  you  know  nothing  of  shorthand,  learn  this 
expert  system  from  the  beginning.  If  you  are  a 
shorthand  writer,  let  these  experts  perfect  you  for 
the  highest  class  of  work.  Fill  out  the  coupon 
printed  below  and  we  will  send  you  our  handsome 
forty-eight  page  prospectus  free  of  charge.  If 
you  are  now  a  stenographer,  state  system  and 
experience.  Do  it  today.  Your  opportunity  may 
come  in  the  near  future.  Be  prepared. 


SUCCESS  SHORTHAND  SCHOOL, 

Suite  210,  79  Clark  Street,  Chicago. 

Send  catalogue,  copy  of  agreement  to  return 
money  in  case  of  dissatisfaction,  and  full  informa¬ 
tion  in  regard  to  your  school  to 

Name . 

Address . 

City  and  State . 
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IF  YOU  COULD  ONLY  ADD  A  COLUMN 

• 

of  figures  with  absolute  accuracy  in  one-half 
the  time  that  you  now  can;  if  you  could 
multiply  accurately  six  times  as  fast  as  you 
now  can,  or  divide  accurately  four  times  as 
fast  as  you  now  can,  wouldn’t  it  mean 
something  to  you?  How  much  would  it 
mean  in  your  office?  Wouldn’t  your  .value 
to  your  employer  be  tremendously  in¬ 
creased?  Just  suppose,  for  instance,  that 
you  could  extend  your  office  bills  and 
figure  the  discounts  on  them,  as  well  as 
the  incoming  bills  at  a  saving  of  fifty  per 
cent.  What  would  that  mean  in  your  of¬ 
fice? 

If  you  want  to  know  just  what  your  increased  efficiency  would  mean,  try  a  Comptometer. 
It's  quick  and  it’s  easy,  and  takes  all  the  drudgery  out  of  work. 

Have  you  a  clear  understanding  of  the  many  uses  to  which  the  Comptometer  is  being 
put,  and  the  great  variety  of  accounting  work  in  which  it  saves  from  50%  to  80%  of  the  time 
usually  required,  besides  insuring  accuracy  and  doing  away  with  headaches  and  overtime? 
If  not,  let  us  tell  you  about  it,  or  better  still,  send  a  machine  for  you  to  try  on  your  own  work? 

Our  New  Model  Duplex  Comptometer  will  surprise  you.  It  is  as  far  ahead  of  the  Old 
Model  as  the  Old  Model  was  ahead  of  mental  work. 


Some  repeat  orders.  Why  did  they  buy  more? 


U.  S.  Navy  Department  .....  141 

Marshall  Field  &  Co.,  Chicago,  Ill.  .  .  .  185 

John  Wanamaker,  New  York  and  Philadelphia  .  51 

Carnegie  Steel  Co.,  Pittsburgh,  Pa.  ...  64 

New  York  Central  &  Hudson  River  R.  R.  Co.  .  52 
Chicago,  Burlington  &  Quincy  R.  R.  Co.  .  ,  78 


American  Bridge  Co.,  Pittsburgh,  Pa. 
Western  Electric  Co.,  New  York  and  Chicago 
Prudential  Insurance  Co.,  Newark,  N.  J. 
Metropolitan  Life  Co.,  New  York 
Simmons  Hardware  Co.,  St.  Louis,  Mo. 

N.  Y.  Shipbuilding  Co.,  Camden,  N.  J. 


23 

60 

23 

24 
24 
24 


For  Absolute  Accuracy  in  all  mathematical  calculations,  and  for  the  saving  of  time, 
you  ought  to  use 

The  New  Model  $150  Comptometer 

You  cannot  realize  how  valuable  a  Comptometer  will  be  in  your  own  business,  until  you 
try  it;  and  to  prove  its  worth,  we  will  gladly  arrange  to  place  a  machine  in  your  office  on 
trial,  where  you  can  test  it  in  actual  operation  as  you  probably  tested  the  typewriter  before 
you  realized  its  usefulness  in  your  business. 

Marshall  Field  &  Co.,  Carnegie  Steel  Co.,  the  U.  S.  Navy,  the  Western  Electric  Co., 
and  many  other  commercial  houses  use  from  60  to  185  Comptometers  daily — the  positive 
proof  of  their  superiority. 

WHY  IS  THE  COMPTOMETER  THE  BEST  OF  ALL  ADDING  MACHINES  ? 

Because  it  is  the  only  machine  on  which  a  simple  key  touch  does  the  work.  Others  have 
a  handle  that  must  be  pulled  for  each  item  added.  It  takes  time  and  labor  to  pull  that 
handle.  Because  it  can  be  advantageously  applied  to  all  your  figuring,  not  to  adding  only. 
It  extends  bills  and  figures  percentages  as  easily  as  it  adds  your  ledger.  No  other  machine* 
is  practical  for  ail  work.  We  have  thousands  of  pleased  customers  who  doubted  this  at  one 
time.  They  tried  it  and  now  see  the  results  in  reduced  expenses. 

You  do  not  need  to  change  your  office  systems  to  use  the  Comptometer  successfully. 

Some  records  in  adding  500  department  store  checks  on  the  Comptometer,  Madison 
Square  Garden,  New  York,  November,  1905  : 


Miss  May  Maher . 4  min.  19  sec. 

Miss  Mae  Barclay . 4  “  21  “ 

Miss  Olive  Crow . 4  “  28  “ 


Miss  Genevieve  Green . 4  min.  41  sec. 

Miss  Thea  Swanson . S  “  43  “ 

Miss  Anna  M.  O’Callahan . 6  “  4  “ 


No  lever  to  pull ;  no  fussing  with  the  paper ;  eyes  on  the  copy  and  fingers  on  the  keys  all 
the  time.  This  means  accuracy  as  well  as  speed. 

Write  for  pamphlet  and  special  trial  offer.  Sent,  express  prepaid,  on  30  days  free  trial  to  responsible  Parties. 

FELT  &  TARRANT  MFQ.  CO.,  55  Orleans  St.,  Chicago,  Ill. 
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“Contest  Between  Monopoly  and  the  People” 

By  HON.  CHARLES  E.  TOWNSEND 

“All  Opinions  Unite  in  Characterizing  this  as  the  Blackest,  Boldest, 

Basest  Discrimination  in  the  Long,  Dark  Record  of  Railroad 
Offences  Against  the  Public  Interest.”  (See  page  34) 


ISCRIMINATION  has  al¬ 
ways  been  the  cardinal  sin 
of  American  railways. 
Though  the  duty  of.  charg¬ 
ing  equal  rates  for  like 
service  has  been  pretty  generally  up¬ 
held  in  our  courts,  there  were  persist¬ 
ent  contentions,  following  the  old  Eng¬ 
lish  rule,  that  so  long  as  the  rate  charged 
was  reasonable,  the  shipper  could  not 
insist  that  his  rate  must  be  measured  by 
that  which  has  been  allowed  another 
shipper  under  another  contract;  and 
there  were  some  decisions  in  this  coun¬ 
try  upholding  that  doctrine  at  common 
law.  But  these  decisions  were  generally 
met  by  statutes  of  the  states  requiring 
equality  of  treatment,  and  so  it  may  be 
accepted  that  in  this  country  the  rule  of 
equality  when  invoked  has  been  com¬ 
monly  enforced.  There  were,  however, 
comparatively  few  cases,  and  the  mile¬ 
age  and  traffic  of  the  roads  were  con¬ 
stantly  increasing  by  leaps  and  bounds, 
while  from  the  beginning  the  compelling 
duty  laid  upon  the  traffic  official  by  the 
directors  was  .  to  earn  the  greatest  pos¬ 
sible  revenue  in  the  shortest  possible 
time.  The  logical  effect  of  such  a  con¬ 
dition  was  to  subordinate  in  the  minds 
of  railway  officials  all  considerations  of 


shippers’  rights  to  the  prior  immediate 
interest  of  the  railway  corporation. 

Such  conduct  was,  of  course,  utterly 
subversive  of  the  true  and  always  rec¬ 
ognized  obligation  of  the  common  car¬ 
rier  to  serve  all  impartially  for  reason¬ 
able  compensation,  but  without  effective 
positive  regulation  either  in  the  states 
or  the  nation,  and  especially  the  latter, 
for  forty  or  fifty  years.  It  was  not  un¬ 
natural  that  the  franchises  of  common 
carriers  should  from  the  outset  have 
been  regarded  by  the  holders  as  private 
property  to  be  held  and  operated  for  the 
main  object  of  private  gain.  And  when 
the  regulating  statutes  did  come  to  be 
enacted  (fir^t  in  a  few  of  the  states  and 
later  in  many,  then  the  federal  law  of 
1887,  followed  by  the  like  revision  of 
several  state  systems  of  regulations,  and 
more  recently  by  still  more  stringent 
laws  in  other  states)  the  carriers  gen¬ 
erally  continued  to  place  their  corporate 
interests  in  the  foreground,  and  they 
have  as  a  rule  only  receded  from  their 
untenable  positions  when  subject  to 
compulsion  arising  from  judicial  inter¬ 
pretation  of  statutory  requirements. 

Now  it  is  plain,  when  the  immediate 
interest  of  the  carrier  is  deemed  a  pri¬ 
mary  consideration,  that  discrimination 
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between  shippers  will  ensue  as  certainly 
as  darkness  follows  light,  for  the  rail¬ 
way  manager  does  not  exist  who,  feel¬ 
ing  unhampered  by  law,  or  able  safely 
to  evade  the  law,  will  not  offer  or  grant 
a  lower  rate  that  will  bring  a  good  vol¬ 
ume  of  traffic  to  his  line  which  would 
or  even  might  go  by  a  competing  line. 
This  is  an  elementary  principle  in  rail¬ 
way  competition.  There  have  been,  of 
course,  numerous  other  reasons:  The 
building  up  of  a  large  industry  on  the 
line  while  maintaining  higher  relative 
rates  to  smaller  shippers  of  the  same 
article.  The  granting  of  special  rates 
through  mere  favoritism  of  the  shipper. 
The  filling  of  a  large  contract  by  the 
shipper  if  he  can  get  a  certain  rate.  The 
personal  interest  of  the  railway  official 
in  particular  lines  of  business  through 
direct  personal  holding  or  occasionally 
acquired  rewards  or  benefits,  or  the  fact 
that  those  holdings  or  personal  profits 
vested  in  a  relative.  The  tremendous 
pressure  and  force  exercised  by  large 
shipping  interests.  These,  and  of  course 
a  variety  of  others,  have  all  given  rise 
to  unjust  railway  discriminations. 

Before  the  passage  of  the  act  to  reg¬ 
ulate  commerce  in  1887,  the  carriers 
were  under  no  obligation  to  publish 
their  rates  in  interstate  traffic,  and  the 
very  few  state  laws  upon  that  subject 
had  little  if  any  bearing.  They,  of 
course,  had  schedules  which  were  nom¬ 
inally  in  force,  but  the  only  real  occa¬ 
sion  for  consulting  them  was  when 
some  general  rate  adjustment  was  to  be 
changed,  or  when  as  members  of  a  pool 
the  carriers  desired  to  observe  them. 

Prior  to  and  long  after  the  passage  of 
that  law  the  only  injunction  laid  upon 
the  traffic  official  was  “Get  business,'* 
and  naturally  he  secured  all  there  was 
to  get.  The  lengths  he  felt  impelled  to 
go  in  the  pursuit  of  traffic  cannot  be  bet¬ 
ter  indicated  than  by  again  referring  to 
that  iniquitous  arrangement  forced  upon 
various  railways  by  the  Standard  Oil 
Company  whereby  the  carriers  were 
obliged  to  transport  that  company’s  oil 
for  a  certain  price  and  pay  to  it  what 


over  and  above  that  price  was  paid  by 
other  shippers  of  oil  whose  rate  must 
always  be  the  tariff  charge.  Thus,  for 
example,  with  oil  at  35  cents  per  100 
pounds,  the  Standard  had  a  rate  of  10 
cents  and  received  besides  25  cents  out 
of  every  rate  paid  by  competing  ship¬ 
pers.  It  got  a  big  rebate  not  only  upon 
its  own  oil,  but  upon  all  other  oil  trans¬ 
ported  by  the  carriers.  ALL  OPIN¬ 
IONS  UNITE  IN  CHARACTERIZ¬ 
ING  THIS  AS  THE  BLACKEST, 
BOLDEST,  BASEST  DISCRIMINA¬ 
TION  IN  THE  LONG,  DARK  REC-' 
ORD  OE  RAILWAY  OFFENSES 
AGAINST  THE  PUBLIC  INTER¬ 
EST! 

There  was  another  form  of  discrim¬ 
ination  based  upon  the  quantity  shipped 
in  a  given  period.  If  a  shipper  would 
send  over  the  line  from  certain  points 
a  specified  large  tonnage  in,  say,  a  year, 
his  rate  would  be  much  less  than  the 
ordinary  carload  charge,  and  this  form 
of  favor  usually  existed  where  a  par¬ 
ticular  person  or  company  must  neces¬ 
sarily  be  the  beneficiary.  Several  cases 
of  this  character  were  condemned  by 
the  courts,  one  was  the  Union  Pacific 
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Mr.  E.  II.  Beach,  Book-Keeper  Publishing  Co., 
Detroit,  Mich. : 

Dear  Mr.  Beach: — Your  courteous  note  of  May 
31  is  at  hand  and  I  have  received  the  June  copy 
of  The  Business  Man's  Magazine  with  its  strik¬ 
ing  title  page.  I  am  in  the  midst  of  preparations 
for  a  short  trip  abroad  and  will  not  have  time  to 
more  than  glance  at  it,  but  I  hope  to  find  a  place 
for  it  in  my  grip-sack  when  I  start  tonight  and 
will  read  it  on  the  train.  I  inserted  an  advance 
notice  about  the  articles  and  mailed  a  marked 
copy  to  your  business  address.  I  shall  be  at  home 
again  in  about  30  days  and  shall  be  glad  to  make 
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of  The  Business  Man's  Magazine  if  you  will  send 
advance  editorial  sheets.  The  Leader  is  a  modest 
interior  newspaper  and  does  not  maintain  an  ex¬ 
tensive  editorial  or  literary  department,  and  I 
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Thanking  you  _  for  bringing  the  matter  to  my 
attention  and  with  kind  personal  regards  I  am 
in  some  haste.  Yours  very  truly,  ' 

SAM.  J.  ROBERTS. 
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coal  case  in  the  United  States  supreme 
court,  and  prior  to  that  the  Interstate 
Commerce  Commission  had,  soon  after 
its  organization,  decided  the  Providence 
coal  case,  of  the  same  nature.  It  Avas 
clear  that  absolute  monopoly  in  any  line 
of  trade  could  be  established  by  any  de¬ 
vice  of  this  description. 

Criminal  Acts  Cannot  Be  Regulated — 
They  Must  Be  Punished. 

When  the  interstate  commerce  law  of 
1887  took  elYect,  and  enjoined  upon  car¬ 
riers  the  duty  of  publishing  their  rates, 
with  the  further  prohibition  that  they 
could  be  advanced  only  after  ten  days’ 
public  notice  and  reduced  only  after 
three  days’  notice,  railway  discrimina¬ 
tions  were  thereby  divided  in  two  great 
classes.  One,  the  rebate,  or  a  device 
amounting  to  a  rebate,  constituted  a 
criminal  departure  from  the  published 
tariff.  The  other  was  a  discrimination 
resulting  from  the  mal-adjustment  of 
rates  and  regulations  in  the  tariff  itself. 
The  criminal  violation,  like  every  of¬ 
fense,  could  not  be  regulated ;  it  could 
only  be  punished.  The  tariff  discrim¬ 
ination  was  lawful  until  declared  un¬ 
lawful  by  the  regulating  authority,  as 
to  which  the  carrier  could  always  invoke 
final  action  in  the  courts.  Since  that  act 
was  passed  the  tendency  in  the  public 
mind  has  been  to  measure  the  value  of 
the  operation  of  that  law  respecting  dis¬ 
crimination  by  the  number  of  successful 
prosecutions  for  criminal  violations. 
Little  need  of  praise  has  been  accorded 
to  the  commission  for  its '  work  in  re¬ 
moving  discriminations  accomplished 
through  its  regulation  of  the  published 
tariffs.  Few  have  considered  that  be¬ 
fore  federal  regulation  was  attempted 
all  kinds  and  descriptions  of  discrimina¬ 
tion  were  necessarily  regarded  as  one 
mass,  and  that  since  such  regulation 
became  an  established  policy  punishment 
for  criminal  violations  of  that  law  could 
not  in  the  nature  of  things  be  easy  or 
frequent.  The  great  object  was  regula¬ 
tion  by  the  commission,  and  as  criminal 
offenses  are  triable  only  in  the  courts. 


it  was  to  be  expected  that  only  the  more 
flagrant  discriminations  could  be  discov¬ 
ered  and  penalties  therefor  inflicted, 
even  if  the  law’s  provisions  relating  to 
prosecutions  should  not  be  found  de¬ 
fective. 

What  Has  the  Commission  Done? 

Indeed,  the  penal  provisions  in  the 
original  act  were  scanty  and  obviously 
ineffective,  and  it  was  not  until  after 
the  amendment  of  March  2,  1889,  that 
any  serious  attempts  were  made  to  se¬ 
cure  convictions.  Let  us  see  therefore 
what  was  done  through  the  regulating 
authority  of  the  commission,  defective 
as  that  authority  proved  to  be  after  some 
years  of  actual  trial. 

After  the  decision  of  the  commission 
in  the  Providence  coal  case,  wherein  it 
gave  notice  to  the  roads  and  the  public 
that  rebates  on  account  of  quantity 
shipped  during  a  given  period,  though 
provided  for  in  published  tariffs,  were 
obnoxious  to  the  law  and  must  be  dis¬ 
continued,  some  passenger  cases  arose 
in  which  the  carriers  sought  to  confine 
low  rate  mileage  tickets  to  commercial 
travelers.  These  were  decided  in  favor 
of  the  general  public  on  the  ground  that 
the  tickets  must  be  open  to  all  who  de¬ 
sired  to  accept  the  terms  on  which  they 
were  sold.  Here  were  two  kinds  of 
grievous  discriminations,  the  one  affect¬ 
ing  all  shippers,  the  other  affecting  all 
travelers,  removed  by  the 'action  of  the 
commission. 

Then  arose  the  first  of  the  famous  oil 
discrimination  cases  before  the  commis¬ 
sion.  George  Rice,  of  Marietta,  Ohio, 


"well,  I  GUESS  HE  CAN  JUGGLE  SOME.” 

—N.  Y.  Herald. 
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had  long  been  fighting  the  Standard  Oil 
Coriipany,  and  like  all  other  independ¬ 
ent  oil  producers  was  losing  ground. 
He  had  in  fact  found  that  unless  the 
regulating  authority  of  the  government 
could  be  exercised  to  produce  equality 
of  treatment  by  the  carriers  between 
himself  and  the  trust  he  must  stop  busi¬ 
ness.  In  the  case  thus  brought  by  him 
before  the  commission  it  appeared  that 
considerable  and  varying  mileage  was 
paid  by  the  southern  roads  to  the  own¬ 
ers  of  tank  cars  used  by  them  for  the 
shipment  of  petroleum  oil  into  southern 
territory,  that  gross  rates  were  made  per 
car  for  oil  in  tank  cars  regardless  of 
capacity,  that  Rice  could  pot  get  like 
terms  for  tank  car  shipments  if  he  made 
them  in  that  way,  and  that  the  rates  per 
100  pounds  on  barrel  oil  greatly  ex¬ 
ceeded  the  rates  applied  to  oil  in  tanks. 
Of  course,  the  Standard  was  the  big 
shipper  throughout  the  section  of  coun¬ 
try  in  question.  The  commission 
knocked  this  bald  favoritism  all  out  in 
one  decision,  in  which  it  held  that  if  the 
carriers  refused  to  furnish  or  could  not 
furnish  tank  cars  they  must  see  to  it 
that  no  discrimination  resulted  from  the 
practice  of  using  shippers’  cars,  that  the 
mileage  paid  on  cars  should  be  published 
and  open  to  all  tank  car  shippers,  that 
the  same  rate  per  100  pounds  must  be 
charged  on  the  oil  in  tanks  as  for  the 
oil  in  barrels.  •  This  decision  would  have 
placed  Rice  upon  an  equality  with  the 
Standard  if  other  conditions  had  been 
made  equal;  and  it  is  but  just  to  him  to 
depart  from  the  text  of  this  article  long 
enough  to  say  that  carriers  adjusted 
their  rates  so  that  oil  could  be  brought 
at  law  rates  in  tanks  to  certain  basing 
points  where  the  Standard  had  tank  sta¬ 
tions  and  thence  be  distributed  in  bar¬ 
rels  to  local  stations  at  local  rates.  The 
result  was  a  mixed  business  and  trans¬ 
portation  condition  which  still  put  Rice 
out  of  competition  unless  he  could  em¬ 
ploy  capital  sufficient  to  build  tank  sta¬ 
tions  at  these  distributing  points  .and  pay 
agents  at  such  stations  in  charg'e  of  his 
business.  Rice  continued  to  fight  the 


big  trust  before  the  commission  and  in 
the  courts  in  various  ways  until  shortly 
before  he  died  a  few  years  ago. 

An  Attorney  Who  Died  at  the  Wrong 

Time. 

In  his  first  case  before  the  commission 
he  had  for  his  attorney  F.  B.  Gowen, 
once  president  of  the  Reading  Railroad 
Co.,  and  after  the  events  which  led  to 
the  relinquishment  of  his  connection 
with  railroad  affairs  he  resumed  the 
practice  of  law,  soon  after  engaging  in 
this  case.  He  was  also  attorney  for  the 
Pennsylvania  Independent  Refiners  in 
their  big  suit  before  the  commission 
agfainst  the  eastern  lines.  This  case  also 
involved  the  relative  rates  on  shipments 
of  oil  in  tank  cars  and  barrels.  The 
carriers  estimated  the  weight  of  tank 
oil  at  about  6.3  pounds  to  the  gallon,  and 
on  barrel  oil  the  charge  was  based  on 
400  pounds,  which  was  about  the  aver¬ 
age  weight  including  the  barrel.  This 
resulted  in  a  very  considerable  discrim¬ 
ination  in  favor  of  the  tank  shipment. 
Gowen  was  ^conducting  this  case  with 
marked  ability  up  to  the  time  of  his 
tragic  death  at  the  Arlington  Hotel  in 
Washington  after  concluding  a  forceful 
argument  before  the  commission.  He 
committed  suicide  in  his  room  at  the 
hotel.  His  death  at  that  period  has  al¬ 
ways  been  accounted  a  severe  blow  to 
the  interests  of  the  independents,  for  he 
was  perhaps  the  one  man  not  fettered 
by  personal  or  railroad  interests  who, 
with  full  inside  knowledge  of  the  his- 
torv  of  oil  and  its  transportation,  was 
in  a  position  to  ably  lead  the  cause  of 
independent  competition  in  the  produc¬ 
tion  and  sale  of  petroleum.  It  was  in 
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this  case  last  mentioned  that  Gowen 
brought  out  the  fact  of  a  pool  between 
the  National  Transit  Co.,  a  pipe  line 
under  Standard  control,  and  the  Penn¬ 
sylvania  Railroad. 

So  much  has  already  been  written  of 
the  history  of  oil  and  the  attending  liti¬ 
gation  before  the  commission  and  in 
court  that  further  details  would  be  re¬ 
stating  matters  already  familiar  to  the 
public.  Let  it  suffice  to  say  in  this  con¬ 
nection  that  the  independents  won  their 
fight  before  the  commission,  and  while 
they  have  also  been  successful  in  the 
subsequent  cases  in  the  federal  circuit 
court  to  recover  damages,  they  were  re¬ 
versed  upon  technical  grounds  in  the 
circuit  court  of  appeals,  and  these  cases 
are  now  upon  appeal  in  the  supreme 
court  of  the  United  States.  It  ought  to 
be  added,  however,  that  in  later  years 
the  independents  began  to  use  tank  cars 
largely  themselves,  the  railroads  having 
finally  accorded  them  full  equality  of 
treatment  in  the  use  of  the  cars,  and 
these  independents  also  several  years 
ago  established,  and  have  continued 
since  to  successfully  operate,  a  pipe  line 
of  their  own  from  the  Pennsylvania  oil 
fields  to  the  seaboard.  The  foregoing 
is  a  mere  outline  of  one  of  the  greatest 
fights  for  commercial  equality  in  the 
record  of  any  nation,  and  recently  the 
transportation  advantages  of  the  Stand¬ 
ard  in  this  and  other  fields  have  been 
further  exposed. 

Where  Competition  Advanced  Rates. 

From  the  Kansas  fields  that  company 
has  its  pipe  line  running  upon  the  right 
of  way  of  a  railroad  company,  and  when 
it  was  built  the  transportation  charge 
on  the  railroad  went  up  instead  of  down, 
in  this  instance  competition  having  a 
most  unusual  and  disastrous  effect.  Re¬ 
bates  are  shown  by  the  reports  of  the 
Commissioner  of  Corporations,  as  in 
testimony  taken  by  the  Interstate  Com¬ 
merce  Commission,  to  have  been  ob¬ 
tained  by  the  Standard  companies 
through  the  application  of  unused  and 
unpublished  rates,  and  by  allowance  of 


free  storage,  and  for  these  the  company 
is  now  with  the  railroads  either  under 
indictment  or  under  grand  jury  investi¬ 
gation. 

Another  result  of  the  various  oil  rate 
discriminations  and  the  favoring  of  pipe 
lines  by  the  railroad  carriers  is  the  re¬ 
cent  amendment  making  pipe  lines  com¬ 
mon  carriers  and  subject  to  regulation 
under  the  interstate  commerce  laws;  but 
whether  that  course  will  prove  beneficial 
or  harmful  it  is  of  course  too  early  for 
the  expression  of  any  opinion.  Whether 
making  common  carriers  of  pipe  lines 
actually  owned  by  the  largest  oil  shipper 
in  the  world,  and  thereby  vesting  in  such 
lines  the  privileges  of  a  common  carrier, 
which  includes  the  right  to  make  joint 
rates  with  a  railroad  and  receive  a  share 
of  such  joint  rates  according  to  agree¬ 
ment,  while  independent  producers  or  re¬ 
finers  are  merely  shippers  without  any 
such  control  over  pipe  lines,  is  at  least 
questionable  from  the  standpoint  of  the 
public  interest. 

While  discussing  these  late  phases  of 
oil  transportation  the  discriminations  re¬ 
sulting  from  the  refusal  of  the  New 
Haven  road  to  make  joint  rates  on  oil 
from  western  shipping  points  into  New 
England  territory  should  not  be  over¬ 
looked.  That  was  shown  by  the  com¬ 
mission  in  the  Clark  case.  The  Stand¬ 
ard  has  receiving  stations  at  water 
points  in  Connecticut  and  Massachusetts. 
It  shipped  by  water  to  such  points  from 
its  seaboard  refineries  and  from  its  New 
England  receiving  stations  it  distributed 
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in  barrels  at  local  rates.  These  local 
rates  gave  the  New  Haven  road  about 
as  much  as  or  more  than  it  would  re¬ 
ceive  under  joint  through  all-rail  rates. 
Upon  the  road’s  refusal  to  make  all-rail 
rates  the  cost  of  rail  transportation  into 
New  England  was  higher  by  eight  or 
nine  cents  per  100  pounds.  This  was  a 
margin  which  the  Standard  could  use. 
It  could  make  its  charges  to  the  public 
nearly  that  much  higher  without  suffer¬ 
ing  from  the  competition  of  the  inde¬ 
pendent  refiner.  While  the  commission 
condemned  the  practice,  it  found  itself 
without  power  to  order  the  wrong  cor¬ 
rected  ;  but  so  strong  was  the  disclosure 
in  the  decision  of  the  commission,  and 
so  tense  was  the  state  of  the  public  mind 
at  the  time  (during  the  rate  bill  agita¬ 
tion),  that  the  situation  as  developed 
impelled  the  New  Haven  to  establish  the 
joint  rates  which  it  had  theretofore  re¬ 
fused  to  grant. 

The  Trick  of  Under  billing. 

One  day  in  the  latter  part  of  1888  the 
commission  determined  to  investigate 
the  practice  of  underbilling  freight.  Its 
inquiry  developed  the  utmost  laxity  in 
the  conduct  of  the  grain  traffic  over  the 
trunk  line  roads.  The  published  rate 
would  be  applied,  but  the  weights  as 
billed  by  the  shipper  and  accepted  by 
the  roads  would  be  far  below  the  actual 
number  of  pounds  in  the  car.  This  was 
fraud  upon  the  carriers,  but  in  most 
cases  the  swindle  was  known  and  con¬ 
doned.  The  report  made  by  the  com¬ 
mission  shook  things  up.  The  carriers 
organized  to  prevent  future  underbilling 
of  freights.  The  commission  commend¬ 
ed  this  and  recommended  to  Congress 
an  amendment  imposing  a  penalty  upon 
shippers  for  false  billing.  Here  we  have 
practically  the  first  recognition  by  the 
commission  of  the  necessity  of  provis¬ 
ions  in  the  statute  to  punish  unjust  dis¬ 
criminations  caused  by  fraud  or  granted 
rebates.  As  before  stated,  the  law  in 
this  and  other  respects  was  amended  in 
1889. 

The  tariffs  of  the  transcontinental 


roads  and  those  of  the  southern  lines 
were  in  a  state  of  great  confusion.  After 
investigations  held  the  commission  is¬ 
sued  reports  in  each,  finding  the  exist¬ 
ence  of  numerous  opportunities  for  un¬ 
just  discriminations  in  rates,  principally 
through  the  use  of  combination  charges, 
of  which  only  those  previously  apprised 
or  expertly  familiar  with  tariff  con¬ 
struction  could  be  cognizant,  and  also 
showing  preferences  as  between  locali¬ 
ties.  In  the  transcontinental  case  the 
summary  of  the  decision  is  worth  re¬ 
statement  : 

Rates  that  are  just  and  reasonable 
from  selected  manufacturing  points, 
through  the  entire  territory  east  of  the 
Missouri  river  and  west  of  the  Atlantic 
seaboard,  are  prima  facie  just  and  rea¬ 
sonable  from  all  other  points  in  the  same 
territory. 

A  tariff  naming  a  rate  from  one  lo¬ 
cality  lower  than  that  enjoyed  by  its 
neighbor,  when  the  circumstances  are 
the  same,  tenders  a  preference  or  ad¬ 
vantage  to  the  first;  and  when  any  ship¬ 
per  is  damaged  by  the  exaction  of  an 
additional  burden  the  preference  be¬ 
comes  undue  and  unreasonable,  unless  it 
can  be  justified  upon  some  sound  and 
substantial  ground. 

Common  carriers  are  under  obliga¬ 
tions  to  take  all  descriptions  of  ordinary 
traffic  from  all  points,  and  it  is  right  that 
the  rates  should  be  known  and  an¬ 
nounced  publicly  in  advance  of  the  of¬ 
fering  of  traffic. 

Under  the  act  to  regulate  commerce 
shippers  are  not  to  be  put  in  a  position 
of  subserviency  to  common  carriers,  nor 
required  to  ask  for  rates,  but  are  en¬ 
titled  to  equal  and  open  rates  at  all  times. 

Discriminations  are  made  and  undue 
advantages  are  given  by  the  special  tar¬ 
iffs  in  question,  in  giving  different  rates 
to  places  named  and  those  not  named ; 
to  manufactured  articles  named  and 
those  not_^named;  to  jobbers  at  places 
named  and  those  not  named;  to  manu¬ 
facturers  and  to  jobbers  and  other  deal¬ 
ers. 
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An  Advantage  for  the  Man  Who  Is 

“Wise.” 

In  a  prior  transcontinental  case  the 
commission  had  found  numerous  rates 
obtained  by  combination  which  produced 
lower  charges  than  those  named  in  the 
published  tariffs.  These  were  declared 
unjust  because  the  intelligent  shipper 
could  thereby  obtain  lower  rates  than 
the  shipper  having  less  information,  and 
illegal  because  they  constituted  two  rates 
for  the  same  service. 

Probably  tlie  most  beneficent  regula¬ 
tion  attempted  by  the  commission  was 
for  the  prevention  of  extensive  discrim¬ 
inations  against  American  competitive 
industry  in  favor  of  foreign  producers; 
and  in  this  it  finally  failed  through  ad¬ 
verse  construction  of  the  law  by  the  su¬ 
preme  court.  The  commission  held  as 
to  import  traffic  that  the  rate  from  the 
seaboard  to  the  interior  must  be  the  rate 
established  by  the  carrier  for  domestic 
shipments ;  in  other  words,  that  there 
must  be  no  difference  in  the  treatment 
of  foreign  and  home  merchandise  in  re¬ 
spect  of  railroad  charges  from  the  sea¬ 
ports  of  the  country  to  inland  destina¬ 
tions.  It  was  shown  in  this  case  that 
many  articles,  books,  boots  and  shoes, 
and  others,  were  carried  from  Liverpool 
by  water  to  New  Orleans  and  by  rail 
from  that  port  to  Denver  and  other 
points  for  a  less  total  charge  from  Eu¬ 
rope  than  was  applied  by  the  United 
States  rail  carriers  on  the  same  kind  of 
goods  as  domestic  shipments  from  New 
Orleans  to  Denver  or  other  destinations 
— not  only  less,  but  in  some  instances 
less  than  h^lf  that  which  domestic  ship¬ 
ments  paid.  The  commission  declared 
that  any  difference  in  charge  on  import 
or  domestic  freights  by  the  rail  carriers 
was  unjust  discrimination.  In  this  it 
was  sustained  by  both  the  circuit  court 
and  circuit  court  of  appeals,  and  during 
the  considerable  time  of  the  pendency  of 
the  case  in  these  courts  and  the  supreme 
court  the  justice  of  the  ruling  by  the 
commission  was  recognized  by  most  of 
the  rail  carriers.  The  supreme  court 


decided,  however,  that  the  difference  in 
the  conditions  governing  transportation 
from  Europe  and  those  applying  in 
transportation  within  this  country  must 
be  taken  into  account;  for  example,  the 
existence  of  water  competition  from 
Liverpool  to  San  Erancisco,  and  that  in 
the  presence  of  substantially  dissimilar 
circumstances  and  conditions,  the  car¬ 
riers  were  entitled  to  make  a  lower  rate 
from  the  foreign  port  than  the  rate  in 
force  from  the  American  port.  This  de¬ 
cision  threw  wide  open  a  door  to  the 
most  extensive  disparities  in  rates  in 
favor  of  the  foreign  and  against  the 
American  manufacturer. 

A  Dissension  in  the  Supreme  Court. 

Justices  Harlan  and  Brown  joined  in 
a  very  vigorous  dissenting  opinion. 
These  learned  judges  said  they  were  un¬ 
willing  to  impute  to  Congress  the  pur¬ 
pose  to  permit  a  railroad  company  “to 
charge  for  transporting  from  one  point 
to  another  point  in  this  country  goods 
of  a  particular  kind  manufactured  in 
this  country  three  or  four  times  more 
than  it  charges  for  carrying,  over  the 
same  route  and  between  the  same  points, 
‘^oods  of  the  same  kind  manufactured 
abroad  and  received  by  such  railroad 
company  at  one  of  our  ports  of  entry. 
They  also  said:  “Does  anyone  suppose 
that  if  the  interstate  commerce  bill,  as 
originally  presented,  had  declared  in  ex¬ 
press  terms  that  an  American  railroad 
company  might  charge  more  for  the 
transportation  of  American  freight  be¬ 
tween  two  given  places  in  this  country 
than  it  charged  for  foreign  freight  be¬ 
tween  the  same  points,  that  a  single  leg¬ 
islator  would  have  sanctioned  it  by  his 
vote?  Does  anyone  suppose  that  an 
American  President  would  have  ap¬ 
proved  such  legislation?”  They  also  cor¬ 
rectly  prophesied  that  all  roads  would 
follow  the  example  of  the  defendant  in 
the  case  in  court  and  with  the  result 
“that  the  owners  of  foreign  goods  and 
products  may  control  the  markets  of  this 
country  to  the  serious  detriment  of  vast 
interests  that  have  grown  up  here,  and 
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ill  the  prevention  of  which,  against  iin- 
jnst  discrimination,  all  of  onr  people  are 
deeply  concerned/’  Mr.  Chief  Justice 
Fuller  also  dissented  in  a  separately  filed 
opinion.  The  number  and  long  expe¬ 
rience  of  the  dissenting  justices  encour¬ 
age  the  student  of  transportation  eco¬ 
nomies  in  the  belief  that  this  decision 
was  properly  subject  to  criticism.  The 
conditions  today  are  far  worse  than  they 
were  when  the  commission  laid  down  its 
equality  rule. 

A  Possible  Weak  Spot. 

There  is  nothing  in  the  new  law  which 
strengthens  the  authority  of  the  commis¬ 
sion  over  discriminations  as  between 
places  or  descriptions  of  traffic ;  and  it  is 
hardly  comprehensible  that  American 
manufacturers  have  complacently  al¬ 
lowed  this  evil  to  remain  practically 
without  remedy  during  the  recent  rate 
bill  discussion  in  Congress.  The  writer 
may  be  pardoned  for  saying  that  the  bill 
introduced  by  him  at  the  last  session 
sought  specifically  to  grant  relief  from 
existing  inequitable  conditions.  It  is  a 
fact,  nevertheless,  no  adequate  effort 
was  made  to  insert  a  provision  in  the 
measure  providing  for  equal  rates  on  im¬ 
port  and  domestic  goods.  One  thing  it 
is  plain  that  the  commission  can  do. 
That  is,  hold  the  domestic  rate  unrea¬ 
sonable  in  view  of  the  low  share  ac¬ 
cepted  by  the  inland  carriers  out  of  the 
total  import  carrying  charge,  and  if  the 
commission  had  been  given  control  of 
differentials  much  good  could  have  been 
accomplished.  But  here  again  arises  a 
practical  difficulty.  The  commission 
cannot  hold  all  these  domestic  rates  a])- 
plied  from  20  or  n\ore  ports  unreason¬ 
able  in  any  given  proceeding,  and  it  will 
take  years  to  cover  these  rates  in  sep¬ 
arate  proceedings,  with  conditions 
changing  meanwhile.  The  rule  laid 
down  by  the  commission  in  its  decision 
should  be  enacted  into  law  at  the  fir.st 
opportunity  so  that  the  conduct  of  all 
carriers  in  this  respect  may  be  equally 
and  properly  governed.  It  may  be  safely 
asserted  as  a  principle  that  any  regula¬ 


tion  proper  for  observance  continuously 
by  all  of  the  carriers  should  be  specified 
in  the  law  instead  of  being  exercised 
piecemeal  and  therefore  inequitable  by 
the  commission,  as  of  course  no  gen¬ 
eral  legislative  powers  can  be  granted 
to  it. 

The  limits  of  this  paper  will  not  per¬ 
mit  of  detailed  references  to  the  various 
regulations  imposed  by  the  commission 
or  resulting  from  its  investigations 
whereby  discriminations  in  railway  rates 
and  railway  practices  have  been  sup¬ 
pressed.  It  is  now,  under  special  direc¬ 
tion  of  Congress,  engaged  in  the  investi¬ 
gation  of  coal  and  oil  rates  and  practices 
on  railways,  and  in  those  pertaining  to 
grain  and  elevator  charges.  As  to  what 
has  been  and  is  being  done  in  those  in¬ 
quiries  we  are  not  all  now  specially  con¬ 
cerned,  but  we  are  interested  in  this 
article  in  considering  some  of  the  con¬ 
ditions  which  have  brought  those  in¬ 
vestigations  into  being. 

The  Tricks  of  the  Coal  Carriers. 

There  have  been  numerous  complaints 
before  the  commission  of  discrimina¬ 
tions  in  rates  on  coal,  but  they  have  gen¬ 
erally  been  local  in  character  and  do  not 
merit  specific  mention,  however  salutary 
the  regulations  which  were  applied. 
There  was  one  investigation  and  one 
complaint  before  the  commission  which 
never  reached  the  stage  of  decision. 
These  pertained  to  rates  on  coal  to  Cin¬ 
cinnati  over  the  Chesapeake  &  Ohio 
road.  The  president  of  the  road,  Mr. 
Ingalls,  freely  stated  that  the  tariff  rates 
had  not  been  observed  and  that  one  or 
more  firms  in  Cincinnati  had  secured 
lower  rates  than  had  been  accorded  to 
others.  The  sums  involved  in  these  re¬ 
bate  inquiries  on  coal  to  a  single  place 
were  very  large.  One  considerable  deal¬ 
er,  the  Kineon  Coal  Co.,  claimed  dam¬ 
ages  before  the  commission  amounting 
to,  if  recollection  serves,  one  hundred 
or  more  Jhousand  dollars.  A  feature  of 
the  case  was  that  this  or  another  com¬ 
plainant,  named  Blake,  or  both,  had 
been  receiving  rebates  also,  but  not  as 
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extensive  as  those  given  to  competing 
dealers.  The  case  was  finally  settled  by 
the  parties.  Those  investigations  also 
disclosed  a  railway  fuel  company  which 
was  designed  to  control  output  and 
prices.  The  operations  of  that  com¬ 
pany  were  afterwards  greatly  modified. 
Later  on,  in  1896  or  thereabouts,  the 
Chesapeake  &  Ohio  entered  into  a  con¬ 
tract  with  the  New  Haven  Railroad 
Company  to  furnish  it  within  five  years 
at  New  England  ports,  as  ordered,  some 
two  or  three  million  tons  of  coal  from 
C.  &  O.  mines  at  a  stipulated  price  de¬ 
livered,  which  was  about  $2.75  per  ton. 
For  this,  the  C.  &  O.  had  to  purchase  the 
coal,  carry  it  to  Newport  News,  put  it 
in  vessels  and  have  it  transported  to 
and  discharged  at  the  ports  of  destina¬ 
tion.  A  strike  came  on,  and  for  quite  a 
period  no  coal  was  delivered.  In  1903 
a  balance  of  about  60,000  tons  was  under 
a  new  agreement  to  be  delivered  by  the 
C.  &  O.  to  carry  out  the  old  contract. 
The  Elkins  law,  passed  in  February, 
1903,  provided  for  application  by  the 
commission  to  the  courts  for  injunc¬ 
tions  to  compel  observance  of  tariff  rates. 
This  coal  contract  was  complained  of 
to  the  commission  by  a  dealer  in  coal 
largely  interested  in  the  New  England 
trade.  The  ensuing  investigation  showed 
that  for  a  great  part  of  the  time  since 
the  original  contract  was  made,  and  also 
during  the  period  in  1903,  the  C.  &  O., 
after  paying  for  the  coal  at  the  mines, 
the  cost  of  water  transportation  from 
Newport  News  to  New  England,  had 
left  out  of  the  $2.75  per  ton  a  sum  much 
less  than  its  published  tariff  rate  on  coal 
from  the  mines  to  Newport  News.  An 
injunction  was  obtained  by  the  commis¬ 
sion,  which  the  circuit  court  refused  to 
continue,  though  it  enjoined  the  C. 

O.  from  completing  this  contract.  The 
supreme  court,  however,  modified  the 
judgment  and  ordered  a  perpetual  in¬ 
junction  against  this  road,  restraining 
it  from  further  departing  from  its  pub¬ 
lished  rates  in  tlie  transportation  of  coal. 
In  its  decision,  the  supreme  court  in¬ 
veighed  most  strongly  against  the  prac¬ 


tice  of  railroad  companies  engaging  in 
the  purchase  and  sale  of  commodities 
which  are  the  subject  of  common  car¬ 
riage. 

How  a  Possible  Competitor  Is  Kept  Out. 

During  the  pendency  of  the  C.  &  O. 
case  in  the  courts  there  had  been  several 
complaints  by  prospective  coal  miners  of 
refusals  on  the  part  of  the  Baltimore  & 
Ohio  to  allow  switch  connections  with 
side  tracks  to  the  mines.  Some  of  these 
complaints  were  settled  before  hearing 
or  before  decision.  One  day,  the  presi¬ 
dent  of  the  Red  Rock  Fuel  Co.,  which 
owned  a  tract  of  valuable  coal  land  in 
West  Virginia,  complained  to  the  com¬ 
mission  of  refusal  by  the  B.  &  O.  to  al¬ 
low  a  switch  connection  from  the  par¬ 
tially  opened  mines  of  the  complaining 
company,  although  such  switch  connec¬ 
tions  had  been  freely  allowed  to  other 
mines  in  the  same  general  section.  The 
railroad  company  decided  to  fight  this 
case.  It  appeared  tluU  the  railroad  com¬ 
pany  owned  a  majority  of  the  stock  of  a 
company  which  in  turn  controlled  the 
Fairmount  Coal  Company, *and  that  the 
latter  shipped  more  than  half  the  coal 
from  the  Fairmount  district  during  the 
preceding  year.  The  carrier  was  also 
interested  in  other  mines  to  a  consider¬ 
able,  if  not  controlling,  extent.  The 
commission  held  that  the  discrimination 
was  not  only  wrongful  as  between  the 
complainant  and  other  more  favored 
shippers,  but  that  it  amounted  to  undue 
and  unreasonable  preference  by  the  car¬ 
rier  of  itself.  Without  the  switch  con¬ 
nection  desired  ^ffhe  Red  Rock  Fuel 
Company’s  4,000  or  more  acres  of  coal 
land,  otherwise  immensely  valuable, 
must  become  a  barren  waste,  said  the 
commission.  It  further  declared  that 
“if  such  discrimination  is  lawful,  de¬ 
fendant  will  by  continuing  to  deny  these 
facilities  to  applying  owners  of  coal 
lands,  be  able  to  practically  control  in 
its  own  interest  all  the  undeveloped  coal 
in  this  field,  as  well  as  derive  greater 
profit  from  its  very  large  holdings  in 
mines  already  developed  in  that  section.’ 
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The  coal  operators  and  owners  of  un¬ 
opened  coal  lands  were  all  deeply  inter¬ 
ested  in  the  outcome  of  the  case,  and 
when  the  carrier  refused  to  obey  the 
order  of  the  commission  they  sat  down 
to  await  with  patience  the  outcome  of 
the  promptly  instituted  proceeding  in 
court  to  compel  observance  of  the  order. 
The  president  of  the  Red  Rock  Fuel 
Company,  Mr.  Bulitt,  is  made  of  differ¬ 
ent  material  from  most  men.  He 
thought  Congress  should  have  this  griev¬ 
ously  discriminating  practice  brought  to 
its  attention  in  some  emphatic  way ;  and 
so  he  sent  a  strong  letter  with  a  copy  of 
the  commission’s  decision  to  every  mem¬ 
ber  of  the  Senate  and  House.  The  rate- 
bill  was  the  subject  of  debate  and  all 
matters  connected  with  transportation 
were  then  eagerly  discussed.  The  press 
was  full  of  the  various  matters  daily 
arising,  and  of  course  it  took  up  this 
memorial  of  the  Red  Rock  Fuel  Com¬ 
pany  with  the  same  zest.  Senator  Till¬ 
man  dramatically  brought  the  Red  Rock 
case  out  in  the  Senate.  Numerous  other 
complaints  poured  in  upon  the  members 
and  later  on  the  Tillman-Gillespie  reso¬ 
lution  calling  for  thorough  investiga¬ 
tion  by  the  commission  of  all  coal  land 
ownership  and  coal  rate  or  facilities  dis¬ 
crimination  was  passed  by  both  Houses. 

The  testimony  is  unanimous  that  since 
the  passage  of  that  resolution  by  Con¬ 
gress  no  coal  shipper  had  had  occasion 
to  complain  of  unjust  discrimination  in 
the  furnishing  of  cars,  and  the  astound¬ 
ing  disclosures  of  corrupt  and  discrim¬ 
inating  practices  by  officials  on  some  of 
the  eastern  lines  which  have  been 
brought  out  in  the  investigation  by  the 
commission  have  caused  such  careful 
attention  to  the  rights  of  shippers  as 
has  never  before  been  exhibited  upon 
American  railways. 

Another  feature  of  coal  discrimina¬ 
tion  is  shown  in  the  celebrated  Santa  Fe 
case  which  will  be  discussed  further  on 
in  this  paper. 

Hardly  a  year  has  passed  in  the  his¬ 
tory  of  the  commission  since  1889  which 
has  not  recorded  discriminations  in 


grain  rates  shown  in  inquiries  made  by 
the  commission  upon  complaint  or  its 
own  motion.  The  formal  complaints 
have  embraced  rates  from  Kansas  to  the 
Gulf,  the  Missouri  river  and  all  the 
grain-growing  states  to  the  eastern  sea¬ 
board,  or  to  Chicago,  the  revision  of 
rates  from  producing  localities  to  Min¬ 
neapolis  as  compared  with  Duluth,  and 
Milwaukee  as  compared  with  Minneap¬ 
olis,  the  fixing  of  a  differential  as  be¬ 
tween  export  grain  and  flour,  the  revis¬ 
ion  of  differentials  as  between  New 
York,  Philadelphia,  Baltimore  and  Bos- 
ton  on  export  grain  and  its  products. 

Rates  Used  Only  as  a  Basis  From 
Which  to  Figure  Deductions. 

Investigations  instituted  by  the  com¬ 
mission  itself  have  shown  the  existence 
at  times  of  almost  complete  demoraliza¬ 
tion  of  rates,  including  rates  on  grain, 
grain  products,  dressed  meat  and  pack¬ 
ing  house  products,  whereunder  the  tar¬ 
iff  rates  were  used  merely  as  standards  ' 
from  which  to  compute  deductions.  The 
Hutchinson  salt  case  of  Kansas  proved 
the  giving  of  extensive  and  illegitimate 
allowances  to  this  Salt  Trust  through 
the  fiction  of  dividing  the  rate  with  a 
short  initial  road  named  in  the  tariffs 
as  a  common  carrier,  but  which  in  real¬ 
ity  had  no  actual  operating  existence  and 
was  operated  by  the  real  initial  lines  as 
far  as  it  was  necessary  to  be  used  at  all. 

The  Santa  Fe  coal  case  before  alluded 
to  was  investigated  by  the  commission 
on  its  own  motion,  and  the  summary 
of  its  highly  interesting  report  is  as  fol¬ 
lows  : 

“The  act  to  regulate  commerce,  which 
requires  carriers  to  publish  and  adhere 
to  their  tariffs,  has  been  grossly  and 
continuously  violated  by  the  Atchison, 

J  opeka  &  Santa  Fe  Railway  Company 
during  the  last  five  years  in  the  follow¬ 
ing  respects :  It  published  rates  on  in¬ 
terstate  shipments  of  coal  from  mines  in 
Colorado  and  New  Mexico  which,  under 
the  tariffs,  applied  only  to  the  transpor¬ 
tation  thereof,  but  which  for  the  Colo¬ 
rado  Fuel  and  Iron  Company  were  made 
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by  the  railway  company  to  include  the 
price  of  the  coal,  and  such  price  was 
paid  to  the  fuel  and  iron  company  by  the 
railway  company.  While  giving  rebates 
to  the  fuel  and  iron  company  from  such 
tariff  rates,  it  charged  the  full  tariff 
rates  on  interstate  shipments  of  coal  by 
other  shippers  in  not  only  the  general 
coal  region  involved,  but  in  the  same 
coal  field.  This  practice  of  the  railway 
company  resulted  in  closing  markets  for 
coal  to  shippers  competing  with  the  Col¬ 
orado  Fuel  and  Iron  Company. 

“The  Act  of  February  19,  1903  (the, 
so-called  Elkins  law),  which  prohibits 
carriers  from  transporting  traffic  until  a 
tariff  has  been  published,  requires  ob¬ 
servance  of  the  tariff,  provides  a  penalty 
for  each  violation  of  not  less  than  $1,000 
nor  more  than  $20,000,  and  applies  both 
to  the  carrier  and  the  party  receiving 
the  concession,  has,  respecting  the  trans¬ 
portation  involved  in  this  proceeding, 
been  systematically  and  continuously 
violated  by  the  Atchison,  Topeka  & 
Santa  Fe  Railway  Company  and  the  Col¬ 
orado  Fuel  and  Iron  Company  from  the 
day  of  its  passage  down  to  November  27, 
1904,  when  the  tariffs  upon  which  this 
coal  moved  were  reduced  in  all  cases 
$1.15;  and  this  notwithstanding  the  At¬ 
chison,  Topeka  and  Santa  Fe  Railway 
Company  has,  in  a  suit  begun  in  the 
United  States  circuit  court  at  the  in¬ 
stance  and  request  of  this  commission, 
been  under  injunction  since  March  25, 
1902,  to  observe  in  all  respects  its  pub¬ 
lished  schedules  of  rates.” 

When  Commissioner  Prouty  had  con¬ 
cluded  the  hearing  of  this  case  in  Chi¬ 
cago  he  indicated  the  substance  of  the 
testimony  to  the  press,  and  was  there¬ 
upon  roundly  abused  for  alleged  pre¬ 
judgment  and  indiscretion  or  impro¬ 
priety.  The  case  was  reported  by  the 
commission  to  the  Department  of  Jus¬ 
tice.  Certain  mining  companies  shown 
to  have  been  discriminated  against  in 
this  case  brought  suit  for  damages 
against  the  railway  company.  The  suit 
has  since  been  settled  by  the  payment  of 
damages  reported  to  exceed  half  a  mil¬ 


lion  dollars,  and  the  railway  company 
and  fuel  and  iron  company,  having  been 
indicted  and  convicted  in  the  federal 
court,  have  each  paid  a  fine  of  $15,000. 
Commissioner  Prouty’s  vindication 
seems  complete. 

The  Commission  Claims  Somebody  Lied. 

It  is  a  sad  commentary  upon  the  frailty 
of  human  nature  that  in  one  case  the 
records  of  transactions  inquired  into  by 
the  commission  had  been  deliberately  de¬ 
stroyed,  and  that  in  another  inquiry  the 
railroad  witnesses  all  swore  that  the  rate 
had  in  all  cases  been  maintained,  where¬ 
as  it  was  freely  admitted,  says  the  com¬ 
mission,  by  railroad  managers  them¬ 
selves  in  general  conversation,  and  mat¬ 
ters  of  general  statement,  that  the  tariff 
rates  were  seldom  observed. 

In  a  later  year  the  railway  officials 
took  another  tack  and  freely  admitted 
that  prior  to  January  1  preceding  nearly 
everybody  paid  less  than  the  tariff  rates. 
Out  of  this  grew  the  injunctions  against 
the  grain  carrying  roads  in  1902.  These 
injunctions  also  covered  packing  house 
products  and  other  traffic.  Then  fol¬ 
lowed  the  Elkins  law  of  1903,  with  tem¬ 
porary  cessation  of  these  criminal  prac¬ 
tices.  In  1905  and  before,  the  offenders 
had  again  grown  bold,  and  the  result 
has  been  the  recent  series  of  successful 
prosecutions  in  which  maximum  fines  of 
$20,000  have  been  imposed. 

A  further  word  about  criminal  prose¬ 
cutions.  It  has  been  demonstrated  that 
the  law  to  be  successful  in  operation 
must  be  effective  alike  in  regulating  or 
curing  evils  and  in  punishing  wilful  vio¬ 
lators  of  its  provisions.  When  the  El¬ 
kins  law  was  passed  the  roads  and  the 
shippers  for  a  considerable  period  “were 
good,”  in  that  there  were  few  criminal 
offenses  against  the  statute,  but  almost 
immediately .  peculiar  rules  and  rate 
changes  were  put  into  the  published 
schedules,  and  the  tendency  was  to  main¬ 
tain  illegitimate  advantages  at  all  Haz¬ 
ards.  Though  the  commission’s  regu¬ 
lating  authority  had  become  of  little  ef¬ 
ficiency  through  judicial  discoveries  of 
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Statutory  defects,  the  number  of  com¬ 
plaints  to  the  commission  was  trebled 
or  more. 

Federal  Law  the  Only  Cure. 

Enough  has  been  said  to  show  the 
value  and  necessity  of  a  strong  federal 
law.  The  ability  and  fearlessness  dis¬ 
played  by  the  commission  under  the 
most  discouraging  circumstances  has 
won  for  it  the  highest  praise  and  com¬ 
mendation  in  all  quarters.  It  has  always 
retained  the  confidence  of  the  people.  . 

The  railways  have  demonstrated  that 
they  yielded,  even  in  times  of  the  great¬ 
est  traffic  offerings  and  when  every  car- 
wheel  was  turning  money  into  their 
treasuries,  to  the  shippers’  demand  for 
illegitimate  rate  concessions.  The  man¬ 
agers  of  the  roads  proclaim  conversion 
to  the  doctrine  of  equality  in  rates  and 
facilities.  They  have  done  that  before, 
but  “Faith  without  work  is  dead.” 

The  defectiveness  of  the  law  in  the 
matter  of  criminal  prosecutions  was  a 
stumbling  block  in  the  way  of  punishing 
the  offenders,  before  the  Elkins  law  was 
enacted,  and  very  few  attempts  to  en¬ 
force  penalties  were  successful.  Even 
when  an  expert  accountant  had  declared 
that  millions  of  dollars  had  been  unlaw¬ 
fully  spent  in  rebates  from  the  Santa  Fe 
treasury,  it  was  found  impossible  to  con¬ 
vict  those  who  had  been  indicted,  for 
the  reason  that  the  judge  held  “unjust 
discrimination”  could  not  be  shown 
merely  by  proof  of  departure  from  the 
tariff  rate,  and  that  it  must  also  appear 
affirmatively  that  others  had  contempo¬ 
raneously  paid  a  higher  rate  on  like 
traffic.  The  proof  was  not  ready,  was 
difficult  to  obtain,  and  so  an  apparently 
easy  case  failed. 

Subsequently,  the  law’s  penalties  were 
made  to  run  (in  the  Elkins  act)  against 
departure  from  the  published  tariff 
charge. 

Rebating  Is  Both  a  Swindle  and  a 
Robbery. 

If  the  principal  railway  managers  in 
the  United  States  had  subscribed  fully 


to  the  declaration  of  public  rights 
framed  in  the  interstate  commerce  law 
of  1887,  and  by  their  acts  made  known 
to  the  people  that  they  themselves  de¬ 
fined  giving  a  rebate  as  complicity  in  a 
commercial  swindle,  and  receiving  a  re¬ 
bate  as  participation  in  robbery,  it  is 
not  too  much  to  believe  that  the  present 
numerous  and  varied  efforts  to  re-inspire 
devotion  to  principles  of  common  honesty 
in  all  walks  of  life  would  not  be  mani¬ 
fested.  The  truth  of  this  is  indicated 
by  the  fact  that  the  cost  of  transporta¬ 
tion  is  an  important  element  in  every 
form  of  production  and  trade,  and  that 
an  advantage  obtained  over  a  business 
competitor  in  the  cost  of  transportation 
is  not  confined  to  the  immediate  bene¬ 
ficiary  but  generally  runs  in  some  form 
and  to  some  extent  through  all  subse¬ 
quent  transactions  in  the  commodity  af¬ 
fected  until  actual  consumption  pr  final 
use  ensues.  Now,  let  the  obtaining  of 
such  advantages  become  a  recognized 
part  of  business  dealings  and  the  law 
forbidding  them  be  regarded  merely  as 
marking  a  standard  from  which  depart¬ 
ures  therefrom  can  be  induced,  it  fol¬ 
lows  that  a  battle  with  “fraud”  as  the 
watchword  is  constantly  progressing  in 
which  the  weak  and  less  resourceful  are 
generally  falling  and  the  strong  and 
crafty  are  generally  winning  and  occu¬ 
pying  commanding  ground. 

Such  a  real  condition  or  conflict  ex¬ 
isted  for  15  or  more  years  after  the  act 
to  regulate  commerce  took  effect  in  1887. 
The  people  as  a  whole  were  satisfied 
with  the  passage  of  what  was  then  ac¬ 
claimed  throughout  the  land  as  a  great 
remedial  statute,  but  soon  an  increasing 
army  of  shippers  sought  as  individuals 
in  every  possible  way  to  secure  personal 
advantages  through  violation  of  its  pro¬ 
visions.  Men  proudly  conscious  that 
everywhere  their  word  was  accepted  as 
“good  as  a  government  bond,”  and  that 
no  devious  practices  spotted  their  repu¬ 
tations,  during  all  that  period  boasted 
openly  of  successes  attained  through  in¬ 
genious  devices  which  represented  crim¬ 
inal  rebates  from  the  published  tariff 


THE  BUSINESS  MAN'S  MAGAZINE  AND  THE  BOOK-KEEPER 


4r» 


rates,  and  by  such  devices  they  deliber¬ 
ately  inflicted  damage  and  often  busi¬ 
ness  ruin  upon  their  competitors  in 
trade. 

A  Low  State  of  Conscience. 

So  low  was  the  public  conscience  that 
what  was  plain  fraud  and  solemnly  pro¬ 
hibited  as  a  misdemeanor  and  made  pun¬ 
ishable  by  fine  and  imprisonment  in  a 
law  of  the  United  States  was  generally 
accepted  as  a  legitimate  result  of  good 
business  sagacity. 

Well,  the  shippers  who  have  hereto¬ 
fore  profited  by  these  unlawful  acts  have 
been  taught  many  salutary  lessons  dur¬ 
ing  the  last  two  or  three  years;  the  rail¬ 
way  officials  have  seen  a  number  of  their 
fellows  and  some  of  their  companies  in¬ 
dicted  and  fined ;  we  have  an  amended 


law  and  a  strong  commission  with  many 
new  and  apparently  efficient  powers ;  we 
have  an  alert  Attorney  General  with  a 
corps  of  trained  assistants;  and  back  of 
them  we  have  a  President  whose  whole 
magnificent  record  stands  for  enforce¬ 
ment  of  law.  Yet  with  all  these,  if  the 
shippers  remained  undeterred  by  the 
law’s  penalties  and  the  railway  man¬ 
agers  again  become  oblivious  of  their 
own  legal  obligations,  it  is  certain  that 
a  reactionary  period  will  ensue,  and 
transportation,  a  precious  common  pub¬ 
lic  right,  again  become,  as  it  so  fre¬ 
quently  has  before,  a  subject  of  secret 
bargain  and  the  most  insidious  and  po¬ 
tent  instrument  of  evil  ever  used  by 
unscrupulous  men  to  afflict  their  busi¬ 
ness  rivals  and  through  them  the  whole 
American  nation. 


Things  You  Can  Insure  Against 

By  T.  C.  HOADLEY 


CORPORATION  that  car¬ 
ried  in  stock  all  the  different 
kinds  of  insurance  purchase- 
able  would  resemble  a  cor¬ 
porate  department  store,  and 
probably  have  a  larger  surplus  than  any 
of  the  big  life  companies.  For  life,  fire 
and  marine  insurance  are  only  the  three 
best-known  divisions  of  a  business  that 
has  been  subjected  to  ingenious  adapta¬ 
tions  ever  since  the  principle  of  insurance 
began  to  be  understood. 

Where  did  the  insurance  idea  originate? 
Back  beyond  the  dawn  of  history,  prob¬ 
ably.  To  encourage  importations  of  corn 
the  Emperor  Claudius  undertook  to  pay 
for  all  losses  in  this  trade.  But  he  collect¬ 
ed  no  premiums.  The  earliest  form  of 
premium  insurance  is  found  among  the 
trade  guilds  in  medieval  times,  when 
merchants’  companies  made  up  a  fund  from 
which  losses  to  members  by  fire,  water, 
robbery  and  other  calamities,  were  reim¬ 
bursed.  The  first  regular  insurance  com¬ 
pany  in  Great  Britain  was  established  in 
1696,  and  from  the  day  when  a  shrewd 
Hollander  applied  the  laws  of  mathematics 


and  exact  averages  to  insurance,  the  idea 
began  to  grow. 

Today,  in  the  open  market,  you  can  buy 
insurance  that  will  cover  losses  to  crops 
through  hail,  cyclone  and  other  destructive 
effects  of  the  elements.  Cattle  can  be  in¬ 
sured  against  death  through  certain  dis¬ 
eases,  as  well  as  lightning.  Boilers  may 
be  insured  against  explosion,  elevators 
against  accident,  employers  and  municipali¬ 
ties  against  liability  for  damage  arising 
from  injuries  caused  by  their  machinery, 
etc.,  either  to  employes  or  the  public  at 
large.  Hotel  men  and  merchants  can  buy 
a  blanket  policy  called  “general  liability,” 
that  covers  all  responsibility  for  damages 
arising  from  accidents  to  anyone  on  their 
premises,  including  elevators.  Team  insur¬ 
ance  covers  accidents  caused  by  horses  or 
vehicles,  including  the  driver.  Automobile 
insurance  covers  damages  awarded  to  per¬ 
sons  hurt  by  one’s  motor  car,  including  the 
chauffeur.  Theater  managers  carry  a  pro¬ 
tective  policy  covering  the  whole  building, 
and  all  kinds  of  accidents  to  employes  or 
j3ublic.  Builders  and  contractors  carry 
policies  covering  accidents  on  buildings  un- 
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der  construction,  ship  owners  for  injuries 
to  employes  or  passengers  on  vessels, 
physicians  and  dentists  protect  themselves 
against  loss  through  claims  arising  from 
alleged  malpractice,  error  or  mistake. 
Workmen’s  insurance  covers  injury  to  or 
death  of  every  employe  of  a  manufacturer, 
and  losses  are  paid  whether  the  employer 
is  legally  li?.ble  or  not,  this  form  of  protec¬ 
tion  being  paid  for  from  employes’  wages. 
Fly-wheels  can  be  insured  against  bursting, 
plate  glass  against  breakage. 

Automatic  sprinklers,  now  so  generally 
installed  everywhere,  are  likely  to  go  off 
in  hot  weather,  causing  water  damage. 
This  is  insured  against  with  a  sprinkler 
policy.  General  water  damage  arising 
from  any  cause  can  also  be  covered  by  a 
special  policy,  and  still  another  form  of 
water  protection  is  found  in  plumbing 
policies,  which  cover  leakage  from  pipes 
and  allow  for  replacement  where  they  are 
damaged.  Banks  have  insurance  not  only 
against  burglary,  but  protect  their  mes¬ 
sengers  against  robbery  on  the  street  and 
their  counting  rooms  against  hold-up. 
Merchants  and  householders  can  buy  burg¬ 
lary  insurance.  Jewelers  are  protected 
against  raids  and  hold-ups.  Separate  burg¬ 
lary  policies  can  be  had  covering  safes  only, 
and  there  are  special  policies  covering  theft 
from  residences,  stores,  summer  homes, 
stables.  Assault  insurance  is  a  form  of 
protection  against  injury  or  death  caused 
by  burglars  or  thieves,  and  covers  not  only 
the  insured,  but  each  member  of  his  fam¬ 
ily,  his  servants,  watchmen  and  employes. 
Teams  are  frequently  stolen  in  the  streets 
of  cities.  Big  insurance  companies  issue 
policies  against  this  loss.  Horses  are  often 
stolen  from  farmers,  and  such  losses  are 
covered  in  many  parts  of  the  country  by 
what  are  known  as  “horse  companies,” 
really  mutual  organizations  of  farmers  that 
telegraph  news  of  horse  thefts  around  the 
countryside  and  indemnify  the  owner  if 
the  animals  are  not  recovered. 

Health  can  be  insured,  the  policy  cover¬ 
ing  loss  of  time  and  income  through  such 
specified  diseases  as  typhoid,  pneumonia, 
yellow  fever,  typhus,  scarlet  fever,  scarla¬ 
tina,  smallpox,  diphtheria.  varioloid, 
measles,  Asiatic  cholera,  cholera  morbus, 
erysipelas,  diabetes,  appendicitis,  peritonitis. 


tetanus,  pleurisy,  acute  hydrocele,  angina 
pectoris,  cerebral  apoplexy,  brain  fever, 
epilepsy,  sunstroke,  hydrophobia,  cancer, 
malignant  tumor,  whooping  cough,  acute 
cerebro  spinal  meningitis  and  mumps. 

Accident  insurance  covers  loss  of  eyes, 
hands  or  feet,  as  well  as  death  by  accident, 
loss  of  time  through  accidental  injuries, 
and  cost  of  certain  surgical  operations.  A 
policy  of  this  character  brings  to  mind  rail¬ 
road  catastrophes,  steamboat  explosions 
and  similar  accidents.  But  the  companies 
writing  such  assurance  have  found  that 
the  greater  proportion  of  losses  are  paid 
on  injuries  sustained  about  the  insured’s 
home,  such  as  falling  down  stairs,  falling 
from  windows,  injuries  caused  through  use 
of  tools,  etc.  The  chances  against  a  policy¬ 
holder  sustaining  injuries  on  a  railroad, 
steamer  or  any  other  conveyance  are  so 
insignificant,  that  most  companies  pay 
double  for  such  claims  what  would  be  paid 
for  the  disability  caused  by  pounding  one’s 
thumb  with  a  tackhamnier. 

Besides  this  long  list  there  is  insurance 
of  realty  titles,  insurance  of  credits,  in¬ 
surance  of  patents  against  claims  of  other 
inventors,  insurance  of  letters,  packages  in 
transit  and  tourists’  baggage.  The  instal¬ 
ment  furniture  man  can  buy  insurance 
against  swindlers  who  move  away  with  his 
goods,  and  the  tailor  can  insure  against 
that  stock  figure  of  the  humorist,  the  man 
who  never  pays  his  bills.  Druggists  are 
likely  to  make  mistakes,  but  can  insure 
against  claims  arising  therefrom.  The 
drummer  can  insure  his  samples,  the  cor¬ 
poration  can  insure  its  employes’  honesty, 
the  landlord  can  insure  his  rents  and  lease¬ 
holds,  the  saloon-keeper  can  insure  his 
license,  the  bank  depositor  can  insure  his 
bank  accounts.  There  are  policies  known 
as  fidelity,  official,  guaranteed  attorney’s 
department,  casualty,  contingent,  landlord’s 
liability,  use  and  occupancy,  court  bonds, 
etc.,  all  representing  some  form  of  protec¬ 
tion,  and  not  long  ago  a  scheme  was  put 
into  operation  to  sell  maternity  insurance, 
women  who  took  out  policies  of  this  char¬ 
acter  being  paid  a  certain  sum  on  the  birth 
of  a  child.  The  latter,  however,  was  not 
correctly  based  on  the  laws  of  averages, 
and  the  company  soon  went  out  of  busi¬ 
ness; 
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The  Voice  of  the  People. 

HERE  has  recently  devel¬ 
oped  a  reactionary  senti¬ 
ment  in  this  country  that  is 
pregnant  with  significance. 
When  a  crusade  was  com¬ 
menced  against  the  corporate  enormi¬ 
ties  that  were  allowed  to  flourish  until 
they  became  a  serious  menace  to  the 
prosperity  of  the  country,  to  the  hon¬ 
esty  of  public  and  private  operations 
and  to  the  success  of  popular  govern¬ 
ment  itself,  conservatism  trembled  at 
the  intrepid  assault  made  in  the  interest 
of  reform.  It  was  a  dis-turbing  inno¬ 
vation.  It  tended  to  the  eruptive  dis¬ 
turbance  of  commercial  activity  and 
supremacy.  It  was  so  radical  as  to  be 
revolutionary  and  the  outcome  was 
awaited  with  fear. 

But  those  who  took  up  the  work  dem¬ 
onstrated  that  the  method  adopted  by 
them  was  the  only  one  which  could  be 
depended  upon  for  success.  It  was 
necessary  to  arouse  the  people  and  their 
long  acquiescence  in  trust  tyranny  cre¬ 
ated  the  necessity  of  complete  exposure 
and  the  outspoken  condemnation  called 
for  by  the  deplorable  conditions.  This 
necessity  was  made  the  more  apparent 
by  the  fact  that  the  timidity  of  conserv¬ 
atism  was  promoted  by  corporate  cun¬ 


ning  which  has  so  many  mediums 
through  which  to  exert  its  baneful  influ¬ 
ence.  The  war  had  to  be  without  quar¬ 
ter  and  along  the  most  vigorous  lines  of 
assault,  or  prove  a  failure. 

The  policy  has  brought  its  own  vindi¬ 
cation.  The  people  are  aroused  and 
determined.  Their  public  servants  must 
espouse  the  cause  of  their  masters  or 
get  out.  The  cry  of  “Muck  rakers !” 
has  been  practically  abandoned.  The  - 
reversal  has  gone  so  far  under  the  damn¬ 
ing  evidence  produced  that  the  conserv¬ 
atives  are  flocking  to  the  standard  of 
the  radicals.  An  impressive  example  of 
this  was  given  in  the  baccalaureate 
address  of  President  Angell  of  the  State 
University  of  Michigan.  He  is  at  the 
head  of  one  of  the  greatest  institutions 
of  learning  in  the  world,  and  did  more 
than  any  other  one  man  to  make  it  such. 
He  is  not  the  scholar  of  the  cloister,  but 
deeply  versed  in  the  broad  knowledge 
which  covers  the  present  status  of  eco¬ 
nomics,  civil  government  and  interna¬ 
tional  relations.  His  efforts  are  to  the 
uplifting  of  the  world  and  the  establish¬ 
ment  of  a  universal  reign  of  justice. 
His  convictions  are  those  of  the  enlight¬ 
ened,  sympathetic  thinker  and  his  stand¬ 
ing  among  men  places  his  integrity 
beyond  impeachment.  His  theme  on  the 
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occasion  referred  to  was  “Honesty,”  and 
this  is  among  the  things  that  he  said : 

A  Comment  From  the  President  of  a 
Great  University. 

“One  of  the  most  striking  character¬ 
istics  of  the  years  1905-6,  in  this  country, 
it  will  be  generally  agreed,  is  the  wide¬ 
spread  outbreak  of  dishonesty  in  high 
places.  Men  holding  the  most  important 
fiduciary  trusts  and  receiving  exhorbi- 
tant  salaries  for  their  positions,  have 
proved  criminally  false  to  their  trusts. 

“United  States  senators  have  been 
convicted  of  gross  frauds  upon  the  gov¬ 
ernment.  Great  corporations,  rendered 
almost  omnipotent  by  their  vast  aggrega¬ 
tion  of  capital,  have  unscrupulously 
used  their  power  to  inflict  great  hard¬ 
ships  on  the  common  people  who  were 
their  helpless  victims. 

“Bank  officers  in  their  greed  have 
wrecked  the  institutions  committed  to 
their  care  and  cheated  the  widow  and 
the  orphan  out  of  their  scanty  posses- 
‘:ions.  As  our  daily  newspapers  have 
for  months  come  freighted  with  the 
stories  of  these  iniquities  we  have  been 
shocked  and  often  been  driven  almost 
to  despondency  while  we  asked  whether 
honesty  has  fled  from  the  earth  and 
whether  any  career  is  possible  for  an 
honorable  man.” 

President  Angel  1  then  drew  the 
brighter  picture,  finding  it  in  the  fact 
that  there  is  a  mighty  underlying 
strength  of  moral  integrity  in  the 
masses;  that  they  have  been  rudely 
awakened  and  that  they  share  in  full  the 
indignation  of  those  rallying  the  forces 
of  reform.  Pie  goes  on:  “With  an 
energy  which  makes  our  hearts  tingle 
with  delight  we  have  seen  them  dethron¬ 
ing  bosses  who  had  been  for  years  in 
power.  On  all  hands  they  are  calling 
for  the  enactment  of  laws  that  will  pre¬ 
vent  the  intolerable  abuses  from  which 
they  have  suffered  and  for  the  vigorous 
and  unsparing  prosecution  of  rascals  of 
high  and  low  degree.  A  more  sane  and 


wholesome  state  of  public  feeling  has 
never  been  seen.” 

Farther  on:  “On  the  other  hand, 
popular  indignation  at  dishonesty  and 
civic  fraud  is  at  a  hight  before  unknown. 
The  public  press  daily  harries  and  hunts 
down  these  unworthy  officials  and  capi¬ 
talists  who  have  despoiled  their  neigh¬ 
bors  and  holds  them  up  to  scorn  and 
contempt.  The  courts  are  binding  some 
of  those,  whose  have  held  high  places  in 
society,  with  the  gyves  of  the  law  and 
sheriffs  are  hauling  many  of  them  to  the 
penitentiaries.  The  halls  of  legislation 
are  ringing  with  the  cries  of  the  people 
for  laws  to  protect  them  against  the 
wily  schemes  of  such  men  as  have  in  the 
past  plundered  them,  with  impunity.” 

We  have  quoted  thus  at  length  from 
one  of  the  most  prominent  authorities 
of  the  age,  one  of  the  most  learned,  one 
of  the  most  solicitous  for  the  welfare  of 
his  country  and  mankind,  one  of  the 
most  charitable,  one  of  the  most  delib¬ 
erate  in  thought,  deed  and  language,  one 
of  the  safest  in  his  investigations,  rea¬ 
soning  and  conclusions,  because  his 
views  are  in  such  perfect  harmony  with 
those  to  which  The  Business  Man’s 
Magazine  is  committed.  Even  thirty 
days  prior  to  the  date  of  his  address  it 
would  have  branded  him  as  one  of  the 
men  with  a  muck  rake.  He  would 
have  been  decried  as  a  sensationalist, 
socialist  or  anarchist  according  to  the 
mercenary  interests  of  his  respective 
denouncers.  A  demand  would  have 
gone  up  for  his  removal  as  one  unworthy 
to  have  the  youth  of  the  land  sit  at  his 
feet. 

Real  Regulation. 

Massachusetts  saw  the  weakness  of 
the  federal  legislation  and  corrected  it 
within  her  own  borders.  The  commis-- 
sion,  to  which  reference  has  been  made 
was  authorized  to  fix  the  rate  per  can  at 
which  nnlk  should  be  carried  by  the 
roads  of  the  state.  It  fixed  them,  en¬ 
forced  them  and  the  courts  had  nothing 
to  do  with  the  reform.  In  England 
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there  is  no  appeal  from  the  findings  of 
the  commission,  except  upon  questions 
of  law,  and  when  the  *law  gives  the  com¬ 
mission  a  right  to  fix  and  enforce  rates 
the  chances  of  delaying  or  defeating  the 
ends  of  justice  are  reduced  to  a  mini¬ 
mum. 

The  whole  struggle  in  Congress  was 
to  give  the  Interstate  Commerce  Com¬ 
mission  the  power  to  do  the  work  ex¬ 
pected  of  it,  intervention  of  the  courts 
being  limited  to  bona  fide  questions  of 
law  instead  of  being  appealed  to  for  pur¬ 
poses  of  procrastination  and  continued 
oppression  on  the  part  of  the  railroads. 
It  is  a  certainty,  as  stated,  that  litiga¬ 
tion  will  come  thick  and  fast  as  the 
result  of  the  bill  passed.  Any  idea  that 
the  railroads  will  yield  gracefully  is  not 
worth  retaining.  They  have  had  too 
good  a  thing  as  plunderers  and  public 
looters  to  let  go  without  a  fight  to  wear 
the  people  out  and  restore  them  to  the 
same  placid  state  of  endurance  from 
which  they  have  been  latterly  aroused. 
“Once  a  criminal  always  a  criminal” 
applies  with  multiplied  force  to  corpora¬ 
tions  gone  wrong.  They  are  not  pos¬ 
sessed  of  the  individual  self-control  or 
conscience.  Their  damnable  deeds  do 
not  create  in  them  a  desire  for  reform ; 
much  less  atone  for  the  atrocities  of 
which  they  have  been  guilty.  There  is 
nothing  for  the  law  to  do  but  to  put  the 
thumbscrews  to  them  until  they  realize 
their  stupendous  wickedness  toward  the 
people  who  made  them,  support  them 
and  have  a  fundamental  right  to  control 
them.  A  good  strong  start  has  been 
made  to  that  end  as  the  righteous  cause 
gains  ground  the  task  which  looked 
so  gigantic  a  few  months  ago  will  be 
made  the  easier.  The  one  thing  requi¬ 
site  is  that  the  people  stand  by  their 
guns  until  every  right  usurped  from 
them  by  the  railroads  is  restored  and 
safely  protected. 

Property  W^hich  Is  Not  Yours  After 
You  Buy  It. 

One  of  the  specious  arguments  put  up 


by  the  big  monopolies  is  that  when  they 
sell  a  thousand-mile  ticket  and  the  pur¬ 
chaser  does  not  use  it  all,  he  should  be 
held  by  the  contract  which  binds  him 
not  to  sell  the  unused  portion.  We  claim 
that  this  feature  of  the  contract  is  in¬ 
valid.  John  Smith  is  not  enabled  to  buy 
one  of  these  books  because  he  is  John 
Smith.  Any  respectable  stranger  that 
the  railroads  never  saw  or  heard  of  can 
make  precisely  the  same  purchase  on  the 
same  terms.  The  vital  and  only  con¬ 
sideration  for  the  reduced  rate  is  that 
a  large  amount  of  transportation  is  sold. 
The  personality  of  the  buyer  cuts  no 
figure.  He  gets  a  special  rate  in  the 
transaction  for  the  same  reason  that  a 
wholesaler  does  when  contracting  for 
what  he  wants.  In  the  ordinary  trans¬ 
actions  of  the  business  world  the  whole¬ 
saler  may  sell  again  and  sell  at  as  much 
profit  as  he  can  get.  The  manufacturer  got 
his  price  and  the  transaction  ends  with 
the  delivery  and  acceptance  of  the 
eoods.  He  would  be  thrown  out  of  court 
if  he  attempted  to  enforce  a  contract 
that  the  wholesaler  could  not  dispose 
of  his  goods  at  will.  Yet  the  railroads 
exploit  just  that  contract  and  have  gone 
a  long  way  in  its  enforcement. 

Not  long  since  a  Detroit  business  man 
went  to  buy  a  mileage  book,  and  when 
he  presented  it  to  a  conductor  was  re¬ 
fused  transportation  on  it.  The  ex¬ 
planation  of  the  functionary  was  that 
the  holder  of  the  book  had  previously 
abused  his  “privileges”  as  the  owner  of 
a  thousand-mile  book.  The  matter  was 
gone  into  and  it  developed  that  a  repre¬ 
sentative  of  the  business  man  had  run 
short  of  money  on  the  road,  disposed  of 
the  mileage  he  had  left,  and  vamoosed. 
He  sold  nothing  that  the  road  had  not 
been  paid  for  to  the  last  cent,  saying 
nothing  of  the  enforced  deposit  made. 
But  if  he  had  violated  the  audacious 
laws  of  the  railroads  it  was  without  the 
knowledge,  much  less  the  connivance  of 
his  principal.  The  latter  was  no  more 
responsible  than  if  his  agent  had  stolen 
a  train  of  cars  or  a  whole  railroad  sys¬ 
tem.  Yet  he  was  held  up  and  punished 


no 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


for  an  act  which  the  high  courts  of  the 
railroads  declared  to  be  in  violation  of 
the  rules  made  by  them  as  an  absolute 
monarchy. 

“But,”  protested  the  gentleman  in 
question,  “I  know  a  newspaper  in  De¬ 
troit  that  gives  away  your  mileage  books 
for  the  purpose  of  securing  advertising 
patronage.  How  do  you  reconcile  that 
with  your  arbitrary  and  unlawful  rules?” 

The  man  with  the  punch  did  not  know, 
so  a  higher  official  was  asked  the  same 
question,  the  time  being  prior  to  the 
establishment  of  the  automatic  two-cent 
rate  in  Michigan.  He  acknowledged  the 
charge  and  stated  that  the  paper  in 
question  was  favored  because  if  the  mile¬ 
age  was  withheld  the  management  of  the 
publication  would  make  a  big  fight  for 
the  universal  two-cent  rate.  Nothing 
could  more  clearly  show  the  inconsis¬ 
tency  of  the  corporation  that  would  not 
allow  a  ticket  purchaser  to  dispose  of 
what  he  paid  for  while  an  influential 
paper  might  give  it  away  in  the  line  of 
bribery  to  advertisers.  The  railroad 
may  do  as  it  pleases.  The  man  who 
pays  it  his  good  money  must  do  as  it 
says  unless  he  swings  some  club  of  which 
it  is  afraid,  in  which  case  he  has  the 
rare  privilege  of  making  the  road  katow 
to  him. 

The  standing  ultimatum  of  the  rail¬ 
roads  has  been  for  years  that  they  will 
run  their  own  business  and  make  their 
own  laws.  Any  idea  that  they  will 
abandon  their  position  at  the  first  on¬ 
slaught  is  a  mistaken  one.  They  have 
had  their  own  way  so  long  that  they 
must  literally  be  whipped  into  the  ac¬ 
ceptance  of  law  and  justice  as  con¬ 
trolling  powers.  There  goes  with  this 
the  familiar  statement  that  there  are 
many  railroad  men  who  are  individually 
honorable.  They  pay  their  debts  and 
carry  out  their  personal  contracts  within 
legal  as  well  as  moral  exactions.  But 
when  they  are  bunched,  incorporated 
and  amalgamated  in  a  state  of  soulless 
existence,  they  become  exemplifiers  of 
incarnate  tyranny. 

Against  the  claim  that  the  passenger 


business  is  not  a  paying  one,  let  one  case 
of  several  be  cited.  An  official  of  that 
road  is  credited  with  having  made  the 
statement  that  the  suburban  traffic  of 
the  Illinois  Central  Railroad  Co.  pro¬ 
duces  sufficient  revenue  to  pay  the  en¬ 
tire  fixed  charges  and  operating  ex- 
])enses  of  the  road,  leaving  the  proceeds 
of  the  freight  traffic  and  passenger 
traffic  beyond  the  suburbs,  clean  profit. 
It  is  required  by  the  laws  of  Illinois 
that  a  certain  fixed  per  cent  on  earnings 
over  and  above  a  certain  amount  shall 
be  paid  into  the  state  treasury.  The  Illi¬ 
nois  Central,  it  is  said,  has  never  paid 
in  a  cent  under  this  law.  If  it  overcame 
its  liability  to  the  state  by  adjusting  its 
freight  and  passenger  rates  to  the  rule 
of  reasonable  profits,  there  would  be  no 
chance  for  adverse  criticism.  But  it  does 
nothing  of  the  sort.  It  reduces  its  net 
profits  by  extravagant  and  unnecessary 
investments  made  with  the  evident  pur¬ 
pose  of  defeating  the  law.  In  pursuance 
of  this  policy  the  most  expensive  and 
elaborate  passenger  station  in  the  world 
has  been  installed  at  the  foot  of  Van 
Buren  street  in  Chicago,  where  a  few 
passengers  take  a  train  each  day,  and 
hundreds  of  miles  of  double  track  have 
been  laid  with  the  apparent  purpose  of 
avoiding  the  tax  imposed  by  the  state. 

Many  of  the  roads  now  professing  not 
to  charge  beyond  a  maximum  rate  of 
three  cents  a  mile,  are  running  under 
false  pretenses.  From  New  York  to 
Chicago  or  between  other  points  con¬ 
nected  by  limited  trains  you  may  go  to 
the  agent  and  buy  what  is  dubbed  a  first- 
class  ticket,  offer  it  on  the  limited  and 
you  will  have  pointed  out  to  you  a  clause 
warning  the  holder  that  he  cannot  ride 
on  what  is  really  the  first-class  train, 
without  extra  payment,  the  amount  thus 
extorted  running  in  the  neighborhood 
of  $7  between  New  York  and  Chicago. 
At  every  possible  turn  the  passenger  is 
given  the  worst  of  it,  and  it  will  con¬ 
tinue  to  be  so  until  rigid  and  effective 
government  regulation  works  the  re¬ 
forms  now  so  loudly  called  for. 

That  the  task  is  being  busily  and 
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vigorously  pushed  appears  not  only  in  is  paid  for  and  carries  on  its  face  the 
the  state  and  sectional  movements  re-  evidence  of  the  fact.  There  is  no  pos- 
ferred  to,  but  in  a  bill  presented  to  Con-  sibility  of  Mr.  Doe  and  myself  both 
gress  calling  for  a  flat  two-cent  passen-  using  it.  But  the  railroad  companies 
ger  rate  on  all  interstate  travel.  More  say  that  a  contract  to  carry  John  Doc 
and  more  of  the  people  are  realizing  is  not  a  contract  to  carry  me;  that  he 
that  it  is  indeed  a  throttling  grip  which  and  the  carrier  contracted  with  refer- 
the  railroads  have  upon  them  and  that  ence  to  each  other  personally,  and  that 
the  irresistible  power  of  popular  pres-  nothing  like  my  substitution  was  con- 
sure  will  be  required  to  break  it.  In  the  timiplated  by  the  contracting  parties, 
passenger  department  there  is  syste-  This  is  not  true  either  in  theory  or  fact* 
matic  overcharging,  bad  treatment  and  In  theory  a  railroad  is  legally  bound  to 
a  bold  attempt  to  head  off  all  agencies  carry,  on  equal  conditions,  all  who  apply 
and  all  influences  tending  to  the  pro-  for  carriage.  The  carrier  never  has  in 
duction  of  more  tolerable  conditions.  mind  the  carriage  of  the  particular  per- 

The  right  of  a  railroad  to  arbitrarily  son  who  appears  for  a  minute  to  some 
direct  who  may  or  may  not  use  mileage  agent  and  buys  a  ticket.  As  a  rule  the 
after  the  corporation  has  sold  it  and  buyer  is  unknown  to  the  railroad  and 
exacted  a  deposit  in  addition  should  unless  he  be  drunk,  insane,  disorderly 
be  tested  in  some  way  that  will  reach  or  has  an  infectious  disease,  the  carrier 
a  legal  determination  of  the  question.  is  bound  to  transport  him.  Had  I  ap- 

One  man  interested  in  the  fight  puts  it  plied  for  that  John  Doe  ticket  I  would 

this  way :  “If  it  be  of  any  import-  have  got  it.  But  because  he  got  it  the 

ance  to  me  that  goods  which  I  own  by  railroad  refuses  to  do  work  for  which 
virtue  of  the  assignment  of  a  bill  of  it  has  been  paid  in  full.  It  will  not  re¬ 
lading  to  me  be  carried  to  the  place  turn  the  money  to  him.  It  will  not 

designated,  may  it  not  be  infinitely  more  carry  me.  By  the  most  aggravating  and 
important  that  my  person  be  carried,  arbitrary  exercise  of  power  it  pockets 
when  a  contract  to  carry  a  person  from  the  money  and  gives  nothing  in  return 
one  place  to  another  has  been  made,  the  for  it.  I’m  with  you  in  an  effort  to 

agreed  price  paid  to  the  carrier,  and  the  break  the  throttling  grip  of  the  one 

contract  assigned  to  me?  There  can  be  class  of  corporations  who  make  contracts 
no  reasonable  objection  to  my  substi-  to  please  themselves  and  then  violate 

tution  in  place  of  my  assignor.  If  I  them  at  will.” 

buy  a  ticket  or  any  part  of  a  ticket  Look  into  this  question  of  railroad 
from  John  Doe  it  costs  no  more  to  carry  rule  and  try  to  find  a  single  principle 
than  it  would  him.  The  mileage  of  equity  or  justice  that  sanctions  it. 


me 
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Our  Inland  Empire 


By  D.  A.  WILEY 


N  the  extreme  northwestern 

part  of  the  United  States  a 
new  country  is  beginning  to 
be  developed,  which  is  actu- 

_ ally  almost  as  unknown  to 

people  in  the  eastern  part  of  the  country  as 
Africa  or  Australia.  It  is  one  of  the  very 
few  fertile  regions  of  the  United  States 

which  have  not  been  numerously  settled. 
One  reason  is  because  as  yet  it  has  such 
a  small  mileage  of  railroads  and  is  not  ac¬ 
cessible  by  water.  '  . 

It  is  called  by  the  people  of  the  west  the 
Inland  Empire,  for  the  reason  that  it  is 
nearly  hemmed  in  between  the  Rocky 
Mountains  on  the  east  and  the  Cascrde 
range  on  the  west,  which  separates  it  from 
the  Pacific  coast  and  the  plains  west  of  the 
Mississippi  river.  The  name  which  has 
been  given  it  is  very  appropriate,  for  in 
area  it  comprises  fully  150,000  square  miles. 
In  fact  is  is  more  than  three  times  the  size  of 
the  state  of  New  York,  which  contains  less 
than  50,000  square  miles,  although  having 
the  largest  population  of  any  of  the  United 
States.  The  total  area  of  the  New  Eng¬ 
land  states  is  less  than  is  comprised  within 
the  limits  of  the  Inland  Empire,  which  lies 
entirely  in  the  boundaries  of  Washington 


and  Oregon,  yet  its  total  population,  in¬ 
cluding  that  of  Spokane,  which  is  the  prin¬ 
cipal  city,  is  less  than  500,000  people  to¬ 
day. 

Although  the  portion  of  the  United 
States  bordering  the  Pacific  coast  has  been 
thickly  populated  for  fully  50  years,  the 
settlement  of  the  Inland  Empire  has  ex¬ 
tended  over  a  period  of  but  a  few  years. 
The  growth  of  the  city  of  Spokane  forms 
an  illustration  of  the  rapidity  with  which 
settlers  have  come  into  this  part  of  the 
country  recently.  Thirty  years  ago  the  site 
of  the  city  was  literally  a  wilderness  con¬ 
taining  but  one  habitation  of  a  white  man. 
In  the  country  100  miles  west  of  Spokane 
were  located  but  ten  white  families.  At 
present  the  city  itself  has  a  population  of 
nearly  80,000,  the  increase  having  averaged 
10,000  annually  for  several  years  past.  In 
the  city  and  suburbs  no  less  than  1,800 
buildings  were  erected  during  the  last  year 
at  a  cost  of  $4,000,000,  while  in  Spokane 
county  alone  during  the  same  year  settlers 
purchased  farming  and  other  property  to 
the  value  of  $10,000,000.  These  statistics 
are  of  interest  because  the  movement  of 
people  into  the  city  is  of  the  same  propor¬ 
tion  as  the  movement  into  the  Inland  Em- 
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pire,  which  has  fully  doubled  in  population 
within  ten  years. 

Although  a  new  country  as  already  stat¬ 
ed,  its  fertility  is  such  that  it  is  a  question 
if  any  other  portion  of  the  United  States 
will  yield  such  a  variety  and  quantity  of 
agricultural  products.  This  is  verified  by 
the  remarkable  success  which  farmers  and 
fruit  growers  have  attained  in  different 
parts  of  eastern  Washington  and  Oregon, 
within  the  limits  of  the  Inland  Empire. 
Wheat  is  the  chief  agricultural  crop,  and  is 
raised  without  irrigation.  In  the  eight 
years  past  the  lowest  average  yield  of  wheat 
in  Washington  was  20.3  bushels  per  acre, 
and  in  Idaho  20.8  bushels  per  acre.  In  Iowa 
the  yield  last  year  averaged  11.8  per  acre; 
in  Minnesota  the  yield  in  1900  was  10.5  per 
acre;  in  North  Dakota  the  yield  in  1900 
was  4.9  per  acre  and  in  Kansas  the  yield 
in  1899  was  9.8.  Ihe 
average  yield  of  oats 
per  acre  in  the  three 
states  is  another  ex¬ 
ample.  Taking  the  ten 
years  last  past,  the 
average  yields  of  oats 
per  acre  in  Washing¬ 
ton  have  ranged  from 
34.4  bushels  in  1900 
to  48  in  1897.  The 
yield  in  this  state  has 
been  the  highest  in 
the  United  States  ex¬ 
cepting  one  year.  The 
average  the  country 
over  has  ranged  in 
ten  years  from  25.7 
bushels  to  34.5  bush¬ 
els.  Iowa  has  been  the 
leading  state  in  the 
past  in  the  quantity 
produced,  but  the  av¬ 
erage  yield  in  that 
state  has  ranged  in 
ten  years  from  24  to 
46  bushels  per  acre. 

Illinois  comes  next  in 
quantity,  with  a  range 
of  average  yield  from 
24  to  38  bushels.  Av¬ 
erage  yields  of  hay 
from  year  to  year 
make  a  similar  show¬ 
ing.  The  variation 
in  Washington  in  a  "horn  of  plenty 


ten  years  has  been  from  1.75  to  2.41  tons 
to  the  acre.  That  in  Oregon  has  been  from 
1.78  to  2.35  tons.  That  in  New  York,  the 
banner  hay  state,  has  been  from  .73  to  1.40 
tons. 

The  portions  of  the  older  grain  belt  with 
which  the  Inland  Empire  has  been  com¬ 
pared,  contain  the  most  productive  cereal 
farms  in  the  United  States,  where  the  yield 
is  far  greater  than  in  the  east  or  south. 
But  the  quality  of  the  wheat,  for  example, 
raised  in  the  new  country  is  so  high  that 
the  value  of  the  harvest  to  the  acre,  is  much 
greater  in  proportion  than  the  quantity  rep¬ 
resented  by  the  harvests.  The  latest  report 
of  the  United  States  Department  of  Agri¬ 
culture  which  has  made  a  careful  study  of 
the  value  of  the  crops,  in  this  part  of  the 
northwest  as  well  as  in  other  parts  of  the 
country,  shows  that  the  wheat  raised  in  the 

Inland  Empire  dur¬ 
ing  the  past  year  re¬ 
turned  on  an  average 
$17.77  an  acre  to  the 
crop  in  the  state  of 
Washington,  while  in 
the  state  of  Oregon 
it  averaged  over  $15 
an  acre.  The  average 
value  per  acre  during 
the  same  year  in  the 
famous  grain  grow¬ 
ing  state  of  Kansas, 
was  but  $11.06  an 
acre,  while  in  Iowa  it 
was  $10.48  and  in 
North  Dakota  $9.56. 
These  statistics  show 
that  the  quality  of  the 
wheat  raised  in  the 
northwest,  is  worth 
fully  50  per  cent  more 
than  the  harvests  of 
Kansas,  Iowa  or  Da¬ 
kota,  but  in  a  com¬ 
parison  of  the  har¬ 
vests  of  five  of  the 
principal  staples  of  the 
northern  states,  wheat, 
barley,  oats,  hay  and 
potatoes,  prove  that 
the  yield  is  not  only 
m  u  c  h  greater  to  an 
acre  in  the  Inland 
Empire  but  the  value 
AT  FAIR  EXHIBIT.  of  each  crop  is  also 
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more  than  in  any  other  part  of  the  United 
States. 

While  a  large  portion  of  the  new  country 
is  naturally  watered,  it  has  been  found  that 
where  irrigation  is  utilized,  the  yields  not 
only  of  grain  and  vegetables  but  fruit,  are 
much  more  than  the  figures  recorded.  In 


FILLING  DISTRIBUTING  CANAL  BY  FLUMES. 

fact  the  success  of  the  various  irrigation 
projects  which  have  been  carried  out  in 
Washington  and  Oregon,  show  that  these 
enterprises  can  be  profitably  undertaken. 
Already  forir  of  the  most  extensive  valleys 
in  Washington  are  being  irri¬ 
gated,  comprising  portions  of 
five  counties  in  addition  to  a 
considerable  acreage  in  the 


market  annually,  the  various  industries  con¬ 
nected  with  it  giving  employment  to  15,000 
men. 

It  is’  due  to  the  settlement  of  the  Inland 
Empire  that  the  population  of  the  state  of 
Washington  has  actually  increased  over  50 
per  cent,  within  the  last  four  years,  fully 
300,000  people  having  entered  it 
to  take  up  residence  either  in 
the  country  or  in  cities.  Con¬ 
sequently  the  remarkable 
growth  of  Spokane  which  is 
the  principal  market  for  this 
region  and  may  be  called  its 
metropolis,  is  much  out  of  pro¬ 
portion  to  the  general  move¬ 
ment  into  this  region.  The  op¬ 
portunities  it  presents  are  at¬ 
tracting  much  attention  especi¬ 
ally  '  among  the  people  of  the 
United  States,  and  it  is  found 
a  large  number  of  persons  from 
New  England  have  come  into 
the  country  as  well  as  farmers 
from  the  older  grain  belt,  who 
have  been  tempted  by  the  possibilities  of 
raising  larger  crops.  Thus  the.  immigration 
has  been  of  a  high  character,  and  probably 
more  capital  has  been  invested  in  agricul¬ 
ture,  industry  and  trade  by  those  who  have 


state  of  Oregon.  Another  in¬ 
dication  of  the  movement  of 
people  and  capital  into  this  part 
of  the  United  States  in  recent 
years,  is  shown  by  the  invest¬ 
ments  made  in  various  enter¬ 
prises.  For  example,  the  stock 
raising  business  has  reached 
such  proportions  that  the  an¬ 
nual  revenue  from  it  now 
amounts  to  $7,000,000  alone. 

The  yearly  crop  of  fruit  and 
vegetables  represents  $9,000,- 
000,  while  the,  mineral  indus¬ 
try  on  the  border  of  the  eastern  sec¬ 
tion  yields  over  $20,000,000  worth  of 
gold,  silver,  lead  and  copper  in  a  year, 
the  combined  companies  paying  divi¬ 
dends  of  about  $1,500,000  yearly.  The  tim¬ 
ber  resources  are  such  that  over  12,000  car 
loads  of  this  material  are  being  sent  to 


AN  OREGON  SHEEP  RANCH. 

become  interested  in  the  Inland  Empire  than 
in  any  other  part  of  the  United  States,  con¬ 
sidering  the  number  of  people.  To  reach  the 
various  communities  has  been  one  incen¬ 
tive  to  the  activity  in  railroad  building  in 
the  northwest.  Although  the  state  of  Wash¬ 
ington  at  present  has  but  a  little  over  4,000 
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miles  of  railroad  line,  fully  a  thousand 
miles  will  be  added  within  the  next  year  or 
two  in  the  form  of  branches  of  such  sys¬ 
tems  as  the  Great  Northern  and  the  Nor¬ 
thern  Pacific,  intended  to  traverse  the  east¬ 
ern  part  of  the  state.  The  few  passes  in 
the  mountains  through  which  railroads 
might  be  constructed  have  all  been  secured 
by  transportation  corporations  and  routes 
surveyed  with  a  view  of  utilizing  them  in 
the  near  future.  The  necessity  of  increased 
transportation  facilities  is  shown  by  the 


rapid  development  of  agriculture.  Already 
the  Inland  Empire  is  raising  nearly  40,000,- 
000  bushels  of  wheat  alone  annually.  As 
the  bulk  of  this  goes  outside  of  the  country, 
it  affords  a  most  important  item  of  rail¬ 
road  traffic,  but  cattle,  fruit,  vegetables, 
grain  and  lumber  create  such  a  freight  bus¬ 
iness  that  it  forms  one  of  the  principal 
sources  of  income  to  the  trans-continental 
companies  who  have  lines  intersecting  this 
part  of  the  United  States. 


Business  Possibilities  in  Labrador 

By  ALFRED  S.  JOHNSON 

The  First  and  Second  Articles  by  Mr.  Johnson  on  the  Subject  of  "Labrador” 
Appeared  in  the  February  and  August  Numbers  of  The  Business  Man’s 
Magazine,  to  which  our  Readers  are  Recommended  to  refer. 


THE  COD  AND  SALMON  FISHERIES. 

For  over  400  years  the  waters  of  Labra¬ 
dor  have  been  recognized  as  one  of  the 
greatest  o.f  ocean  harvest-fields ;  and  not¬ 
withstanding  the  vicissitudes  to  which  the 
fishing  industry — the  one  great  industry  of 
the  Labrador  coast— is  naturally  exposed, 
its  fluctuations  are  very  inconsiderable. 
Bacon  called  it  a  ‘‘gold  mine  richer  than 
the  famous  treasures  of  Golconda  and 
Peru and  today  it  is  still  the  most  im¬ 
portant  source  of  wealth  in  that  quarter  of 
the  globe,  having  a  yearly  output  valued 
at  $5,000,000,  and  furnishing  employment 
annually  to  as  many  as  30,000  men  from 
Newfoundland,  Canada,  and  the  United 
States. 

These  brave  and  picturesque  seafarers,  in 
spite  of  the  discomforts  and  dangers  of  their 
calling.  And  much  in  it  that  fascinates  and 


holds.  Every  year,  just  as  certain  as  the 
change  of  seasons  and  the  budding  of  the 
leaf,  come  the  regular  supply  of  bait  fishes — 
the  herri'ng,  squid,  and  caplin — and  the  huge¬ 
mouthed,  hungry  cod.  The  migrations  of  the 
cod  are  distinctly  influenced  by  the  chang¬ 
ing  temperature  of  the  water.  Lying  more 
or  less  torpid  during  the  winter  in  the 
deeper  waters  far  off  the  coast,  the  great 
shoals,  with  the  advent  of  spring,  again  ap¬ 
proach  the  shore,  rushing  in  in  countless 
thousands,  “striking  land”  at  first  away  to 
the  south  and  then  farther  and  farther  to 
the  north.  For  five  months — May  to  Octo¬ 
ber— the  fish  are  “harvested but  the  days 
of  the  brief  summer  are  already  shortening 
when  the  fishing  fleet  from  the  south  begins 
to  work  its  way  northward  along  the  coast. 
The  fishermen  take  their  wives  and  fam¬ 
ilies  with  them  for  the  season,  and  many 


58 


THE  BUSINESS  MAN'S  MAGAZINE  AND  THE  BOOK-KEEPER 


J 


-  .« 


CUSTOM  HOUSE  HARBOR  OF  RIGOLET. 

take  possession  of  the  huts  and  fishing 
stages,  at  almost  every  bay  and  cove,  to  salt 
and  dry  their  fish,  while  others  live  from 
harbor  to  harbor  in  their  little  schooners, 
“jigging”  for  the  treasured  cod  with  hook 
and  line,  putting 
out  their  seines  and 
trawls,  or,  if  they 
can  afford  traps,  set¬ 
ting  these,  and  daily 
hauling  in  their  nets 
and  relieving  them 
of  the  catch.  The 
poorer  fishermen 
are  usually  ‘‘hook- 
and-liners,”  who  ship 
as  “freighters,”  pay¬ 
ing  for  their  passage 
and  the  carrying  to 
market  of  their 
catch ;  or  as  “share- 
men,”  co-operating 

with  the  vessel  owners.  Instances  are  on 
record  where  a  single  season’s  catch  of  a 
small  schooner  representing  an  outlay  of, 
say,  $1,800,  has  been  sufficient  to  cover 
her  entire  cost  and  leave  a  comfortable 
margin. 

When  winter  approaches,  the  fisher  folk 
pack  up  and  go  south  again,  only  a  few 
“livyers”  remaining,  who  pass  the  season  up 
the  bays  of  the  mainland,  where  there  is 
shelter  and  fuel,  to  hunt  furs  and  to  be 
ready  for  the  seal  fishery  at  the  breaking 
up  of  the  ice  in  the  spring.  Along  the  St. 
Lawrence  the  typical  fishing  boat  of  the 
habitant  is  usually  a  stanch,  home-built 
craft  20  to  30  feet  long,  one  or  two-mast¬ 
ed,  and  of  wide  beam.  One  of  the  larger 
boats  represents  a  working  capital  of  about 
$100,  and  serves  for  20  years. 

A-fter  the  close  of  the  commercial  fishery 


A  CORDUROY  ROAD 


in  the  fall,  abundance  of  brook  trout  swarm 
at  the  mouths  of  all  streams  entering  the 
sea.  Salmon  are  also  plentiful  along  the 
coast,  being  found  as  far  to  the  north  as  the 
west  side  of  Ungava  Bay. 

From  the  earliest  times,  the  fishing  indus¬ 
try  in  Labrador  has  been  confined  to  a 
single  branch — the  exportation  of  dried  cod. 
The  product  is  carried  to  St.  John’s  or  Hal¬ 
ifax,  or  sold  directly  for  the  European  mar¬ 
ket  to  visiting  ships  from  Norway,  Great 
Britain,  and  other  foreign  countries,  in  ex¬ 
change  for  their  cargoes  of  salt  and  other 
necessaries. 

Even  under  the  primitive  methods  that 
still  prevail,  the  industry  has  been  immense¬ 
ly  profitable.  It  would  be  made  much  more 
so  by  the  substitution  of  modern  methods 
and  forms  of  putting  up  fish  for  food.  Lon¬ 
don,  for  example,  is  short  of  salmon  every 

year  1,000  tons,  and 
this  fish  in  the  Eng¬ 
lish  wholesale  mar¬ 
ket  is  worth  seven 
times  its  cost.  Here, 
surely,  is  room  for 
profitable  trade.  And 
not  here  alone,  but 
also  in  the  curing 
and  packing  of  bone¬ 
less  cod,  salmon, 
herring,  and  other 
salable  forms  of  fish 
products.  The  raw 
material  is  of  the 
best,  and  exhaustless 
in  supply.  All  it 
needs  is  curing  and  packing  in  the  best  mod¬ 
ern  way.  A  great  point  will  be  made  by  put¬ 
ting  up  the  products  in  small,  attractive,  and 
cheap  packages.  There  is  abundant  and  bril¬ 
liant  opportunity  for  experienced  fish-curing 
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firms  of  large  means,  and  success  will  sure¬ 
ly  follow  the  maintenance  of  a  uniformly 
high  standard  of  quality. 

The  inland  waters  of  Labrador — especial¬ 
ly  its  lakes,  and  those  rivers  that  flow  to  the 
north  and  the  east — teem  with  food  fishes 
of  large  size  and  superior  quality,  including 
lake  and  brook  trout,  landlocked  and  sea- 
run  salmon,  whitefish,  pike,  pickerel,  suck¬ 
ers,  and  freshwater  cod.  Owing,  however, 
to  their  distance  from  available  routes  to 
market,  they  must  remain  for  an  indefinite 
time  undeveloped,  and  a  veritable  paradise 
for  the  disciples  of  the  gentle  art  of  Isaak 
Walton. 

THE  WHALE  FISHERY. 

The  whale  fishery  might  be  carried  on  at 
great  profit  under  less  burdensome  condi¬ 
tions  than  the  $1,500  license  fee  for  each 
station  and  other  restrictions  now  imposed 
by  the  Newfoundland  government.  During 
the  last  two  years,  however,  the  whalers  in 
waters  under  jurisdiction  of  the  colony, 
have  operated  at  a  loss,  so  that  now  they 
are  face  to  face  with  a  serious  crisis  and, 
unless  relieved  by  governmental  action  in 
the  removal  of  the  onerous  conditions,  re¬ 
ferred  to,  may  be  obliged  to  discontinue 
operations. 

Whale-hunting  today  is  something  far 
different  from  what  it  was  60  years  ago.  In 
those  times  the  whaling  fleets  rendezvoused 
in  all  seas,  on  voyages  that  lasted  for  years, 
enduring  hardships  and  perils  that  clothed 
their  calling,  above  all  others  of  the  deep, 
with  the  halo  of  romance.  Nowadays,  how¬ 
ever,  a  whder  need  rarely  stay  at  sea  over¬ 
night.  His  swift,  stanch  steamer  of  per¬ 
haps  a  hundred  tons,  with  “harpoon  gun” 
mounted  at  the  bow,  and  lookout  in  the 
“crow’s  nest,”  scours  the  waters  near  its 
station,  keeping  a  sharp  watch  for  its  fore¬ 
doomed  and  helpless  victims,  and  daily  re¬ 
turning  to  the  station  or  “factory”  with  its 
catch.  During  the  winter  the  fishery  is 
abandoned,  as  the  whales  then  remove  far 
from  land  to  avoid  the  ice-floes.  The  rec¬ 
ord  catch  for  a  season  by  one  ship  has  been 
258,  though  as  many  as  five  whales  have 
been  killed  in  one  day,  and  daily  “bags”  of 
two  or  three  are  not  uncommon.  At  the 
station,  instead  of  abandoning  the  carcass 
after  extraction  of  the  oil  and  whalebone, 
as  was  formerly  the  practice,  every  particle 
is  now  put  to  some  commercial  use.  The 
oil,  extracted  from  the  fat  by  heat,  is  used 
in  making  lubricants,  soaps,  ointments,  etc.. 


the  lower  grades  being  employed  in  tanning. 
The  meat  is  converted  into  meat  extract,  or 
smoked. or  salted  for  market,  the  product 
comparing  favorably  in  texture  and  flavor 
with  the  average  beef.  It  has  recently  been 
introduced  in  New  York  and  other  seaport 
towns,  where  it  is  used  extensively  by 
Poles,  Huns,  and  other  foreigners,  and  is 
also  finding  an  increasing  demand  in  the 
West  Indies  and  other  tropical  countries 
which  now  depend  for  their  meat  supply  on 
South  American  jerked  beef.  Glue  and  like 
products  are  successfully  made  from  the 
gristle  and  cartilege.  From  the  intestines, 
pleural  sacks,  and  other  membranes,  is 
made  a  leather  of  remarkable  durability  and 
in  pieces  of  larger  dimensions  than  can  pos¬ 
sibly  be  procured  from  any  other  animal. 
Froim  the  pleural  lining,  for  example,  of  a 
full-grown  “sulphur-bottom,”  can  be  made 
a  single  piece  of  leather  25  feet  in  diam¬ 
eter;  and  from  its  intestines  a  continuous 
strip  feet  wide  and  nearly  300  feet  long. 
The  mammoth  skeleton  is  ground  up  for 
fertilizer,  or,  after  shredding  and  macerat¬ 
ing  with  certain  chemicals,  the  bone-prod¬ 
uct  is  molded  and  pressed  into  pieces  of 
crockery,  which  are  light  in  weight  yet  ex¬ 
tremely  tough  and  resist  fire  and  hot  water. 
And  finally,  as  demonstrated  by  experiments 
at  the  Balena  station,  the  milk  of  the  whale 
can  be  manufactured  into  a  valuable  nutri¬ 
tive  and  remedial  condensed  food,  pleasant 
in  flavor,  and  especially  rich  in  those  same 
fats  and  proteids  which  give  to  cod-liver 
oil  its  peculiar  value.  The  yield  of  milk 
from  an  adult  sulphur-bottom  “cow”  is 
from  five  to  seven  hogsheads  daily. 

Though  stripped  of  much  of  its  old-time 
romance,  there  is  still  enough  of  peril  in  a 
whale-hunt  to  give  it  the  zest  of  true  sport. 
When  not  quickly  put  hors  de  combat  by  the 
explosion  of  the  loaded  head  of  the  har¬ 
poon,  which  is  fired  to  penetrate  the  vitals 
of  the  whale,  the  mighty  leviathan  may  ex¬ 
pose  the  whaler  to  great  danger  of  cap¬ 
sizing,  in  its  desperate  efforts  to  free  itself 
from  the  impaling  barbs  of  the  deadly  mis¬ 
sile.  It  was  the  invention  of  the  harpoon 
gun  by  Sven  Foyn,  a  Norwegian,  and  the 
use  of  swift  steamers  for  chasing  the 
“racer”  whale,  which  led  to  a  revival  of  the 
whaling  industry  some  ten  years  ago.  The 
calling  had  been  practically  abandoned  for 
nearly  40  years  because  of  the  failure  of  the 
“right”  or  Greenland  whale,  which  was  spe¬ 
cially  valued  for  its  whalebone. 


(50 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


A  removal  of  the  present  -restrictions  and 
fees  that  limit  profits,  and  a  restoration  of 
the  old-time  freedom  of  the  rove-r,  might 
soon  result  in  an  extinction  of  the  industry. 
It  would  certainly,  however,  bring  a  period 
of  great  temporary  profit ;  but  as  it  is,  the 
status  and  outlook  of  the  whaling  industry 
are  quite  indefinite. 

THE  SEAL  FISHERY. 

Labrador  is  the  special  home  of  one  great 
industry — the  “hair”  seal  fishery.  In  mag¬ 
nitude  of  catch  and  aggregate  value  of  prod¬ 
uct,  this  industry  far  exceeds  the  “Alaska” 
fur-seal  fishery  of  Bering  Sea,  while,  un¬ 
like  the  latter,  it  has  never  aroused  fear 


year  on  the  tenth  of  March.  The  season 
lasts  less  than  two  months,  ending  April  30. 

The  seals  congregate  in  two  main  herds — 
the  “harps,”  to  the  landward;  and  the 
“hoods,”  a  few  miles  farther  out  to  sea — 
gathering  each  year  at  practically  the  same 
time  and  place,  from  50  to  100  miles  off 
the  Strait  of  Belle  Isle.  Sometimes  as  many 
as  100,000  seals  at  once  will  be  within  range 
of  a  field-glass.  During  summer  the  ani¬ 
mals  feed  on  fish-life  in  Greenland  waters, 
but  move  southward  as  winter  knits  its  ice- 
mantle  in  the  north.  In  early  Feoruary 
they  leave  the  open  water,  and  mount  the 
ice-floes  or  anchor  ice,  where  the  young 
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of  the  extinction  or  even  serious  diminu¬ 
tion  of  the  herds.  In  contrast  with  the 
cod  fishing,  however,  it  is  subject  to  great 
fluctuations.  In  1902,  for  example,  528,- 
150  skins,  valued  at  $420,869,  were  export¬ 
ed — a  value  more  than  three  and  a-half 
times  that  of  1897,  and  nearly  double  that 
of  1904. 

The  industry  is  one  that  requires  hardi¬ 
ness  and  daring,  and  has  in  recent  years 
attracted  few  except  Newfoundlanders. 
For  the  owners  of  sealing  vessels,  however, 
it  is  enormously  rich  in  rewards ;  and,  in 
spite  of  the  almost  incredible  perils  and 
hardships  from  exposure  that  are  their  des¬ 
tined  lot,  there  is  never  any  lack  of  men 
eager  to  join  the  crews  of  the  sealing  fleet 
as  it  sails  northward  from  St.  John’s  each 


are  born.  Clothed  in  their  creamy  fur,  pale 
as  the  surrounding  snow,  and  fed  on  noth¬ 
ing  but  their  mother’s  milk,  the  young  seals 
grow  with  astonishing  rapidity,  increasing 
in  weight  from  five  pounds  at  birth  to  about 
50  pounds  in  a  single  month.  They  are 
then  in  prime  condition,  the  fat  being  three 
to  four  inches  thick  and  yielding  the  best 
quality  of  oil.  The  killing  is  done  mainly 
with  clubs ;  but  after  the  break-up  of  the 
ice,  the  hunters  take  to  boats  and  use  the 
rifle,  duplicating  the  wasteful  methods  for¬ 
merly  so  common  in  the  Pacific — for  not 
more  than  one  seal  out  of  every  three  shot 
is  recovered.  As  many  as  13,000  seals  have 
been  slaughtered  in  one  day  by  the  crew  of 
a  single  sealer. 

After  the  ice  leaves  the  bays,  many  seals 
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are  taken  in  nets  along  the  shores.  By  the 
people  of  Labrador,  the  skins  are  used  for 
outer  winter  clothing  and  other  domestic 
purposes ;  and  parts  of  the  meat  and  fat  are 
preserved  as  food  for  the  dogs,  the  only 
beasts  of  burden  in  the  country. 

The  hair  seal  is  valued  chiefly  for  its 
skin  and  oil.  The  latter  makes  the  best 
known  illuminant  for  lighthouses,  and  is 
also  used  in  the  manufacture  of  soaps  and 
as  a  substitute  for  cod-liver  oil  and  olive 
oil.  From  the  skins — which  find  a  ready 
market  in  the  United  States  and  Europe- 
fine  grades  of  “kid”  and  “patent”  leather 
are  made,  and  recently  a  growing  demand 
has  arisen  for  the  tanned  product  in  the 
manufacture  of  kit-bags  and  bicycle  saddles. 

Owing,  however  to  the  coarseness  and 
stiffness  of  the  hair,  the  skin  of  the  adult 
seal  has  only  a  moderate  value  as  a  fur 
product.  Tanned  and  dyed,  it  is  service¬ 
able  for  a  coarse  grade  of  caps,  mitts,  etc., 
and  a  profitable  business  might  be  built  up 
in  the  manufacture  and  sale  of  ,^,purses. 
shopping  bags,  etc.,  from  the  beautifully 
mottled  natural  fur.  Even  greater  possi¬ 
bilities  in  this  same  ,Wciy  would  be  realized 
by  using  the  soft  ah# ‘  Silky,  creamy'  white 
fur  of  the  baby  sfeal.  The  development  of 
such  a  trade  would  not  only  be  a  boon  that 
would  help  to  break  the  monotony  of  life 
among  the  lonely  dwellers  along  the  coast, 
but  would  almost  certainly  be  a  profitable 
business  for  investors  of  small  capital. 

THE  FUR  TRADE.  . 

As  a  creator  of  wealth,  the”.possibilities  of 
the  fur  trade-^4n,Athe  peninsifia  are  worthy 
of  most  careful  consideration.'-  Practically 
the  only  hunters  and  trappers  hitherto 
have  been  the  nomad  Indians  of  the  in¬ 
terior  and  the  Eskimo  of  the  northeast, 
who  have  been  accustomed  to  exchange 
their  furs  for  ammunition  and  supplies  at 
the  scattered  posts  of  the  Hudson’s  Bay 
Company,  and,  in  very  recent  years  at  the 
post  maintained  at  the  mouth  of  the  North¬ 
west  river  by  the  great  Paris  house  of 
Revillon  Freres.  Very  recently,  also,  the 
hamlet  of  Riviere  Tonnere  on  the  Gulf 
coast,  opposite  the  western  end  of  Anti¬ 
costi,  has  become  an  important  center  of 
fox-hunting. 

Statistics  of  the  volume  and  profits  of  the 

fur  business  are  kept  as  secrets  in  the 

archives  of  the  operating  companies ;  but  to 

judge  from  the  wealth  of  animal  life  in 

evidence  throughout  the  greater  part  of  the 
% 


peninsula,  here  undoubtedly  lie  possibilities 
of  rich  development. 

The  sable  or  marten  is  the  most  important 
fur-^bearing  animal  of  Labrador,  but  is  rare¬ 
ly  found  north  of  the  Big  and  Hamilton 
rivers,  save  in  the  wooded  stretches  of  the 
river  valleys.  By  it,  chiefly,  the  natives  ex¬ 
pect  to  live.  In  14  years  the  price  of  mar¬ 
ten  skins  at  the  trading  posts  has  risen  from 
$3  to  $30,  $20  being  not  uncommonly  paid 
for  a  good  pelt. 

The  fox  is  found  from  the  St.  Lawrence 
to  Hudson’s  Strait,  the  red  and  black  and 
the  extremely  valuable  silver  varieties  be¬ 
ing  abundant  in  the  southern  watershed. 
The  white  species  is  plentiful  about  Ham¬ 
ilton  Inlet  and  to  the  north;  but  the  blue 
fox,  also  found  north  of  that  inlet,  is  more 
rare. 

The  “woodland”  caribou  has  been  driven 
from  the  southern  region,  but  is  still  plenti¬ 
ful  in  the  barrens  and  semi-barrens  of  the 
north  over  which  also  range  immense  herds 
of  the  “barren-ground”  caribou  or  reindeer. 
To  escape  the  flies,  the  reindeer  spend  the 
summer  among  the  highlands  near  the 
coast.  In  the  autumn  they  migrate  inland, 
and  are  speared  in  great  numbers  by  In- 
ditihs  in  canoes,  particularly  at  the  point 
where  the  herds  cross  the  George  river, 
about  100  miles  from  Lake  Michikamau.  It 
was  the  prospect  of  witnessing  this  unique 
spectacle  that  lured  the  explorer  Hubbard 
to  his  death  in  1903. 

Ermine  and  otter  are  common  throughout 
the  wooded  region,  the  latter  being  very 
abundant  in  the  upper  Hamilton  river. 
Beaver,  mink  and  muskrat  are  also  plen¬ 
tiful  in  the  wooded  areas  of  the  south.  The 
black  bear  ranges  to  the  northern  tree-limit, 
but  is  most  abundant  in  the  southern  burnt 
areas.  The  lynx  or  mountain  cat  every¬ 
where  infests  the  woods,  but  varies  in  num¬ 
ber  with  its  natural  prey,  the  rabbit,  which 
is  periodically  decimated — about  once  in 
every  five  years — by  the  ravages  of  a  p";- 
culiar  throat  disease-.  The  wolverine  is 
common  throughout  Labrador,  being  most 
abundant  toward  the  north,  and  is  much 
dreaded  by  the  natives  because  of  its  de¬ 
structiveness  and  cunning. 

DOCTOR  Grenfell’ mission. 

A  factor  destined  to  be  of  tremendous  in¬ 
fluence  in  attracting  the  world’s  attention  to 
Labrador  and  opening  up  the  country,  is 
the  work  inaugurated  in  1892  by  Dr.  Wil¬ 
fred  T.  Grenfell,  of  the  Rs-yal  National 
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Mission  to  Deep  Sea  Fishermen.  As  long 
ago  as  1770  Moravian  missionaries  settled 
among  the  Eskimo  on  the  Atlantic  coasts 
and  it  v^ould  be  impossible  to  speak  too 
highly  of  the  educational  and  civilizing  in¬ 
fluence  they  have  exerted.  The  Roman 
Catholic  missionaries,  too,  through  the 
south,  have  been  most  faithful  and  self- 
sacrificing  in  their  devotion  to  the  spiritual 
welfare  of  the  Indians  and  the  fishermen. 
Volunteers  of  various  denominational  affil¬ 
iations  have  from  time  to  time  supplemented 
these  efforts.  It  has,  however,  remained 
for  Doctor  Grenfell  to  organize  the  first 
systematic  and  extensive  work  looking,  not 
only  to  spiritual  uplifting,  but  to  increase  of 


fishermen  had  often  to  mortgage  his  entire 
catch  in  advance. 

This  old  order  of  things  is  now  happily 
passing.  In  addition  to  the  work  at  St. 
Anthony  and  other  points  on  the  New¬ 
foundland  coast,  well-equipped  hospitals  are 
maintained  at  Battle  Harbor  and  Indian 
Harbor,  while  another  is  building  at  Har¬ 
rington  in  the  Canadian  Labrador.  Co-op¬ 
erative  stores,  at  which  fish  are  sold  and 
supplies  obtained  on  a  cash  basis,  have 
been  established  at  various  points,  and  have 
been  made  independent  of  freighting  ves¬ 
sels  by  a  special  schooner,  the  Co-operator. 
A  movement  is  on  foot  to  build  at  St.  John's 
an  “Institute”  which  shall  be  a  helpful' cen- 
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bodily  comforts  and  betterment  of  material 
conditions  among  the  widely  scattered  set¬ 
tlements  along  that  grim  and  lonely  coast. 
A  'brilliant  graduate  of  Oxford  Univer¬ 
sity,  and  a  skilled  surgeon,  he  has  conse¬ 
crated  his  unusual  talents  to  this  unselfish 
work. 

Before  his  advent,  life  in  Labrador  meant, 
in  the  great  majority  of  cases,  a  complete 
denial  of  the  benefits  of  medical  attendance 
and  other  comforts  that  are  now  within 
reach.  It  meant  also,  for  the  ignorant  aiM 
simple-minded  fishermen  a  hopeless  slavery 
to  debt  under  the  “truck”  system  of  credit, 
whereby  extortionate  prices  for  salt,  flour, 
and  other  necessaries  were  charged  by  un¬ 
scrupulous  traders,  to  satisfy  whom  the 


ter  for  the  men  and  boys  of  the  fishing 
fleet,  who,  on  their  return  to  the  capital, 
are  exposed  to  all  'a  city’s  temptations  ot 
drink  and  vice. 

'It  is  given  to  few  men  to  combine  in 
themselves  such  varied  functions  as  those 
of  this  doctor,  missionary,  magistrate,  in¬ 
surance  agent,  dispenser  of  supplies,  and 
friend  to  seaman  and  landsman  alike.  In 
winter,  with  komelik  and  dogs,  he  travels 
from  point  to  point  along  the  coast  and  up 
the  fiords;  and  in  summer  the  blue  flag  of 
the  R.  N.  M.  D.  S.  F.  flutters  from  harbor 
to  harbor  at  the  masthead  of  the  trim  little 
mission  steamer  Strathcona,  on  its  watchful 
errand  of  mercy  and  helpfulness. 

The  greatest  need  in  this  work  at  the 
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present  time  is  not  so  much  of  funds  as  of 
efficient  helpers.  Here  is  opportunity  for 
a  few  capable,  all-around  men — “jacks  at  all 
trades,”  as  it  were — ifitted  by  character  and 
training  to  co-operate  in  this  humanitarian 
work.  To  mention  this  as  a  “business  pos¬ 
sibility”  may  perhaps  excite  a  cynical  smile 
on  the  part  of  those  accustomed  to  measure 
all  endeavor  by  the  cold  and  sordid  stand¬ 
ards  of  calculating  commercialism ;  but  at 
the  same  time  it  is  worth  while  for  one  and 
all  of  us  to  remember  that  it  is  precisely 
in  such  uplifting  work  as  this — along  the 
highways  and  byways — that  life's  most  en¬ 
during  satisfactions  are  reaped. 

TOURIST  EXCURSIONS. 

Finally,  not  the  least  promising  among  the 
business  opportunities  held  out  by  Labrador, 
lies  in  the  organization  of  tourist  excur¬ 
sions.  “Travel,”  so  called,  acquires  here, 
perhaps  more  than  anywhere  else  so  near 
to  civilization  all  its  original  and  uncon¬ 
ventional  charm.  A  land  off  the  beaten 
track,  almost;  unknown,  wild  as  in  the  gray 
dawn  of  Creation,  yet  easily  reached  in 
comfort  and  at  small  cost ;  a  climate  in 
summer  stimulating  and  healthful,  a  simple 


people  still  strongly  suggesting  the  prim¬ 
itive  coloring  of  prehistoric  times;  marvel¬ 
ous  scenery  of  mountain,  cliff,  and  fiord ; 
the  indescribable  beauty  of  icebergs  in  their 
natural  home,  and  the  unrivaled  auroral 
glory  of  the  northern  skies;  every  induce¬ 
ment  and  facility  for  original  work  by  the 
student  of  ethnology,  geology,  botany,  and 
allied  sciences;  an  exhaustless  fund  of  sport 
in  fishing  and  the  chase;  unfettered  free¬ 
dom  for  every  lover  of  Nature  in  her  wild¬ 
est  and  her  most  placid  moods,  to  wander 
at  will  where  perhaps  no  foot  of  man  has 
ever  trod,  to  go  where  he  likes  and  do  as 
he  pleases— these  are  some  of  the  things 
that  constitute  the  charm  of  freshness  and 
novelty  in  a  visit  to  Labrador.  For  many 
a  nerve-wrecked,  brain-'fagged  victim  of 
“the  strenuous  life”  upon  whom  a  trip  to 
Europe  or  other  conventional  objective 
point  of  travel,  has  only  palled  because  of 
the  ever-recurring  evidences  of  man’s  civ¬ 
ilized  restlessness,  a  voyage  to  this  north- 
land  will  prove  a  most  refreshing  diversion. 
Those  who  have  once  set  foot  upon  its  soil 
are  forever  afterward  under  the  magic  of 
its  subtle  spell. 
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Facts  Concerning  Factory  Management 

{Concluded) 


By  C.  B.  COOK 


Pay  Roll  Form  0-68C. 

This  form  shows  the  complete  record 
for  pay  roll  work,  and  being  in  single 
sheets  can  easily  be  passed  to  the  several 
clerks  for  figuring,  thus  making  compara¬ 
tively  easy  work  of  the  pay  roll.  There 
are  over  1,300  men  in  the  factory  using 
this  system  and  the  pay  roll  is  not  by  any 
means  a  hard  job.  It  is  figured  on  Mon¬ 
day  (the  time  being  complete  to  the  previ¬ 
ous  Saturday)  and  by  three  o’clock  Mon¬ 
day  afternoon  the  entire  pay  roll  is  made 
up  awaiting  verification  with  the  dissection 
sheets  attached  to  the  time  checks,  which 
is  accomplished  by  Tuesday  night.  This 
means  that  1,300  amounts  have  been 
checked,  each  dissection  slip  averaging  5^4 
jobs  per  week,  each  time  check  averaging 
2^2  jobs  per  day.  This  is  accomplished  by 
two  young  men  and  two  girls  at  very  little 
cost.  These  young  people  have,  of  course, 
a  complete  training  for  this  work. 


Let  us  now  take  up  the  matter  of  regis¬ 
tering  the  charges  from  the  dissection 
sheets  to  the  different  jobs,  and  the  produc¬ 
ing  of  the  recapitulation  of  the  dissec¬ 
tions.  ’Some  concerns  use  a  specially  ruled 
book  for  recording  the  charges  to  the  dif¬ 
ferent  departments  of  the  factory.  (See 
Form  0-68D). 

Form  0-68D. 

However,  one  of  the  best  plans  is  to  take 
the  charges  from  the  time  check  or  job 
card  and  register  the  charges  on  the  dupli¬ 
cate  of  the  factory  orders,  (See  Form 
O-F-42-Back)  from  the  dissection  sheet. 
(See  Form  0-68A.)  Let  it  be  understood 
that  all  paid  labor  must  be  charged  to  an 
order,  thus  making  it  possible  to  prove  the 
total  of  -each  department’s  pay  roll  by 
adding  the  total  of  the  charges  made  each 
week  to  the  duplicate  of  the  factory  order. 
These  totals  are  then  classified  as  to  the 
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accounts  they  represent  and  then  entered 
on  Form  0-68E. 

Form  0-68F  shows  one  month’s  charges. 
At  the  end  of  the  month  these  charges  are 
extended,  thus  charged  with  the  proper  fac¬ 
tory  expense,  and  then  the  labor  and  ex¬ 
pense  charges  are  recorded  in  the  cost 
ledger  against  the  operation  number  as 
shown.  (Form  0-68G.) 

On  this  form  is  collected  all  the  charges 
against  the  job  and  it  is  a  very  complete 
record. 

Now  let  us  return  to  the  duties  of  the 
time-keeper’s  division,  as  the  writer  has* 
known  them  in  many  factories. 

Some  send  weekly  reports  to  the  superin¬ 
tendent  showing  the  number  of  employes 
late  and  absent,  the  superintendent’s  clerk 
transferring  same  to  a  quarterly  report. 
(Form  0-69.) 

This  report  was  always  consulted  when 
an  employe  was  recommended  by  his  fore¬ 
man  for  an  increase  of  rate,  and  the  em¬ 
ploye’s  chances  for  the  increase  were  ma¬ 
terially  affected  should  his  name  occur  on 
the  report  more  than  was  thought  neces¬ 
sary  by  the  superintendent.  A  weekly  re- 


Form  C)-68E 

Imperial  Manufacturing  Co. 

Recapitulation  of  Dept. — - - 

Pay  Roll,  week  ending 


Forp  rn  en  , . 

$  25.00 

Day  Work  (Manufacturing) . 

400.62 

Piece  Work  “  . 

321.46 

Maintenance— Tools . 

4.23 

“  —Buildings  and  Fixtures 

“  —Miscellaneous 

Construction — Tools . 

6.58 

“  Marhinpirv . 

“  —Buildings  and  Fixtures 

“  —Stock . 

13.25 

TTr»  T^ApnQ—  . 

Sales  Production . 

10.02 

Repairing  and  Refitting . 

3.10 

M-109.  Overtime  Allow.  (General)... 

.65 

M-43.  General  Miscellaneous  Work.. 

20.21 

Pnrtpr  Dpln . 

1.15 

Ulpriral  . 

15.00 

Total .  . 

$821.27 

Sheet No.i  Imperial  Manufacturing  Co. 

Monthly  Tme  Summary 
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port  (on  a  quarterly  form)  was  sent  to  the 
manager  and  superintendent,  giving  the 
number  of  men  and  women  employed  in 
each  department.  Some  concerns  allow  no 
employe  to  leave  the  factory  during  work¬ 
ing  hours  except  through  the  time-keeper’s 
ofhce,  and  then  only  upon  time  check  being 
signed  by  the  foreman  of  the  department. 
Other  concerns  use  a  pass  for  this  purpose. 
(See  Form  F-70).  Each  day  these  are 
passed  upon  by  the  superintendent  and  ap¬ 
proved.  All  notifications  of  leaving  and 


discharges  were  sent  to  the  time-keeper’s 
office  (Form  F-71). 

Pay  envelop.is  were  distributed  by  the 
paymaster  through  the  dilTerent  depart¬ 
ments.  Some  concerns  require  the  em¬ 
ploye  to  present  himself  at  the  paymaster’s 
window  for  his  pay.  A  good  system,  and 
one  which  is  followed  out  by  an  up-to-date 
concern,"'  is  to  pay  the  employes  through  the 
foreman  of  the  different  departments.  The 
pay  envelopes  were  made  out  by  the  pay¬ 
master  and  his  assistants  and  arranged 
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U.  T.  Co.  Form  F-70 

Florence  Exhibitor  System  Co. 

To  Office.  Date_ - 

Please  pass  bearer__ - — _ 

from  Factory. 

Foreman _ .Dept.  No - 


State  particulars. 


Approved, 


Supt. 


numerically  in  boxes,  and  then  turned  over 
to  the  foremen  as  they  called  for  them. 
Each  box  represented  a  department  and  in¬ 
closed  in  each  was  a  foreman’s  receipt  or 


Timekeeper  s  Dept. 

NOTIFICATION  OF 
LEAVING 

Dept.  No . 

Employe’s  No....^,^,?.,.. 

Name  . . 

Left  . . 

Discharged  . 190 

FOR  REASON  AS  CHECKED 

Rec’d  at 


Form  F-71 

CAUSE  OF  DIS¬ 
CHARGE  or  REASON 
FOR  LEAVING 

Good  Workman 
Desirable 
Other  Position 
Misunderstanding 
Dissatisfied 

Undeserving  of  Increase 

Poor  Health 

Incompetent 

Disorderly 

Bad  Disposition 

Misconduct 

Misrepresentation 

Unsteady 

Intemperate 

lacks  Ambition 

Does  not  apply  himself 


typewritten  list  of  names  of  the  employes 
in  his  department  and  these  names  con¬ 
formed  with  those  on  the  pay  envelopes  in 
the  box.  The  foreman  checked  up  the  list 


Cost  Department 
U.  T.  Co. 


Form  72 


Department  Receipt 

Foremen  are  requested  to  check  this  receipt  with  pay 
envelopes  before  paying  off  the  employes. 

PLEASE  SIGN  AND  RETURN  WITH  BOX 

Dept.  - 


NO. 

NAME 

1 

F.  E. Innes 

2 

B.  Boutillier 

3 

N.  Scoville 

4 

M.  Mathews 

42 

A.  Daley,  Miss 

43 

J.  Ryan 

44 

W.  R.  Bates 

45 

C.  Charbonneau,  Miss 

Received  the  above  employes’  pay  envelopes  and 
returned  those  marked  thus  X 

Signed — 7"-  E.  Dun 


Foreman 


and  handed  same  to  the  office  after  he  had 
receipted  it.  (See  Form  F-72.) 

The  boxes  were  handed  to  the  foremen 
about  five  minutes  before  quitting  time.  If 
an  employe  was  out  on  pay  day,  the  fore¬ 
man  returned  the  pay  envelope  to  the  pay¬ 
master,  who  immediately  made  a  note  of 
same  upon  the  foreman's  receipt,  which 
the  foreman  initialed.  When  the  paymaster 
paid  this  employe  he  erased  the  notation 
from  the  receipt  and  obtained  a  receipt 
from  the  employe.  All  employes  leaving 
or  discharged  signed  a  release  receipt  with 
the  last  wages  paid  them  by  the  company. 
Pay  envelopes  and  dissection  cards  were 
made  out  on  an  addressing  machine. 


'  Ti 
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Multiple  Cash  Registers  for  Department  Stores 


By  R.  P.  HENDERSON 


HAT  the  cash  register’s  pop- 
larity  in  the  retail  business  is 
very  fast  increasing  is  very 
evident  by  the  large  number 
now  in  use. 

Up  to  within,  a  short  time  it  was  a  nov¬ 
elty  to  see  a  cash  register  with  more  than 
one  general  drawer  but  the  multiple  drawer 
register  has  shown  its  superiority  so  great 
that  it  is  now  used  almost  universally. 

A  retail  establishment  can  use  this  sys¬ 
tem  very  economically,  in  the  saving  of 
time;  viz.,  waiting  for  change,  possible 
stoppage  of  the  entire  cash  system  (not  in¬ 
frequently  for  a  whole  day),  busy  cashier  or 
many  other  such  reasons.  It  is  a  great  im¬ 
provement  over  the  best  carrier  system  and 
this  saving  of  time  allows  of  more  trade  be¬ 
ing  taken  care  of  and  does  away  with  any 


impatience  on  the  part  of  the  customer  occa¬ 
sioned  by  these  delays.  The  operating  ex¬ 
pense  of  such  a  system  is  much  less,  doing 
away  with  the  cashier,  no  power  cost  to 
operate  motors  or  blowers  and  no  repair 
costs  such  as  found  with  the  carrier  sys¬ 
tems. 

This  system  explained  below  is  now  op¬ 
erating  successfully  a  force  of  30  or  35 
salespeople  in  ten  departments  and  could 
be  easily  adopted  for  more  or  less  accord¬ 
ingly. 

In  installing  such  a  system  it  is  first 
necessary  to  plan  out  your  departments, 
studying  out  what  register  could  be  used 
to  advantage  in  each  particular  department, 
for  instance,  the  furnishing  department  em¬ 
ploys  at  all  times  three  salesmen  and  in  the 
busy  season  possibly  two  additional,  for  this 
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department  you  would  want  a  five  multiple 
drawer  register  and  so  on  through  the  en¬ 
tire  store,  it  is  always  better  to  provide  a 
little  more  accommodation  than  is  absolute¬ 
ly  necessary  for  any  change  that  might  pos¬ 
sibly  be  made  in  a  department. 

When  more  than  one  department  is  us¬ 
ing  registers  it  is  customery  to  number 
each  consecutively,  as,  furnishing  depart¬ 
ment  number  one,  notion  department  num¬ 
ber  two  and  so  on,  these  should  be  placecj 
consecutively  which  would  make  the  work 
of  taking  details  much  simpler. 

In  Fig.  1  you  will  see  a  six-drawer  cash 
register  and  at  the  left  of  the  extreme  left- 
hand  column  of  keys  you  will  find  a  lever 
which  can  be  moved  up  and  down,  stopping 
in  one  of  six  notched  positions  marked,  A- 


Fig.  2. 


V  ■•’V  ;  A-,.' 

..N’  OO.SW'iB 


dry  and  Fancy  Go^, 
Cloaks,  Willtnefy-  ,: 

Av’  1*12’' " 


This  is  your  .receipt. 

'  Vi :  Please  see  that  the . ; 

are.^nt  pnVted 
■  above  is  cprrect;-  Count 
your  change. 


Fig.  3. 


B-D-E-H-K,  respectively,  and  opposite 
these  notches  you  will  find  indexes  for  the 
name  of  the  employee  using  the  key  oppo¬ 
site. 

Each  drawer  is  marked  as  the  notches, 
viz.,  A-B-D-E-H-K,  one  for  each  letter. 
Now,  in  order  for  “A”  to  open  his  drawer, 
it  is  positively  necessary  for  him  to  set 
the  lever  in  the  “A”  position,  which,  in 
turn,  so  registers  on  the  detail  slip  (under 
lock  and  key)  A  0.00  as  shown  in  Fig.  2. 

Should  this  have  been  a  cash  sale  it 
would  have  been  necessary  to  press  the 
keys  corresponding,  to  the  amount  of  the 
sale,  in  which  case  it  would  appear  on  the 
detail  strip  opposite  his  initial  as  is.  also 
shown  in  Fig.  2. 

Whatever  cash  sales  are  registered  by 
“A”  are  automatically  added  on  “A’s”  add¬ 
ing  wheels,  which  give  at  night  a  total  of 
his  individual  sales. 

In  opening  for  business  each  salesman  is 
given  two  purses,  each  bearing  the  register 


number  and  his  key  letter;  in  one  purse  is 
placed  $10  in  change  (or  any  amount  nec¬ 
essary),  the  use  of  the  other  purse  is  ex¬ 
plained  later  on. 

With  the  registering  of  a  sale  a  custom¬ 
er’s  receipt  is  issued  indicating  the  kind  of 
sale,  cash,  credit,  etc.,  amount  of  purchase, 
initial  of  salesman,  register  number, 
date,  consecutive  sales  number  and  any 
other  small  statement  as  shown  in  Fig.  3 
These  checks,  in  the  case  of  a  cash  sale, 
must  be  given  to  the  customer. 

In  making  a  credit  sale,  the  charge  is 
made  out  in  the  usual  way  and  after  hav¬ 
ing  it  O.  K.’d  it  is  then  registered  as  was 
the  cash  sale,  but  in  addition  it  is  neces¬ 
sary  to  press  the  “Charge”  key  found  in 
the  lower  left  hand  column.  This  key  in¬ 
dicates  a  credit  sale  on  the  detail  strip  as 
shown  in  Fig.  2.  It  also  shows  similarly 


REFUND  VOUCHER 

Front.  Reverse. 


on  the  customer’s  receipt,  issued  by  the 
register,  but  in  this  case  the  check  is  re¬ 
tained  by  the  one  making  the  sale  and  on 
the  reverse  side  is  written  the  name  of  the 
party  making  the  purchase.  These  checks 
are  added  in  the  daily  statement.  Fig.  5,  as 
credit  sales. 

The  party  approving  a  charge  must  de¬ 
tach  it  from  the  duplicate  (which  goes  to 
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the  customer)  and  deposit  it  in  the  office 
and  is  held  responsible  for  it  until  checked 
off  by  the  customer’s  checks  as  handed  in 
by  the  salesman. 

In  returning  purchase  money  it  is  neces¬ 
sary  to  fill  out  a  statement  as  shown  in 
Fig.  4,  and  on  the  reverse  side  is  a  list  of 
articles  returned.  This  must  be  counter¬ 
signed  by  the  head  of  the  department  or 
someone  in  authority.  After  doing  this  it 
is  registered  in  the  same  way  as  a  sale.  In 
addition,  pressing  the  “Paid  Out”  key, 
found  in  the  left  hand  column,  indicates  a 
pay  out  or  refund  on  the  detail  strip  and 
also  on  the  customer’s  check.  This  check 
and  voucher  is  sent  in  with  the  cash  and 
also  the  credit  checks. 

Amounts  paid  out  do  not,  of  course,  add 
into  the  total  of  sales. 

At  the  close  of  the  day’s  business  the 


Fig.  6. 

clerk  places  the  $10  (the  amount  given  him 
for  change)  in  the  smaller  purse  and  makes 
out  a  statement  showing  the  amount  of  his 
cash  sales,  his  pay  outs,  his  charge  sales 
and  his  total  sales.  (Fig.  5.) 

This  statement  is  verified  by  the  indi¬ 
vidual  clerk’s  adding  counters. 

Besides  the  sets  of  adding  wheels  for 
each  clerk,  there  is  a  grand  total  adding 
counter  on  each  register  that  accumulates 
the  amounts  on  the  clerk’s  counters.  This 
enables  the  proprietor  to  allow  a  book¬ 
keeper  or  some  other  clerical  help  to  bal¬ 


ance  the  clerk’s  sales  by  the  clerk’s  totals 
and  he  can  afterwards  verify  same  by  the 
grand  total  counters  on  the  register. 

The  book-keeper  or  whoever  balances  the 
register,  makes  out  a  statement  showing  the 
sales  of  each  clerk  and  hands  it  to  the  pro¬ 
prietor. 

The  only  time  required  in  making  up  this 
statement  is  the  time  required  to  read  the 
different  sets  of  adding  wheels. 

These  registers  handle  charge  and  paid 
out  transactions  as  they  do  cash  sales  and 
fix  absolutely  the  responsibility  for  all 
transactions.  At  the  same  time  they  show 
which  clerk  does  the  most  business  and  is 
of  greatest  value  to  the  proprietor. 

In  making  a  statement  for  the  entire 
force  a  balance  sheet  such  as  Fig.  6  is 
used,  separating  each  department  or  reg¬ 
ister,  and  each  salesman’s  cash  and  credit 
sales  as  shown  by  the  daily  statement.  The 
refunds  are  placed  in  the  cash  column  in 
red  and  must  be  added  to  the  amount  of 
cash  handed  in  to  make  the  statement  bal¬ 
ance  with  the  amount  shown  on  the  indi¬ 
vidual  adding  wheels. 

Should  there  arise  a  dispute  as  to  the 
amount  of  change  given  a  customer  it  takes 
but  a  minute  to  count  out  the  money  of  that 
particular  register  and  compare  it  with  the 
total  indication,  which  will  show  exact  and 
at  any  time  the  conditions  then  existing. 

Salesmen  need  not  fear  anyone  will  tam¬ 
per  with  their  drawer  in  their  absence  as 
each  drawer  is  furnished  with  a  key,  lock¬ 
ing  but  the  one  drawer. 

The  greatest  objection  to  this  system  is 
in  having  sufficient  change  at  all  times  in 
every  drawer  but  by  having  a  plentiful  sup¬ 
ply  at  some  convenient  and  central  place 
this  objection  would  be  easily  overcome. 

This  system  is  in  every  way  daily  prov¬ 
ing  to  be  the  most  satisfactory  method  of 
making  change. 

The  registers  are  now  being  built  to 
operate  not  only  by  hand  but  also  by  elec¬ 
tricity,  requiring  only  a  pressure  of  the  key 
to  complete  a  registration. 

Contributed  by  Publication  Department 
of  National  Cash  Register  Co. 

“It  will  do  everything  but  talk.” 

This  is  what  John  Blank,  one  of  the 
progressive  merchants  of  this  city,  says  in 
describing  a  wonderful  machine  which  he 
has  just  installed  in  his  store. 

Mr.  Blank’s  customers  are  showing  an 


CLERK’S  DAILY  STATEMENT 


The  clerk  will  first  remove  the  amount  of 
change  (  10.00  )  placed  in  the  drawer  at  the 

beginning  of  the  day’s  business,  putting  it  in  the 
smallest  purse  and  list  the  balance  as  : 


Cash  in  drawer . 

No  of  slips 
2 

Paid  out  . 


Cash  Sales 


Credit  Sales 
Total  Sales. 


No  of  slips 
6 


2 

4 

75 

1 

45 

2 

6 

20 

1 

2 

50 

3 

8 

70 

I  hereby  certify  the  above  is  correct  to  the 
best  of  my  knowledge. 

3  A  26 

Reg.  No .  Letter .  No . 

Sept.  10 

Date . 190  6 
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unusual  interest  in  this  machine,  first,  be¬ 
cause  of  its  wonderful  mechanism;  and, 
second,  because  it  assures  them  that  they 
are  doing  business  in  a  store  where  mis¬ 
takes  are  at  a  minimum 

The  machine  in  question  is  the  latest  and 
most  improved  type  of  a  National  Cash 
Register.  It  combines  the  functions  of  a 


mm. 


.  -  M/n 

^  TO 


< — es 


^  -  am 


mechanical  cashier,  a  book-keeper  and  a 
jndge. 

This  register  is  what  is  known  as  a  mul¬ 
tiple  register.  In  reality,  it  is  six  regis¬ 
ters  in  one,  inasmuch  as  each  employe  of 
the  store  has  a  separate  adding  counter  and 
a  separate  cash  drawer. 

It  is  “multiple  doer”  machine  also.  It 
will  do  nearly  all  things  a  man  can  do  in 
a  store,  except  sell  goods  and  dust  the  show 
cases,  and  do  all  better  than  a  man  can.  As 


a  cashier,  it  is  fast  and  always  on  hand :  as 
book-keeper,  it  never  makes  an  error ;  as 
a  judge,  it  is  absolutely  fair  and  without 
prejudice  in  settling  any  disputes  that  may 
arise. 

Men  can,  and  all  men  do,  make  mistakes^ 
A  machine  which  has  been  properly  as¬ 
sembled  cannot  make  a  mistake.  Mr. 


Shows  charge  sale  of  $3.98  made 
by  Clerk  “E.” 

Space  shows  when  proprietor  left 
store  for  lunch. 


Shows  $16.30  received  o’n 
account  by  Clerk  A. 


Shows  Cash  sale  of  $4.75  made 
by  Clerk  H. 


Shows  that  Clerk  B  opened  his 
cash-drawer. 


Shows  when  proprietor  returned 
to  store.  Sales  indicated  between 
this  space  and  space  above  were 
made  during  his  absence. 

Shows  that  Clerk  A  paid  out 
35  cents. 


All  other  sales  shown  on  the  strip 
are  cash  sales. 


Blank’s  register  can’t  help  being  perfect.  It 
is  made  that  way.  As  previously  mentioned, 
the  register  cannot  talk  and,  therefore,  is  a 
congenial  thing  to  have  around.  It  can, 
however,  make  signs.  Further,  it  can  print. 
It  has  a  complete  printing  plant  somewhere 
in  its  insides  and  it  makes  a  record  of  every 
transaction  taking  place  in  the  store.  In 
fact,  it  makes  two  records,  one  of  which  it 
passes  out  to  the  customer ;  the  other  it  files 
away  for  Mr.  Blank’s  future  reference. 
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A  beautiful  cabinet  of  polished  wood  sup¬ 
ports  the  machine  parts  of  the  register.  The 
cash  drawers  are  lettered  “A,”  “B,”  “D,” 
etc.  On  the  register  are  keys,  “A,”  “B,” 
“D,”  etc.,  corresponding  with  these  cash 
drawers.  There  are  also  keys  which  are 
marked  “Charge,”  “Received  on  account” 
and  “Paid  out.”  In  addition,  of  course, 
the  register  has  the  usual  keys  showing 
amounts  of  money. 

If  Mrs.  Jones  comes  into  the  store  and 
buys  50  cents’  worth  of  goods  from  Clerk 
A,  this  clerk  goes  to  the  register,  presses 
the  “50  cent”  key  and  the  “A”  key,  there¬ 
by  signing  his  name  to  the  transaction. 
Then  by  simply  turning  a  handle  the  clerk 
can  cause  a  great  many  things  to  happen 
all  at  once;  indicators  appear  showing  all 
about  the  transaction ;  the  cash  drawer  is 
unlocked  and  opened  automatically;  a  bell 
rings  announcing  the  registration ;  the 
proper  entry  is  made  inside  the  machine ;  a 
receipt  is  printed  and  thrown  out  for  the 
customer;  a  detailed  record  of  the  transac¬ 
tion  is  printed  by  the  register;  and  the  cash 
sale  is  added  on  an  adding  mechanism, 
which  will  show  at  any  time  the  total 
amount  of  money  taken  in  by  any  individ¬ 
ual  clerk. 

The  register  is  particular  about  who  oper¬ 
ates  it  and  how.  It  refuses  to  work  until 
all  the  necessary  keys  have  been  pressed. 
Nor  will  it  permit  Clerk  A  to  operate  Clerk 
B’s  cash  drawer.  The  minute  Clerk  A 
should  try  to  operate  Clerk  B’s  cash  drawer, 
the  register  would  sound  an  alarm  on  Clerk 
B’s  bell. 

The  check  which  the  register  prints  is  a 
receipt  to  the  customer.  On  the  check, 


Mr.  Blank  states  he  will  give  $1  to  any 
customer  who  makes  a  purchase  in  his 
store,  either  for  cash  or  credit,  and  fails  to 
receive  this  printed  slip. 

Customers  are  anxious  that  they  should 
not  be  charged  twice  and  that  their  ac¬ 
counts  should  always  be  correct.  Conse¬ 
quently  they  are  glad  to  co-operate  with 
the  merchant  by  asking  for  their  receipts. 

While  the  machine  is  printing  and  throw¬ 
ing  out  a  check  for  the  customer,  it  also 
prints  in  duplicate  a  detailed  record  of  each 
transaction  on  a  long  strip  of  paper  which 
is  rolled  up  under  lock  and  key  in  a  little 
metal  cabinet  at  the  side  of  the  register. 
This  is  a  permanent  record  for  the  pro¬ 
prietor. 

At  the  end  of  the  day  Mr.  Blank  can 
take  this  printed  tape  from  the  register 
and  review  in  detail  the  business  done  dur¬ 
ing  the  day.  The  tape  will  show  him  which 
clerk  waited  on  the  most  customers  and 
will  give  the  amount  and  kind  of  every 
transaction. 

If  any  of  the  cash  drawers  fail  to  balance, 
Mr.  Blank  can  tell  which  clerk  is  respon¬ 
sible;  if  a  bad  coin  has  been  accepted,  he 
can  tell  which  clerk  accepted  it ;  if  Clerk 
D  took  in  a  piece  of  lead  money,  this  money 
will  be  found  in  Clerk  D’s  cash  drawer. 

Mr.  Blank  believes  that  satisfied  custom¬ 
ers  constitute  his  greatest  business  asset 
and  he,  therefore,  endeavors  to  conduct  his 
store  upon  a  system  which  will  insure  sat¬ 
isfaction  to  his  patrons.  With  the  installa¬ 
tion  of  the  new  register,  he  believes  he  has 
the  most  perfect  system  that  the  human 
mind  can  devise. 


Time  Consumed  in  Traveling 

By  W.  W.  HISCOX 


HAT  a  lot  of  valuable  time 
could  be  saved  and  put  to  a 
good  use  if  the  business  men 
of  the  large  cities  could  only 
utilize  to  advantage  the  time 
consumed  in  traveling  back  and  forth  to 
their  work.  An  average  of  30  minutes  is 
required  while  on  the  street,  elevated,  sub¬ 
way  or  steam  cars  to  reach  the  office.  It  is 
seldom  less  than  30  minutes,,  and  oftener 


nearly  an  hour.  For  convenience  of  figur¬ 
ing,  take  the  half  hour  as  a  basis.  One 
man  loses  an  hour  a  day  and  a  total  of  300 
hours  a  year,  which  divided  into  working 
days  of  eight  hours  gives  a  total  of  37  days 
and  four  hours.  The  average  city  business 
man  loses  a  little  over  six  entire  weeks  a 
year  on  board  the  cars.  Multiply  the  loss 
of  a  single  man  by  a  hundred  thousand, 
yes,  five  and  even  ten  hundred  thousands 
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and  we  have  the  enormous  total  of 
37,500,000  days  of  eight  hours  each.  Figur¬ 
ing  this  time  at  50  cents  an  hour  we  have 
$150,000,000.  This  sum  is  an  enormous  loss 
of  wasted  time,  which  partially  could  be 
directed  into  productive  channels. 

Many  business  men,  it  is  true,  read  the 
morning  and  evening  newspapers  while  on 
the  cars,  but  it  is  not  true  that  their  time  is 
thus  profitably  spent.  I  do  not  mean  that 
the  daily  papers  should  not  be  read,  but 
that  it  is  not  necessary  or  advisable  to  de¬ 
vote  more  than  15  minutes  to  each  morning 
and  evening  edition.  The  large  majority 
of  business  men  glance  at  the  morning 
paper  over  their  coffee  cups,  and  they  carry 
the  copies  onto  the  cars  more  as  a  pretense 
to  kill  time  than  to  derive  any  special  bene¬ 
fit  from  the  reading.  In  the  afternoon,  the 
five  o’clock  editions  of  the  papers  are  de¬ 
livered  at  the  office,  and  a  glance  of  a  few 
minutes  gives  the  reader  an  idea  as  to  what 
has  happened  in  the  world  since  the  ap¬ 
pearance  of  the  morning  paper.  Thus,  the 
majority  of  the  business  men  working  in 
the  large  cities  have  practically  no  occasion, 
other  than  the  killing  of  time,  to  read  the 
newspapers  on  the  cars. 

Now,  how  can  this  time  be  spent  to  ad¬ 
vantage?  The  crowds  and  the  lack  of  fa¬ 
cilities  prevent  writing,  so  that  the  time  on 
the  cars  must  be  confined  to  reading.  In¬ 
stead  of  the  daily  papers  the  business  men 
would  find  it  profitable  to  read  the  trade  or 
class  publications  for  the  suggestions  and 
helps  to  apply  to  their  own  particular  line 
of  business.  Every  business  man,  regard¬ 
less  of  his  special  line,  could  devote 
two  or  more  hours  to  reading  The 
Business  Man’s  Magazine.  As  he  reads 
from  the  front  cover,  all  articles  adver¬ 
tised  which  he  thinks  might  make  a  sav¬ 
ing  or  improvement  in  the  conduct  of  his 
business  should  be  noted,  and  circulated 
about  the  house  for  the  expression  of  opin¬ 
ion.  The  very  first  article  may  be  some¬ 
thing  which  will  suggest  a  saving  in  his  ac¬ 
counting  department,  and  that  should  be 
marked  for  the  head  accountant  to  read. 
To  have  specially  prepared  the  valuable  in¬ 


formation  appearing  in  every  number  of 
The  Business  Man’s  Magazine  would 
cost  him  many  hundred  dollars,  but  for  a 
few  cents  he  may  apply  to  his  own  use  the 
information  prepared  by  experts.  Where  a 
business  man  is  head  of  a  large  concern 
then  it  is  to  his  advantage  to  subscribe  for 
several  copies  of  The  Business  Man’s 
Magazine  so  that  as  much  benefit  as  pos¬ 
sible  will  be  derived  by  each  employe  read¬ 
ing  it. 

We  will  imagine  a  large  contractor  tak¬ 
ing  advantage  of  his  time  while  on  the  cars 
to  read  his  favorite  trade  paper.  He  reads 
the  advertisements,  and  mentally  asks  him¬ 
self  will  this  machine  make  or  save  me 
money.  If  he  thinks  in  the  affirmative,  he 
tears  out  the  page  or  marks  it,  and  on  ar¬ 
riving  at  the  office  consults  those  who  are 
most  likely  to  know  about  the  advantages 
of  the  machine.  In  the  reading  pages,  the 
contractor  learns  of  several  proposed  con¬ 
tracts,  and  decides  to  submit  bids,  or  per¬ 
haps  he  reads  of  an  invention  which  he 
can  adopt  to  advantage  in  his  own  busi¬ 
ness.  He  learns  that  a  certain  mechanical 
engineer  whom  he  has  long  wanted  has  re¬ 
signed  from  a  competitor,  and  is  now  at 
liberty  to  consider  offers  from  other  con¬ 
tractors.  By  reading  the  trade  papers  he 
keeps  posted  as  to  what  his  competitors 
are  doing.  In  a  hundred  and  one  ways  he 
finds  profit  in  the  reading. 

The  time  on  the  cars  may  not  be  confined 
to  trade  and  class  publications.  It  is  pos¬ 
sible  to  read  at  least  one  book  a  week. 
These  books  should  be  on  technical  sub¬ 
jects  dealing  directly  or  indirectly  with  his 
business.  Or  if  the  business  man  does  not 
want  to  read,  he  can  do  a  lot  of  thinking 
and  plan  in  his  mind  an  advertising  cam¬ 
paign,  or  while  on  the  train  think  just  what 
he  shall  put  in  the  circular  letter  he  is  to 
send  to  the  trade. 

In  fact,  every  business  man  can  make 
profitable  use  of  the  time  consumed  while 
on  the  cars  in  going  to  and  returning  from 
his  office.  In  six  weeks  or  300  hours  thus 
saved  much  can  be  accomplished  to  im¬ 
prove  any  line  of  business,  and  to  make  the 
same  more  profitable. 


A  Bank  and  Its  Loans 

By  CLAY  H.  HOLLISTER 


BANK  has  at  least  a  two¬ 
fold  function.  It  may  en¬ 
courage  the  deposit  of  money 
by  the  mass  of  the  people 
and  it  must,  at  the  same  time, 
so  invest  that  money  that  it  can,  when 
called  upon,  produce  it  and  give  it  back  to 
the  depositor.  Any  banker  who  allows  him¬ 
self  to  forget  that  he  must  always  be  ready 
to  pay  out  money  as  well  as  receive  it  is  in 
danger  of  allowing  his  desire  for  imme¬ 
diate  profit  to  overcome  his  ability  to  earn 


a  continuous  dividend.  His  doors  will 
some  day  close  and  his  stockholders  will  be 
his  worst  enemies. 

In  a  growing  business  community  where 
varieties  of  industrial  and  mercantile  pur¬ 
suits  are  followed,  a  banker  finds  plenty  of 
occupafion  in  fulfilling  his  twofold  service 
to  the  community.  His  bank  must  be  ready 
and  willing  to  receive  the  funds  of  the 
people  who  need  to  use  his  facilities  in  the 
purchase  of  their  commodities,  who  wish  to 
gain  an  earning  upon  their  savings,  or  to 
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have  their  money  available  in  currency  on 
emergency. 

The  purpose  of  this  article  is  to  give 
some  suggestions  as  to  the  best  methods  of 
loaning  money  so  that  it  may  be  promptly 
available  in  times  of  need  for  the  use  of 
the  depositor.  We  will  not  undertake  to 
discuss  the  investment  of  funds  in  stocks, 
bonds  or  real  estate,  all  of  which  may  or 
may  not  be  safe  and  desirable,  according  as 
such  investments  are  carefully  made,  but 
we  will  seek  to  show  briefly  what  seems  to 
us  some  of  the  essential  factors  which  will 
enable  a  banker  to  foster  the  industry  and 
commerce  of  his  city  and  still  do  it  safely 
and  without  undue  risk  of  his  investment. 

Generally  speaking,  the  groundwork  for 
extending  credit  to  any  borrower  is  a  be¬ 
lief  in  his  honesty  of  purpose  and  in  the 
correctness  of  the  statements  he  may  make 
from  the  very  best  of  his  knowledge  and 
belief.  This  is  fundamental.  Men  who  are 
dishonest  with  others  may  sometimes  pay 
their  banker,  but  it’s  a  long  gamble,  for  the 
reverse  is  more  often  true.  It  is  sometimes 
the  case  that  men  unwittingly  swear  to  a 
false  statement,  but  these  cases  are  com¬ 
paratively  rare. 

The  value  of  the  items  of  the  statement 
may  often  be  questioned.  The  banker  may 
have  a  widely  different  idea  from  the  bor¬ 
rower  of  such  value,  and  in  all  cases  he 
must  use  his  judgment  and  act  accordingly. 

The  statement  should  be  in  writing  and 
should  give  in  various  detail  the  composi¬ 
tion  of  assets  and  liabilities.  The  more  de¬ 
tailed  it  is,  the  more  satisfactory  to  the 
banker.  Uusually,  nowadays,  the  banker 
furnishes  the  client  with  a  printed  form 
containing  spaces  for  such  information  as 
it  is  desirable  for  the  banker  to  know. 
These  statements  when  kept  in  regular  or¬ 
der  form  a  valuable  record  of  a  concern’s 
ousiness  progress  and  indicate  the  changes 
that  may  occur  in  it  from  year  to  year.  A 
fresh  statement  is  called  for  at  least  once 
a  year,  or  at  any  time  when  important  loans 
for  the  client  warrant  it. 

A  banker  gives  prompt  attention  to  a 
client  who  meets  his  engagements  just  as 
he  has  agreed,  without  evasion,  or  who,  in 
the  face  of  adverse  conditions  not  under 


his  control,  makes  prompt  report  and  ex¬ 
plains  his  inability  to  do  all  he  has  agreed 
to  do  at  the  time,  but  satisfies  him  that  he 
can  surely  make  good  at  a  later  date. 

There  are  several  classes  of  business 
which  need  assistance  from  banks.  Loans 
to  merchants  may  be  properly  made  upon 
some  well  known  collateral  or  upon  their 
personal  statements  showing  that  they  have 
a  considerable  preponderance  of  their  own 
capital  in  the  business  and  are  borrowing 
to  enable  them  to  take  advantage  of  regu¬ 
lar  discounts  upon  their  bills  or  buy  sea¬ 
sonable  merchandise. 

Loans  to  merchants  are  based  upon  their 
available  assets,  which  should  largely  ex¬ 
ceed  the  amount  of  the  loan.  An  intimate 
knowledge  of  the  character  of  these  assets 
is  most  desirable.  The  character  of  the 
merchandise — whether  fresh  or  stale,  the 
quality  of  the  accounts  receivable — whether 
they  are  for  recent  sales  or  contain  many 
items  that  are  long  past  due  and  uncollect¬ 
ible.  Schedules  of  these  accounts  are  fre¬ 
quently  asked  for  and  scrutinized. 

The  items  of  furniture  and  fixtures 
should  represent  only  a  small  proportion 
of  the  assets.  Many  merchants  have  spent 
too  much  of  their  available  capital  in  that 
item. 

The  frequency  with  which  a  merchant 
turns  over  his  stock  and  cleans  out  his 
slow-selling  stock,  the  character  and  at¬ 
tractiveness  of  his  store,  his  readiness  to 
adapt  himself  to  new  conditions — all  tKese 
points  weigh  with  the  banker. 

Loans  to  clients  should  be  elastic,  not 
fixed  for  long  periods  of  time,  but  paid  up 
once  or  twice  a  year  even  though  the  same 
amounts  are  soon  borrowed  for  new  pur¬ 
chases.  These  loans  should  not  be  liqui¬ 
dated  by  the  client’s  borrowing  elsewhere, 
but  by  his  getting  the  money  out  of  the 
business  itself.  Many  bankers,  because  it 
is  easier  to  get  along  with  their  customers, 
allow  them  to  carry  fixed  loans  for  many 
years  on  the  general  theory  that  such  loans 
are  safe.  The  customer  soon  gets  to  con¬ 
sidering  the  loan  a  part  of  his  capital  and 
resents  the  suggestion  that  he  should  pay 
it.  The  sooner  the  banker  who  encourages 
such  loans  wakes  up  and  calls  it,  the  more 
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likely  he  will  be  to  have  that  client  in  good 
financial  condition  when  the  crisis  comes — 
and  the  crisis  always  does  come,  when  one 
least  expects  it !  No  answer  of  a  client  is 
farther  from  the  truth  than,  “All  you  want 
is  your  interest,  ain’t  it?”  The  banker  has 
a  right  to  his  principal  when  he  needs  it. 

A  somewhat  more  complicated  statement 
to  analyze  is  that  of  the  manufacturer.  The 
general  principle  of  it  is  the  same,  but  here 
there  should  be  even  stricter  scrutiny,  for 
conditions  change  rapidly  and  a  great  loss 
may  occur  in  an  incredibly  short  time. 

The  main  factor  here  in  extending  of 
credit  is  the  management.  There  must  be 
integrity  in  it,  of  course,  but  there  must 
also  be  a  high  order  of  executive  ability 


selves  on  wiping  out  the  cost  of  their  plant 
in  a  term  of  years,  although  keeping  a  rec¬ 
ord  of  it  for  insurance  purposes. 

The  manufacturing  end  of  the  business 
must  be  carefully  watched ;  and  then  there 
is  the  accounting  and  selling  end.  These 
are  equally  important.  A  concern  may  turn 
out  ever  so  fine  goods  and  not  ask  enough 
for  them,  or  these  goods  may  be  sold  to 
irresponsible  parties.  A  banker  must  know 
that  the  manufacturer  has  all  these  details 
in  mind  and  has  a  satisfactory  system  for 
seeing  that  they  all  work  in  harmony  and 
for  the  profit  of  the  business. 

It  is  important  to  know  with  any  bor¬ 
rower  that  he  has  in  no  way  pledged  with 
another  the  property  which  he  asks  you  to 
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RESOURCES. 

LOANS  AND  DISCOUNTS. 

- 

14.705,274.94 

REAL  ESTATE. 

605.00 

BANK  BUILDING  AND  FIXTURES. 

- 

- 

170.000.00 

U.  5.,  BONDS, 

- 

- 

824.490.76 

STOCKS,  BONDS  AND  CLAIMS. 

- 

- 

J  15.874.17 

CASH  RESOURCES 

DUE  FROM  BANKS, 

- 

782.245.5Z 

U.  S.  TREASURER. 

- 

45.700.00 

CASH. 

- 

415.000.70 

1,242.944.25 

Ul  ABI  l_ITl  ES. 

$7,057,189.10 

CAPITAL  STOCK. 

- 

-  ^ 

$800.000  00 

SURPLUS  AND  UNDIVIDED  PROFITS.  [Net) 

495.507.73 

CIRCULA  TION. 

- 

* 

800.000100 

DIVIDENDS  UNPAID 

- 

- 

32.000.00 

DEPOSITS. 

- 

4. 931. 681.37 

DIRECTORS. 

$7,057,189  10 

James  M.  Barnett,  Willard  Barnhart,  H.  J 

Hollister,  Joseoh  H.  Martin.  W. 

R.  Shelby.  E.  G.  Studley.  Wm.  Judson. 

L.  H.  Withey,  Geo.  C.  Peirce.  Clay  H.  Hollister.  W.  D.  Stevens.  J.  C.  Holt.  Henry  Idema,  Edward  Lowe.  W.  W.  Cummer 

which  takes  account  of  a  trernendous 
amount  of  detail  and  by  organization  keeps 
it  thoroughly  in  hand.  The  same  scrutiny 
of  statements  should  follow  as  in  the  case 
of  the  merchant.  Here  the  inventory  of 
merchandise  is  more  difficult  because  much 
of  it  is  in  a  partially  finished  state  from  the 
raw  material  to  the  piece  just  ready  for  its 
last  process.  A  banker  must  know  that  the 
client  knows  the  cost  of  these  processes 
and  the  value  of  his  goods — that  the  in¬ 
ventories  are  not  padded — that  reasonable 
allowances  have  been  deducted  to  allow  for 
depreciation. 

The  factory  and  its  fittings  are  subject  to 
great  wear  and  tear  and  depreciations  of 
considerable  percentages  should  be  deduct¬ 
ed  each  year  from  these.  Some  of  our 
best  informed  manufacturers  pride  them- 


accept  on  the  basis  for  his  credit.  His  state¬ 
ment  should  show  all  mortgages  outstand¬ 
ing,  whether  on  real  or  personal  property. 

The  indorsement  or  guaranty  of  a  re¬ 
sponsible  party  is  a  most  desirable  safe¬ 
guard  to  have  upon  all  notes  discounted 
whether  for  individuals  or  corporations. 
Such  a  requirement  has  a  twofold  benefit 
— it  protects  the  bank  and  it  also  in  a  sense 
protects  the  borrower,  for  he  is  more  in¬ 
clined  to  be  reasonable  in  his  borrowings 
because  he  knows  that  the  indorser  will 
scrutinize  his  affairs. 

Corporation  paper  should  always  have 
personal  guarantees  except  in  those  rare 
cases  when  the  loans  are  for  only  a  small 
percentage  of  their  total  assets.  These  in¬ 
dorsements,  while  not  necessarily  repre¬ 
senting  large  outside  strength  may  fre- 
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qiiently  do  so,  and  should  always  include 
the  managing  officers  whose  good  faith  and 
integrity  can  thus  be  closely  allied  with  the 
loan. 

Banks  should  avoid  large  loans  to  their 
own  officers.  Such  loans  should  be  invari¬ 
ably  made  upon  collateral  or  sufficient  in¬ 
dorsement  and  should  be  carefully  scrutin¬ 
ized  by  boards  of  directors.  Many  banks  de¬ 
cline  to  make  any  loans  to  officers  and  their 
position  is  based  upon  the  fact  that  most 
bank  failures  have  been  due  to  the  misuse 
of  bank  funds  by  those  in  charge  of  them. 

In  the  item  of  plant  account  we  often 
find  a  dumping  ground  where  losses  are 
carried  but  not  charged  off.  Liberal  de¬ 
preciations  of  a  considerable  percentage 
should  be  scaled  off  every  year  from  such 
items  as  machinery,  fixtures,  tools,  dies, 
patterns,  etc.  Patents  have  no  business  in 
an  account  as  a  basis  for  credit,  this  in 
spite  of  the  fact  that  many  patients  have 
proved  valuable  to  their  owners.  Patterns 
also  are  a  dead  asset  to  a  bank. 

In  the  items  of  accounts  receivable  there 
should  appear  a  schedule  showing  actual 
mercantile  credits  for  merchandise  sold  and 
another  schedule  for  moneys  owing  to  the 
firm  by  members  of  it,  or  employes.  These 
latter  accounts  should  be  small,  if  allowed 
at  all. 

If  there  are  notes  receivable,  as  well,  it  is 
most  desirable  to  know  the  character  of 
these,  whether  they  are  matured  or  not  and 
what  they  were  taken  for.  If  long  past 
due,  they  certainly  should  have  no  place  on 
the  books  as  a  live  asset  and  should  be 
charged  off. 

When  we  come  to  the  liabilities  of  a 
concern  it  is  very  important  that  the 
banker  knows  how  they  are  made  up.  If 
it  is  the  Bills  Payable,  to  whom  they  are 
running;  are  any  past  due?  are  they  given 
for  value  received  or  simply  in  exchange 
for  the  paper  of  some  other  concern,  thus 
creating  a  double  credit  and  a  double  debt 
with  no  basis  in  fact?  Are  the  accounts 
paid  when  due  and  are  discounts  on  pur¬ 
chases  saved  whenever  they  are  worth 
while?  Is  the  bank  account  kept  in  a  sat¬ 
isfactory  manner,  without  overdrafts  and 
with  balances  which  average  at  least  10  per 
cent  of  the  money  borrowed? 

Banks  should  also  decline  loans  made  for 
political  advantage  or  based  upon  any  other 
than  a  purely  business  foundation.  They 
should  be  subjected  to  the  same  rules  and 


requirements  that  obtain  for  any  other 
loans. 

Oftentimes  loans  may  be  made  to  pro¬ 
fessional  men  or  those  not  actively  engaged 
in  business,  and  these  should  carry  the 
guaranty  of  a  responsible  name  or  should 
be  collateralled. 

Many  men  forget  that  character  is  of¬ 
tentimes  a  borrower’s  best  asset.  A  square 
dealing  man  may  borrow  far  more  on  a 
given  amount  of  assets  than  a  crooked  one. 

The  status  of  a  client’s  property  as  to 
title  and  encumbrance  should  always  be 
examined  and  moneys  owing  to  a  wife  or 
relative  be  treated  as  in  the  nature  of  a 
debt  which  will  probably  be  preferred  in 
time  of  trouble.  There  should  be  a  record 
of  inventories  of  stock  and  merchandise 
kept,  and  the  manufacturer  should  know  at 
least  once  a  year— preferably  oftener— what 
these  inventories  are.  An  inventory  hon¬ 
estly  taken  is  the  real  indicator  of  progress 
or  failure.  All  doubtful  or  dead  accounts 
should  be  eliminated,  all  poor  assets  cut  out 
of  a  statement,  so  that  when  presented  to 
a  banker  he  can  see  a  clean  record  of 
things  as  they  are. 

No  estimate  of  the  amount  of  money 
that  can  be  loaned  safely  on  such  state¬ 
ments  can  be  made  except  in  the  individual 
case  as  it  appears,  for  each  stands  on  its 
own  basis  alone.  A  general  proposition 
might  be  this,  that  no  loan  should  be  made 
to  anyone  without  having  the  assurance 
that  within  a  reasonable  time  the  money 
and  its  use  should  be  returned  along  with 
the  good  will  of  the  customer.  These 
questions  may  safely  be  asked  of  the  bor¬ 
rower  : 

Do  you  lend  your  notes  or  credit  to  any 
individual  or  concern  without  a  tangible 
valuable  consideration,  and  if  so,  to  what 
extent  ? 

Do  you  indorse  the  paper  of  individuals 
or  corporations,  and  if  so,  to  what  extent? 

Do  you  use  in  your  own  business,  notes 
and  credits  of  others  for  which  you  have 
not  given  tangible  valuable  consideration, 
and  if  so,  to  what  extent? 

His  answer  will  go  a  long  way  toward 
clearing  up  your  idea  of  a  client’s  regard 
for  an  obligation  as  being  something  not  to 
be  trifled  with  or  carelessly  assumed. 

Ordinarily  the  size  of  a  loan  depends 
upon  the  character  of  assets,  the  principal 
consideration  being  their  convertibility, 
which  would  allow  the  borrower  to  dis- 
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pose  of  them  within  a  reasonable  time  and 
pay  his  loan.  A  banker  much  prefers  to 
loan  $50,000  to  be  used  in  such  a  way  that 
it  can  be  profitably  returned  in  six  months’ 
time  than  to  loan  $10,000  which  may  stand 
out  for  years  because  it  has  gone  into  the 
plant  or  permanent  investment  of  the  client. 

Complete  records  are  kept  by  banks 
showing  the  total  and  individual  loans  to 
every  client  and  these  when  properly  tabu¬ 
lated  well  reflect  the  activity  of  the  account 
and  the  volume  of  loans  made.  By  careful 
comparison  from  period  to  period  of  state¬ 
ments  presented,  very  accurate  data  can  be 
gathered  to  prove  the  success  or  failure  of 
any  business.  Honest  statements  will  re¬ 
flect  actual  conditions.  Dishonest  ones  may 
temporarily  deceive  but  sooner  or  later  they 
will  be  discovered. 

A  statement  when  received  should  be 
signed  by  the  client  invariably.  All  direct 
statements  of  clients  made  to  the  banx 
should  be  supplemented  by  those  given  to 
the  regular  mercantile  agencies  who  keep 
a  detailed  record  of  changes  and  conditions 
which  are  valuable  to  know  and  also  give 


current  criticism  upon  the  account.  These 
helps  are  valuable.  A  banker  cannot  know 
too  much  about  a  borrower. 

The  full  insurance  of  all  insurable  assets 
is  not  only  a  privilege,  but  a  duty,  and 
bankers  cannot  too  strongly  emphasize  that 
fact.  In  many  cases  where  the  fire  loss 
might  prove  very  disastrous  the  banks  re¬ 
quest  clients  to  deposit  their  policies  with 
them  to  provide  for  contingent  losses. 

These  few  thoughts  have  occurred  to  me 
as  I  have  endeavored  to  mention  some  of 
the  snares  and  pitfalls  of  loaning  money 
which  a  banker  strives  to  avoid.  There  are 
others  and  each  new  one  leads  to  a  still  fur¬ 
ther  one.  The  price  of  success  in  banking  is 
eternal  vigilance  to  see  that  customers  keep 
within  conservative  lines  in  their  business 
and  keep  honest.  To  understand  the  man 
who  believes  in  a  wrong  idea  and  either 
make  him  see  the  error  of  his  idea  or  pay 
his  loan ;  to  withal  keep  a  level  head  to  deal 
squarely  with  the  daily  emergency  as  it  is 
presented ;  this  requires  tact  and  patience 
and  all  the  brains  that  a  banker  can  find. 


Some  Accounting  Methods  for  a  Retail 
Tailoring  Establishment 

% 

By  C.  B.  SMEETON 

Incorporated  Accountant 


HE  very  nature  of  the  busi¬ 
ness  demands  that  the  ac¬ 
counting  system  of  a  retail 
tailoring  establishment  be  of 
the  very  simplest  nature  con¬ 
sistent  with  the  correct  recording  of  the 
transactions.  The  forms  presented  here¬ 
with  are  designed  for  the  purpose  of  fur¬ 
nishing  quickly  all  details  perculiar  to  this 
business  with  a  minimum  expenditure  of 
time  and  labor. 

PURCHASE  RECORD. 

Form  1  shows  a  suitable  purchase  record. 
After  the  goods  are  received  and  the  in¬ 
voice  O.  K.’d  the  discounts  are  figured. 
The  gross  amount  of  the  invoice  is  entered 
in  the  “Amount”  column  and  the  discount 
in  the  “Discount”  column,  the  net  amount 
being  carried  to  the  accounts  payable.  On 
account  of  dating,  it  is  desirable  to  enter 


the  year  in  which  the  invoice  is  payable, 
particularly  if  the  due  date  extends  into 
the  next  year.  The  discount  date.  May 

10th,  is  entered  in  the  maturity  record  as 
shown  in  the  illustration.  At  the  end  of 
the  month  the  columns  are  totaled  and  the 
following  journal  entry  made: 

Purchase  Account  . $516.40 

To  Discount  . $  36.15 

To  Accounts  Payable .  480.25 

Purchase  Account  . £103.5.7 

To  Discount  . £  7.4.7 

To  Accounts  Payable .  96.1.0 

COMBINATION  SALES  BOOK  AND  MEASURE 
RECORlf. 

No  explanation  is  required  as  to  the 

method  of  filling  out  this  form.  These  or¬ 
ders  are  made  up  in  books  of  50  and  num¬ 
bered  in  triplicate,  the  original,  duplicate 
and  triplicate  being  made  at  the  same  op¬ 
eration  by  the  use  of  carbon  paper.  The 
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original  is  handed  in  at  the  office  with  the 
payment,  the  duplicate  is  handed  to  the 
customer  and  the  triplicate  is  retained  in 
the  book  from  which  is  made  the  card  of 
instructions  for  the  cutter.  The  orders  in 
this  book  are  indexed  by  the  name  of  the 
customer  and  the  order  number  is  also  en- 
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tered  in  the  index  so  that  these  transactions 
can  be  readily  referred  to. 

SALES  RECAPITULATION. 

Form  3  can  be  drawn  on  a  sheet  of  paper 
of  suitable  size  and  such  other  columns 
added  as  are  necessary  to  present  the  proper 
statistics.  At  the  end  of  each  day  the  sales 
are  entered  from  the  sales  book  and  the 
totals  footed  in  pencil.  Should  it  be  desir¬ 


able  to  know  the  sales  for  any  particulai 
day,  the  difference  between  the  pencil  foot¬ 
ings  would  give  this  information.  A  rec¬ 
ord  of  this  nature  is  of  great  value  for 
comparative  purposes  in  future  years.  The 
total  sales  for  the  month  (including  both 
cash  and  credit)  as  shown  by  the  sales 
record  is  entered  on  the  ledger  by  means  of 
a  journal  entry: 

Customers  Accounts  Receivable 

To  Sales  Account. 

It  is  considered  advisable  to  charge  all 
sales  to  the  customer’s  account  whether 
they  are  spot  cash  or  instalments  as  the 
customers’  accounts  form  valuable  records 
both  for  circularizing  and  for  future  refer¬ 
ences  as  to  their  method  of  settlement. 

CASH  JOURNAL. 

The  cash  journal  submitted  in  Form  4 
will  be  found  a  very  convenient  record. 
The  entries  made  will  explain  the  opera¬ 
tions  of  this  book.  The  columns  on  the 
left  hand  side  of  the  “Particulars”  space 
represent  charges  to  the  respective  ac¬ 
counts,  and  those  on  the  right  hand  side  of 
the  “Particulars”  column  represent  credits. 
The  bank  columns  are  memoranda  only. 
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“  CASH  journal 
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The  total  deposit  for  the  day  is  entered  in 
the  “Bank  Deposit”  column  and  the  total 
amount  of  checks  issued  for  each  day  is 
entered  in  the  “Withdrawal”  column.  The 
difference  between  the  two  columns  will 
show  the  bank  balance. 

customers'  ledger. 

A  card  system  will  be  found  a  very  con¬ 
venient  means  for  keeping  track  of  the  cus¬ 
tomers’  accounts.  The  cards  are  filed  al¬ 
phabetically  regardless  of  the  date  on  which 
the  account  was  created.  The  particulars 
are  entered  on  these  cards  directly  from 
the  sales  book.  Only  one  debit  column  is 
necessary  on  the  cards,  it  being  preferable 
to  have  a  separate  card  for  each  contract. 
Several  credit  columns  are  necessary  to  ac¬ 
commodate  the  instalment  payments.  The 
debits  from  the  sales  book  and  the  credits 
from  the  cash  journal  are  posted  daily  to 
the  ledger  card.  The  balance  due  from 
the  customers  should  be  drawn  from  the 
cards  once  a  month  in  order  to  ascertain 
whether  the  amount  aggregates  the  bal¬ 
ance  as  shown  in  the  customers’  accounts 
receivable  controlling  account. 

COLLECTIONS. 

Collection  cards  are  provided  similar  in 
style  to  the  ledger  card.  The  customer  has 
a  copy  on  which  the  collector  gives  his  re¬ 
ceipt.  For  the  protection  of  the  concern 
the  office  copy  should  be  marked  original 
and  the  customer’s  copy  duplicate.  Every 
other  month  the  office  manager  should  in¬ 
sist  that  the  collector  leave  the  original 
card  with  the  customer  and  take  up  the 
duplicate  and  bring  it  to  the  office  for  in¬ 
spection.  This  will  prevent  the  collector 
holding  out  payments  for  a  few  days  and 
appropriating  the  money  to  his  own  use. 

Another  method  is  to  change  collectors 
very  frequently.  Contract  jumpers  must  be 


promptly  reported  to  the  office  so  that  the 
matter  can  be  taken  up  without  delay.  En¬ 
tries  by  the  collector  on  the  instalment 
cards  must  be  made  in  ink  or  with  an  in¬ 
delible  pencil. 

In  order  that  the  collections  may  not  be 
overlooked  the  instalment  card  should  be 
filed  ahead  to  the  date  on  which  collections 
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are  to  be  made.  Every  two  or  three  months 
the  instalment  cards  should  be  checked  up 
with  the  ledger  accounts  and  a  notation 
made  on  the  ledger  card  as  to  the  date  on 
which  the  instalment  record  was  last  in¬ 
spected. 

GENERAL  LEDGER. 

Accounts  in  the  general  ledger  are  open¬ 
ed  with  cash,  accounts  receivable,  inven¬ 
tory,  furniture,  fixtures  and  machines,  to 
which  are  charged  the  value  of  the  respec¬ 
tive  assets.  Accounts  are  opened  with  ac¬ 
counts  payable,  bills  payable,  accrued  ac¬ 
counts  and  any  other  liabilities.  The  ex¬ 
cess  of  assets  over  liabilities  is  credited  to 
the  partners’  respective  capital  account.  Ac¬ 
counts  are  also  opened  with  wages,  ex¬ 
penses,  commission,  discount,  insurance, 
light,  etc. 

The  plan  outlined  has  been  found  to  be 
very  satisfactory  and  can  be  recommended 
to  any  concern  desiring  a  simple  and  ef¬ 
fective  system  for  keeping  in  touch  with 
the  details  of  the  business. 


A  Chance  for  the  Ambitious 

By  H.  L.  HALL 


lERE  is  a  magnificent  oppor¬ 
tunity  before  the  retail  clerk 
of  this  day  if  he  or  she  will 
try  to  become  something  more 
than  a  mere  automatic  figure 
and  a  poor  one  at  that.  The  retail  clerk 
who  will  so  increase  his  sales  to  double 
those  of  his  fellows  is  sure  of  more  money 
and  a  better  place  in  short  order.  And 
how  easy  it  would  be  to  do  so.  Now  this 
talk  applies  as  well  to  the  young  woman 
clerk  as  to  the  young  man  but  for  con¬ 
venience  we  will  refer  to  the  clerk  as  “he.” 
Go  into  any  of  the  retail  stores  of  your  city 
or  of  any  city.  Watch  for  an  hour  the 
method  and  manner  of  the  clerk.  Take  the 
dress  goods  counter  for  example.  Here 
comes  a  lady  who  is  seeking  for  matenals 
for  a  summer  gown.  She  has  no  very  clear 
idea  of  what  she  wants  so  she  asks  to  see 
the  line  of  new  muslins. 

To  begin  with  it  is  often  the  case  that  she 
must  wait  until  the  clerk  has  finished  an 
interesting  conversation  with  his  neighbor 
at  the  next  counter  and  when  he  has  done 
this  he  will  consent  to  toss  out  on  the  coun¬ 
ter  a  bolt — or  two  or  three  of  them  pos¬ 
sibly — of  such  material  as  may  be  most 
easily  reached.  There  is  no  interest  in  the 
matter  for  him  seemingly  for  he  hums  a 
tune  and  looks  out  at  the  window  the  while 
if  there  is  a  window  handy.  If  no  window 
is  within  his  vision  he  takes  a  lively  inter¬ 
est  in  the  appearance  of  the  sweet  young 
thing  at  the  adjacent  ribbon  counter.  It  is 
a  cardinal  point  in  his  creed  not  to  seem  to 
have  even  a  shade  of  interest  in  the  cus¬ 
tomer  or  her  wishes.  “Will  this  fade?” 
asks  the  customer.  “No,  ma’am,”  is  the 
response.  He  does  not  know  whether  it 
will  or  whether  it  will  not.  It  is  easier  to 
say  “no”  than  “yes”  or  the  latter  would,  in 
all  probability  be  the  answer.  The  same 
laconic  answers  and  the  same  studied  in¬ 
difference  are  maintained  to  the  end.  If 
the  customer  buys  all  well  and  and  good, 
but  if  not  it  is  none  of  his  business.  If 
perchance  the  customer  is  more  than  usu¬ 
ally  persistent  and  insists  on  being  shown 
another  pattern  and  still  another,  the  suc¬ 


cessive  bolts  of  goods  are  slammed  on  the 
counter,  one  atop  of  another  in  the  most 
heedless  manner  or  possibly  in  a  pettish 
way  which  says  very  clearly  that  the  re¬ 
quest  is  considered  an  impertinence.  And 
this  is  a  salesman!  God  save  the  mark. 
The  only  reason  why  the  store  employing 
him  sells  anything  at  all  is  because  the 
clerks  there  and  elsewhere  are  all  of  a  sort. 
One  is  as  bad  as  another.  What  a  chance 
for  a  real  salesman.  What  a  chance  for  a 
young  man  who  will  take  pains  to  find  out 
something  about  his  goods  and  who  will 
make  a  little  study  of  the  fitness  of  things 
when  it  comes  to  filling  the  needs  and 
wishes  of  those  who  wish  to  spend  their 
money  with  his  employer.  One  who  will 
enlarge  his  vocabulary  beyond  the  “yes 
ma’am”  and  “no  ma’am”  stage. 

Listen  to  the  talk  of  the  incumbrance 
who  is  taking  up  a  real  salesman’s  room. 
The  traditional  three  hundred  words  of  the 
unlettered  man’s  vocabulary  would  seem  far 
beyond  him  from  all  you  can  hear  for  the 
two  phrases  above  mentioned  seem  to  be 
the  staple  of  his  conversational  powers. 
Not  a  word  of  commendation  of  the  goods 
does  he  have  to  offer  save  perhaps,  “we  sell 
a  lot  of  this  now.”  If  he  could  only  real¬ 
ize  that  many  a  woman — and  many  a  man, 
too,  for  that  matter — comes  to  his  coun¬ 
ter  to  have  help  in  making  up  their  mind 
what  a  chance  for  sales  he  would  have.  But 
then :  To  give  any  real  assistance  would 
mean  that  the  clerk  must  really  do  a  little 
brain  work.  And  what  on  earth  would  he 
do  any  brain  work  with  when  he  is  seem¬ 
ingly  more  lacking  in  brain  power  than  he 
is  in  the  item  of  vocabulary.  To  this  sort 
of  clerk  an  order  for  an  item  just  shown 
is  the  end  of  all  things.  Such  an  idea  as 
that  of  trying  to  add  to  an  order  already 
given  is  far  from  his  mind.  More  sales 
mean  more  work  and  his  whole  aim  is  to 
get  through  the  day  and  through  the  week 
with  as  little  work  as  may  be  possible.  His 
“is  that  all?”  is  as  final  as  the  laws  of  the 
Medes  and  Persians.  Often  he  does  not 
even  ask  but  merely  says :  “That’s  all,  is 
it?”  and  in  such  a  case  it  is  all  of  course. 
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It  would  be  a  hardy  shopper  indeed  who 
would  continue  in  the  face  of  this  finality. 

One  sees  many  very  successful  establish¬ 
ments  with  a  full  complement  of  clerks  of 
this  sort.  Why  they  are  successful  and 
how  they  can  be  so  is  a  question  which  it 
passes  the  mind  of  man  to  answer.  But 
they  are  and  the  thought  arises  as  to  what 
their  success  would  be  if  they  could  be 
equipped  with  a  force  of  real  salesmen. 
Take  one  of  our  modern  monstrosities,  a 
big  department  store  for  instance :  If  one 
of  them  could  get  a  hundred  real  sales¬ 
men  sprinkled  among  the  force  of  a 
thousand  dummies  behind  their  counters  it 
would  be  but  a  short  time  before  that  store 
would  drive  the  rest  out  of  the  race.  Those 
real  salesmen  would  be  offered  salaries 
which  would  make  them  open  their  eyes 
even  in  this  day  of  handsome  remuneration. 
It  is  a  safe  statement  that  the  sales  of  any 
one  of  our  big  stores  could  be  doubled  for 
any  given  period  by  the  exercise  of  sales¬ 
manship  by  the  people  behind  the  coun¬ 
ters.  It  is  a  wonder  that  someone  has  not 
tried  it  before  now  but  if  it  has  been  tried 


the  writer  has  not  been  fortunate  enough 
to  be  present  on  the  occasion. 

The  fault  for  the  present  condition  is  a 
divided  one.  Part  of  it  is  chargeable 
to  the  employer  and  part  to  the  clerk. 
A  portion  is  due  to  lack  of  ambition 
on  the  part  of  the  clerk  himself — sheer 
laziness  if  you  choose.  A  part  is  ig¬ 
norance  which  in  turn  is  due  to  that  same 
laziness  above  spoken  of  and  a  part  is  due 
to  a  lack  of  proper  co-operation  and  in¬ 
struction  on  the  part  of  the  employer. 
There  are  few  if  any  stores  where  the  em¬ 
ployer  makes  even  an  occasional  effort  to 
teach  the  clerk  anything  about  the  goods  he 
is  selling.  This  does  not  excuse  the  clerk 
but  it  places  a  large  share  of  the  blame  on 
the  employer  just  the  same.  It  is  not 
enough  that  the  buyer  knows  his  business. 
Goods  well  bought  are  said  to  be  half  sold 
and  that  is  about  the  way  they  are  usually 
sold.  The  buyer  must  be  buyer  and  seller 
too  in  spite  of  the  old  Hebrew  saying  that 
one  man  cannot  be  buyer  and  seller  at  the 
same  time. 


Business  System  and  Service 


HERE  are  business  houses 
whose  administrative  heads 
are  so  irrevocably  committed 
to  a  cast  iron  system  or 
routine  as  to  leave  no  room 
for  the  admission  of  new  ideas.  There  are 
others  which  are  so  intent  upon  adopting 
every  new  notion  in  business  methods  that 
it  would  take  an  insurance  lawyer  to  dis¬ 
cover  any  system  at  all. 

Neither  of  these  policies  is  sound  eco¬ 
nomically;  neither  one  pays,  in  the  sense  of 
bringing  the  best  results.  The  former 
method  leads  to  dry  rot,  the  latter  to  con¬ 
fusion;  and  between  the  two  it  is  a  ques¬ 
tion  which  of  the  two  is  the  greater  ob¬ 
stacle  to  permanent  business  efficiency. 

Business  efficiency  has  to  be  judged  by  at 
least  two  standards:  It  must  earn  the  nec¬ 
essary  surplus  and  dividends  on  the  invest¬ 
ment.  2.  It  must  maintain  the  morale  of 
its  officers  and  employes.  The  former  of 
these  is  self-evident,  but  the  latter  is  too 
frequently  overlooked.  The  good  will  of  a 
business,  if  properly  developed,  becomes 


one  of  the  largest  and  most  valuable  of  se¬ 
cret  assets.  There  is  far  more  in  it  than 
in  the  attitude  of  an  employer  toward  a 
successor,  which  the  law  contemplates  in 
the  sale  of  a  business.  In  its  better  quality 
it  involves  the  loyal  co-operation  of  em¬ 
ployer  and  employes  in  the  conduct  of  busi¬ 
ness  from  the  lowest  to  the  highest  step  in 
its  daily  ongoing.  To  inspire  employes 
with  such  a  spirit  requires  talent  which  in¬ 
spires  confidence,  rather  than  system  which 
kills  co-operative  interest. 

Nevertheless,  some  system  which  is  sim¬ 
ple  and  certain,  which  enables  the  manage¬ 
ment  to  know  what  is  done  and  by  whom, 
and  by  which  results  can  be  measured,  is 
essential  to  business  success  in  its  truest 
and  best  sense.  The  problem  is  to  combine 
rational  system  with  pride  and  appreciation 
in  service,  so  that  everyone  on  the  pay  roll 
may  look  upon  every  achievement  as  a 
thing  which  has  come  to  pass  by  virtue  of 
the  part  he  or  she  has  had  in  it. — Wall 
Street  Journal. 
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the  days  when  civili¬ 
zation  first  dawned 
upon  our  country, 
there  slumbered  in 
the  fertile  valleys  of 
western  New  York 
one  spot  which, 
through  its  inherent 
loveliness  and  fertil¬ 
ity,  the  diversity  of 
its  soil  and  the  pos¬ 
sibilities  for  the  development  of  natural 
power  with  which  nature  had  endowed  it, 
was  destined  to  become  one  of  the  great 
commercial  centers  of  the  nineteenth  cen¬ 
tury.  Inhabited  by  the  powerful  tribe  of 
Seneca  Indians,  the  site  which  today  is 

occupied  by  the  city  of  Rochester  and  its 

environs,  was  even  then  called  the  gateway 
of  the  west  and  the  guardianship  of  this 
gateway  was  considered  a  signal  honor,  an 
honor  no  less  jealously  guarded  by  the  cap¬ 
tains  of  industry  of  1906. 

With  the  earlier  history  of  Rochester  the 
days  of  Indian  Allen,  the  first  white  settler 
in  the  1780’s,  down  through  the  purchase  of 


Note — The  photographs  especially  made  for  the 
Business  Man's  Magazine  are  designed  to  show 
some  of  the  beautiful  homes,  churches  and  parks 
of  Rochester. — Ed. 


a  tract  by  Rochester,  Fitzhugh  and 
Carroll,  the  planning  of  the  100-acre  tract  in 
1802,  which  formed  the  nucleus  of  the 
settlement  called  Rochester  after  the  senior 
proprietor  of  the  enterprise,  through  the 
successive  developments  to  the  present  day 
city  we  have  comparatively  little  to  relate 
except  in  so  far  as  a  few  excerpts  from  its 
past  history  may  help  us  to  understand  how 
Rochester  has  come  into  its  present  being 
and  the  spirit  which  has  animated  its  citi¬ 
zens  throughout  its  existence.  It  is  with  the 
industrial  Rochester  of  today  with  its  busy 
rhills  and  its  prosperous,  contented  and  ever 
expanding  population  that  we  are  chiefly 
concerned. 

Henry  O’Reilly,  writing  of  Rochester  in 
1838,  says ;  “The  population  of  the  city, 
numbering  17,160,  at  the  close  of  1836,  may 
be  safely  put  down  at  about  20,000  in  May, 
1838.  In  1814  when  Commodore  Yeo  of 
the  British  squadron  on  Lake  Ontario, 
made  a  hostile  demonstration  at  the  mouth 
of  the  Genesee  river,  Rochester  could  fur¬ 
nish  but  33  arms  bearing  men  to  unite  with 
the  few  mihtia  of  the  surrounding  coun¬ 
try  in  resisting  the  threatened  attack,  and 
it  is  worthy  of  note  that  among  all  our 
present  thousands,  there  are  probably  not 
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ten  persons  of  manly  age  in  the  commun¬ 
ity  who  were  born  within  the  city  limits. 
It  is  therefore  remarkable  enough,  that 
such  homogenousness  should  be  manifested 
among  the  population,  a  fact  that  can  be 
explained  best  by  reference  to  the  Yankee 
lineage  of  the  majority. 

“With  all  the  rage  of  speculation  west¬ 
ward,  with  all  the  new  villages  and  cities 
that  have  been  laid  out  through  the  far 
west  during  the  last  20  years,  where,  in 
what  place  through  all  that  broad  and  fer¬ 
tile  region  can  there  be  shown  any  town 
which  has  surpassed  Rochester  in  the  per¬ 
manent  increase  of  population,  business  and 
wealth  ? 

“Twenty  years  ago  there  were  but  331 
people  where  the  city  of  Rochester  now 
stands.  The  population  had  swollen  to 
1,500  in  1820.  Five  years  afterwards  the 
census  showed  a  total  of  4,274.  The  United 
States  census  in  1830  gave  Rochester  a 
population  of  10,863  and  the  state  census 
•  early  in  1835  showed  an  increase  to  between 
14,000  and  15,000.  Since  that  time  the 
great  influx  of  emigrants  occasioned  by 
the  solid  improvement  of  the  city  in  trade 
and  manufactures,  without  any  feverish  ex¬ 
citement  about  real  estate,  caused  a  larger 
proportionate  increase  of  valuable  popula¬ 


tion  than  occurred  in  any  other  equal 
space  for  the  previous  seven  years. 

“The  additions  to  the  population  are 
chiefly  mechanics  and  artisans  characterized 


by  the  ingenuity,  perseverance  and  moral 
worth  which  constitute  the  true  riches  of 
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New  England.  The  prosperity  of  the  city 
has  been  occasioned  chiefly  by  the  toil  and 
enterprise  of  hard  working  artisans  and 
practical  business  men  instead  of  being 
bloated  into  notoriety  by  the  forced  or 
fraudulent  exertion  of  speculating  capital¬ 
ists.” 

These  views  of  the  substratum  of  Roch¬ 
ester’s  foundation  written  by  this  early  his¬ 
torian  on  the  spot,  might  be  transferred 
with  little  variation  of  their  substantial 
meaning  to  every  decade  of  the  city’s  his¬ 
tory  since  that  time.  Rochester  has 
achieved  her  present  stature  by  that  species 
of  persistent,  normal  and  active  growth 
which  produces  a  fine  grained,  elastic  and 
most  substantial  commercial  timber,  with 
which  may  be  fashioned  with  safety  a 
great  industrial  structure. 

Rochester  has  never  been  a  city  of 
booms,  in  fact  it  has  never  yet  experienced 
a  real  boom  in  its  history.  The  immense 
strides  made  during  the  past  three  or  four 
years  are  merely  successive  steps  in  the 


geometrical  ratio  which  has  marked  the 
city’s  development.  Rochester,  like  the 
majority  of  her  industries,  was  begun  on 
a  small  scale,  each  year  has  added  to  her 
growth,  and  her  profits  have  been  rein¬ 
vested  in  her  own  enterprises  to  enlarge 
and  to  better  them.  This  process  has  been 
continued  until  today,  with  hundreds  of 
large  and  perfectly  equipped  manufactories, 
free  of  incumbrance,  with  ample  capital  for 
the  manufacturing  and  marketing  of  their 
various  products,  the  annual  turnover  of 
her  business  leaves  a  surplus  net  profit  call¬ 
ing  for  immediate  investment,  suffici'ently 
great  to  produce  a  marked  annual  increase 
in  new  enterprises  and  the  development  of 
previously  established  business.  This  in¬ 
crease  calls  for  more  operatives,  more 
homes  and  greater  consumption  of  the  ne¬ 
cessities  and  luxuries  of  life ;  increase  in 
street  railway  and  suburban  traffic ;  more 
retail  stores ;  larger  wholesale  business  and 
greater  draft  on  the  surrounding  country 
for  eatables ;  more  money  expended  for 
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amusements ;  in  fact  a  general  quickening  of 
the  business  pulse  from  natural  causes  that 
might  by  the  casual  observer  be  deemed 
superficial  and  temporary, 

Rochester  is  essentially  a  city  of  homes. 
A  larger  percentage  of  the  population  own 
their  own  homes  than  in  any  other  large 
city  in  the  United  States,  The  reason  is 
obvious.  Permanent  and  steadily  growing 
industries  furnish  continuous  employment 
to  the  heads  of  families  and  the  various 
members  as  they  develop. 

The  cost  of  land  is  comparatively  low  and 
the  security  engendered  through  steady,  re¬ 
munerative  employment  tends  to  increase 


solid  limestone  rock  foundation  securing 
maximum  circulation  of  air  and  the  great¬ 
est  degree  of  sanitary  cleanliness.  The  nat¬ 
ural  drainage  of  the  city  is  perfect  and  the 
sewage  system  has  been  developed  with  the 
increase  in  population. 

The  shade  trees  of  Rochester  are  one  of 
its  chief  elements  of  beauty.  Under  the 
supervision  of  the  board  of  park  commis¬ 
sioners,  the  planting  and  pruning  of  trees 
has  been  systematically  regulated  and  na¬ 
ture  has  been  more  than  kind.  There  is 
scarcely  a  locality  where  the  foliage  is  more 
abundant  or  more  beautiful  and  the  aggre¬ 
gate  comfort  to  the  population  can  hardly 


^Sl'’ 

vi''l 

M 

ru^ 

1' 

1 

A  J 

|l, 

j1 

1 

M 

it 

ElivCV 

w 

ROCHESTER  IN  1812 

“When  I  saw  your  place  in  1810  without  a  house,  who  would  have  thought  that  in  1826  it  would  be  the 

scene  of  such  a  change?” — De  Witt  Clinton  to  Everard  Peck. 


the  desire  to  invest  earnings  in  a  perma¬ 
nent  home. 

The  beginning  of  the  present  movement 
of  the  city’s  population  toward  its  subur¬ 
ban  districts  is  comparatively  recent,  but 
is  now  in  full  swing.  Cottages  and  fine 
residences  are  vieing  with  each  other  for 
the  possession  of  land  northward  toward 
Lake  Ontario ;  eastward  and  southward 
along  the  beautiful  valley  of  the  Genesee 
and  westward  toward  the  land  of  promise, 
where  many  of  the  largest  manufacturing 
establishments  have  been  recently  erected. 

The  home  builder  in  Rochester  is  par¬ 
ticularly  favored,  the  land  on  which  the 
city  is  situated  being  undulating  with  a 


be  estimated.  Many  miles  of  asphalt  paved 
and  modern  brick  streets,  together  with  trap 
rock  surfacing  in  many  of  the  residence 
districts,  gives  a  continuous  net-work  of 
pleasant  drives  for  pleasure  vehicles  rarely 
found  in  cities. 

Not  many  years  ago  a  group  of  public- 
spirited  citizens  banded  together  to  give  the 
people  a  series  of  large  playgrounds  where 
healthful  recreation  could  be  had  by  the 
toilers  confined  within  walls  during  the 
greater  part  of  the  day.  The  result  is  a 
system  of  parks,  so  distributed  that  every 
section  of  the  city  has  its  easily  accessible, 
free,  fresh  air  playground. 

Genesee  Valley  Park  in  the  southwestern 
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part  of  the  city  is  notable  for  its  beautiful 
greens,  where  golf  links  have  been  laid  out ; 
its  athletic  park  and  its  boating,  the  Gen¬ 
esee  river  flowing  between  low  banks 
through  the  park.  The  park  commissioners 
encourage  the  formation  of  canoe  clubs, 
supplying  ground  tor  the  purpose,  regulat¬ 
ing  the  use  of  canoes  and  pleasure  boats  on 
the  river,  to  the  end  that  each  may  have 
the  greatest  enjo3mient  with  the  least 
amount  of  danger. 

Highland  Park  in  the  southeastern  part 
of  the  city  occupies  very  hilly  ground  and 
is  famed  wherever  city  parks  are  known 
for  its  magnificent  collection  of  lilacs, 
which  has  been  its  pride  for  many  years, 
more  recently,  beautiful  collections  of  rho¬ 
dodendrons,  azaleas  and  other  interesting 
groups  have  been  fostered,  so  that  this 
park  presents  a  continuous  flower  show 
throughout  the  season. 

Seneca  Park  in  the  northeastern  part  of 
the  city  extends  along  the  rocky  gorge  of 
the  Lower  Genesee.  With  its  miniature  lake 


and  artistically  arranged  grounds,  it  forms 
a  natural  park  of  great  beauty,  enhanced 
for  the  younger  population  by  the  main¬ 
tenance  of  a  zoological  garden. 

Maplewood  Park  in  the  northwestern 
part  of  the  city  is  more  of  a  natural  park 
than  any  of  the  others.  Stately  trees  and 
broad  vistas  of  green  with  beautiful  road¬ 
ways  and  one  of  the  finest  views  of  the 
gorge  of  the  Genesee  in  the  city,  are  among 
its  pleasures. 

Each  park  is  provided  with  its  pavilion 
and  shelters  for  the  refreshment  of  the 
people  and  their  protection  against  sudden 
storms. 

The  Park  Board  maintains  during  the 
summer  season  a  park  band  which  gives 
free  concerts  each  pleasant  evening  in  one 
or  the  other  of  the  city’s  parks.  While  pop¬ 
ular  music  is  a  necessity  a  number  of  class¬ 
ical  selections  are  rendered  at  each  per¬ 
formance  and  are  evidently  enjoyed  by  the 
listeners,  usually  numbering  from  5,000  to 
10,000  or  more  at  each  performance. 
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In  addition  to  these  main  parks,  there 
are  many  smaller  parks  scattered  through¬ 
out  the  city,  many  of  which  are  under  the 
supervision  of  the  Children’s  Playground 
League,  a  volunteer  organization  devoted  to 
the  improvement  of  the  condition  of  public 
playgrounds  throughout  the  city.  This 
league  has  accomplished  a  very  estimable 
work. 

While  Rochester  may  justly  be  proud  of 
its  park  system,  there  is  probably  no  city 
in  the  Union  that  has  so  many  natural 
playgrounds  for  the  people  within  easy 
reach.  Lake  Ontario,  with  its  chain  of 
resorts,  connected  with  the  city  by  three 
electric  railway  lines  places  over  40  miles 
of  lake  shore  within  easy  reach  of  the 
people  at  a  very  moderate  fare.  Canan¬ 
daigua  lake  is  an  hour’s  ride  by  electric  car 
from  the  center  of  the  city;  Seneca  lake, 
Cayuga  lake,  Keuka  lake,  Conesus  lake.  Sil¬ 
ver  lake  are  all  within  a  short  distance, 
thousands  of  excursionists  filling  their 
shores  every  holiday  and  thousands  more 


spend  their  vacation  time  at  the  various 
resorts  about  them. 

The  country  side  for  miles  in  either  di¬ 
rection  from  the  city  is  a  net-work  of  fine 
roads;  some  of  the  finest  roads  in  New 
York  state  radiate  from  Rochester.  It  is 
a  favorite  touring  ground  for  motorists, 
in  fact  a  recent  estimate  placed  the  sum 
invested  in  motor  vehicles  in  Rochester  at 
over  $3,000,000. 

It  is  truly  a  pleasure  to  live  in  a  bus¬ 
iness  city  where  one  can  escape  from  the 
cares  of  the  day  into  the  freedom  of  one 
of  the  most  beautiful  rural  districts  in  our 
country  almost  at  a  moment’s  notice. 

If  Rochester  is  a  city  of  homes,  it  is  also 
a  city  of  churches.  The  spires  of  122  mag¬ 
nificent  edifices  of  all  the  leading  denomi¬ 
nations  stand  out  among  green  foliage  in 
every  part  of  the  city. 

The  homes  and  business  buildings  of 
Rochester  are  guarded  by  one  of  the  finest 
fire  departments  in  the  United  States. 
Twenty-four  fire  companies,  equipped  with 
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the  most  modem  apparatus,  reduce  fire  in¬ 
surance  rates  to  a  minimum. 

The  water  supply  of  Rochester  is  de¬ 
rived  from  Hemlock  lake,  29  miles  distant 
from  the  city,  the  water  shed  of  the  lake 
being  owned  by  the  city.  Twenty-two  mil¬ 
lion  gallons  a  day  of  this  crystal  water  are 
delivered  to  the  Highland  Park  reservoir 
the  storage  capacity  of  which  is  105,000,000 
gallons,  A  second  reservoir  is  now  being 
constructed  on  Cobb’s  Hill  which  will  more 
than  double  the  storage  supply  of  the  city. 
On  account  of  the  purity  of  the  water,  cases 
of  typhoid  and  other  diseases  due  to  im¬ 
pure  water  are  very  few.  In  this  connec¬ 
tion  it  is  interesting  to  note  that  the  aver¬ 
age  death  rate  in  Rochester  for  the  past 
five  years  has  been  only  14  per  thousand, 
in  fact  the  climate  of  Rochester  is  such  that 
the  health  department  maintains  a  con¬ 
sumption  cure  for  needy  persons  in  incip¬ 
ient  stages  of  the  disease,  and  it  is  claimed 
that  Rochester  air  will  benefit  such  cases 
under  proper  treatment,  almost  if  not  quite 


as  much  as  mountain  air,  usually  thought 
to  be  the  only  specific. 

The  Rochester  school  board  has  during 
the  past  few  years  constructed  two  new 
high  school  buildings,  completely  equipped, 
and  their  plans  contemplate  the  addition  of 
two  more  high  schools,  so  that  the  four 
quarters  of  the  city  will  be  provided  for  in 
this  connection.  In  addition  to  these  high 
schools,  many  new  public  schools  have  been 
constructed  for  the  accommodation  of  the 
24,487  pupils  registered  in  the  various 
wards.  In  addition  to  these  pupils  17,000 
children  are  registered  in  the  parochial 
schools. 

The  Rochester  Mechanics’  Institute  reg¬ 
istered  3,500  pupils  last  year,  the  majority 
of  them  being  young  people  employed  dur¬ 
ing  the  daytime.  This  institution  was 
founded  by  a  number  of  Rochester  manu¬ 
facturers  and  has  been  supported  from  the 
beginning  by  public  subscriptions  and  be¬ 
quests. 

The  University  of  Rochester  and  the 
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Rochester  Business  Institute  are  well 
known  institutions  of  high  grade. 

Fraternity  life  has  reached  a  very  high 

303 
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P.,  D.  &  Co.,  are' constantly  receiving,  from  their  manu¬ 
factory  at  the  East.  BOOTS  AND  SHOES,  of  every  descrip¬ 
tion.  vvhicb  they  will  sell  as  cheap  as  the  cbeapesu  by  the  case, 
doaen,  or  single  pair. 

O’  Orders  from  the  country  promptly  sitended  to. 

REPRODUCED  FROM  A  ROCHESTER  PAPER  OF  1832. 

development,  all  the  leading  fraternal  or¬ 
ganizations  having  large  memberships. 
Rochester  has  one  of  the  largest  and  most 


complete  Masonic  temples  in  the  United 
States  and  the  largest  Masonic  lodge  in 
the  world.  In  fact  Rochester  has  many 
“largest”  things.  She  is  the  largest  pro¬ 
ducer  of  photographic  supplies  of  any  city 
in  the  world,  has  the  largest  thermometer 
manufactory  in  the  United  States,  the  larg¬ 
est  preserving  establishment  in  the  world, 
the  largest  output  of  nursery  stock  of  any 
city,  the  largest  manufacturer  of  optical 
instruments,  has  the  largest  enameled  tank 
manufactory  in  the  world,  the  largest  but¬ 
ton  factory  in  the  world,  the  largest  lubri¬ 
cating  oil  plant,  the  largest  factory  in  the 
world  for  the  manufacture  of  machinery  for 
making  wooden  boxes.  The  annual  value 
of  all  manufactured  products  reaches  the 
sum  of  $82,000,000;  stocks  issued  by  local 
industries  are  valued  at  over  $100,000,000 ; 
capital  invested  in  the  manufacturing  and 
wholesale  trade  over  $70,000,000.  There 
are  2,750  manufacturing  establishments. 
These  figures  give  a  clue  to  the  real  growth 
and  stability  of  the  city.  A  few  very  large 
manufactories  may  be  a  bad  thing  for  a  city. 
Depression  in  trade  or  unlooked  for  com¬ 
petition  may  eliminate  the  earning  power  of 
one  or  two  such  large  establishments  and 
cause  almost  complete  stagnation  of  bus¬ 
iness  in  the  city  in  which  they  are  located. 
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Rochester,  with  over  2,000  manufactories 
covering  almost  every  conceivable  kind  of 
manufactured  production  is  always  in  the 
market.  She  is  always  producing  something 
that  the  world  wants  and  her  workmen  can 
always  find  employment  in  those  industries 
that  are  active.  In  the  possibilities  of 
these  2,750  manufacturing  establishments 
lie  the  possibilities  of  a  great  future  for 
Rochester.  The  growth  of  these  indus¬ 
tries  normally  and  gradually  will  bring  an 
enormous  aggregate  of  work  and  profit  to 
the  city.  She  has  a  safe  foundation  in 
them.  It  would  be  a  sad  catastrophe  that 
could  wipe  out  any  appreciable  percentage 
of  these  varied  industries  at  one  time. 

The  diversity  of  employment  offered 
makes  Rochester  an  exceedingly  attractive 
city  for  young  men.  The  employe  can  find 
among  these  thousands  of  factories  some¬ 
thing  to  his  liking,  some  employment  that 
is  profitable,  some  opportunity  for  advance¬ 
ment  that  is  usually  lacking  even  in  larger 
cities  with  less  diversified  interests. 

One  of  the  first  great  industries  of  Roch¬ 
ester  was  the  milling  industry  developed 
around  the  three  power-giving  waterfalls 
of  the  Genesee.  The  total  power  of  these 
falls  at  the  present  time  is  estimated  at  5U.- 
000  horse  power.  In  the  early  days  of  the 


city  when  the  volume  of  water  during  the 
summer  was  much  greater  than  now  power 
was  much  greater,  although  not  at  that  time 
utilized,  and  on  account  of  the  development 
of  the  flour  milling  industry  the  city  re- 
.  ceived  the  name  of  the  “Flour  City.”  In 
later  years  the  decrease  in  the  importance 
of  the  milling  industry  and  the  growth  of 
the  nursery  industry,  has  led  to  a  change 
in  the  name  from  “Flour  City”  to  “Flower 
City.”  Rochester  is  now  famous  the  world 
over  as  the  “Flower  City.”  The  fertile  and 
diversified  soil  about  Rochester  and  the 
favorable  climate  have  made  the  growing  of 
nursery  stock  here  particularly  successful. 
Plants  and  trees  grow  vigorously  but  not 
too  rapidly,  and  when  transplanted  to  other 
localities  seem  to  thrive  and  develop  better 
than  similar  varieties  grown  almost  any¬ 
where  else.  For  this  reason  Rochester- 
grown  nursery  stock  has  become  famous 
not  only  in  the  United  States  but  in  foreign 

countries  as  well  and  the  annual  shipments 

« 

of  Rochester  nurseries  run  into  the  mil¬ 
lions  of  dollars. 

Although  Rochester  is  no  longer  the 
“Flour  City”  she  still  produces  over  a  mil¬ 
lion  barrels  of  flour  annually. 

Rochester  is  the  third  city  in  the  Union 
in  the  production  of  ready-made  clothing, 
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although  she  is  without  doubt  first  in  the 
production  of  high  grade  men’s  and  chil¬ 
dren’s  clothing.  Cloaks  and  other  women’s 
apparel  are  also  produced  in  large  quanti¬ 
ties.  In  the  markets  of  the  country  Roch¬ 
ester  clothing  has  earned  first  place  for 
quality. 

Women’s,  children’s  and  men’s  shoes  are 
produced  to  the  extent  of  $12,000,000  per 
year.  Some  of  the  largest  and  finest  wo¬ 
men’s  and  children’s  shoe  factories  in  the 
world  are  here.  The  shoe  industry  is  one 
of  the  oldest  of  Rochester’s  great  indus¬ 


ters,  eyeglass  and  spectacle  lenses,  kodaks 
and  cameras  of  all  descriptions,  the  finest 
field  glasses  in  the  world,  search  lights  for 
naval  purposes,  range  finders  and  gunnery 
telescopes,  surveying  instruments  and  many 
other  delicate  pieces  of  apparatus  along 
the  same  lines  are  turned  out  in  commer¬ 
cial  quantities  by  skilled  workmen,  most  of 
whom  have  been  educated  in  the  shops  of 
Rochester.  Among  these  skilled  workmen 
none  are  more  accomplished  or  better  fitted 
for  the  pains-taking,  careful  work  required 
than  the  thousands  of  German  artisans  em- 
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tries  and  the  years  of  training  her  employes 
have  received  in  this  branch  of  manufac¬ 
ture  together  with  the  development  here  of 
improved  machinery  for  the  work  have 
placed  Rochester  shoes  in  the  lead. 

One  cannot  pay  too  high  a  tribute  to  the 
development  of  manufacturing  enterprises 
requiring  a  high  degree  of  technical  skill. 
The  optical  industries  of  Rochester  are  a 
fine  example  of  this  development.  The 
optical  industry  of  the  United  States  had 
its  beginning  in  Rochester  back  in  the  fif¬ 
ties  and  since  that  time  the  highest  grade 
of  optical  instruments  have  been  produced. 
Microscopes,  photographic  lenses  and  shut- 


ployed,  in  fact  Rochester  owes  much  of  its 
progress  and  stability  to  the  German  Amer¬ 
icans  who  have  labored  unceasingly  for  its 
advancement  and  who  form  a  large  and 
very  desirable  element  of  the  population. 

In  other  technical  and  artistic  lines  Roch¬ 
ester  has  many  interesting  manufactures. 
Her  produetions  of  stained  glass  windows 
are  found  in  public  edifices  and  homes 
throughout  the  Union.  Her  manufactures 
of  artistic  furniture,  chairs,  cabinets,  office 
furniture,  etc.,  are  of  verv  considerable  im¬ 
portance. 

In  the  printing  arts,  both  letter  press  and 
lithographic,  a  very  high  class  of  work  is 
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produced  and  in  large  quantity.  Rochester 
folding  boxes  and  cartons,  fancy  boxes  for 
eonfectionery  and  other  lines  of  trade  will 
be  found  in  almost  every  home.  One  of 
the  largest  and  most  completely  equipped 
plants  for  the  manufacture  of  telephones 
and  telephone  cables  gives  employment  to 
hundreds  of  skilled  operatives.  Skilled 
artisans  are  also  required  for  the  numerous 
machinery,  gear  and  tool  making  establish¬ 
ments  as  well  as  in  the  manufacture  of 
edged  tools,  screws,  coach  and  casket  lace, 
gold  beating,  picture  frame  manufactory, 
pianos,  billiard  tables,  dental  apparatus, 
jewelry,  etc. 


commodate  the  west  side  trade.  Clothing, 
furniture,  carpet  and  drapery  stores  with 
palatial  interiors  and  ample  proportions 
flourish  and  enlarge  almost  yearly,  and  the 
whole  retail  trade  of  the  city  scattered  well 
throughout  the  various  quarters  is  in  an 
extremely  flourishing  condition.  The  Sat¬ 
urday  half  holiday  is  observed  during  the 
summer  season  very  generally,  giving  the 
employes  of  these  retail  establishments  a 
pleasant  vacation  season  without  seriously 
impairing  their  earnings. 

Referring  to  the  dry  goods  industry,  the 
secretary  of  the  Chamber  of  Commerce  in 
his  report  for  the  present  year,  said:  “In 
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While  the  diversity  and  number  of 
Rochester’s  manufacturing  interests  natur¬ 
ally  attracts  the  attention,  her  wholesale 
and  retail  establishments  are  no  less  indic¬ 
ative  of  her  progress.  Surrounded  by  an 
immensely  fertile  region  dotted  with  pop¬ 
ulous  towns  and  villages,  Rochester  as  a 
trading  center  has  much  to  draw  from. 
The  retail  stores  as  a  class  are  up  to  the 
very  latest  standards  of  merchandising  de¬ 
velopment.  Half  a  dozen  large  department 
stores,  one  of  them  having  a  larger  street 
frontage  than  any  department  store  in 
New  York  City,  are  well  crowded  with  bus¬ 
iness  and  a  new  department  store  of  mam¬ 
moth  proportions  is  now  building  to  ac- 


the  early  fifties  when  the  eity  population 
consisted  of  30,000  people,  customers  were 
made  up  of  local  residents  and  inhabitants 
of  country  towns  within  a  radius  of  15 
miles.  At  the  present  time  our  large  firms 
send  traveling  men  through  the  greater  part 
of  the  country.  Every  customer  was  known 
by  name  and  the  proprietors  and  clerks 
were  more  or  less  familiar  with  the  history 
of  their  patrons.  One  store  and  basement 
was  all  the  room  needed  then,  while  at 
present  our  large  establishments  have  acres 
of  floor  space.  Merchants  fifty  years  ago 
considered  it  a  good  day’s  business  when 
they  sold  goods  amounting  to  $200  or  $300 
in  value,  while  now  the  sales  of  many  stores 
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amount  to  $5,000  or  $10,000  daily  or  more." 
This  is  largely  the  story  of  the  various 
other  retail  businesses.  Their  prosperity  is 
based  primarily  upon  success  bringing  en¬ 
ergy  of  the  manufacturer  who  reaches  forth 
into  every  part  of  the  country  and  to  dis¬ 
tant  lands,  bringing  cash  of  all  peoples  into 
Rochester,  a  large  part  of  which  is  expend¬ 
ed  for  labor.  The  laborers’  wages  in  turn 
going  into  the  coffers  of  the  retailers  of  the 
city  for  the  necessaries  and  luxuries  of  life 
This  fact  brings  up  another  very  inter¬ 
esting  condition  in  Rochester  at  the  present 
time.  With  all  her  industries  so  rapidly 
developing,  and  with  all  her  manufactories 


healthful  freedom  and  economy  of  living 
in  Rochester,  and  the  amount  of  good  that 
could  be  derived  from  the  same  amount  of 
money  expended  in  this  city,  we  believe 
there  would  be  a  veritable  exodus  to  the 
gateway  of  western  New  York. 

A  prominent  manufacturer  of  confection¬ 
ery  remarked  only  a  few  days  ago,  that  the 
busy  season  was  upon  him,  yet  he  was  un¬ 
able  to  increase  his  production,  knowing  the 
impossibilit}'  of  securing  operatives,  and 
yet  this  manufcturer  is  anxious  to  add  to 
his  working  force,  to  give  them  continuous 
employment  the  year  round,  and  to  pay 
them  wages  that  woud  enable  them  to  live 
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in  such  prosperous  condition,  Rochester  is 
not  sufficiently  supplied  with  workers.  Not 
long  since  the  Rochester  Chamber  of  Com¬ 
merce  placed  an  advertisement  in  the  street 
cars  and  electric  lines  running  out  of  the 
city  calling  for  help.  There  is,  perhaps,  no 
other  city  today  where  young  men  and 
women  with  energy  or  skill  or  both  to 
sell  can  find  so  ready  or  so  profitable  a 
market  for  them,  or  where  they  can  obtain 
so  many  of  the  comforts  and  substantial 
benefits  of  living,  as  in  Rochester.  If  the 
thousands  of  creators  of  industrial  prod¬ 
ucts,  who  are  now  laboring  in  the  shadows 
of  many  cities,  overstocked  with  applica  ¬ 
tions  for  their  positions,  could  know  of  the 


better  in  Rochester  and  save  more  money 
than  in  almost  any  other  city. 

The  same  condition  prevails  in  many 
other  Rochester  industries,  not  from  lack  of 
congenial  surroundings  or  any  other  un¬ 
favorable  condition,  but  simply,  we  believe, 
through  the  fact  that  Rochester  has  not 
made  herself  sufficiently  well  known  to  at¬ 
tract  the  attention  of  those  who,  in  the 
near  future,  will  flock  to  her  standard  and 
raise  her  industrial  banner  still  higher.  In 
fact  there  still  remains  a  certain  amount  of 
provincialism,  as  charming  as  it  is  surpris¬ 
ing  in  such  a  large  city,  a  provincialism  that 
protects  the  rights  of  the  individual  to  a 
certain  extent  and  still  maintains  the  value 
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of  home  life  and  its  associations.  Uncle 
Sam  has  recently  had  an  inkling  of 
what  is  going  on  in  Rochester,  to  the  ex¬ 
tent  of  making  an  appropriation  for  the  en¬ 
largement  of  the  post  office  building.  The 
growth  of  the  United  States  post  office  in 
any  city  is  a  fair  indication  of  the  real 
progress.  Postal  receipts  for  the  year  1904 
were,  $695,837.57,,  while  in  1905  they  were 
$718,863.99,  an  increase  for  the  year  of  $23,- 
046.43,  or  3  3/10%.  The  increase  in  money 
orders  issued  and  paid  was  10%,  the  in¬ 
crease  being  partly  due  to  money  orders  be¬ 
ing  presented  for  payment  by  manufac¬ 
turers. 

We  have  referred  in  an  earlier  paragraph 
to  the  fact  that  Rochester  has  never  been 
affiicted  with  a  boom.  The  most  striking 
illustration  of  this  point  is  seen  in  the  con¬ 
ditions  of  real  estate  values  today.  Many 
of  the  most  desirable  business  locations  are 
still  held  by  the  heirs  of  the  men  who  pur¬ 
chased  land  in  the  early  days  of  the  town. 
These  estates  have  erected  commodious  and 
creditable  structures  as  the  developments  of 
the  city  required  them,  and  have  profited  by 
renting  the  space  or  using  it  for  their  own 
enterprises. 

From  the  business  center  dwelling  houses 
have  crept  out  farther  and  farther  into  the 
country  as  the  population  increased.  Farms 
have  been  cut  up  into  city  lots,  one  by  one. 
and  street  improvements  have  followed  aft¬ 
er  the  erection  of  dwellings,  rather  than 
preceded  them,  as  is  usually  the  case  in 
growing  cities.  For  this  reason  improve- 
■ments  have  been  more  of  a  substantial  na¬ 
ture  on  the  whole  and  the  residents  have 
adapted  themselves  to  municipal  improve¬ 


ments  with  the  least  financial  discomforts. 
The  president  of  a  leading  real  estate  con¬ 
cern  gives  his  opinion  that  land  for  home 
building  and  factory  sites  can  be  had  in 
Rochester  today  at  a  less  cost  than  in  any 
other  city  in  the  Union  presenting  equal 
business  opportunities  for  making  money. 
The  intrinsic  value  of  Rochester  real  estate 
has  been  very  greatly  enhanced  during  the 
last  few  years  by  the  wise  and  businesslike 
administrations  which  the  city  government 
has  enjoyed.  More  new  streets  have  been 
built,  more  old  ones  repaired,  more  has 
been  done  to  beautify  and  extend  the  city 
park  system ;  more  concessions  have  been 
obtained  from  public  service  corporations 
and  from  railroads  entering  Rochester, 
more  improvements  have  been  made  in  the 
fire  and  police  departments  than  in  any  sim¬ 
ilar  period  of  double  the  length  in  the  city’s 
history. 

The  Rochester  public  market  is  one  of 
those  recent  innovations.  A  large  tract  of 
ground  has  been  set  apart,  suitably  paved 
and  commodious  buildings  have  been  erect¬ 
ed  for  the  traffic  in  produce.  Fertile  land 
about  Rochester  is  dotted  with  garden 
farms,  and  market  gardeners  find  the  pub¬ 
lic  market  a  profitable  method  of  disposing 
of  their  produce.  Commission  houses  are 
already  springing  up  around  this  new  mecca 
of  truck  farmers,  and  here  again  is  another 
industry  that  ought  to  become  of  large  com¬ 
mercial  proportions.  For  there  is  no  reason 
why  Rochester  cannot  supply  New  York 
with  many  of  her  table  dainties,  for  there  is 
no  soil  and  no  climate  that  produces  vege¬ 
tables  of  higher  quality  or  more  delicate 
flavor. 


THE  SHEEP  AT  SOUTH  PARK 


An  Easy  Way 

T  is  desirable  to  own  your 
own  home  and  any  associa¬ 
tion  or  business  corporation 
which  is  organized  for  the 
purpose  of  aiding  those  who 
wish  to  live  in  homes  of  their  own,  is  de¬ 
serving  of  commendation,  if  their  business 
methods  are  honest  and  sensible. 

The  writer  of  this  article,  who  is  an 
employee  of  the  publishers  of  the  Busi¬ 
ness  Men’s  Magazine,  has  carefully  in¬ 
vestigated  the  plans  and  the  record  of 
the  Security  Building  Company  of  Roch¬ 
ester,  an  institution  that  is  becoming 
well  and  favorably  known  far  beyond 
the  limits  of  that  thriving  city. 

This  company  developed  from  a  care¬ 
ful  study  of  the  economic  problem  by 
men  who  had  given  the  matter  careful 
consideration  for  many  years  and  who 
believed  that  it  was  possible  to  apply  the 
principle  of  co-operation  to  the  procuring 
of  homes  for  its  members  as  easily  as 
it  is  to  furnish  their  families  with  a 
sum  of  money  at  their  death. 

They  believed  that  a  carefully  devised 
plan  for  this  purpose  conducted  on  strict¬ 
ly  business  principles  would  appeal  to  men 
of  moderate  means. 

With  these  ideas  in  view,  the  organizers 
of  the  Security  Building  Company,  which 
is  composed  of  some  of  Rochester’s 
representative  business  and  professional 
men,  formulated  a  plan  for  the  purpose 
of  establishing  a  company  that  could, 
within  a  reasonable  length  of  time,  fur¬ 
nish  each  of  its  members  with  a  home  which 
could  be  paid  for  by  the  member  with  the 
money  he  formerly  paid  as  rent. 

To  obtain  the  easiest,  and  at  the  same 
time  the  safest  and  cheapest  plan,  the 
various  methods  used  by  the  average  man 
in  procuring  a  home  of  his  own  were  care¬ 
fully  studied  without  arriving  at  any  def¬ 
inite  conclusion. 

About  this  time  their  attention  was 
called  to  a  plan  that  had  been  in  success¬ 
ful  operation  in  Great  Britain  for  over 
fifty  years.  After  obtaining  from  the  orig¬ 
inal  English  company  books  and  papers 


to  Own  a  Home 

outlining  its  methods,  a  careful  study  was 
made  of  the  same. 

This  plan  seemed  to  offer  many  advan¬ 
tages  over  any  other  that  had  as  yet  been 
considered,  and  aftter  some  modifica¬ 
tions  had  been  made,  it  was  adopted  as 
being  one  of  the  best  means  of  helping 
the  man  who  worked  for  a  salary,  large 
or  moderate,  to  procure  a  home  of  his 
own  which  he  could  pay  for  within  a  rea¬ 
sonable  length  of  time  without  its  being 
a  burden  to  him  or  his  family. 

A  company  was  formed  and  incorpor¬ 
ated  under  the  laws  of  the  State  of  New 
■  York  for  this  purpose,  the  intention  being 
at  first  to  coniine  its  operations  to  the  city 
of  Rochester  and  vicinity.  It  was  not 
Tong,  however,  before  persons  living  in 
various  parts  of  that  State  and  Pennsyl¬ 
vania  heard  of  the  Security  Building  Com¬ 
pany,  and  soon  letters  were  received  from 
people  in  other  localities  who  desired  to 
also  take  advantage  of  the  opportunities 
which  it  offered. 

After  carefully  considering  the  matter, 
the  directors  were  of  the  opinion  that  if 
the  business  could  be  done  successfully  in 
Rochester,  it  could  be  done  elsewhere,  and 
when  the  company  decided  to  extend  its 
business  into  other  States  and  announced 
the  fact,  applications  for  membership  from 
persons  living  in  the  State  of  New  York 
and  many  other  States  began  coming  in, 
until  to-day  nearly  every  State  in  the 
Union  has  its  coterie  of  home  owning 
members,  and  others  who  will  be  provid¬ 
ed  with  homes  by  .-the  company’s  plan  in 
the  near  future. 

With  this,  as  with  every  new  proposi¬ 
tion,  its  various  workings  had  to  be 
watched  closely,  carefully  adjusting  here 
or  making  a  change  there,  as  the  exig¬ 
ency  of  the  occasion  required.  No  change, 
however,  was  made  until  the  whole  matter 
had  been  carefully  considered,  and  it  was 
conclusively  shown  that  the  benefits  to  be 
obtained  by  such  a  change  would  be  to  the 
interest  of  the  whole  membership. 

The  plan  as  offered  by  the  Security 
Building  Company  for  procuring  homes 
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is  a  practical  business  proposition,  con¬ 
ducted  on  sound  business  principles.  It 
does  not  ofifer  its  members  a  short  road 
to  wealth,  neither  does  it  promise  them 
large  returns  from  their  investments.  It 
does  give  them  an  opportunity  of  paying 


SOME  OF  THE  HOMES  BUILT  BY  THIS  COMPANY. 


a  small  amount  each  month  with  a  number 
of  others  into  a  common  fund  for  the  pur¬ 
pose  of  procuring  homes  for  each  at  prices 
as  low  as  any  individual  supplied  with 
cash  could  buy,  and  allowing  the  home 
to  be  paid  for  in  monthly  payments  at  a 
much  lower  rate  of  interest  for  the  money 


advanced  than  could  be  obtained  else¬ 
where. 

There  is  no  speculative  feature  about 
this  plan  whatever.  The  money  received 
by  the  company  from  its  members  is  used 
exclusively  in  procuring  homes  for  them. 
As  each  member’s  home  is  procured  for 
him  or  her,  it  is  paid  for  with  cash, 
thus  enabling  the  member  to  buy  it  cheap¬ 
er  than  if  he  purchased  it  on  the  install¬ 
ment  plan  himself. 

Every  safeguard  has  been  placed  around 
the  business  by  the  directors  for  the  pro¬ 
tection  of  the  members.  First-class  im¬ 
proved  real  estate  is  held  as  security  for 
the  shareholders.  The  officers  are  bonded 
for  every  dollar  passing  through  their 
hands,  and  as  the  directors  cannot  at  any 
time  hold  a  sum  exceeding  six  thousand 
dollars  without  its  being  invested  in  homes 
for  the  members,  the  protection  to  the  in¬ 
vestors  is  absolute  and  secure. 

Ample  provision  has  been  made  by  the 
directors  of  the  company  for  helping  mem¬ 
bers  in  case  of  sickness,  misfortune  or 
death.  For  the  man  who  is  ambitious 
to  see  his  family  not  only  protected  after 
his  death,  but  who  is  desirous  of  bring¬ 
ing  them  up  by  the  principles  of  thrift  and 
economy,  thereby  instilling  in  their  minds 
the  theories  of  good  citizenship,  the  plan 
as  offered  by  the  Security  Building  Com¬ 
pany  is  an  ideal  one. 

This  plan  has  been  thoroughly  investigat¬ 
ed  by  both  State  and  Federal  authorities, 
and  the  fact  that  the  business  is  growing 
more  rapidly  to-day  than  it  has  any  time 
since  it  was  first  commenced,  demonstrates 
that  the  plan  is  not  only  a  practical  one, 
but  that  it  is  being  conducted  in  an  hon¬ 
est,  business-like  manner. 

This  can  also  be  attested  by  the  number 
of  the  members  of  this  company  in  Roch¬ 
ester  and  elsewhere,  who  are  living  in 
homes  which  this  company  has  procured 
for  them,  and  who  would  to-day  still  be 
rent-payers,  were  it  not  for  the  advantages 
(which  they  embraced)  offered  by  the  Se¬ 
curity  Building  Company. 

Statistical  experts  estimate  that  all  mem¬ 
bers  now  enrolled  will  get  homes  in  less 
than  three  years.  The  booklet  issued  by 
the  Security  Building  Company  modest¬ 
ly  describes  its  plans  tnd  tells  what  has 
already  been  accomplished.  It  is  a  story 
of  interest. 


Railroad  Riding  Made  Safe  and  Easy 


HE  continuous  rail,  for  which 
railway  builders  and  officials 
have  been  seeking  for  years, 
is  at  last  an  actuality.  The 
problem  of  the  continuous 
rail  has  been  solved  by  one  of  Rochester’s 
prominent  citizens,  Patrick  Gavin,  who 
for  forty  years  has  been  connected  with 
one  of  America’s  great  railroads.  Mr. 
Gavin’s  duties  have  always  been  in  con¬ 
nection  with  road  building,  track  laying, 
and  the  maintenance  of  same,  which  has 
afforded  him  exceptional  opportunities 
for  the  study  of  the  problem  of  the  continu¬ 
ous  rail,  so  that  it  may  be  said  that  the 
Gavin  improved  rail  joint  is  the  result  of 
forty  years’  study,  experiment  and  research. 

This  joint  will  revolutionize  railroading. 


THE  NEW  SMOOTHLY  RUNNING  CONTINUOUS  RAIL. 


It  will  prove  a  veritable  safeguard  to  the 
traveler,  eliminating  the  hundreds  of  acci¬ 
dents  now  due  to  that  very  common 
source,  “spreading  of  rails.”  It  will  ef¬ 
fect  an  enormous  saving  to  the  railroads 
each  year,  as  it  will  do  away  entirely  with 
that  continuous  punding  at  the  rail  joints 
which  chip  the  rail  ends,  and  is  the  ruinous 
fault  of  the  present  joint,  necessitating, 
practically,  the  relaying  of  the  entire  track 
at  stated  intervals.  It  will  preserve  the 
rolling  stock,  the  bridges,  trestles  ana 
other  railway  equipment,  which  means  an 
annual  saving  of  millions  of  dollars  to 
steam  and  electric  roads. 

As  already  stated,  the  rail  is  an  actu¬ 
ality,  and  is  now  being  used  on  the  Man¬ 
hattan  division  of  the  Interborough  Rapid 
Transit  Company,  where  six-car  trains  pass 
over  it  at  intervals  of  two  minutes,  also 
on  the  Rochester  division  of  the  Buffalo, 
Rochester  &  Pittsburg  Railway,  where  the 
heaviest  trains  in  the  country  are  hauled, 
and  its  superiority  to  the  old  joint  is  ac¬ 
knowledged  by  all,  official  and  employee 
alike. 

There  can  be  no  punding  or  chipping  of 


joints  where  the  improved  rail  joint  is 
used,  for  the  rail,  being  continuous,  the 
wheels  of  the  rolling  stock  are  never  on 
one  rail  at  the  joint,  but  taking  bearing  on 
both  rails  at  the  same  time,  thus  insuring 
the  minimum  of  wear  on  rolling  stock, 
roadbed  and  track,  and  the  maximum  of 
comfort  and  safety  to  those  riding  over  it. 
All  allowance  has  been  made  for  the  ex¬ 
pansion  and  contraction  due  to  climatic 
conditions,  and  a  perfect  joint  is  assured. 

To  electric  railroads,  especially  those 
under  construction,  the  improved  rail  joint 
is  invaluable,  for  the  current  can  be  con¬ 
nected  by  a  simple  bond,  which  means  an 
immense  saving  of  both  material  and 
power,  for  the  ground  wires  can  be  done 
away  with  and  33  1-3  per  cent  more  power 
secured  than  is  now  the  case. 

None  but  men  experienced  in  railroad¬ 
ing  can  conceive  of  the  vast  expenditures 
made  each  year  by  the  railroads  of  the 
country  in  replacing  rails  that  have  been 
chipped  or  pounded  at  the  joints.  The 
Pennsylvania  and  New  York  Central  using 
180,000  and  150,000  tons  respectively  for 
that  purpose,  and  these  but  two  roads  in 
hundreds  which  are  compelled  to  replace 
joint-worn  rails  each  year. 

The  Improved  Rail  Joint  Company  has 
been  incorporated  under  the  laws  of  the 
State  of  New  York  for  $300,000,  its  offi¬ 
cers  and  directors  being  well  known  and 


THE  OLD  POUNDING  DESTRUCTIVE  DISCONTINUOUS  RAIL 


reliable  business  and  professional  men  of 
the  city  of  Rochester.  It  is  the  purpose 
of  the  company  to  dispose  of  a  limited 
number  of  shares  of  its  stock  with  which 
to  erect  a  plant  and  install  electric  machin¬ 
ery  for  the  cutting  of  the  improved  joint. 
As  the  rails  can  be  cut  hot  or  cold,  they 
will  also  build  machines  which  can  be  in¬ 
dependently  operated  in  any  section  of  the 
country,  thus  making  it  possible  to  cover 
all  railways  and  cut  the  improved  rail 
joint  in  the  rails  now  laid.  The  company 
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will  also  deal  extensively  in  rails,  purchas¬ 
ing  those  which  have  been  discarded  be¬ 
cause  of  chipped  and  pounded  joints,  re¬ 
cutting  them  with  the  improved  joint  and 
selling  them  to  the  railroads. 

Their  process  is  fully  protected  by  pat¬ 
ents,  both  foreign  and  domestic,  and  ne¬ 
gotiations  are  already  under  way  with  the 
rail  manufacturers  in  Great  Britain  for  the 
cutting  of  the  Gavin  improved  rail  joint. 

As  soon  as  the  rail  cutting  machines 
are  in  readiness  operations  will  be  started 
on  several  roads,  which  have  signfied  their 
intention  of  using  the  improved  joint,  a 
charge  of  $1.00  per  ton  being  made  for 
the  work.  As  there  were  3,000,000  tons  of 
new  rails  produced  in  this  country  last 
year,  not  counting  the  millions  of  tons 
already  laid,  the  field  of  operations  of  this 
company  can  be  readily  estimated.  Further¬ 
more,  arrangements  will  be  made  with  rail 


manufacturers  for  the  cutting  of  all  new 
rails  with  the  Gavin  joint. 

As  an  investment,  we  believe  the  stock 
of  the  Improved  Rail  Joint  Company  will 
be  one  of  the  best,  and  that  it  will  soon 
be  listed  as  such.  One  of  the  largest  in¬ 
dustrial  concerns  of  the  world,  located  in 
the  city  of  Rochester,  whose  stock  is  now 
listed  at  $200  above  par,  was  selling  it  at 
$6.00  per  share  but  a  few  years  ago,  and 
we  recall  one  instance  of  where  an  invest¬ 
ment  of  $1,000  in  this  stock  realized 
$100,000.  We  believe  that  the  future  of  the 
Improved  Rail  Joint  Company  to  be  as 
bright  as  that  of  the  concern  whose  stock 
we  have  just  mentioned,  and  that  an  in¬ 
vestment  now  will  realize  a  handsome 
profit  in  time  to  come.  Our  business  edi¬ 
tor  has  carefully  investigated  this  con¬ 
cern  and  can  recommend  it  to  all  investors 
as  a  high  grade  proposition  and  one  of 
merit. 


vertised  than  any  advertised  product  of 
factory  or  shop  and  a  result  of  this  adver¬ 
tising  is  seen  in  the  massive  buildings 
where  kodaks  are  made,  the  beautiful  and 
superbly  appointed  office  buildings  and  the 

Kodak  park,  which  is  one  of  the  attractive 
out  door  play  grounds  of  the  Flower  City. 


Another  result  of  this  advertising  is  the  idea 
which  most  people  have  that  Rochester  is 
no  longer  the  Flower  City  but  is  known 
throughout  the  world  as  the  Kodak  City. 
Great  is  the  Kodak  and  deservedly  is  it  fa¬ 
mous.  We  show  some  pictures  of  the  Ko¬ 
dak  works  and  park  which  tell  a  convincing 
story  of  Kodak  magnitude. 


The  Kodak  Show. 

The  Eastman  Kodak  Company  with  en¬ 
terprise  characteristic  of  the  giant  among 
the  giant  industries  of  Rochester,  is  spend¬ 
ing  $50,000  this  season  giving  a  free  show 
of  kodak  pictures  which  is  well  worth  “go¬ 
ing  miles  to  see.”  Most  of  the  principal 
cities  of  the  country  will  be  visited.  A 
number  of  fine  pictures  taken  by  kodak 
photographers,  among  whom  are  world- 
renowned  newspaper  and  magazine  art¬ 
ists  and  a  number  of  very  clever 
amateurs,  are  attractively  displayed  and 
there  are  biograph  scenes  which  instruct 
and  amuse  beholders  and  an  entertaining 
lecture.  The  kodak  is  perhaps  better  ad¬ 
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HJL  above  photograph  illus- 
trates  the  Rochester  home  of 
the  Stromberg-Carlson  Tele- 
phone  Mfg.  Co.  This  im- 
mense  institution  was  found¬ 
ed  in  Chicago,  Ill.,  years  ago. 
beginning  with  very  limited 


pany  stands  for  all  that  is  best  in  the 
modern  telephone  construction  and  devel¬ 
opment.  Its  plant  includes  all  the  latest 
improvements  and  devices  worthy  of 
adoption,  and  the  organization  is  prepared 
to  furnish  complete  telephone  systems  to 
the  largest  city  as  well  as  to  the  smallest 
rural  operating  company.  In  addition  to 
the  above,  special  attention  is  given  to 
railway  and  mining  systems,  also  to  pri¬ 
vate  exchange  or  inter-communicating 
systems,  for  all  classes  of  service. 


From  a  small 
means,  it  has 
attained  the  foremost  rank  in  the  inde¬ 
pendent  telephone  manufacturing  field. 
The  house  has  realized  from  the  first  the 
importance  of  superior  apparatus,  and  has, 
during  its  long  and  wide  experience  in 
the  manufacutre  of  telephone  equipment, 
“catering  solely  to  the  independent  user,” 
attained  for  itself  the  distinction  of  pro¬ 
ducing  apparatus  of  the  highest  standard. 
The  Stromberg-Carlson  Company  being  a 
pioneer  in  the  field,  has  done  more  than 
any  other  company  to  extend  the  indepen¬ 
dent  telephone  movement,  not  only  in  the 
cities,  towns  and  villages  of  this  country, 
but  in  the  rural  districts  as  well.  There 
are  many  thousands  of  farmers  residing 
in  all  parts  of  the  land,  who  are  subscrib¬ 
ers  to  and  in  very  many  instances  owners 
of  stock  in  the  independent  operating  com¬ 
panies,  whose  wires  stretch  along  the  high¬ 
ways  connecting  these  farms  with  the  near¬ 
est  town  or  village,  where  connections  are 
made  with  the  larger  business  centers  and 
long  distance  points.  The  company’s  poli¬ 
cy  of  production,  making  each  part  from 
raw  material,  every  .one  of  which  has  had 
its  birth  in  the  offices  of  the  engineering 
and  designing  departments,  after  a  care¬ 
ful  study  has  first  been  made  of  the  special 
service  to  which  the  instrument  is  to  be 
devoted,  and  its  rigid  system  of  tests  and 
inspection,  not  only  of  the  completed  prod¬ 
uct,  but  of  each  and  every  part,  have  pro¬ 
duced  the  most  gratifying  results  and 
proved  the  correctness  of  its  doctrine. 
In  a  word,  the  Stromberg-Carlson  Com- 


Where  Good  Salesmen  Are  Made. 

The  Bradstreet  System  is  a  connecting 
chain  in  commercial  matters  as  novel  as  it 
is  strong  and  effective,  insomuch  as  it  not 
only  instructs  applicants  in  the  intricacies 
of  traveling  salesmanship,  but  at  the  end  of 
a  six  weeks’  study  it  procures  positions  for 
graduates  with  responsible  firms. 

The  solving  of  a  problem  of  such  im¬ 
portance  might  at  first  appear  as  unsur- 
mountable,  but  the  conception  of  its  prac- 
tibility  emanated  in  the  minds  of  Mr. 
J.  A.  Ryan  and  Mr.  H.  B.  Phillips,  now 
president  and  secretary  of  the  institution. 
Both  of  these  gentlemen  were  practical 
sales  managers,  having  all  the  knowledge 
of  absolute  failures  invariably  made  by 
men,  in  many  cases,  with  ability  but 
without  practical  instruction. 

Their  Six  Weeks’  Course  in  Traveling 
Salesmanship  is  certainly  an  ideal  handling 
of  the  subject,  judging  from  the  hundreds 
of  testimonials  voluntarily  contributed  by 
the  students,  both  as  to  its  merits  on  basic 
principles,  and  its  efficiency  for  making 
good  with  firms  employing  them.  The  prop¬ 
osition  of  finding  positions  for  all  gradu¬ 
ates  was,  as  Mr.  Ryan  says,  taken  up  in 
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the  “good  old  way”  through  advertising, 
utilizing  the  business  magazines  and  trade 
journals,  and  the  result  from  which  cer¬ 
tainly  demonstrated  the  demand  for  good 
men. 

The  files  of  the  Bradstreet  system  now 
include  patrons  from  all  lines  of  trade.  A 
careful  reading  of  their  correspondence 
convinces  us  that  thousands  of  dollars  can 
be  saved  by  manufacturers  and  producers 
through  the  assistance  of  the  Bradstreet 
system  in  furnishing  them  with  educated, 
ambitious  and  energetic  men  to  handle  their 
output. 

Every  applicant  is  required  to  quality 
before  he  is  accepted.  He  must  show  a 
certain  amount  of  intelligence,  and  on  his 
answers  to  certain  questions  depends  his 
eligibility,  as  it  is  the  desire  and  intent 
to  furnish  a  quality  of  salesmen  who  will 
eliminate  so  large  a  percentage  of  failures 
that  have  hitherto  existed. 

The  conception  of  the  Bradstreet  system 
is  eminently  appropriate  in  connection  with 
the  city  of  Rochester,  as  undoubtedly 
moe  traveling  men  are  here  employed  than 
in  any  other  city  of  its  size. 

This  institution  certainly  offers  to  the 
young  men  of  the  country  opportunities 
not  embodied  in  the  offers  of  any  other 
concern  that  we  know  of,  and  we  wish  them 
success  in  their  laudable  enterprise. 


The  Powers  Hotel. 

A  stranger’s  estimate  of  a  city  is  much 
influenced  by  the  hotel  which  houses  him 
during  his  stay.  Here  Rochester  is  for¬ 
tunate,  for  it  has  in  the  “Powers”  a  hos¬ 
telry  to  be  proud  of — one,  in  fact,  which 
is  surpassed  by  none  in  certain  respects. 
In  many  places  the  term  “fire-proof”  is 
but  an  empty  phrase.  Not  so  here,  for 
the  Powers  is  a  part  of  the  Powers  Block, 
which  is  nationally  famous,  and  which  is 
fire-proof  in  the  strictest  sense  of  the 
term.  When  cement  and  steel  take  fire  the 
Powers  will  burn — and  not  before. 

In  October,  1905,  Messrs.  Messner  and 
Swenson,  gentlemen  of  experience  and 
reputation  in  the  restaurant  and  hotel  husi- 
ness,  assumed  the  management  of  the 
Powers,  determined  to  make  it  the  equal 
of  any  hotel  in  the  State  of  New  York. 

In  pursuance  of  their  ambition,  they  are 
spending  $150,000  in  improvements.  One 
hundred  and  forty  new  rooms  have  been 


added;  a  new  up-to-date  elevator  service 
has  been  installed;  the  cuisine  in  the  cafe 
and  the  American  dining-room  have  been 
very  much  improved,  and  everything  that 
can  be  done  to  add  to  the  comfort  of 
guests  is  being  done  as  rapidly  as  possi¬ 
ble.  In  the  lobby,  costly  and  beautiful  cre¬ 
ations  of  eminent  sculptors  have  been  add¬ 


ed  to  the  artistic  embellishments,  and 
throughout  the  house  the  decorator  has 
been  given  carte  blanche  to  exercise  his 
skill. 

Messrs.  Messner  and  Sw'enson  deserve 
the  support  and  encouragement  of  the 
traveling  public  and  the  commendation  of 
the  citizens  of  Rochester.  They  are  mak¬ 
ing  the  Powers  what  its  builders  intended 
it  to  be — a  first-class  modern  hotel,  where 
the  best  accommodations  obtainable  an}'- 
where  can  be  secured. 


An  Attractive  Advertisement. 

•  One  of  the  most  striking  advertisements 
in  this  issue  of  the  Business  Man’s  Maga¬ 
zine  is  the  page  announcement  of  the 
Vacuo-Static  Carbon  Co.  This  compan}’ 
makes  a  carbon  paper  unsurpassed  by 
none.  As  it  is  the  policy  of  wisdom  to 
buy  the  best,  it  is  unnecessary  to  say  that 
the  wise  business  man  will  make  no  mis¬ 
take  if  he  supplies  his  office  with  Vacuo- 
Static  Carbon  paper.  The  company  makes 
a  proposition  which  is  business-like  and 
attractive.  While  this  concern  is  one  of 
the  younger  houses  in  the  trade,  it  has 
made  a  record  during  the  year  and  a  half 
it  has  been  established  which  is  a  credit 
to  the  enterprise  and  business  sagacity  of 
the  founder.  The  policy  of  the  company 
is  to  give  its  patrons  an  absolutely  square 
deal,  and  it  is  a  pleasure  to  be  able  to  say 
that  the  house  is  reliable  and  trustworthy. 
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LTHOUGH  the  John  C.  Moore 
Corporation  has  been  estab¬ 
lished  nearly  seventy-five 
years  and  is  the  oldest  firm 
of  Blank  Book  Makers  and 
Printers  in  America,  the  concern  has  made 
more  progress  in  the  past  six  or  seven 
years  than  in  the  preceding  period  of  its 
history,  and  one  reason  for  the  remarkable 
growth  of  the  business  since  1900  has  been 
the  excellent  System  of  National  advertis¬ 
ing  which  was  started  about  six  years  ago. 
During  these  six  years  the  bu^ness  of  the 
John  C.  Moore  Corporation  has  quad¬ 
rupled,  and  it  has  been  necessary  to  more 
than  double  the  capacity  of  the  plant  so 
that  now  the  factory  is  one  of  the  largest 
of  its  kind  in  the  world,  and  the  business 
has  increased  to  such  proportions  that  it  is 
necessary  to  keep  the  manufacturing  de¬ 
partment  going  overtime  all  year  round  in 
order  to  fill  the  orders. 

Of  course,  advertising  alone  will  not 
build  up  a  business.  In  order  that  the  ad¬ 
vertising  shall  be  really  effective,  there  must 
be  merit  to  the  proposition  that  is  exploited, 
and  it’s  only  fair  to  say  that  there  is  no 
business  concern  in  the  world  engaged  in 
the  same  line  as  the  John  C.  Moore  Cor¬ 
poration  that  gives  its  patrons  a  better 
class  of  goods  or  whose  business  systems 
and  appliances  for  expediting  and  system¬ 
atizing  the  work  of  an  office  or  factory  are 
superior. 

Readers  of  this  publication  are  familiar 


with  the  articles  manufactured  in  “Moore’s 
Modern  Manufactory”  because  every  month 
for  the  past  several  years  we  have  printed 
the  announcements  of  this  enterprising  and 
remarkably  successful  Rochester  business 
institution. 

“Moore’s  Mjodern  Methods”  are  in  use  in 
more  than  forty  thousand  offices  and  fac¬ 
tories  in  the  United  States,  and  the  list  of 
customers  and  the  number  of  customers  is 
being  largely  increased  each  year. 

“Nothing  succeeds  like  success,”  and  the 
fact  that  the  Moore  Corporation  when  it 
has  once  secured  a  customer  holds  him  until 
he  goes  out  of  business,  is  the  strongest 
kind  of  evidence  that  their  Loose  Leaf 
Ledgers,  Clutch  Binders,  Extension  Post 
Binders,  Order  Registers,  Statement 
Ledgers  and  the  printed  matter  made  in 
the  Moore  factories  give  satisfaction,  and 
that  the  Moore  Corporation  is  not  bothered 
by  competition  which  meets  them  in  the 
trade  world. 

The  Moore  Corporation  believes  in  giv¬ 
ing  every  one  an  absolutely  square  deal, 
and  in  its  booklet  entitled  “Charging  and 
Billing,”  which  is  a  very  valuable  document 
for  a  business  man  to  have,  and  it  goes  free 
to  anyone  who  asks  for  it,  they  say,  “All 
stock  goods  not  proving  satisfactory  may 
be  returned,  and  the  amount  paid  will  be 
refunded.  Where  goods  are  made  to  order 
we  guarantee  to  follow  copy,  and  are  will¬ 
ing  at  all  times  to  rectify  any  mistakes  at¬ 
tributable  to  us.” 
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The  Advertising  department  of  the 
Moore  Manufactory  is  in  charge  of  Mr.  I. 
M.  Hendrickson.  Mr.  Hendrickson  be¬ 
lieves  with  the  late  Charles  A.  Dana  that 
language  which  is  simple  and  direct  and  to 
the  point  carries  the  most  weight,  and  his 
advertisements  and  advertising  matter  are 
models  of  succinctness  and  simplicity. 

We  present  pictures  of  two  of  the  Moore 
factories. 

Fruit  Products. 

It  has  long  been  known  that  the  Apple 
contains  all  the  essential  elements  of  food. 
The  free  use  of  apples  is  recommended  in 
the  best  works  on  the  hygiene.  Physicians 
have  urged  the  eating  of  apples  at  night 
because  they  supply  food  that  is  easily  di¬ 


gested  and  allay  hunger  during  the  hours 
of  sleep. 

The  juice  of  the  apple,  if  it  is  extracted 
when  the  fruit  is  fresh,  contains  all  the 
essential  elements  of  nourishing  food. 
Duffy’s  Apple  Juice,  which  has  been  mar¬ 
keted  for  more  than  sixty  years,  is  a  de¬ 
lightful  drink  and  as  a  tonic  for  the  sys¬ 
tem  it  is  unsurpassed  by  any  beverage 
which  is  sold  in  civilized  countries.  A 
prominent  medical  authority  says,  “that  this 
product,  ‘Duffy’s  Apple  Juice,’  supplies  the 
blood  with  a  greater  abundance  of  life’s 
actual  needs  than  any  other  of  the  fluid 
products  of  the  garden  or  orchard.”  It  is 
non-alcoholic,  and  it  has  the  cheering 
sparkle,  the  richness  and  the  fine  flavor  of 
the  finest  brands  of  champagne.  “Duffy’s 
Apple  Juice”  is  not  a  cheap  beverage  in  the 
sense  usually  expressed  by  that  word ;  its 


value  is  to  be  judged  by  its  great  excellence 
and  the  care  and  skill  employed  in  its  prep¬ 
aration. 

During  the  past  six  months  the  demand 
for  this  nectar-like  beverage  has  been  in¬ 
creased  very  largely  through  the  effective 
advertising  which  the  American  Fruit 
Product  Company  has  done  in  a  number 
of  the  leading  magazines. 

As  a  summer  drink,  “Duffy’s  Apple 
Juice”  has  all  the  refreshing  qualities  of 
any  of  the  widely  known  and  extensively 
advertised  summer  beverages,  and  none  of 
the  harmful  effects  which  result  from  par¬ 
taking  too  freely  of  some  of  them,  will  dis¬ 
tress  people  who  drink  regularly  of  “Duf¬ 
fy’s  Apple  Juice.”  On  the  contrary,  “Duf¬ 
fy’s  Apple  Juice,”  while  refreshing  the  body 
and  stimulating  the  mind,  helps  to  con¬ 
tribute  materially  to  improving  the  health 
of  the  person  who  drinks  it  at  meal  times 
or  whenever  there  is  desire  for  a  drink 
which  will  quench  the  thirst.  If  anyone 
should  drink  three  bottles  a  day  of  “Duf¬ 
fy’s  Apple  Juice,”  he  would  find  his  general 
health  improved. 

The  American  Fruit  Product  Company  oi 
Rochester  is  the  largest  concern  of  its  kind 
in  the  world,  and  it  is  gratifying  to  note 
that  anything  so  excellent  as  “Duffy’s 
Apple  Juice”  has  caught  on  with  the  Amer¬ 
ican  public.  Is  is  sold  by  grocers,  drug¬ 
gists  and  all  dealers. 


Boon  to  Carriage  Owners. 

A  doctor  in  Rochester  once  remarked 
that  it  would  be  an  absolute  pleasure  for 
him  to  care  for  his  own  horse  and  dis¬ 
pense  with  his  coachman  were  it  not  for  the 
gruesome  task  of  washing  the  rig.  This 
same  doctor  thought  and  experimented  and 
we  Have  him  to  thank  for  the  Ardrey  Ve¬ 
hicle  Washer,  which  is  not  only  saving  wet 
hands,  expensive  cushions,  varnish  and 
paint  but  for  hundreds  of  buggy  and  auto¬ 
mobile  owners  throughout  the  land  is  abso¬ 
lutely  performing  its  service  so  admirably 
in  one-third  the  time  it  usually  takes  to 
wash  vehicles  in  the  old  way. 

The  Ardrey  Vehicle  Washer  is  attached 
to  any  ordinary  hose  just  like  a  nozzle. 
Prongs  grip  a  sponge  or  piece  of  sponge 
firmly  and  securely,  the  water  pouring  con¬ 
stantly  through  this  sponge,  absolutely 
forces  all  mud,  dirt  and  grime  out  of  it  and 
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off  from  the  buggy  or  auto  without  blemish 
or  scratch.  In  fact,  the  Ardrey  can  be 
handled  just  like  a  paint  brush,  reaching 
between  spokes  and  everywhere.  With 
brush  removed  it  is  handy  for  sprinkling 
the  garden  also.  In  fact,  it  has  been 
found  that  one  man  can  wash  a  house  in 
the  same  length  of  time  it  would  take  six 
ordinary  painters  to  do  it,  and  most  every¬ 
one  knows  in  cleaning  paint  work,  only 


the  cost  of  the  paint  is  saved  for  it  takes 
about  the  same  length  of  time  to  wash 
woodwork  as  it  does  to  repaint  it.  For 
window  washing,  in  fact  any  kind  of  wash¬ 
ing  where  a  hose  would  reach,  the  Ardrey 
is  indispensable,  and  every  reader  of  the 
Business  Man's  Magazine  is  invited  to 
write  the  Ardrey  Vehicle  Washer  Co.,  150 
A.  Main  St.  East,  Rochester,  N.  Y.,  for  in¬ 
teresting  booklet. 


The  accompanying  illustrations  of  the  fac¬ 
tories  of  the  Yawman  &  Erbe  Manufactur¬ 
ing  Company  give  some  idea  of  the  size  and 
capacity  of  this  plant. 

This  concern  are  makers  of  the  well 
known  “Y  and  E”  Office  Filing  Systems, 
which  comprise  Shannon  and  Vertical  Let¬ 
ter  Files,  Card  Filing  Systems  for  ledger 
accounts,  etc.,  and  they  employ  nearly  one 
thousand  people  in  Rochester  alone.  They 
also  maintain  extensiv-c  Canadian  factories 
that  employ  probably  half  that  number. 


The  demand  for  simpler  methods  of  hand¬ 
ling  office  routine,  which  has  been  spread¬ 
ing  with  such  rapidity  throughout  the 
country  within  the  last  few  years,  has  been 
largely  responsible  for  the  enormous 
growth  of  this  business.  The  product  of 
the  ‘‘Y  and  IF’  factories  is  notable  for  cer¬ 
tain  unusual  features  of  simplicity  and 
durability  that  have  had  much  to  do  with 
establishing  their  product  so  extensively 
with  the  business  world. 

{Continued  on  Page  iSg.) 


Some  Accounting  Methods  for  the  Wholesale 

Produce  Business 

Including  daily  report  sheets  from  branch  purchase  houses  and  treatment 
of  same ;  the  records  of  a  cold  storage  plant  and  analytical  and  com-* 
parative  profit  and  loss  statement  for  each  month’s  business. 

By  CARL  H.  WASHBURN 

about  March  1,  1902.  Since  that  time  the 
business  has  grown  steadily  and  rapidly 
until  during  the  year  1905,  which  was  far 
from  being  a  good  season,  from  the  farm¬ 
ers’  standpoint,  they  bought  of  the  farmers 
and  local  dealers  of  central  Michigan 
produce  amounting  to  over  $600,000,  con¬ 
sisting  chiefly  of  eggs,  butter,  poultry, 
wool,  beans  and  hay. 

Owing  to  the  sharp  competition  and  the 
established  custom  of  buyers  paying  the 
dealers  cash  or  its  equivalent  for  produce 
and  taking  same  away  with  them  when  pur¬ 
chased,  it  became  necessary  to  establish  a 
Branch  Purchase  House  in  six  or  seven 
different  cities  and  towns  within  their  ter¬ 
ritory.  At  each  of  these  branch  houses  is 
stationed  an  agent  or  buyer,  who  issues 


HE  Wholesale  Produce  Busi¬ 
ness  is  probably  the  most  im¬ 
portant  business  to  which  the 
wealth  and  prosperity  of  the 
tillers  of  the  soil  and  the 
merchants  of  our  towns  and  smaller  cities 
is  due.  Through  its  influence  all  kinds  of 
farm  produce  find  a  ready  sale  at  a  price 
which  has  made  these  classes  of  our  citi¬ 
zens  the  most  independent  people  of  this 
great  republic.  An  accounting  system  for 
this  business,  which  is  simple  and  yet 
complete  in  all  its  details,  seems  to 
have  been  a  rather  perplexing  prob¬ 
lem.  The  system  which  I  undertake  to 
describe  in  this  article  is  one  used 
by  the  Central  Michigan  Produce  Company 
of  Alma,  Mich.,  who  began  doing  business 
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FREE  Trial  Blank 


I  am  willing:  to  test  a  Standard  Adding:  Ma¬ 
chine  at  your  expense  and  risk. 

You  may  deliver  one  to  me  on  your 
FREE  Trial  Offer. 

Also  send  me  your  Testimonial 
Book. 


Name 


Business. 


Ad's. 


Interruptions  Make  No  Difference 
with  the  Accuracy  of  the  STANDARD 

Test  It  FREE 


Ever  notice  a  man  interrupted  while  adding 
up  a  column  of  figures? 

Didn’t  look  to  be  enjoying  life— just  that 
moment — did  he? 

If  you  have  a  Standard  Adding  Machine,  inter¬ 
ruptions  make  no  difference. 

It  prints  all  the  figures  where  you  can 
see  them  as  fast  as  they  are  made. 

There  are  just  two  rows  of  keys  and  one 
figure  of  a  kind.  Which  means — no  danger 

of  getting  mixed  up  with  your  amounts. 

“The  Standard’’  is  a  small,  compact  machine 
— very  simple  in  construction,  so  there  is  no 
danger  of  its  getting  out  of  order. 

And  you  don’t  need  a  truck — nor  a  derrick — 
to  move  it  about. 

Anyone  can  carry  it  with  ease,  and  it  can 
be  used  on  a  slant-top  desk  or  wherever 
your  work  is. 

But — we  don’t  ask  you  to  take  our 
say-so  about  it. 

We  offer  you  evidence  that  means 
something. 

•T  KE/I-/  We  say — “Test  a  Stand- 

ard  Adding  Machine  at 
OvEvlIV  our  expense  and  risk.” 

-that  tells  how  peopie_\^  Then  you  will  know. 

are  economizing:  in  dif- Just  fill  out  the  FREE 
ferent  businesses.  ^  Trial  Blank  above 

Read  it.  You  will  find  and  mail  it  to  us 

g:estions  that  will  enable  you  to  ,  ... 

Save  bis  money  in  your  business.X 
Fill  in  below,  cut  out  and  mail  to  have  a  machine 
us  today,  and  we  will  send  you  a  delivered  to 

copy  of  this  book  FREE.  You  will  g:et  yoU  at  once 

it  postpaid,  by  return  mail. 

Name - - -  - The 

Business . 

A  ddress 


from  our  nearest  branch.  (We  have  them  in 
most  important  cities.) 

Use  this  machine  until  you  see  for  yourself 
what  it  will  do.  Find  out  whether  it  will  save 
its  own  cost. 

And,  if  you’re  not  satisfied,  send  it  back 
where  it  came  from.  Pay  nothing.  You  won’t 
be  obligated.  We  shan’t  start  any  unpleasant 
argument. 

That’s  what  we  mean  when  we  say — 

“Test  a  Standard  Adding  Machine  FREE.” 

If  you  don’t  find  it  all  we  claim,  send  it  back 
and — that’s  all. 

If  the  machine  “makes  good’’ — as  we  know  it 
will — you  will  want  to  keep  it.  For  you  see  how 
it  will  save  its  own  cost  in  short  order.  And 
then — begin  saving  for  your  pocket-book. 

Don’t  ask  your  bookkeeper  to  wear  out  his 
brains  with  machine  work.  They’re  too  valu¬ 
able.  He  can  use  them  more  to  your  profit 
with  work  of  greater  moment.  ^ 

Let  a  Standard  Adder  save  his  time. 

It  costs  less  than  any  other  Adding 
Machine  made — only  $185.00 — and  when 
you  see  for  yourself,  in  your  own  office, 
what  it  will  do,  you  will  wonder  you  ever 
got  on  without  it. 

If  you  won’t  be  persuaded  to  take  us  at  our  word 
and  test  the  Standard  Adder  at  our  risk,  at  least 
send  for  our  Testimonial  Book. 

It  tells  how  other  people  are  saving  money  in 
their  business,  and  may  show  you  how  to  save 
money  in  yours. 

We  don’t  charge  anything  for  the  book — it  is 
FREE. 

We  send  it  postpaid  with  our  compliments,  upon 
receipt  of  your  request. 

Write  for  it  today  and  find  out  how  a 
Standard  Adding  Machine  saves  brain- 
wear,  time  and  money. 

Standard  Adding  Machine  Co, 

3704  Spring  Avenue,  St.  Louis,  Mo. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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J"0RM  2. 


central  office  and  a  journal  entry  made, 
charging  each  of  the  different  produce  ac¬ 
counts  with  their  share  and  crediting  the 
branch  house  incurring  the  expense  with 
the  total  amount.  Accompanying  this 
report  are  the  freight  receipts  and  expense 


Mdse,  shipped  by  . 190.. 

Branch  Office . 

SHIPPED  TO 

CENTRAL  MICHIGAN  PRODUCE  CO. 

!  Wholesale  Butter,  Eggs,  Poultry,  Etc. 

Capital  Stock  $100,000.00  Alma,  Mich. 

Shipped  via . .  Frt.  charges . 


Doz.  Eggs 

Lbs.  Butter 
“  Hens 
"  Springs 
“  Young  Cocks 
“  Old  Cocks 
“  Young  Turks 
“  Tom  Turks 
•'  Ducks 
“  Geese 

“  Hides 
Pr.  Rabbits 
Lbs.  Hay 
Bu.  Potatoes 
“  Beans 
Lbs.  Wool 
B.  Apples 
Coops  Mty. 


Cases 


Mty. 


COST 


Form  3. 

bills  which  have  been  paid  and  charged  to 
expense. 

The  produce  bought  by  each  agent  is 
shipped  to  the  warehouse  at  Alma,  and  for 
each  shipment  the  agent  sends  in  a  shipping 
bill,  see  Form  3,  which  shows  the  quantity 
and  the  cost  of  each  kind  of  produce  in¬ 


cluded  in  the  shipment;  also  the  co.st  of 
transportation.  When  each  of  these  ship¬ 
ments  reach  the  warehouse,  the  shipping 
clerk  makes  a  merchandise  in-slip  which 
shows  the  date,  the  quantity  of  each  article 
and  the  general  condition  of  the  shipment. 
This  slip  is  pinned  to  the  agent’s  shipping 
bill  and  a  journal  entry  made  charging  each 
produce  account  with  the  cost  of  same  and 


No . 

Date . 190--  1"^.  No . 

Yia  . Freight .  Express 

iUDS..lDS.  L/rcdlliciy  uunci  . . 

..1  Id.  X  nnis  v^rcaujciy  uunci 
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It  makes  no  difference  what  business  you  are  in 
Dennison  makes  many  things  to  help  you.  Indeed 
so  numerous  and  varied  are  Dennison's  business  helps 
that  Dennison's  Dictionary  is  required  to  tell  about  them 


^  is  a  very  remarkable  book  of  245  pages.  Its  index  shows  you  at  a  glance  1 
^  just  what  you  need  without  searching  for  it.  Its  illustrations  in  colors, 
picture  for  you  the  articles  just  as  they  are,  while  the  text  accurately  describes 
all  kinds  of  Shipping  Tags,  Merchandise  Tags,  Gummed  Labels 
Seals,  Dennison’s  Glue,  Paste  and  Mucilage  in  the  patent  pm  tubes. 
Sealing  \7ax,  Sank  and  Office  Supplies,  Factory  Tags,  Coin 
Cards,  Pin  Tickets,  Crepe  Paper,  Tissue  Paper,  Gummed 
Paper,  Price  Tickets,  Size  Marks,  Restaurant  Checks,  Bag= 
gage  Checks,  Coat  Room  Checks,  Jeweler’s  Fine  Paper  Boxes 
and  hundreds  of  other  articles,  any  one  of  which  is  an  aid  to  the  busi¬ 
ness  or  the  home.  Dennison's  Dictionary  as  a  reference  book  is 
invaluable  to  every  man  in  business,  and  yet  it  will  be  sent  with 
L  carriage  paid  if  ycu  request  on  your  own  letter  head.  i 


I  Ask  the  dealer  for  Dennison 


s  Goods, 


at  our  nearest  store 


The  Tag  TTakers, 

BOSTON,  26  Franklin  St.  NEW  YORK,  15  John  St. 
PHILADELPHIA.  1007  Chestnut  St. 
CHICAGO,  128  Franklin  St. 

ST.  LOUIS,  413  North  4th  SL 


Please  mention  The  Business  Man's  Magazine  zi’hen  writing  to  adz'crtisers. 
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crediting  the  total  amount  to  the  branch 
house  from  which  it  was  received. 

When  the  purchase  checks  reach  the  hank 
at  Alma,  upon  which  they  are  drawn,  in¬ 
stead  of  charging  them  to  the  company’s 
regular  bank  account,  the  bank  lists  these 
checks  separately  and  the  company  issues  a 
check  on  the  regular  bank  account  for  the 
total  amount  of  the  purchase  checks  paid 
each  day.  The  cash  book  entry  shows  a 
charge  of  this  amount  to  the  Purchase 
Check  account  and  a  credit  to  the  bank  ac¬ 
count.  The  book-keeper  sorts  these  checks 
and  compares  them  with  the  agent’s  daily 


report  sheets  to  see  that  they  were  paid  for  ' 
the  same  amount  as  for  which  his , branch 
house  was  charged  when  the  check  was  is¬ 
sued.  ' 

By  using  a  carbon  paper  each  agent 
makes  a  duplicate  of  each  of  his  reports 
and  shipping  bills,  the  copy  of  which  he  re¬ 
tains  in  his  book  as  the  records  of  his 
branch. 

By  using  this  sysem  of  cosP^ -accounting 
it  is  a  very  easy  matter  for  the  book-keeper 
to  make  a  statement  each  month  or  as 
often  as  required,  showing  just  what  each 
branch  house  is  doing,  the  amount  of 


ANALYTICAL  PROFIT  AND  LOSS  STATEMENT. 
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A  golden  frame  does  not  make  the  picture; 
nor  does  a  crisp,  clean  sheet  of  Old  Hampshire 
Bond  mean  a  strong,  business  getting  letter. 

Still,  a  good  picture  demands  a  good  frame, 
and  an  important  letter  written  on 


forcefully  appeals  to  its  recipient’s  sense  of  the 
fitness  of  things. 

The  time  you  give  dictation,  not  speaking  of 
the  stenographer’s  time  and  postage;  represents 
an  investment  too  great  to  be  jeopardized  by 
the  use  of  ordinary  letter  paper. 


Old  Hampshire  Bond  is  “made  a 
little  better  than  seems  necessary” 
and  is  used  to  garry  earnest,  sincere 
messages  from  men  who  take  pride 
in  themselves  and  their  business.  A 
handsome  specimen  book  showing  the 
paper  may  be  had  by  writing  us  on 
your  letter  head. 


H  ampshire  Paper  Company 

The  only  paper  makers  in  the  world  making  bond  paper  exclusively 

South  Hadley  Falls,  Massachusetts 


Please  mention  The  Business  Man's  Magazine  whin  writing  to  advert isers. 
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produce  bought  and  the  cost  of  the  same 
up  to  the  time  it  reaches  the  warehouse. 

The  company  has  a  cold  storage  plant  in 
connection  with  their  warehouse,  in  which 
their  eggs,  butter  and  dressed  poultry  are 
stored  until  sold.  The  cost  of  operating 
this  plant,  of  sorting  and  candling  eggs,  of 
dressing  and  packing  poultry,  of  repacking- 
butter  and  the  cost  of  egg  cases,  butter- 
tubs  and  all  other  packages  used  must  all 
be  figured  in  with  the  cost  of  the  produce, 
'The  expense  accounts  are  closed  up  each 
month,  pro  rated  and  charged  to  the  Pro¬ 
duce  accounts. 

The  books  used  in  the  central  office  au- 
a  general  ledger,  an  eight  column  cash 
book  and  an  eight  column  journal,  from 
each  of  which  most  of  the  posting  is  done 
in  totals  at  the  end  of  each  month,  and  a 
sales  book. 

When  an  order  for  produce  is  received 
at  the  office  an  order  blank,  see  horm  4,  is 
made  out  and  signed  by  the  clerk  taking  the 
order.  This  is  handed  to  the  shipping 
clerk  who  sees  that  the  produce  is  properly 
put  up  and  shipped  as  directed  by  the  or¬ 
der,  which  he  then  dates,  signs  and  returns 
to  the  office  as  a  merchandise  out-slip. 

From  these  merchandise  out-slips,  in¬ 
voices  are  made,  the  duplicates  of  which 


are  retained  in  the  invoice  book  which  is 
also  the  sales  book.  From  this  sales  book 
a  charge  of  each  shipment  is  posted  direct 
to  the  ledger,  charging  each  jobber  or 
commission  house  to  whom  the  produce  is 
sold  and  at  the  end  of  each  month  a  journal 
entry  is  made,  crediting  each  of  the  produce 
accounts  with  the  amount  received,  for 
what  has  been  sold  and  making  a  cor¬ 
responding  charge  in  red  ink  of  the  total 
amount.  This  amount  is  not  posted  to  the 
ledger,  inasmuch  as  it  has  already  been 
charged  directly  from  the  sales  book. 

At  the  end  of  each  month  a  profit  and 
loss  statement,  see  Form  5,  is  made  which 
shows  the  inventory  of  produce  on  hand 
on  the  'first  of  the  month  and  its  cost ;  the 
(luantity  and  cost  of  the  total  purchases  of 
each  kind  of  produce ;  the  quantity  and 
selling  price  of  all  prodiice  sold ;  and  the 
inventory  of  produce  and  its  cost  which  is 
still  on  hand  at  the  close  of  the  month. 
This  statement  also  shows  the  total  ex¬ 
penses  of  the  month  pro  rated  to  the  dif¬ 
ferent  produce  accounts. 

By  using  this  simple  system  of  account¬ 
ing  a  vast  amount  of  work  can  be  accom¬ 
plished  and  a  complete  record  of  each 
transaction  kept  by  a  comparatively  small 
office  force. 


System  in  the  Inspection  Department 

By  D.  CARL  EGGLESTON.  M.  E. 


HE  demand  for  interchange- 
ability  of  parts  in  manufactur¬ 
ing  has  necessitated  accurate 
methods  of  inspection.  While 
many  manufacturers  have 
been  slow  to  realize  the  importance  of 
standardizing  each  part  and  holding  the 
workman  up  to  the  standard,  others  have 
made  every  efifort  to  promote  the  work  of 
standardization  and  they  have  carried  the 
interchangeability  of  parts  to  the  furthest 
extent  possible.  Thus  the  work  of  the  as¬ 
sembler  is  reduced  to  a  minimum,  and  ex¬ 
pensive  fitting  is  done  away  with,  which 
results  in  economy  of  production.  This  de¬ 
sirable  result,  however,  is  only  attainable 
where  accurate  methods  of  inspection  are 
enforced.  At  different  stages  from  the  re¬ 


ceipt  of  raw  material  to  the  completion  of 
the  finished  product  the  inspector  must  set 
his  stamp  of  approval,  and  there  should  be 
no  higher  court  of  appeal.  ' 

The  work  of  inspection  naturally  divides 
itself  into  three  parts :  Raw  Material  In- 
-spection.  Process  Material  Inspection  and 
Finished  Material  Inspection.  When  the 
material  order  department  issues  a  pur¬ 
chase  requisition  a  duplicate  is  sent  to  the 
receiving  department  and  in  case  the  ma¬ 
terial  needs  inspection  the  duplicate  is 
stamped  “To  Be  Inspected”  as  shown  in 
Form  1.  This  is  sufficient  notification  to 
the  receiving  department  that  the  material 
needs  to  be  turned  over  to  the  raw  material 
inspection  department.  Upon  receiving  it 
they  note  the  purchase  requisition  number 
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flUnrtiTi 


In  his  travels  by  land  of  < 

sea,  in  buffet-car  or  on  prome¬ 
nade  deck,  the  American  smoker  relies  on 


to  add  to  the  pleasure  and  relieve  the  monotony  ot  the 
The  incomparable  mildness  of  the  Murad  never  fails  to  ( 
its  rich,  rare  fragrance  always  satisfies. 

“THE  METROPOLITAN  STANDARD 
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THE  STAR  MANUFACTURING  CO. 

Purchase  Requisition 
{Receiving  Department  Copy) 

Order  No .  Date, . 

To  . 

Important To  be  Inspected. 

Form  1. 

and  refer  to  their  copy  which  the  material 
order  department  supplies  them  with.  It  is 
the  dual  duty  of  the  inspection  department 
to  see  that  the  material  is  correct  as  to 
quality  and  quantity.  So  the  head  of  the 
department  turns  the  work  over  to  his  as¬ 
sistants  and  provides  them  with  the  neces¬ 
sary  gauges  or  measuring  instruments,  and 
also  aids  in  interpretating  the  specifica¬ 
tions.  He  may  also  advise  what  defects  to 
look  out  for  which  his  experience  has 
taught  him  are  likely  to  be  overlooked.  The 
material  which  fails  to  fulfill  the  require¬ 
ments  as  to  quality  or  quantity  of  the  pur¬ 
chase  requisition  is  billed  back  to  the  cus¬ 
tomer. 

The  process  'material  .inspection  depart¬ 
ment  receives  a  duplicate  from  the  shop 
order  department  of  all  orders  sent  to  the 
shop.  When  a  lot  of  parts,  presumably  in¬ 
terchangeable  ones,  have  been  finished  by  a 
department  they  are  turned  over  by  the 
foreman  to  the  process  inspection  depart¬ 
ment  in  pursuance  of  the  routing  instruc- 


THE  STAR  MANUFACTURING  CO. 

Foreman’s  Shop  Order 

Order  No .  Date, . 

To . 

Foreman's  Name 


. Department 

Please  do  the  following  work  in  your  depart¬ 
ment  in  accordance  with  the  tollowing  speci- 
tions  : 


Routing 

Material 

Remarks 

/ 

P'orm  2. 


tions  on  the  foreman’s  shop  order,  Form 
2.  The  routine  of  inspection  in  this  depart¬ 
ment  is  similar  to  that  in  the  former  one, 
and  all  should  try  and  carry  out  the  spirit 
as  well  as  the  letter  of  the  specifications. 
For  it  is  not  possible  to  define  just  what 
should  be  called  a  scratch  or  any  other 
similar  defect.  Yet  when  the  finish  of  a 
single  part  is  marred  it  may  be  refused  by 
a  customer.  At  every  step  the  inspector 
must  proceed  with  judgment,  and  it  is  this 
which  makes  it  so  hard  to  find  inspectors 
who  combine  a  happy  degree  of  scientific 
precision  with  good  judgment.  However, 
when  any  part  is  in  the  opinion  of  the  in¬ 
spector  not  up  to  the  standard  it  should  be 
condemned.  All  such  parts  are  noted  on 


INSPECTION  DEPARTMENT  DEFECTIVE 
REPORT 


Report  No. .  Date, . . 

Referring  to  Order  No.  .  defective 

parts  were  found  as  follows, . 


The  error  was  due  to  the . . . 

department  which  should  stand  the  cost  of  re¬ 
placing  the  defective  parts. 

Signed, . 

Inspector’s  Name 

Approved,  . 


Form  3. 


Form  3,  which  is  sent  to  the  shop  order  de¬ 
partment.  Then  another  order  is  issued  to 
replace  defective  parts  the  cost  of  which  is 
borne  by  the  department  making  the  error. 
Since  the  job  is  charged  with  the  cost  of  the 
first  lot  it  is  more  just  to  consider  the  cost 
of  making  good  the  error  an  expense  and 
charge  it  to  the  negligent  department.  The 
counting  of  parts  is  usually  done  in  count- 
,  ing  rooms  and  shortages  are  treated  in  the 
same  manner  as  defective  parts.  Thus  it 
will  be  seen  that  it  is  impossible  to  cover 
up  defective  work,  for  as  the  foreman  is 
only  given  sufficient  material  to  begin  with, 
he  must  deliver  a  certain  amount.  Should 
he  receive  a  thousand  brass  screws  to 
nickel  plate,  and  spoil  one,  it  would  go  on 
record  as  an  error  against  his  department. 
This  check  is  of  the  greatest  help  to  the 
shop  superintendent,  for  he  can  see  which 
department  is  making  errors  and  can  call 
the  foreman  to  account.  A  monthly  state- 
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Tm  PROTECTO- 


is  the  only  system  employ¬ 
ed  for  absolutely  safe  check 
protection  by  the 


World’s  Greatest 

Concerns 


Ivor 


If  you 

look  for  the 
line  like  this,  the  state' 
ment  is  proved.  It  is  the  only 
line  80%  of  American  Banks  will  trust. 


The  “Protectograph”  is  a 
marvel  of  mechanical 
excellence,  only  6  inches 
square  and  weighs  7  lbs. 


GRAPH 


A  Handy  and  Convenient  Ornament  to  Desk  or  Counter 


C.  W.  Todd  &  Co.,  7  Exchange  St.,  Rochester,  N.  Y.,  U.  S.  A. 


By  a  sing^le  turn  of  the  dial  any  one  of  over  forty  limiting' 
amounts  is  at  your  service  to  protect  your  check  against  forgery 
lastingly.  One  movement  of  lever  forces  every  letter  of  the 
limiting  line  into  the  paper,  and  each  letter  is  so  indented  and 

impregnated  with  ineffaceable  indelibility 
that  alteration  is  rendered  an  absolute 
impossibility. 


The  Price  is  but  $30.00,  and  the 
price  is  saved  many  times  over. 


Gives  your  checks  standing  in  the  business 
world  as  no  other  device  ever  devised  for 
like  purposes  can. 


Send  today  for  our  booklet,  well  worth  the 
reading,  for  the  information  it  contains  on  a 
subject  you  give  too  iittle  heed  untii  you  pay 
dearly  for  experience. 
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MONTHLY  STATEMENT  OF  DEFECTIVE 

WORK 

Report  No. .  Date, . 

Month  ending . 190 

DEPARTMENTS 

Remarks 

Assembly . 

Auto.  Screw 

Machine . 

Blacksmith .... 
Drilling . 

0 

Milling . 

Punch  Press... 

Form  4. 


ment  is  made  out  of  defective  work  on 
Form  4,  and  sent  to  those  in  authority. 

The  finished  material  inspection  depart¬ 
ment  usually  receives  the  work  from  the 
assembly  department.  In  the  case  of  elec¬ 
trical  apparatus  it  is  necessary  to  make  tests 
to  see  that  all  connections  are  properly 
made,  as  well  as  to  see  that  the  completed 
product  is  up  to  the  standard  in  workman¬ 
ship.  There  is  a  check  on  the  inspection 
department,  for  if  they  pass  a  defect  which 
is  found  by  the  assembly  or  any  other  de¬ 
partment,  half  the  cost  of  the  order  to  re¬ 
place  the  defective  parts  is  charged  to  the 
inspection  department.  Since  it  is  left  to 
the  inspection  department  to  say  which  de¬ 
partment  shall  stand  the  cost  of  replacing 
the  defective  parts  it  is  generally  advisable 
to  ask  the  foreman  to  approve  a  copy  of  the 
order  for  replacing  the  defective  work. 
This  method  immediately  brings  to  the  fore¬ 
man’s  notice  the  negligence  of  any  employe 
and  also  keeps  him  on  the  alert  to  see  that 
the  charges  to  his  department  are  as  low  as 
possible. 

Wherever  possible  the  raw  material  in¬ 
spection  department  should  be  situated  near 
the  receiving  department,  the  process  ma¬ 
terial  inspection  department  near  the  center 
of  the  shop  and  the  finished  inspection  de¬ 
partment  near  the  shipping  department. 

The  inspection  departments  should  be  re¬ 
sponsible  to  the  plant  engineer  alone,  and 
while  the  general  foreman  has  it  within  his 
province  to  see  that  the  various  depart¬ 
ments  have  suitable  tools  with  which  to  do 
their  work,  he  has  no  jurisdiction  over  the 
inspection  departments.  In  case  of  dis¬ 
putes  his  judgment  may  be  asked,  but  some¬ 
one  must  take  the  responsibility  of  saying 
whether  or  not  the  specifications  are  ful¬ 


filled  and  this  is  the  duty  of  the  raw,  process 
and  finished  inspection  departments. 


Cash  Discounts. 

L.  E.  Waterman  Company,  Limited,  of 
Canada,  has  adopted  a  new  rule  with  ref¬ 
erence  to  cash  discounts  which  is  working 
well  there.  The  company  had  the  usual 
difficulty  with  buyers  taking  out  the  cash 
or  short-time  discounts,  even  though  they 
allowed  their  bills  to  ruu  30,  60  and  90 
days  before  paying.  The  old  bills  were  net 
30  days,  but  it  didn’t  matter  how  long  they 
ran.  the  discount  of  two  per  cent  was  taken 
out  just  the  same. 

Now,  if  a  dealer  takes  out  a  discount  to 
which  he  is  not  entitled,  because  his  bill 
has  run  too  long  when  remitting,  the  next 
time  a  bill  is  sent  him  no  discount  is  al¬ 
lowed.  It  is  net  30  days.  A  letter  is  sent, 
explaining  the  reason  for  not  allowing  the 
discount.  He  is  told  that  evidently  he  did 
not  appreciate  it,  and  that  his  conduct  in 
taking  out  the  discount  after  the  term  for 
which  it  was  allowed  had  expired  is  suf¬ 
ficient  proof  that  he  doesn’t  appreciate  the 
benefits  of  a  cash  discount,  and  therefore 
he  cannot  have  any  discount  in  the  future 
His  bills  will  hereafter  be  net. 


Accountants  in  France. 

An  International  Congress  of  Account¬ 
ants  and  Book-keepers  will  be  held  in  Au¬ 
gust,  1907,  at  Lyon,  France,  at  which  a 
number  of  progressive  accounting  matters 
will  be  discussed,  such  as  the  general  uni¬ 
fication  of  accounting  methods,  perpetual 
inventories,  the  advantages  of  the  metric 
system  in  relation  to  international  com¬ 
merce,  etc. 

All  incpiiries  in  relation  to  this  congress 
should  be  addressed  to  N.  Hippolyte  Conry, 
232  Avenue  de  Saxe,  Lyon,  France. 


The  Use  of  the  English  Language  in 
South  American  Countries. 

While  it  is  true  that  English  is  more 
commonly  used  in  Latin  America  than 
heretofore,  the  fact  remains  that  American 
correspondents  are  expected  to  address 
South  Americans  in  their  own  language  and 
that  unless  they  do  they  are  at  a  very  seri¬ 
ous  disadvantage  in  competing  with  the 
commercial  interests  of  European  nations, 
and  these  conditions  will  exist  for  many 
years  to  come. 
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Y  occupation  has  been  that  of 
a  traveling  salesman  scooting 
from  Maine  to  California, 
making  one  or  two  of  the 
larger  cities  of  nearly  every 
state  in  the  Union,  blowing,  bragging,  bluff¬ 
ing,  mingled  with  a  lot  of  honest  talk  sell¬ 
ing  machinery  for  a  big  manufacturer,  con¬ 
sequently  I  should  know  something  of  the 
characteristics  of  different  people. 

About  eight  years  ago  I  invented  a  new 
thing  for  shoes.  Like  many  other  inventors 
I  was  the  recipient  of  a  lot  of  easy,  cheap 
praise  and  pounding  on  the  back  for  the 
nice  thing  I  had.  But  none  had  money  to 
invest.  More  of  them  had  a  sure  thing  in 
horse-racing,  oil  wells  and  swamp  lands. 
However,  an  acquaintance  of  mine  hap¬ 
pened  to  remember  that  a  few  years  prior  to 
my  patent  idea  I  had  done  some  kind  things 
for  a  consumptive  brother  of  his.  This 
somewhat  softened  his  heart  and  he  decided 
to  supply  the  huge  sum  of  a  thousand  dol¬ 
lars  for  a  half  interest. 

After  six  weeks  of  dumping  this  lot  of 
money  into  machinery,  etc.,  we  had  to  and 
were  really  able  to  borrow  an  additional 
$700. 

■  In  response  to  our  advertisements  in 
boot  and  shoe  journals  we  received  numer¬ 
ous  inquiries  for  samples,  but  no  orders. 
My  partner  was  sick,  sore  and  out — both 
hands  in  the  air  to  remain  there.  But  I 
would  not  say  beat,  and  here  is  where  a 
man’s  best  friend  came  handy.  My  mother 
gladly  let  me  have  $75,  not  because  of  the 
patent  but  because  I  needed  the  money. 

With  this  I  pulled  out  of  Chicago  on  a 
cold,  nasty,  wet  night  for  Cincinnati,  car¬ 
rying  samples  and  hopes  minus  sunshine ; 


also  some  well  worn  shoes  which  my  patent 
still  cheered  to  their  final  demise. 

The  half  dozen  manufacturers  I  called  on 
gave  me  the  icy  stare  and  their  sneers 
seemed  to  follow  me.  “How  dare  I  even 
think  they  might  purchase?  Weren’t  my 
prospects  great?”  Surely  I  ought  to  quit 
now. 

At  noon  while  at  lunch  in  the  hotel  din¬ 
ing  room  a  fellow  traveler  next  to  me 
started  the  weather  report,  then  switched 
off  to  the  ever  next  question — “How’s  bus- 


THE  SUPERINTENDENT  CAME  NEAR  TELLING  ME  I  WAS 
A  FIT  SUBJECT  FOR  A  FUNNY.  HOUSE.' 

iness?”  I  answered:  “Bum.  Dead.  Noth¬ 
ing  doing.”  He  looked  surprised  and  said  : 
“That’s  bad.  What  have  you  outside  of 
bridges  or  building  post  offices?”  Well.  He 
soon  knew ;  and  pulling  himself  up  said, 
“Look  here,  my  friend,  I  am  in  the  shoe 
machinery  business  and  know  personally 
every  shoe  manufacturer  in  the  middle  west, 
come  with  me  tonight.  I’ll  put  you  on  some ; 
you  have  a  good  thing  but  you  don’t  know 
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THESE  TWO  MACHINES 
SAVE  TIME  AND  MONEY 


The  Defiance  Draft  and  Check  Prctectcr 


Delivered 


e.  This  system  of  protecting  checks  and 


drafts  is  now  recognized  as  the  only  ab¬ 
solute  and  sure  protection  against  the 
forger  and  check  raiser.  It  has  been 
adopted  by  the  U.  S.  Treasury  Depart¬ 
ment  and  is  used  by  banks  and  business 
houses  the  world  over.  It  stamps  across 
the  face  of  the  check  in  indelible  ink 
tne  words  “Not  over  Fifteen  Dollars 


$15.00”  or  any  other  amount  from  $1  to 
$100,000  and  also  cuts  the  fiber  of  the 


paper  so  as  to  defy  the  use  of  chem¬ 


icals.  Every  machine  warranted.  De¬ 
livered  to  any  address  for  $15.00. 
Order  to-day  or  write  for  booklet. 


THE  DEFIANCE  CHECK 


CHECK  PROTECTOR 


WRITING  MACHINE 


d.  This  machine  will  write  your  checks  at  the  rate  of  fifty  a  minute 


in  any  amount  from  one  to  two  hundred  thousand  dollars.  It  is  so 


simple  and  easy  to  operate  that  your  office  boy  can  learn  to  use  it  in 
five  minutes.  It  prints  the  amount  in  indelible  ink  which  protects  the 


checks  from  being  raised  or  altered. 
If  you  have  many  salary  or  dividend 
checks  to  write,  thi-s  machine  will 
save  you  much  valuable  time.  It  is 
in  use  by  many  large  business  houses 
whose  names  we  will  gladly  furnish 
as  references. 


ILLUSTRATED  CIRCULAR 
AND  PRICES  SENT  EREE 


DEFIANCE  MACHINE  CO. 


CHECK  WRITER 


81 -E  Main  St.,  Rochester,  N.  Y. 
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the  shoe  manufacturer;  you’ll  need  a  jimmy 
to  go  with  your  first  talk.” 

So  with  the  rain,  hail  and  sleet  patting 
a  song  of  foolish-man  on  the  Pullman  win¬ 
dow  that  night  we  sped  toward  St.  Louis 
town.  There  I  got  my  cue— where  to  go, 
who  to  see  and  made  for  one  of  the  largest 
shoe  houses  in  America.  The  superinten¬ 
dent  came  near  telling  me  I  was  a  fit  sub¬ 
ject  for  the  funny  house.  Why  he,  They, 
Yes  sure.  They  knew  it  all. 

Now  here  is  where  I  got  mad.  Something 
must  be  done.  Lie  for,  bluff  for,  fight  for 


REyUESTKn  ME  TO  I.ET  THE  FACTORY  RUN  NIGHT.S. 

or  steal  an  order  was  all  1  could  see.  Sad, 
but  true,  all  honesty  to  the  dogs,  i  soon 
got  a  new  order  book  and  using  pencil,  fine 
pen,  stub  pen,  hotel  ink,  store  ink  and  back 
to  another  hotel  for  different  ink,  I  filled  its 
first  pages  with  specious  orders,  crimped 
the  sheets,  bent  the  cover  so  it  would  look 
used  and  made  haste  to  my  next  shoe  man¬ 
ufacturer. 

This  time  I  did  not  let  the  boss  buyer  get 
far  on  my  being  all  kinds  of  an  imp.  i 
still  believed  I  had  a  good  thing.  Did 
not  the  worn  shoes  show  it?  I  would 
pound  it  into  these  people,  or — well,  I  did 
not  think  of  any  “ors.” 

The  following  is  pretty  near  the  talk  this 
fellow  got.  See  here,  Mr.  Murray,  while 
you  manufacture  a  lot  of  shoes  and  we  are 
pretty  well  stacked  up  with  orders  and  i 
am  going  home  tonight,  I  thought  it  well 
enough  to  call  on  a  few  more  shoe  makers 
before  leaving.  You  St.  Louis  people  have 
the  whole  west  and  southwestern  country 
with  which  you  might  do  business  almost 
exclusive  of  the  eastern  man. 

As  it  is  now,  you  let  him  introduce  the 
new  things  and  copy  them  the  following 


season.  Their  agents  run  over  your  ter¬ 
ritory  and  the  retailer  buys,  paying  more 
frieght,  etc.  Six  months  later  you  wake  up 
to  show  the  same  thing.  So  it  will  be  this 
time — why,  Mr.  Murray,  when  you  hear  of 
Brown,  Smith  and  Brown,  of  Brockton, 
Mass.,  or  Slater,  of  Lynn,  or  Consolidated 
Shoe  Co.,  of  Newark,  and  the  rest  using 
our  goods  with  big  success  you  will  know 
we  are  bus}^  While  I  was  reading  these  or¬ 
ders  from  my  Big  Lie  Book,  I  stood  so  that 
with  a  slight  stretch  of  his  neck  he  could 
see  the  contents.  Oh,  yes,  he  did.  He  rub¬ 
bered.  He  swallowed  the  bait  and  hook 
and  was  gulping  down  the  string.  I  went 
on — now  while  I  must  say  good-bye  with¬ 
out  an  order  you  will  please  remember  I 
called.  But  he  interrupted,  asking  the 
prices,  what  styles  we  made  and  whether  it 
required  extra  machinery  to  place  the  de¬ 
vice  in  the  shoes?  He  finally  ended  by  or¬ 
dering  a  few  thousand  pairs.  I  thanked 
him  as  if  I  were  used  to  orders  like  that  and 
bade  him  good-bye.  Before  I  got  by  their 
last  window  I  could  hardly  control  my  feel¬ 
ings.  But  I  finally  came  to,  got  my  thinker 
to  know  that  I  was  only  dreaming  million 
dollar  feelings  as  yet  and  tackled  two  more 
manufacturers  in  the  same  way.  The  racket 
worked  and  these  three  orders  helped  me  to 
get  six  more  that  day.  This  made  as  our 
real  customers  nine  out  of  eleven  big  St. 
Louis  manufacturers.  At  four  p.  m.  the 
following  was  going  over  the  wire  to  my 
partner  in  Chicago :  “Took  orders  today 
valued  twice  over  whole  investment.  Fred.” 

From  six  until  train  time  that  night  my 
new  made  drummer  friend  and  I  put  our¬ 
selves  outside  of  a  swell  five-course  layout. 
At  this  time  he  made  me  a  proposition  with 
real  money  back  of  it.  He  would  do  the 
traveling  for  the  firm  and  I  thought  we 
could  let  him  in  as  a  third  partner.  He 
said  that  would  be  letting  him  in  on  the 
ground  floor.  Of  course  we  could  use  his 
$2,000  beautifully,  and  I  may  as  well  say 
right  here  the  investment  gained  him  quite 
a  large  sized  bank  account. 

That  night  the  Alton  had  a  happy  passen¬ 
ger  indeed.  Next  morning  my  partner  was 
at  the  depot  to  link  arms  with  me  and 
carry  my  grip  and  the  day  was  a  happy  one. 

Mr.  Lucas  followed  the  next  day  and 
we  closed  our  deal  in  one,  two,  three  order. 

After  a  few  months  of  business  one  morn¬ 
ing’s  mail  brought  a  letter  from  the  big 
St.  Louis  shoe  house  I  first  called  on  say- 
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MONEY  IN  REAL  ESTATE 

We  want  you  to  write  to  us  today  for  our  new  free  book  which 
tells  all  about  the  science  of  Real  Estate  Investment.  It  tells 

How  to  invest  Small  Sums  in  Real  Estate 
How  to  Choose  Real  Estate  Judiciously 
What  Class  of  Properties  Grow  in  Value  Most  Rapidly 
How  Long  to  Hold  a  Property 
When  and  Where  to  Buy 
The  Cause  of  Growth  in  Population,  etc. 

C,  This  book  is  not  an  advertisement  of  any  particular  investment,  but  is  the  condensed 
expert  testimony  of  some  of  the  best  known  real  estate  men  in  the  country.  This  book  will 
interest  everyone  who  has  $5.00  or  more  a  month  to  invest  and  wants  to  invest  it  where  it  will 
be  safe,  yet  where  it  will  earn  more  than  an  ordinary  3  or  4  per  cent,  interest. 

C,  Along  with  it  we  will  send  particulars  of  the  best  real  estate  investment  we  ever 
offered  our  clients — an  investment  where  every  dollar  will  be  as  safe  as  a  Government 
bond  and  where  the  investment  should  increase  in  value  from  50  to  100  per  cent, 
yearly  for  a  long  term  of  years  to  come. 

CL  Write  us  a  postal,  saying,  send  ‘‘Dollars  In  Dirt  .  You  will  receive 
the  book  by  return  mail. 

W.  M.  OSTRANDER.  (Inc.) 

134  North  American  Building,  Philadelphia 

Suite  134,  25  West  42nd  Street 
New  York  City 
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the  shoe  manufacturer;  you’ll  need  a  jimmy 
to  go  with  your  first  talk.” 

So  with  the  rain,  hail  and  sleet  patting 
a  song  of  foolish-man  on  the  Pullman  win¬ 
dow  that  night  we  sped  toward  St.  Louis 
town.  There  I  got  my  cue — where  to  go, 
who  to  see  and  made  for  one  of  the  largest 
shoe  houses  in  America.  The  superinten¬ 
dent  came  near  telling  me  I  was  a  fit  sub¬ 
ject  for  the  funny  house.  Why  he,  They, 
Yes  sure.  They  knew  it  all. 

Now  here  is  where  I  got  mad.  Something 
must  be  done.  Lie  for,  bluff  for.  fight  for 
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or  steal  an  order  was  all  1  could  see.  Sad, 
but  true,  all  honesty  to  the  dogs.  1  soon 
got  a  new  order  book  and  using  pencil,  fine 
pen,  stub  pen,  hotel  ink,  store  ink  and  back 
to  another  hotel  for  different  ink,  I  filled  its 
first  pages  with  specious  orders,  crimped 
the  sheets,  bent  the  cover  so  it  would  look 
used  and  made  haste  to  my  next  shoe  man¬ 
ufacturer. 

This  time  I  did  not  let  the  boss  buyer  get 
far  on  my  being  all  kinds  of  an  imp.  i 
still  believed  I  had  a  good  thing.  Did 
not  the  worn  shoes,  show  it?  I  would 
pound  it  into  these  people,  or — well,  I  did 
not  think  of  any  “ors.” 

The  following  is  pretty  near  the  talk  this 
fellow  got.  See  here,  Mr.  Murray,  while 
you  manufacture  a  lot  of  shoes  and  we  are 
pretty  well  stacked  up  with  orders  and  i 
am  going  home  tonight,  I  thought  it  well 
enough  to  call  on  a  few  more  shoe  makers 
before  leaving.  You  St.  Louis  people  have 
the  whole  west  and  southwestern  country 
with  which  you  might  do  business  almost 
exclusive  of  the  eastern  man. 

As  it  is  now,  you  let  him  introduce  the 
new  things  and  copy  them  the  following 


season.  Their  agents  run  over  your  ter¬ 
ritory  and  the  retailer  buys,  paying  more 
frieght,  etc.  Six  months  later  you  wake  up 
to  show  the  same  thing.  So  it  will  be  this 
time — why,  Mr.  Murray,  when  you  hear  of 
Brown,  Smith  and  Brown,  of  Brockton, 
Mass.,  or  Slater,  of  Lynn,  or  Consolidated 
Shoe  Co.,  of  Newark,  and  the  rest  using 
our  goods  with  big  success  you  will  know 
we  are  busy.  While  I  was  reading  these  or¬ 
ders  from  my  Big  Lie  Book,  I  stood  so  that 
with  a  slight  stretch  of  his  neck  he  could 
see  the  contents.  Oh,  yes,  he  did.  He  rub¬ 
bered.  He  swallowed  the  bait  and  hook 
and  was  gulping  down  the  string.  I  went 
on — now  while  I  must  say  good-bye  with¬ 
out  an  order  you  will  please  remember  I 
called.  But  he  interrupted,  asking  the 
prices,  what  styles  we  made  and  whether  it 
required  extra  machinery  to  place  the  de¬ 
vice  in  the  shoes?  He  finally  ended  by  or¬ 
dering  a  few  thousand  pairs.  I  thanked 
him  as  if  I  were  used  to  orders  like  that  and 
bade  him  good-bye.  Before  I  got  by  their 
last  window  I  could  hardly  control  my  feel¬ 
ings.  But  I  finally  came  to,  got  my  thinker 
to  know  that  I  was  only  dreaming  million 
dollar  feelings  as  yet  and  tackled  two  more 
manufacturers  in  the  same  way.  The  racket 
worked  and  these  three  orders  helped  me  to 
get  six  more  that  day.  This  made  as  our 
real  customers  nine  out  of  eleven  big  St. 
Louis  manufacturers.  At  four  p.  m.  the 
following  was  going  over  the  wire  to  my 
partner  in  Chicago :  “Took  orders  today 
valued  twice  over  whole  investment.  Fred.” 

From  six  until  train  time  that  night  my 
new  made  drummer  friend  and  I  put  our¬ 
selves  outside  of  a  swell  five-course  layout. 
At  this  time  he  made  me  a  proposition  with 
real  money  back  of  it.  He  would  do  the 
traveling  for  the  firm  and  I  thought  we 
could  let  him  in  as  a  third  partner.  He 
said  that  would  be  letting  him  in  on  the 
ground  floor.  Of  course  we  could  use  his 
$2,000  beautifully,  and  I  may  as  well  say 
right  here  the  investment  gained  him  quite 
a  large  sized  bank  account. 

That  night  the  Alton  had  a  happy  passen¬ 
ger  indeed.  Next  morning  my  partner  was 
at  the  depot  to  link  arms  with  me  and 
carry  my  grip  and  the  day  was  a  happy  one. 

Mr.  Lucas  followed  the  next  day  and 
we  closed  our  deal  in  one,  two,  three  order. 

After  a  few  months  of  business  one  morn¬ 
ing’s  mail  brought  a  letter  from  the  big 
St.  Louis  shoe  house  I  first  called  on  say- 
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CL  Write  us  a  postal,  saying,  send  "Dollars  In  Dirt**.  You  will  receive 
the  book  by  return  mail. 

W.  M.  OSTRANDER.  (Inc.) 

Building.  Philadelphia 
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ing  they  had  sent  us  20  lasts  and  telling  us 
to  make  200  samples  for  each  style.  We 
were  awfully  busy.  We  knew,  too,  that 
they  were  receiving  order  after  order  from 
their  traveling  salesmen  for  shoes  to  con¬ 
tain  our  device,  and  mind  you  they  had 
over  a  hundred  salesmen.  We  also  knew 
that  they  would  manufacture  our  device 
themselves '  if  they  could,  ignoring  us  en¬ 
tirely.  O  sweet  is  revenge!  Just  what  I 
wanted.  I  wrote  them  that  our  patent  was 
no  longer  an  experiment  and  we  were  be¬ 
yond  making  samples.  If  they  wanted  to 
send  a  good  sized  order  we  might  under¬ 
take  to  fill  it  in  six  weeks  or  two  months. 

The  next  mail  brought  a  letter  to  the 
effect  that  we  were  pretty  impertinent  and 
asking  whether  we  were  aware  of  what  it 
meant  to  us  to  do  business  with  such  a 
large  concern?  We  were  to  make  the 
samples  or  return  the  lasts.  I  answered 
lasts  would  be  returned  and  that  while  we 
had  seen  their  advertising  occasionally  I 
happened  to  know  of  a  shoe  manufacturing 
concern  up  New  Hampshire  state  who 
made  more  ladies’  and  children’s  shoes  ex¬ 
clusively  than  they  jobbed -and  manufac¬ 
tured  together.  But  that  that  was  neither 
here  nor  there ;  we  would  abide  by  our 
first  letter  only. 

Next  morning  about  9  o’clock,  probably 
half  hour  after  they  received  our  letter,  we 
got  a  telegram  to  hold  lasts,  and  a  letter 
followed  with  an  $1,800  order.  Though  a 
submissive  will  deserves  due  respect  we 
could  at  the  end  of  three  weeks  fill  only  a 
small  part  of  their  order.  As  a  result  the 
Sunday  morning  following  one  of  their 
firm  arrived  at  my  house.  He  was  at  once 
big  enough  to  acknowledge  that  they  were 
out-generaled  and  requested  me  to  let  the 
factory  run  nights — any  way  to  fill  their  or¬ 
der. 

By  Jove,  they  simply  had  to  get  our  goods 
or  shut  down  a  whole  lot.  I  think  this 
shows  conclusively  that  sometimes  a  bluff 
is  better  for  the  bluffed. 


The  Department  of  Commerce  and  La¬ 
bor  Will  Exhibit. 

From  the  office  of  Managers  Cochrane  & 
Payne  there  has  just  been  issued  an  im¬ 
portant  announcement  to  the  effect  that  ne¬ 
gotiations  have  just  been  concluded  where¬ 
by  the  United  States  government,  through 
the  Department  of  Commerce  and  Labor, 


will  be  represented  among  the  many  ex¬ 
hibitors  at  the  fifth  National  Business  Show, 
which  takes  place,  under  their  management, 
in  Madison  Square  Garden,  New  York 
City,  October  27  to  November  3,  this  year. 

A  statement  setting  forth  in  detail  the 
plan  and  scope  of  the  federal  government’s 
exhibit  and  the  reasons  for  the  decision  to 
bring  the  work  of  this  particular  depart¬ 
ment  more  prominently  before  the  business 
public  in  general  is  now  being  prepared  and 
will  undoubtedly  be  read  with  considerable 
interest  in  every  commercial  center  when 
published  in  October. 


Both  Had  Peculiarities. 

A  Florida  “cracker”  once  made  applica¬ 
tion  to  a  railroad  company  for  a  clerical 
position.  On  receipt  of  a  favorable  reply 
he  was  ordered  to  report  to  a  certain  office, 
at  the  head  of  which  was  one  of  these  loud¬ 
mouthed,  irritable  fellows,  who  said : 

“Now,  young  man,  it  will  be  well  enough 
for  us  to  understand  each  other  right  at  the 
beginning.  I  am  nervous,  and  have  an  un¬ 
governable  temper,  and  if  I  should  Jump 
on’  you  and  ‘cuss’  you  out,  don’t  think  that 
I  mean  anything  personal — just  put  it  down 
as  V  one  of  my  peculiarities.” 

The  Florida  “cracker,”  who  came  from 
one  of  those  old  aristocratic  families,  re¬ 
plied  ; 

“Yes,  sir;  I  think,  too,  it  is  well  enougn 
for  us  to  understand  each  other  fully.  Now, 
if  you  get  to  ‘cussing’  me  around  here,  and 
I  take  up  a  stick  and  knock  h — 1  out  ot  you, 
don’t  think  that  I  mean  anything  personal — 
just  put  it  down  as  one  of  my  peculiarities.” 

It  is  useless  to  add  that  the  young  man 
had  no  occasion  to  use  the  stick. — Judge's 
Magazine  of  Fun. 


How  Easy  We  Are! 

What  a  splendid  and  convenient  thing 
it  is  for  the  trusts  to  have  to  deal  with  the 
people  of  this  country — public  and  mer¬ 
chants  alike.  If  an  extra  dividend  is 
needed  they  reduce  the  weight  in  their 
packages  25  per  cent,  declare  an  extra  two 
per  cent  dividend  and  everybody  is  happy. 
And  yet  if  the  public  catches  a  poor  negro 
stealing  a  five-cent  loaf  of  bread  it  demands 
that  he  be  sent  to  the  penitentiary  for  life. 
— The  Grocer. 
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CL  If  you  would  — let  us  show  you  the  Burroughs 
Proof,  of  P osting  System,  which  shows  you  how  to 
prevent  errors  in  posting  and  will  guarantee  a 
Trial  Balance  when  used  with  the  Burroughs 
Balance  Systems.  Complete  explanations  and 
some  sample 
forms  sent  for  a 
request  on  your 
business  letterhead. 

Ct,  This  great  labor,  time  and  money  saving 
short  cut  is  but  one  of  the  many  equally  valu¬ 
able  economies  the  Burroughs  makes  possible, 
d.  It  IS  one  of  the  reasons  why — The  Burroughs 
is  built  in  the  largest  adding  machine  factory  in  the 
world  and  that  ninety  per  cent,  of  all  adding 
machines  sold  are  Burroughs. 

CL.  Over  39,500  users  will  vouch  for  the  claim 
that  it  is  the  best  adding  and  listing  machine  made, 
which  is  one  reason  why  the  Burroughs  sells  one 
machine  every  fifteen  minutes  of  a  ten  hour  day  and 
keeps  over  1,750  men  busy  meeting  the  demand; 
AND,  the  Burroughs  is  guaranteed  to  do  more,  do 
it  better  and  to  last  longer  than  any  other  make. 

Address  Department  Business  Systems 

Borrenghs  Ai>t»tpq  Machine  gLomhano 

Detroit.  M  ichigan,  U.S.A. 


“WouldYouLikeToKnow 

That  EvervPostingYou 
MadeToday 
b  Correct”? 
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Foreign  Correspondence. 

OMPETITION  at  home  is  so 
keen  that  many  of  our  mer¬ 
chants  and  manufacturers  are 
inquiring  as  to  the  best  way  in 
which  to  open  up  a  foreign 
market  for  their  goods.  Consequently, 
every  point  in  connection  with  this  subject 
is  of  great  interest  and  one  point  presents 
itself  to  us  in  connection  with  correspond¬ 
ence  daily  received  at  this  office  which 
should  be  of  interest  to  the  merchant  or 
manufacturer  seeking  for  a  foreign  outlet. 

Our  merchants  here  in  corresponding 
with  their  customers  and  prospective  cus¬ 
tomers  abroad,  are  in  the  habit  of  using 
stationery  prepared  for  home  use.  In  other 
words,  the  letter  heads,  envelopes,  and  so 
on,  are  printed  in  English  with  all  the  idio¬ 
matic  expressions  usually  found  in  this  lan¬ 
guage.  .On  the  contrary,  they  should  be 
printed  in  the  language  of  the  country  where 
they  are  to  go.  A  bright  example  of  this 
practice  is  found  in  the  correspondence 
which  comes  to  the  editorial  desk  from  Ja¬ 
pan.  Merchants,  manufacturers  and  busi¬ 
ness  people  of  all  sorts  in  that  country  in 
corresponding  with  business  houses  in  this 
country,  use  a  letter  head  printed  entirely 
in  English  and  this  is  an  example  which 
could  well  be  followed  by  every  merchant 
in  this  country  who  corresponds  with  other 
and  foreign  nations. 

The  English  Book-keeper  and  Balance 

Sheets. 

The  following  contribution  on  the  sub¬ 
ject  of  the  construction  of  balance  sheets 
has  been  forwarded  to  us  by  a  Scottish 
accountant,  who  states  it  is  a  correct  rep¬ 
resentation  of  a  conversation  he  recently 
held  with  a  client. 

The  Scotchman — In  taking  up  the  sub¬ 
ject  of  balance  sheets,  we  may  with  advant¬ 


age  pause  to  wonder  at  the  obstinacy,  and 
general  stiff-neckedness,  of  the  English  ac¬ 
counting  profession  in  transposing  the  lo¬ 
cation  of  assets  and  liabilities  on  balance 
sheets. 

This  custom  has  been  in  force  for  so 
many  years  that  English  accountants  have 
grown  to  consider  it  as  some  hallowed  be¬ 
quest  of  the  ages  that  must  be  held  sacred 
and  uncontaminated  from  change  of  any 
kind — some  form  of  incantation  without 
which  the  very  foundation  of  catholic  ac¬ 
countancy  would  totter  to  destruction. 

This  unreasonable  topsy-turviness  is 
condemned  by  all  the  civilized  business 
practice  of  the  world,  the  principal  argu¬ 
ment  against  it  being,  that  it  is  also  re¬ 
pudiated  by  Scotch  accountants. 

I  believe  it  to  be  true  that  the  transposi¬ 
tion  or  ledger  balances  on  the  balance 
-  sheet  originated  with  some  ignorant  law¬ 
makers  in  the  British  House  of  Parliament, 
who  enacted  legislation  prescribing  the 
form  in  which  railroad,  or  some  such  ac¬ 
counts,  should  be  rendered  to  that  depart¬ 
ment  of  the  government  then  corresponding 
to  the  present  Board  of  Trade;  the  error 
having  since  been  perpetuated  because  no 
one  has  had  the  courage,  or  common  sense, 
to  endeavor  to  correct  it. 

The  Principal — I  am  much  relieved  to 
hear  this  interesting  explanation,  and  it 
confirms  my  suspicion  that  I  once  unwit¬ 
tingly  did  an  employe  of  mine  a  great  in¬ 
justice.  I  was  in  need  of  a  book-keeper 
and  a  young  Englishman,  recently  arrived 
from  the  old  country,  was  highly  recom¬ 
mended  to  me  by  a  business  acquaintance. 
He  appeared  to  be  bright  and  generally 
satisfactory"  but,  at  the  end  of  the  first 
.  month,  he  produced  a  balance  sheet  with 
the  liabilities  on  the  left-hand  side  and  the 
assets  on  the  right  hand  side. 
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Here  Is  An  Elxample  of  SlobcAVcnjickc  Service. 

The  B.  &  O.  Railroad  Company,  before  deciding  upon  the  purchase  of  the  filing  devices 
required  for  their  new  fourteen  story  building  recently  erected  in  Baltimore,  sent  repre¬ 
sentatives  from  their  mechanical  and  construction  departments  to  different  cities  to  make 
a  personal  inspection  of  the  factory  facilities  of  various  concerns  manufacturing  office 
equipment. 

After  their  report  was  received,  samples  of  different  lines  were  subjected  to  further 
examination  at  the  head  office. 

The  result  of  these  two  inspections  came  in  the  form  of  an  order,  calling  for  over  $75,000 
worth  of  QlobeAvcrnicke  “Elastic”  Filing  Cabinets  and  Book-Cases. 

Whether  you  wish  to  furnish  a  single  office,  a  suite  of  rooms  or  a  sky  scraper,  our 
products,  our  factory  facilities  and  our  numerous  distributing  agencies  over  the  United 
States  afford  you  the  best  possible  service.  Uniform  prices  everywhere. 

Where  not  represented  we  ship  on  approval,  freight  paid. 

Write  for  Catalogue  No.  806  W. 

9lobcAs^rt)iekc  (?o.,  Cincinnati. 


BRANCH  STORES: 

NEW  YORK,  380-382  Broadway. 
CHICAGO.  224-228  Wabash. 
BOSTON,  91-93  Federal. 
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“Look  here  young  man,”  I  said,  “this 
won’t  do !” 

“What  won’t  do?”  inquired  the  book¬ 
keeper. 

I  said,  “These  items  here  are  debits,  not 
credits,  and  those  items  there  are  credits, 
not  debits.” 

“My  dear  sir,”  replied  the  Englishman, 
“that  is  the  correct  way  of  making  a  bal¬ 
ance  sheet!  No  balance  sheets  are  ever 
made  any  other  way.” 

“O  fudge  1”  I  said,  “you  will  either  make 
these  balance  sheets  like  every  other  busi¬ 
ness  house  does  on  the  street,  or  you  can 
hunt  another  job.” 

Of  course  he  was  not  in  a  position  to 
feel  any  particular  anxiety  to  lose  his  job, 
so  he  reconstructed  his  balance  sheet,  as 
ordered,  but  it  was  a  terrible  shock  to  him. 
Each  day  I  could  see  his  ruddy  counten¬ 
ance  paling  and  the  luster  fading  from  his 
eye — ”  (here  the  Principal  stopped  and 
wiped  away  a  tear). 

The  Scotchman — When  the  balance  sheet 
is  prepared  in  accordance  with  the  Scotch, 
American,  or  Continental  plan,  the  surplus 
appears  on  the  right-hand  side  of  the  bal¬ 
ance  sheet  and  on  the  left-hand  side  of  the 
profit  and  loss  account,  thus  naturally  ex¬ 
hibiting  the  double  entry  idea  in  the  finan¬ 
cial  statements,  as  on  the  books  of  account. 


We  Arise  to  Remark. 

When  formulating  exercises  in  connection 
with  the  Individual  Home  Study  Courses 
in  H  igher  Accounting,  Systematizing, 
Cost  Accounting,  etc.,  the  management 
of  The  International  Accountants’  So¬ 
ciety,  Inc.,  and  the  Book-Keeper  Publish¬ 
ing  Company,  Ltd.,  after  carefully  consid¬ 
ering  the  various  kinds  of  questions  used 
for  examination  purposes  by  the  Chartered 
Accountants  of  England  and  the  Certified 
Public  Accountants  of  the  United  States, 
came  to  the  conclusion  that  they  were  al¬ 
together  too  theoretical  and  that  something 
of  a  more  practical  nature  would  be  of 
greater  value  to  the  students. 

With  this  end  in  view,  they  required  the 
students  in  the  advanced  lessons  to  devise 
complete  systems  of  accounting  for  certain 
specified  businesses,  retail,  wholesale,  and 
manufacturing,  and  the  results  were  sur¬ 
prisingly  satisfactory.  The  students  are  in¬ 
tensely  interested  in  these  practical  exer¬ 
cises,  and  the  benefit  derived  from  the  men¬ 


tal  effort  put  forth  in  answering  them  is 
incalculable. 

It  is  with  pleasure,  therefore,  we  note 
that  the  Pennsylvania  Association  of  Cer¬ 
tified  Public  Accountants  has  decided  to 
follow  our  example  in  setting  examination 
questions  of  this  character,  and  that  The 
Journal  of  Accountancy  (the  organ  of  the 
Certified  Public  Accountants)  expresses  its 
emphatic  approval  of  the  new  departure. 

In  so  doing.  The  Journal  of  Accountancy 
devotes  a  paragraph  to  an  abuse  that  is 
well  recognized  throughout  the  country.  It 
states  that  the  reason  that  so  few  candidates 
pass  the  examinations  in  so-called  Practical 
Accounting  is  because  they  are  puzzles  in¬ 
stead  of  problems,  and  that  these  puzzles 
are  interpreted  by  examiners  according  to 
personal  whims  instead  of  according  to 
standard  rules  of  accounting  pi.  ctice. 


The  Unprogressive  Book-keeper. 

Our  old  friend,  the  Unprogressive  Book¬ 
keeper,  has  apparently  been  resurrected 
after  the  passing  of  many  moons.  On  this 
occasion  he  has  been  identified  in  North 
Carolina  where  he  has  “accepted”  a  posi¬ 
tion  as  book-keeper  for  a  branch  of  a  lum¬ 
ber  manufacturing  company. 

The  management  of  this  company  re¬ 
quires  the  books  at  the  main  office  and 
branch  to  be  kept  on  the  same  general  plan, 
and,  in  order  to  accomplish  this  result,  the 
Unprogressive  One  was  called  to  the  main 
office  for  the  purpose  of  consultation  with 
the  book-keeper  there.  The  U.  P.  B.,  how¬ 
ever,  objected  to  many  of  the  methods  em¬ 
ployed  by  his  senior,  and  objected  so  per¬ 
sistently  that  the  latter  submitted  the  mat¬ 
ter  to  us  for  an  opinion  and  advice. 

In  the  first  place,  the  U.  P.  B.  asserted 
that  Capital  Stock  account  should  be  credit¬ 
ed  with  all  revenue  and  debited  with  all 
expense,  at  which  the  senior’s  hair  began 
to  stand  on  end. 

The  U.  P.  B.  next  condemned  the  col¬ 
umnar  cash  book  in  use*  at  the  main  office 
because  he  said  it  offered  opportunities  for 
errors.  He  preferred  a  journal  ruled  on 
the  order  of  a  single  entry  ledger  where  all 
the  items  would  have  to  be  posted  separ¬ 
ately.  • 

Here,  we,\see,  is  a  man  calling  himself  a 
book-keeper,  who  is  evidently  just  out  of 
the  wilds  of  darkest  Africa,  and  he  should 
return  thither  at  the  earliest  opportunity. 
For  the  sake  of  the  reputation  of  the  book- 
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The  Business  Man’s  F arm 

A  Substantial  Aid  to  Success 


President  Shutt 
Week,  Securely 


Pells  How  $2.50  a 
Invested  in  a  Pen 
Acre  Irrigated  Farm,  Will  Net  a 
Dependable  Income  of  $3,000  a  Year 


TO  the  average  business  man,  far  removed  from  the  scenes  of  fortune  building  by  the 
cultivation  of  Irrigated  Land,  a  farm  is  a  millionaire  play  thing  or  a  scene  of  lone¬ 
some  drudgery  for  a  poor  man.  ,  ^  j  t  ^ 

He  expects  to  have  a  model  farm  to  go  to  some  day,  but  that  day  seems  far  oft. 
A  10  acre  irrigated  farm,  in  selected  crops,  will  net  an  income  of  from  $3,0\)0,00to 
JlO  000  00  a  year  over  and  above  the  cost  of  cultivating  it.  ^  ^  ^ 

’  If  you  doubt  that  I  will  prove  it  to  the  hardest  headed  business  man  wno 

ever  lived— from  authorities  that  cannot  be  questioned.  ^  ^  ATtrAHnnes 

But  it  has  always  been  necessary  for  a  man  to  have  some  knowledge  of  Algodonea 
farming  and  at  least  a  few  hundred  dollars  saved  up.  : 

And  it  has  always  involved  giving  up  business  and  developing  the  pro- 

perty  on  the  ground.  .  Bernali 

I  have  a  different  proposition  for  the  business  man. 

If  you  want  a  farm  that  I  must  prove  will  net  you  at  least  $3,000.00 

a  year  before  you  invest  a  penny,  here’s  what  I’ll  do._ 

I  will  contract  to  deliver  you  such  a  farm,  conveniently  locatea,  ^ 
completely  irrigated  and  all  under  cultivation  earning  at  least 
$1,000.00  a  year— if  you  can  pay  for  it  in  in.stalments  of  not 

less  $2.50  a  week.  .  r  -.t,  SANDOVA 

Of  course  I  cannot  give  you  a  deed  for  it  with  your  ^  / 'hT 

receipt  for  the  first  $2.50  payment,  but  here's  what  I  have 
done  to  secure  you  in  your  investment.  Martine 

As  President  of  the  Rio  Grande  Land.  Water  and  Power 

Co  I  have  deeded  to  the  Montezuma  Trust  Co.,  as  trustee, 
all  the  lands,  water-rights  and  irrigation  systems 

owned  by  my  company.  p.,,  Aiu,,n,,pfoue 

This  property  worth  well  over  a  million  dol-  Old  Albuqi^iq^ 

lars  in  all  pledged  to  the  fulfilment  of  these  ALDUOVEBO 

Secured  Land  Contracts.  . 

And  so  you  wont  miss  the  interest  from  your  sayings.  I 
bind  my  company  in  these  contracts  to  pay  you  5%  interest  Aicajo^ 

iifi  csslx# 

The* usual  thing  would  be  to  charge  you  interest  on 
what  you  might  still  owe  for  the  land  on  stated  interest 
days,  but  I  don’t  ask  a  cent  of  interest. 

You  just  pay  me  $2.50  a  week  or  as  much  more  as 

The^contract  plainly  states  that  520  such  payments 
(less  $263.25  interest)  or  a  like  amount  paid  in  larger 
payments  completes  or  matures  your  contract. 

The  contract  has  loan  values  that  increase 

every  year.  .  i  j  ^  ^ 

For  instance  it  binds  my  company  to  lend  you, 
after  you  have  made  156  payments  (or  the  same 
total  in  larger  payments) .  enough  money  to  make 
all  further  payments  and  mature  your  contract. 

And  at  any  time  you  chose  to  pay  it  up.  by  loan 
or  otherwise.  I  have  agreed  —  in  a  Land  Secured 
Contract  remember— to  deed  the  property  to  you, 
fully  irrigated  and  completely  under  cultivation. 

whether  it  be  in  two  years  or  ten. 

That  means  you  would  step  right  into  an 
income  of  at  least  $3,000.00  a  year  — enough  to 
pay  off  any  loan  the  first  year  and  leave  you 

a  profit  besides.  _ 

You  can  go  and  live  on  your  property, 
secure  in  an  independent,  steady,  same- 


E.  W.  SHUTT, 

President  Rio  Grande  Land.  Water 
and  Power  Co. 


Pajarito 
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every-year  income  or  my  company  will  culti- 
vate  your  land  for  a  small  share  of  the  crops. 

No  droughts,  remember,  can  ever  en¬ 
danger  your  crops  and  in  this  country  there 
are  no  crop-destroying  insects  no  chance 
known  to  man  for  a  single  crop  failure,  ever. 

Why  then  should  I  make  so  liberal  a  prc'po- 
sition?  Is  the  land  in  a  wildeme.ss  that  none 
would  live  in  ? 


Bernard 

Sabinal 


Publitos 

Jarales 


Not  at  all. 

The  land  is  all  within 
easy  access  cf  Albuquer¬ 
que.  the  largest  city  in 
New  Mexico.  The  main  line  of 
Santa  Fe  Railroad  runs  through 
it  from  end  to  end. 

My  company  is  primarily  an 
an  irrigative  company. 

We  had  to  control  the  land  to 
.  protect  our  immensely  valuable 
t  water-rights. 

vi'  But  now,  with  our  irrigation  plans 
^  completed,  we  want  to  sell  our  land 
with  perpetual  water-rights,  and  then 
supply  the  water  for  its  irrigation. 

This  we  will  do  for  $6.C0  an  acre  a  price 
considerably  lower  than  the  average. 

But  I  cannot  explain  all  the  advantages 
of  this  proposition  in  this  advertisement. 

If  it  interests  you,  write  me. 

Before  you  invest  a  penny.  I  want  to  make 
every  point  clear. 

Not  a  cent  do  I  want  till  I  have  proved  to 
your  entire  satisfaction  the  security  of  this 
investment  and  the  absolute  certainty  of 
large  returns. 

Business  life  is  uncertain,  you  can’t  tell 
what  moment  conditions  may  change. 

Wouldn’t  you  like  to  have  an  independent 
income  to  fall  back  on. 

One  that  did  not  depend  on  the  whim  of 
any  man  or  on  any  other  condition  controled 
c3  by  man? 

*  Wouldn’t  you  make  better  progress  in  your 
^business  if  you  were  sure  of  a  good  living, 
come  what  may. 

It’s  the  man  so  fortified  that  he  can  venture 
something  that  has  something  handsome  in 
the  end. 

I  want  to  put  this  matter  to  you  j  ust  as  I  would 
if  I  could  talk  with  you  here  in  my  office  —  proof 
and  all.  for  every  statement  I  have  made  and  I've 
some  to  make  that  are  so  favorable  to  you  that  you 
will  want  proof— and  I  have  it  for  you. 

My  company  is  composed  of  reputable  St.  Louis 
,  and  Missouri  Bankers  and  Business  Men— I’ll  tell  you 
their  names  and  you’ll  find  them  rated  by  Dun  and 

U,  sf' T0G t . 

The  more  vou  investigate  this  proposition  the  better 
it  gets.  But  I  want  to  say  right  now  that  the  price  is  low 
Oand  if  you  want  this  land  at  this  price  write  me  about  it 
now — today.  Because  later  we  will  ask  more  because  it 
will  be  worth  much  more. 

Look  into  it— address  me  personally. 

E.  W.  SHUTT,  President 

Rio  Grande  Land,  Water  &  Power  Company 
600  Houser  Building,  ST.  LOUIS.  U.S.  A, 


Please  mention  The  Business  Man’s  Mar.azine  when  zvriting  to  advertisers. 


130 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


keeping  fraternity  it  might  even  be  advis¬ 
able  to  open  a  subscription  in  order  to 
hasten  his  departure. 


The  Work  of  Our  Expert  Department. 

Here  is  a  sample  of  the  inquiries  received 
by  our  Technical  Department  in  the  course 
of  one  day’s  mail.  It  will  serve  to  illustrate 
the  strenuous  life  required  of  our  experts 
in  endeavoring  to  satisfy  the  demands  of 
our  subscribers  for  information. 

Question  1.  Wanted,  a  short,  accurate 
and  concise  book-keeping  and  cost  system 
for  a  factory  manufacturing  store  fixtures 
and  mill  work. 

Question  2.  Wanted,  a  perfect  and  mod¬ 
ern  system  of  accounting  for  a  big  hotel 
company  with  a  capital  of  two  million  dol¬ 
lars,  each  department  to  exhibit  a  clear 
statement  of  profit  and  expenses  in  detail 
every  month. 

Question  3.  Wanted,  a  good  system  for 
a  corporation  engaged  in  the  manufacture 
of  lumber  and  also  running  in  connection  a 
retail  lumber  yard. 

Question  4.  Wanted,  a  complete  account¬ 
ing  system  for  the  manufacture  of  ice,  with 
instructions  in  detail  in  regard  to  the  books 
and  proper  forms  and  reports  to  use. 

Question  5.  Wanted,  advice  as  to  proper 
method  of  distributing  non-productive  labor 
and  general  expense  in  a  business  where 
part  of  the  product  is  made  in  the  shops  and 
part  is  sub-let ;  also  how  to  effect  a  balance 
between  the  factory  records  and  the  gen¬ 
eral  office  books. 


A  Unique  Premium  Award. 

A  somewhat  unique  adaptation  of  the 
premium  plan  has  been  made  with  consid¬ 
erable  success  in  a  well-known  Detroit  fac¬ 
tory.  The  product  of  this  factory  is  of  such 
a  nature  that  to  base  a  premium  award  on 
the  output  of  the  individual  would  tend  to 
the  demoralization  of  the  efficiency  of  the 
force  as  a  whole.  While  the  various  oper¬ 
ations  are,  in  the  main,  paid  for  on  a  piece 
work  basis,  the  work  is  handled  in  gangs, 
and  the  record  kept  shows  the  output  of  the 
gang — not  the  individual.  As  each  mem¬ 
ber  of  a  gang  receives  the  same  share  of 
the  wages  paid,  this  plan  tends  to  a  higher 
production  as  the  man  who  lags  is  con- 
Linually  forced  to  do  his  share  by  the  more 
rapid  workers.  Realizing  that  any  premium 
award,  to  be  equitable,  must  be  based  on 


the  efficiency  of  a  group  of  employes  the 
management  hit  upon  the  idea  of  dividing 
the  factory  into  sections,  each  section  in¬ 
cluding  only  those  employes  engaged  in 
closely  allied  lines  of  work.  Announce¬ 
ment  was  then  made  that  at  the  end  of  the 
month  a  prize  of  $50  would  be  awarded  to 
that  section  which  showed  the  greatest  'in¬ 
crease  in  output  and  general  efficiency,  the 
award  to  be  based  on  the  results  shown  by 
the  cost  records.  Since  in  this  factory  an 
improved  balance  system  of  cost  accounting 
is  in  successful  operation,  the  task  of  tabu¬ 
lating  the  results  was  greatly  minimized. 
The  prize  is  divided  equally  among  the 
workers  in  the  section,  but  to  be  eligible  to 
share  in  the  distribution  a  worker  must  be 
employed  in  the  winning  section  at  least  100 
hours  during  the  month.  With  this  plan 
there  is  no  chance  for  a  charge  of  favorit¬ 
ism  since  every  worker  in  the  winning  sec¬ 
tion  receives  exactly  the  same  amount. 


To  the  Retail  Merchant. 

Do  you  read  the  good  advice  which  is  of¬ 
fered  from  time  to  time  in  the  pages  of 
this  and  other  publications  ?  Sometimes  it 
seems  not.  Possibly  each  imagines  that  it 
means  the  other  fellow  and  that  it  can’t 
possibly  mean  him.  The  other  day  a  mem¬ 
ber  of  our  staff  went  into  one  of  the  big 
stores  near  the  Public  Square  in  Cleveland. 
His  intention  was  to  make  a  purchase  but 
he  was  unable  to  get  attention  for  some 
moments.  And  why,  do  you  suppose?  Be¬ 
cause  there  was  a  press  of  custom?  Not  at 
all.  There  was  a  little  game  of  “catch”  in 
progress  and  so  small  a  matter  as  a  cus¬ 
tomer  must  not  interrupt  a  thing  of  this 
sort.  Another  of  the  staff  made  a  purchase 
of  a  pair  of  shoes  at  one  of  the  well-known 
Regal  stores.  When  he  went  to  the 
cashier’s  desk  he  found  that  young  woman’s 
attention  taken  up  by  a  pop-eyed  little  dog 
which  she  had  on  the  desk  before  her.  Of 
course  it  was  the  manager’s  duty  to  see  to 
things  like  these  but  the  point  is  they  were 
not  prevented.  The  same  thing  in  a  dif¬ 
ferent  form  can  be  seen  by  you  any  time 
you  will  observe.  Could  it  happen  in  your 
store?  Did  it  happen  in  your  store?  Very 
likely  it  does  only  you  don’t  know  it. 

The  writer  of  this  entered  a  drug  store 
with  a  party  of  ladies  with  the  purpose  of 
buying  a  cooling  drink.  The  young  man 
who  came  forward  to  wait  on  the  party  was 
clad  in  a  white  coat  which  was  so  utterly 
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The  Food  Value  of  Rice 


has  been  known  and  appreciated  since  the 
dawn  of  civilization.  The  daintiest  and 
most  tempting  way  of  preparing  rice  for 
food,  is  a  decidedly  modern  invention,  i 
This  marvelous  process  thoroughly  cooks  = 
the  rice  kernel  to  a  dainty  nut-brown  1; 
crispness,  while  expanding,  or  ‘‘puffing 
it  to  many  times  its  normal  size. 


QuakefKioc 


<P^ffc4> 


is  a  delicacy  that  possesses  gen¬ 
uine  merit  as  a  food — it  pleases 
the  palate  and  satisfies  the  appe¬ 
tite — it  is  so  distinctly  good  and 
wholesome,  children  and  grown¬ 
ups  can  eat  all  of  it  they  want  as 
many  times  a  day  as  they  please. 

Quaker  Rice  should  be  warmed 
in  the  oven  and  then  served  with 
milk,  cream  or  sugar  to  suit  the 
taste,  or,  you  will  like  it  ’tween 
meals  just  as  it  is. 

On  each  package  of  Quaker  Rice 
you  will  find  recipes  for  delight¬ 
ful  confections,  such  as  Quaker 
Rice  Brittle,  Quaker  Rice 
Candy,  etc,,  which  you  can 
quickly  make  in  your  own 
home,  to  the  enjoyment  of 
every  member  of  the  family. 

Quaker  Rice  is  sold  by  grocers  every¬ 
where  at  10c  the  package. 


Made  by  the  Quaker  Oats  . 
Company,  Chicago,  U .  S.  A. 
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filthy  that  the  whole  party  immediately  left 
in  disgust.  How  much  good  did  this  do 
the  store  in  question?  How  much  of  this 
sort  of  thing  goes  on  in  your  store?  Can 
you  wonder  that  we  ask  if  any  attention  is 
paid  to  good  advice  as  to  store  methods 
and  manners? 

How  to  Apply  for  a  Position. 

That  the  average  business  employe  does 
not  know  how  to  construct  a  decent  letter 
of  application  for  a  position  is  a  lament¬ 
able  and  well-known  fact. 

Indeed,  it  would  seem  as  though  a  letter 
of  application  is  the  only  opportunity  to 
exhibit  as  much  as  possible  any  lack  of 
tact  and  common  sense  the  writer  may 
possess. 

A  stenographer,  for  example,  applying 
for  a  position  recently,  wrote  that  an  early 
^  reply  would  receive  her  most  favorable 
consideration.  This  would  be  the  kind  of 
private  secretary  to  leave  in  charge  of  cor¬ 
respondence  while  the  employer  is  away 
on  a  vacation. 

There  are  many  to  be  found  in  every 
city  who  are  constantly  making  applica¬ 
tions  for  advertised  positions  but  never 
get  any  answers,  and  these  unfortunates 
usually  word  their  applications — no  matter 
what  the  requirements  of  the  advertisement 
may  be — something  as  follows : 

“Dear  Sir: 

“Your  ad  noted  in  this  morning’s  News.  Can 
fill  position  to  your  satisfaction  if  given  an  op¬ 
portunity.  Shall  be  glad  to  call  on  you.’’ 

Or,  perhaps  the  advertisement  stipulates 
that  the  application  shall  state  age,  ex¬ 
perience,  salary  required,  and  references, 
whereupon  the  position-hunter  writes : 

“With  regard  to  your  ad  in  this  morning’s 
News,  I  will  be  glad  to  see  you  in  reference  to 
same.’’ 

Some  applicants  appear  to  endeavor  to 
demonstrate  in  the  clearest  possible  manner 
how  very  slovenly  they  can  be  in  general 
style  of  writing  a  letter,  as  though  the 
best  plan  in  securing  attention  is  to  make 
an  unfavorable  impression. 

A  book-keeper  commenced  his  letter  of 
application  thus ; 

“Mr.  G.  H.  Smith  has  the  pleasure  to  present 
his  compliments  to  Messrs.  Jones,  Brown  &  Co., 
and  begs  to  submit  to  them  his  qualifications,  etc.” 

The  partner  who  opened  the  letter  said 
he  did  not  want  Mr.  Smith’s  compliments, 
and  that  Mr.  Smith  was  an  ass  to  find  it 
such  a  pleasure  to  present  them. 


Net  Profits  of  a  Transportation 
Company. 

An  interesting  discussion  on  the  subject 
of  net  profits  was  recently  made  public  in 
connection  with  the  new  subway  in  New 
York  City,  and  the  Belmont  Transporta¬ 
tion  Company  to  whom  it  has  been  sublet 
by  the  city. 

The  terms  of  the  contract  read  that  the 
Belmont  Company  are  to  pay  the  interest 
on  the  construction  bonds  sold  by  the  city 
for  the  purpose  of  raising  the  necessary 
funds  for  constructing  the  subway,  and 
one  per  cent  additional  on  the  face  of  the 
bonds  so  soon  as  the  transportation  com¬ 
pany  earns  five  per  cent  net  on  its  cap¬ 
italization. 

The  Belmont  Company,  however,  deduct 
the  interest  on  the  construction  bonds  be¬ 
fore  arriving  at  the  net  profit  of  the  com¬ 
pany,  and  the  city  authorities  claim  they 
have  no  right  to  do  so. 

It  looks  to  us  as  though  the  interest  on 
construction  bonds  should  be  looked  upon 
in  the  light  of  a  dividend  on  preferred 
stock,  and  from  this  point  of  view  the 
claim  of  the  city  authorities  would  be  jus¬ 
tifiable. 


The  Relation  of  Stock-keeping  to  Buying. 

Many  are  the  arguments  in  support  of  its 
value  to  a  business,  but  seldom  has  the  as¬ 
sistance  of  an  efficient  stock-keeping  system 
to  the  buyer  been  recognized.  This  phase 
of  the  question  and  its  bearing  on  the  wel¬ 
fare  of  the  business  was  quite  recently 
brought  to  our  notice  when  a  large  manu¬ 
facturer  asked  our  assistance  in  procuring 
the  services  of  a  first-class  stock  man.  In 
discussing  the  requirements  of  the  position  • 
he  stated  that  tlie  man  who  secured  the  job 
would  be  obliged  to  keep  a  record  of  a 
stock  of  $350,000  worth  of  miscellaneous 
factory  material  and  supplies.  “That,”  he 
added,  “is  one  of  the  reasons  for  my  will¬ 
ingness  to  pay  a  good  salary  to  the  right 
man,  for  we  should  be  running  our  factory 
with  an  average  stock  of  $200,000.  A  man 
who  knows  how  to"'  install  and  operate  a 
system  that  will  tell  us  every  month  what 
we  do  have  on  hand,  can  give  us  that  $150,- 
000  investment  in  other  directions.” 

Here  is  a  very  large  concern  where  over¬ 
buying  is  the  rule  simply  because  they  have 
no  reliable  stock  system.  Fortunately  there 
is  no  lack  of  capital  or  the  tendency  would 
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$1  FOR  A 


COMPLETE 

MAIL  ORDER 


Biggest  Offer  Ever  Made.  Nearly  900  pages  of  interesting, 
solid  and  instructive  matter  relating  to  every  subject  of 
ADVERTISING  and  the  MAIL  ORDER  Business. 


catalogs,  xiuw  Lu 

Chapter  III.  The  catalog  business.  How  the  p^nt  is 
made.  The  evolution  of  a  mail-order  customer.  How  a 
customer  is  secured.  The  kind  of  ads  that  pull.  Amount 
of  money  to  spend  in  advertising.  How  to  place  it  ad¬ 
vantageously,  etc.  j-  c  , 

Chapter  IV.  The  follow-up  system.  Examples  of  fol¬ 
low-up  letters  that  bring  a  large  percentage  of  orders. 

Chapter  V.  The  class  of  goods  for  the  man  with  lim¬ 
ited  capital.  How  to  grow  from  cheap  goods  into  a  more 
pretentious  class  of  articles.  Examples 


IF  you  are  a  business  man,  advertising  student,  mail  order  man,  ad 
writer  or  connected  in  any  way  with  advertising  or  the  mail  or¬ 
der  business,  send  $1,  and  take  advantage  of  this  offer  to-day. 

A  1  . .  .  edited  by  Arthur  E.  Swett,  has  for  its  contnbu- 

j^dVCrtlSul^^  tors  the  most  brilliant  and  experienced  adver¬ 
tising  men  in  the  world  and  every  conceivable  subject  pertaining  to 
advertisement  writing,  space  buying,  system,  methods,  etc.,  ,is  dis¬ 
cussed  in  a  masterly  manner  at  once  interesting  to  the  tyro  and  con¬ 
vincing  to  the  most  experienced  advertisers — such  as:  The  Chance 
for  the  Small  Business,  Striking  while  the  iron  is  hot.  Mailing  Cards, 
The  Value  of  Price  in  Advertising.  Why  booklets  bring  business. 
Doctors  and  Advertising,  The  Farmer,  the  Catalogue,  Letters  the  mainstay  of  the 
Proposition,  Saving  Bank  Business  by  Mail,  Retail  Advertising  m  the  Country, 
How  Country  Merchants  can  draw  trade.  Employing  an  Ad  Writer,  The  Advertis¬ 
ing  Writer  and  the  man  who  pays  him.  Word  of  mouth  advertising.  How  and  why 
the  Ad  Writer  gets  business.  Good  Schemes  and  Bad  ones.  Continuous  Advertising, 
Inactive  Advertising  Matter,  etc.,  etc.,  and  a  mass  of  other  interesting  matter  too 
numerous  to  mention.  The  man  who  is  studying  advertising  by  correspondence  will 
be  interested  in  “The  Letters  of  an  Advertising  Man  to  His  Aounger 
Brother,”  which  discusses  in  a  series  of  heart  to  heart  talks  the  trials,  difficulties 
and  temptations  that  beset  the  young  advertising  writer  in  learning  and  following  his 
profession.  “Principles  of  the  Mail  Order  Business,”  the  most  complete, 
practical  and  comprehensive  book  on  this  branch  of  advertising  ever  published.  This 
important  subject  has  never  before  been  fully  treated  in  a  special  work  of  this  kind.  A 
complete  synopsis  of  contents  is  impossible  in  the  space  alloted  in  this  ad.  but  it  covers 
every  branch  of  the  mail  order  business  in  20  complete  chapters,  fully  Illustrated. 

Chapter  I.  Largely  introductory.  Shows  the  great  possibilities  of  the  mail  or¬ 
der  business.  How  manufacturers  can  market  their  goods  by  this  method,  either  by 
selling  to  retailers,  smaller  mail  order  dealers,  or  direct  to  the  public.  _ 

Chapter  II.  The  standpoint  of  the  small  dealer.  How  to  begin  the  business  as  a 
side  line  acquiring  the  necessary  experience  to  go  in  deeper.  Ready-print  circulars  and 
catalogs.  How  to  keep  records  by  the  card  index  system.  How  to  follow  up  inquiries. 

•’  — ■-  buying  the  right  class  of  circulation.  Value  of  the  differ¬ 

ent  monthlies.  How  to  place  your  ad  in  papers  that  will  pull 
Chapter  XIV.  Typographical  detail.  How  space  is 
measured.  Display  ads.  _  Reading  matter  ads.  A  flat 
rate.  Classified  ads.  Position.  How  to  send  copy,  etc. 

Chapter  XV.  Postal  pointers.  What  you  ought  to  do 
and  what  you  ought  not  to  do.  Postal  regulations  and 
infractions. 

Chapter  XVI.  The  future  growth  of  the  mail-order 
business.  This  class  of  trade  constantly  increasing. 
The  impetus  given  the  mail  trade  by  the  extension  oi 


Chapter  VI.  Selling  goods  through  agents,  ihe  rignt  ±ijc  v, 

methol  Price  and  profit.  Examples  of  good  ads  and  the^ural^  Fr^ee  DehjVJ-^ 
letters* 

Chapter  VII.  “Hints  by  the  way.”  Practical  experi¬ 
ence  of  a  concern  that  has  succeeded  where  others  fail 


ed.  Three  follow-up  letters  that  will  prove  excellent 
models  for  many  mail-order  dealers.  ...  _ 

Chapter  Vlli.  The  mail-order  medicine  business.  In- 


cular  mailing.  How  to  strengthen  s  good  first  impres¬ 
sion  so  that  an  order  follows.  This  chapter  shows  the 
way  to  “key”  your  ads  effectively. 

Chapter  XVII.  “Miscellaneous  Schemes.”  Matrimon¬ 
ial  bureaus  and  their  operation.  The  right  class  of  ad¬ 
vertising  literature.  Courses  in  hypnotism,  and  the^im- 


Chapter  VIll.  Tne  maii-oraer  meaicme  uusmeas.  ±ii-  ,  — -  - 

auiries  and  how  to  turn  them  into  orders.  The  value  mense  profits  realized.  Palmistry,  AstrMogy  and  Phy 
quirics,  ctiiLi  IJUW  lu  I,u  11  I  _  _  nttpntinn.  Hnw  to  Start  3 


of  testimonials,  and  how  to  get  them.  The  price  and 
the  profit.  The  value  of  a  new  idea,  etc.  Examples  of 
good  ads  and  letters. 

Chapter  IX.  Selling  medicines  through  agents.  How  to 
get  agents  and  how  to  keep  them.  The  literature.  Sell¬ 
ing  on  consignment  and  making  collections.  Three 


|JXV/XXUO  X  V,CXX1A-V,VA*  A.  VAAAAAAw/VA  ^  ^  w  V  *  Q  ^  ^ 

sical  Culture  are  also  given  attention.  How  to  start  - 
successful  book  or  subscription  business  by  the  mail¬ 
order  method.  The  books  that  sell.  Valuable  points  on 
guessing  contests  and  puzzle  offers. 

Chapter  XVIII.  Gives  exhaustive  consideration  to  the 
question  of  Financial  Advertising.  How  to  get  mail-or 


intr  on  consignment  ana  maxing  coiicciiuus.  4ui_aLiwii  yi  1-1111...^.....  . —  - o-  —  ,  . 

strong  letters^  to  agents.  This  is  a  long  chapter — the  ders  for  investment  securities  and  sp^ulative  ventures 
strong  letters  to  agexiib.  aus  o  s  f  nr,  martrin.  Literature  and  methods.  The  best  mediums 


subject  is  fully  covered.  . 

Chapter  X.  Giving  satisfaction.  Promptness  in  filling 
orders.  Slack  methods  and  where  they  leado  The  key¬ 
stone  of  a  successful  mail  business. 

Chapter  XI.  Legitimate  schemes.  How  to  make  a  big 
profit  and  still  give  satisfaction.  Samples  of  scheme  ci^ 
culars  and  follow-up  letters.  An  example  of  a  good 
scheme  is  given. 

Chapter  XII.  The  trust  or  consignment  scheme  ;s 


on  margin.  Literature  and  methods.  The  best  mediums 
to  use.  Brokers’  advertising.  The  discretionary  pool 
Get-rich-quick  schemes.  Real  estate^  advertising.  Build¬ 
ing  and  loan  societies.  Selling  mining  stocks,  P’dIIow- 
up  letters,  etc.  Three  model  letters  showing  tJi«  right 
sort  of  argument  to  use.  __ 

Chapter  XIX.  This  chapter  gives  a  plan  for  working 
up  a  very  profitable  business.  Small  capital  is  required. 
Where  to  get  goods  that  will  sell.  A  number  of  valu- 


goLXto' fully.  The  auThor  has  had  wid^e  eVe^  in  able  points^for  every  beginner  in  the  mail-order  business 
fhi«!  class  of  business  and  speaks  with  full  knowledge.  Chapter  XX.  Contains  a  number  of  letters  of  mail  or 


this  class  of  business  and  speaks  with  full  knowledge.  >.1111111.^1.1  y  - -  --  ---- —  --  ,. 

The  best  class  of  articles  and  premiums  are  shown  in  der  firms  (names  omitted)  who  were  not  succeeding  as 
the  light  of  practical  experience.  Where  to  buy  at  lowest  well  as  they  shoiffd,  or  who  had  made  absolute  failures 
prices.  How  to  get  replies  at  the  lowest  possible  figure,  of  the  business.  The  reasons  for  the  lack  of  success. 
Delinquent  creditors.  How  to  keep  the  percentage  of  The  Appendix  contains  the  names  of  manufacturers 
losses  down.  Examples  of  dunning  letters.  Do  not  go  into  and  jobbers  who  supply  mail-order^  men  with  go^s,  sup- 
the  trust-scheme  business  without  reading  this  chapter.  plies  and  circulars  needed  in  their  business.  Full  ad- 
Chapter  XIII.  Advertising  mediums.  Importance  of  dresses  are  given. 

TlAV  and  take  advantage  of  this  great  offer,^  which  contains  the  biggest  dollar  s  | 

4>>  .^orth  of  advertising  instruction  advice  and  information  ever  offered,  I 

ARTHUR  E=  SWETTo  Royal  Ifisarafie©  Building,  PepL  9, _ CHICAGO  { 
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be  in  the  opposite  direction,  but  the  condi¬ 
tion  which  exists  adds  another  strong  argu¬ 
ment  for  the  perpetual  inventory. 


Prize  Award. 

About  every  other  subscriber  to  The 
Business  Man’s  Magazine  and  tioMr. 
Study,  who  perused  the  problem  of  Ilcze- 
kiah  Stimpson’s  Code  Word  concluded  that 
it  was  easy,  and  rushed  to  the  post  office 
to  mail  the  solution  of  “Unworthily”  and 
claim  the  “V.” 

That  is  where  they  fell  into  the  trap  so 
cunningly  prepared  for  them,  as  the  correct 
word  is 

UNWORSHIPT 

(Simplified  spelling  by  special  permission 
of  Andrew  Carnegie). 

The  prize  winner  is  Mr.  Arthur  Hoopes, 
of  Coatsville,  Pa.,  whose  solution  was  re¬ 
ceived  August  11,  and  we  have  awarded  a 
consolation  prize  of  $2.50  to  Mr.  I.  A. 
Rumble,  of  Toronto,  Ontario. 

Other  communications  received  offered 
the  following  solutions,  we  suppose,  for  the 
sake  of  variety — unworship’d ;  dun  for  this  ; 
unworship;  unworthies;  juniorship;  un- 
worthier ;  unworthiness ;  unmorality ;  un- 
dorshite ;  unworshiped ;  untorn  hide ;  lake 
hurion. 

Uniformity  in  Railroad  Accounts. 

Referring  to  the  authority  conferred  on 
the  Interstate  Commerce  Commission  by 


the  Railroad  Rate  Bill  recently  enacted  to 
prescribe  the  forms  of  accounts  and  records 
to  be  kept  by  interstate  carriers — it  is  stated 
by  The  Railway  World  that  steps  toward 
uniformity  in  accounting  methods  have  al¬ 
ready  been  taken,  and  that  the  Association 
of  American  Railway  Accounting  officers 
has  agitated  this  question  for  years, 
r The  financial  statements  published  by  dif¬ 
ferent  railroads  do  not  convey  to  the  stock¬ 
holders  such  an  intelligent  knowledge  of 
the  conditions  they  are  supposed  to  illus¬ 
trate,  as  is  desirable  and,  as  a  matter  of 
fact,  it  is  generally  agreed  that  railroad 
statements  are  very  difficult  to  understand, 
so  that  a  reform  in  this  direction  will  be 
much  appreciated. 


Free  Charts. 

In  Home  Study  (a  magazine  published 
as  an  overflow  for  technical  articles  crowd¬ 
ed  out  of  The  Business  Man’s  Magazine) 
we  are  now  arranging  to  publish  a  series  of 
charts  of  classifications  of  accounts  in  con¬ 
nection  with  a  large  variety  of  businesses, 
these  charts  being  so  arranged  as  to  render 
the  trial  balance  entirely  unnecessary,  as 
explained  and  illustrated  in  our  new  text 
book — The  Abolition  of  the  Trial  Balance. 

All  subscribers  to  The  Business  Man’s 
Magazine  should  take  an  interest  in  this 
subject  and  subscribe  to  Home  Study  while 
the  subscription  price  is  retained  at  only  10 
cents  per  annum. 
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The 
Mann 
Ledger 

Interchangeable  Leaves. 

I 

The  MANN  LEDGER  OUTFIT,  consisting  of  the  Mann  Ledger  (with  or  without 
Yale  Lock),  Transfer  Binder,  Spring  Holder  and  Deprima  Flat  Opening  Leaf, 
has  all  the  standard  qualities  which  have  made  our  blank  books  famous  for  many 
years.  Send  for  information  and  catalogue. 

Visit  our  exhibit  and  see  our  line  in  space  No.  107,  National  Business  Show, 
Madison  Square  Garden,  New  York  City,  October  27  to  November  3«  I906. 


WILLIAM  MANN  COMPANY 

Blank  Book  Makers,  Stationers,  Printers  and  Lithographers.  Manufacturers  of  Copying 

Books  and  Papers  dk.nd  Loose  Leaf  Devices 


59-6I  Maiden  Lane,  New  York.  5^9  Market  St.,  PhllAtlclphlA,  Pa. 


Press 


the 


THREE  SIMPLE  MOTIONS  TO  FILL 

ORIGI  NALandON  LY  GENUIN  E|| 

CONKUNS 

SELF-FILLING  PEN 

—and  all  in  a  few  seconds  of  time.  The  pressure  of 
the  thumb  on  the  crescent  filler  compresses  an 
inside  elastic  ink  reservoir,  which,  when  released, 
draws  in  the  ink  and  the  pen  is  instantly  tilled  ready 
for  use.  So  simple  is  the  operation  that  the  CONKLIN  PEN 

Really  Fills  Itself. 

The  quickly  adjusted  lock  ring  prevents  the  ink  from  being 
forced  out  again.  The  simplest,  most  practical,  most  efficient 
fountain  pen  for  business  use.  Dispenses  entirely  with  the 
old-fashioned  drop  tiller.  No  complex  parts  to  cause  trouble. 
Large  ink  capacity.  Ink  flows  with  remarkable  evenness  and 
regularity;  always  ready  to  respond  to  the  first  touch.  The 
feed  channels  are  thoroughly  cleaned  by  the  same  easy  process 
as  filling,  making  the  CONKLIN  PEN  a  Self-Cleaner  as  well. 
The  crescent  tiller  prevents  pen  from  rolling  on  slant-top  desks. 

Write  for  catalogue  giving  full  description  and  special  offer 
we  make  for  you  to  secure  a  CONKLIN  PEN  on  trial  through 
your  dealer.  _ 

Sold  toy  Dealers  Everywliere. 

THE  CONKLIN  PEN  CO.. 

514,  516,  518  Jefferson  Ave.,  Toledo,  Ohio. 

AGENCIES. 

93  Eeade  St.,  New  York. 

144-146  Monroe  St.,  Chicago. 

1652  Curtis  St.,  Denver. 

520  San  Pablo  Ave.,  Oakland,  Cal. 

88  Shoe  Lane,  Fleet  St.,  London,  E.  C.,  Eng. 

47  Market  St..  Melbourne,  Aus. 


Please  mention  The  Business  Man’s  Magasine  when  writing  to  advertisers. 


The  Business  Man’s  Magazine 

AND 

The  Book-Keeper 


ONE  DOLLAR  PER  YEAR  IN  ADVANCE. 


An  illustrated  magrazine  devoted  to  business  systems, 
including  book-keeping,  accounting,  auditing,  stenog¬ 
raphy,  salesmanship,  advertising,  manufacturing, 
credits,  collections,  short  cuts,  etc.,  etc. 

Published  monthly  by 

The  book-keeper  publishing  Co.,  ltd. 

E.  H.  BEACH,  Editor. 


Subscribers  desiring  to  buy  any  article  not  advertised  in  the 
magazine  will  be  furnished  with  the  name  and 
address  of  the  manufacturer  on  re¬ 
quest  to  the  publisher. 


offices; 

Detroit,  Mich.,  Book-Keeper  Building. 

New  York,  Johnston  Bldg.,  28th  and  Broadway. 
Boston,  Mass.,  24  Milk  Street. 

Chicago,  III.,  1040  First  National  Bank  Building. 
Cincinnati,  Ohio,  818  Union  Trust  Bldg. 

St.  Louis,  Mo.,  Missouri  Trust  Building. 
Montreal,  P.  Q.,  74  East  Notre-Dame  Street. 
London,  England,  231-232  Strand. 


VoL.  XIX.  OCTOBER,  1906  No.  IV 


A  Notable  Educational  Achievement. 

HE  publications  of  The  Book- 
Keeper  Publishing  Co.,  Lt’d., 
have  always  been  noted  for 
being  not  merely  up-to-date 
and  abreast  of  the  time,  but 
a  long  way'  ahead  of  the  times. 

This  company  produced  the  first  account¬ 
ing  text  book  arranged  in  encyclopediac 
form,  since  which,  numerous  imitation  busi¬ 
ness  encyclopedias  have  been  placed  on  the 
market. 

This  company  also  organized  the  first  in¬ 
dividual  home  study  course  in  Higher  Ac¬ 
counting.  Many  other  correspondence 
courses  have  since  invaded  the  field  but  the 
original  course,  as  conducted  by  the  experts 
of  The  Book-Keeper  Publishing  Co.,  Lt’d., 
is  still  so  superior  as  to  be  in  a  class  by 
itself. 

This  company  has  now  taken  a  step  that 


places  it  far  in  advance  of  any  other  ac¬ 
counting  organization  in  the  world,  viz., — 
the  organization  of  a  correspondence  course 
in  factory  cost  accounting,  entitled  : 

“THE  IMPROVED  BALANCE  SYSTEM 
•OE  COST  ACCOUNTING.” 

To  the  majority  of  cost  and  public  ac¬ 
countants,  no  matter  in  what  portion  of  the 
world  they  may  be  situated,  this  improved 
balance  system  comes  as — something  abso¬ 
lutely  new — a  theoretical  conception  long 
considered  as  outside  of  the  elements  of 
practical  accounting. 

Our  greatest  difficulty  now  appears  to  be 
to  convince  those  interested  in  factory  rec¬ 
ords,  that  an  exact  balance  between  these 
records  and  the  general  office  books  is  now 
placed  within  the  reach  of  all.  If  such  a 
balance  system  is  a  practical  possibility,  it 
is  certainly  needed  by  every  manufactur¬ 
ing  business  and  we  are  prepared  to  dem¬ 
onstrate  to  the  satisfaction  of  all  factory 
or  public  accountants  that  our  Improved 
Balance  System  of  Cost  Accounting  will 
furnish  the  required  balance  without  a 
large  increase  of  detail  involved  in  the 
work  connected  with  ordinarj^  cost  account¬ 
ing  records,  and  without  involving  any 
large  addition  of  labor  and  expense. 

The  majority  of  publications  m  relation 
to  cost  accounting  records  and  systems 
have  been,  not  only  very  prolix,  but,  con¬ 
fusing  in  the  way  in  which  the  various 
methods  are  presented  and  described.  The 
Improved  Balance  System  of  Cost  .Account¬ 
ing  will  be  found  to  convey  the  required 
information  in  the  clearest  possible  man¬ 
ner  so  that  it  may  be  easily  understood  and 
appreciated. 

The  Incorporated  Accountants  of  New 

Jersey. 

We  learn  from  the  temporary  president 
and  secretary  of  the  Incorporated  Account- 
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To  a 
Good 
Salary 


There  is  a  direct,  easy 
way  for  you  to  help 
yourself  to  a  good  posi¬ 
tion  and  good  pay  in 
the  trade  or  profession 
that  matches  your  taste 
and  ambition.  All  this 
wdthout  leaving  home  ; 
without  losing  an  hour’s 
workoradollar  of  pay ;  with¬ 
out  changing  positions  until 
qualified  to  step  into  the  one 
you  desire.  Will  you  mail 
the  coupon  below  and  find 
out  howtheiN  I'ERNATIONAL 
Correspondence  Schools  will  help  you  to 
begin  helping  yourself  at  once  ? 

This  opportunity  presented  in  the  coupon  is 
YOUR  opportunity.  No  matter  where  you 
live  or  what  you  are  doing,  the  coupon  will 
help  you  to  do  better.  Mailing  the  coupon 
puts  you  to  no  expense  or  obligation.  It 
simply  gives  you  a  chance  to  find  out  all 
about  the  wonderful  method  of  money-earning 
training  now  within  your  reach  through  the 
I.  C.  S.  No  matter  if  you  are  poor  and  lack¬ 
ing  in  education  ;  no  matter  what  obstacle 
seems  to  be  in  your  way,  the  I.  C.  S. — a 
great  educational  institution  with  a  capital  of 
Qver  $5,000,000 — will  find  a  way  to  help  you. 

Mail  tlie  Coupon  Xo-Day. 


•  International  Correspondence  Schools,  t 

1  Box  1076,  SCllANTON,  FA.  , 

,  Please  explain,  without  further  obligation  on  my  part 
how  I  can  qualify  for  a  larger  salary  in  the  posi- 
1  tion  before  which  I  have  marked  X  i 

1 

1 

1 

i 

1 

1 

1 

1 

( 

Bookkeeper 
Stenographer 
Advertisement  Write'.* 
Show  Card  W  riter 
Window  Trimmer 
Commercial  Law  for 
Justices  of  the  Peace 
Illustrator 

Civil  Service 

Chemist 

Textile  Mill  Supt.' 
Electrician 

Elec.  Engineer 

mechanical  Draftsman 
Telephone  Engineer 
Elec.  LiichtliiD:  Supt. 
Meehan.  EuKlueer 
Surveyor 

Stationary  Engineer 
Civil  Engineer 
Building  Contractor 
Architect  Draftsman 
Architect 

Structural  Engineer 
Bridge  Engineer 
Mining  Engineer 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1 

1  Name 

1 

1 

,  Street  and  No. 

1 

1 

l 

.  City 

State 

1 

1 

m 


In  buying  Blank  Books  do  not 
be  misled  by  a  handsome  binding— 

Examine  the  Paper 

A  substantial  back  is  necessary,  and 
good  paper  is  absolutely  essential. 
To  secure  both,  buy 

NATIONAL 
BLANK  BOOKS 

The  pages  of  our  books  are  water¬ 
marked  with  the  EAGLE. 
It  is  the  guarantee  of  the  largest 
manufacturers  in  the  country  that 
the  book  is  the  best  that  can  be 
made  for  the  purpose  and  the  price. 

NATIONAL 
BLANK  BOOKS 

are  for  sale  in  your  city  by  the 
leading  stationers.  Specify  them 
on  your  next  order. 

Send  for  several  issues 
of  our  bright  little  publi¬ 
cation,  “The  National." 

National  Blank  Book  Co. 

HOLYOKE,  MASS. 
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•ants  of  New  Jersey  that  they  propose  to 
hold  a  first  meeting  for  permanent  organi¬ 
zation  at  Jacoby’s,  882  Broad  street,  New¬ 
ark,  N.  J.,  on  Tuesday,  September  18th,  at 
8  p.  m.,  when  a  constitution  and  by-laws 
will  be  adopted  and  permanent  officers  elect¬ 
ed  for  the  first  year. 


A  Greek  Business  College. 

Commercial  College  of 
The  Piroeus. 

C.  Panayotopoulos. 

Founded — 1904, 

Approved  by  the  government  and  subsi¬ 
dized  by  the  municipal  authorities  of  The 
Piroeus. 


TPITON  XXOAIKON  ETOZ  1906-1907 


EMROPIKH  ZXOAH 

n  E  I  p  A  I  o  z: 


*ISgv^eica  rco  1904.  *Ey>iQioti  rijq 

Hal  docoyfi  tov  Adfxoo  UctQatco^. 


AlETeYNTHI  KA(  lArOKTHtHZ 

K.  nANAriflTOnOYAOZ 

DTTXlOrxOZ  THI  rAAAIKMZ  xreZPNHlE.nZ  KAl  THI  EMHOPIKHZ 
KAI  AOniTlKHI  IXOAHZ  TON  nAPiZinN, 
nPHiHN  AiereYNrHZ  thz  zmoopikhi  zxoamz  boaot, 

OPflrMN  KAeMTHTHl  THI  AHMOliAl  CWnOP'KHZ  ZXOAHZ  AOHNON  KAH. 


KANONIZMOZ 


KAI 

nPOrPAMMA  TDN  MAOHMATfiN 


EN  nEIPTXlEl 

OAOi;  nPAHiTEAOYi;.  lea 

-1906 


Mr.  Panayotopoulos  is  a  constant  reader 
and  an  admirer  of  The  Business  Man’s 
Magazine. 


Have  Singleness  of  Purpose. 

Study  the  life  of  any  successful  man  and 
you  will  find  that  that  which  brought  a  full 
measure  of  things  to  him  was  his  singleness 
of  purpose.  Pie  knew  what  he  wished  to 
attain  and,  keeping  the  prospect  clear  of  all 
diverting  influences,  kept  his  eye  fixed  upon 
the  objective  and  struggled  straight  to¬ 
ward  it. 

This  may  not  seem  to  be  a  very  difficult 
task  to  the  man  who  has  no  purpose  in  life 
and  who  is  indolently  indifferent  to  the 


things  which  most  men  prize.  Yet  it  is  one 
of  the  most  arduous,  for  single  purpose  is 
made  effective  through  concentration,  in¬ 
sistence,  and  pertinacity.  These  things  are 
not  possessed  by  a  man  of  vacillating  char¬ 
acter. 

Many  successful  men  in  material  affairs, 
says  the  New  York  Telegram,  have  lacked 
the  education  which  might  have  brought 
them  to  hair-splitting  hesitancy  or  analytical 
irresolution,  but  have  roughly  and  directly 
worked  purpose  to  realization. 

It  is  pointed  out  that  Hamlet,  over  whom 
there  has  been  so  much  critical  study  and 
analytical  psychology,  had  in  him  all  of  the 
essentials  of  a  man  of  action — which  he  was 
not — but  that  the  one  flaw  in  his  make-up 
was  his  divided  will.  Fused  into  single 
purpose,  there  might  have  been  another 
story  to  tell  and  less  of  that  which  is  ob¬ 
scure  and  puzzling. 

If  the  Prince  of  Denmark,  carefully 
weighing  matters,  had  finally  come  to  a  de¬ 
termination  and  said :  “This  one  thing  will 
I  do  and  none  other  till  this  is  accom¬ 
plished  !”  there  would  have  been  less  of 
tragedy  and  of  heart  breaking.  But  then 
the  story  would  not  have  been  one-half  as 
interesting  and  folks  wouldn’t  have  been 
debating  it  even  until  today. 


Evolution. 

The  first  time  the  Business  Man  was  con¬ 
fronted  with  the  alternative  of  doing  wrong 
or  losing  money,  he  let  the  money  go,  and 
that  was  all  there  was  to  it.  The  second 
time,  he  snorted  some,  but  still  he  let  the 
money  go.  The  third  time  he  exclaimed, 
“Well,  well!”  held  the  matter  open  for  a 
day  or  two,  and  let  the  money  go  once 
more.  The  fourth  time  he  consulted  the 
authorities  and  discovered  that  wrong  is 
only  a  relative  term,  after  all.  The  fifth 
time,  and  ever  after,  the  alternative  found 
him  no  longer  a  mere  Business  Man,  but  a 
Financier. — Life. 


A  Fine  Touring  Car — Free. 

We  shall  give  to  one  of  our  subscribers 
a  fine  Touring  Car  this  fall.  It  will  be  one 
of  the  finest  specimens  of  the  modern  high- 
power  machine  and  one  which  will  com¬ 
pare  with  the  best  of  the  imported  cars. 
This  will  be  given  free — not  by  chance  but 
as  a  reward  for  a  service  rendered.  Write 
to  the  Automobile  Department,  The  Busi¬ 
ness  Man’s  Magazine,  for  particulars. 
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STOP  THAT  PAIN 


There  is  only  one  disease— CONGESTION 
There  is  only  one  cure— CIRCULATION 

The  Lambert  Snyder 
Health  Vibrator 

(9,000  to  15,000  vibrations  the  minute) 

CONQUERS  PAIN 


The  Most  Beneficent  Invention  of  the  Age 

Instant  relief  from  Rheumatism,  Deafness,  Indigestion,  Poor 
Circulation,  or  any  PAINS  or  ACHES.  In  cases  of  Paralysis, 
Loeometor  Ataxia,  Lumbago,  Weak  Eyes,  Hay  Fever,  Obesity, 
Insomnia,  Loss  of  Voice,  Neurasthenia,  Brain  Fag,  Vertigo, 
Headache,  Constipation,  Torpid  Liver  and  Lung  Trouble,  our 
Vibrator  does  marvelous  work — and  is  a  good  exerciser. 

Don’t  Walt— Don’t  Suffer— Get  a  VIBRATOR  and  Get  Relief 

The  Lambert  Snyder  Health  Vibrator  is  the  only  hand  Vibrator  in 
the  world  that  gives  direct  true  vibration.  We  are  receiving  daily  un¬ 
solicited  testimonials  from  all  parts  of  the  country.  You  can  use  it 
yourself,  and  it  is  always  ready  and  will  last  for  years.  Used  and 
endorsed  by  over  6,000  physicians  everywhere. 

No  Drugs— No  Plasters- No  Electricity- Give  Your  Stomach  a 
Vacation  from  Drugs  and  Medicines. 

Our  Health  Vibrator  is  really  all  that  its  name  implies.  Every  one 
of  the  many  thousands  of  vibrations  it  gives  off  each  minute  is  charged 
with  Health  and  Healing  and  Relief  from  Pain  and  Suffering.  Based 
on  the  true  and  fundamental  principle  that  “Congestion”  is  the  real 
cause  of  all  disease,  the  stimulation  to  the  circulation  effected  by  the 
Vibrator  must  remove  that  Coi\gestion  and  so  relieve  quickly  and 
surely.  Here  are  some  typical  instances  : 

Indigestion  is  relieved  by  the  Vibrator  because  it  stimulates  the 
stomach  to  healthy  and  normal  action,  thus  making  it  do  its  own  work 
—that  of  digestion,  yames  H.  Smith,  Lousburg  Hotel,  Bar  Harbor, 
Me.,  writes:  For  over  30  years  I  have  had  indigestion  and  head¬ 
aches.  Drugs  did  me  no  good,  but  your  Vibrator  has  cured  me. 

Rheumatism,  Sciatica  and  Lumbago  promptly  yield  to  our  Vibrator, 
because  its  beneficent  action  displaces  the  Uric  Acid  deposits,  sending 
them  out  of  the  body  by  increasing  circulation.  Mr.  H.  B.  Page,  Box 
82i,  Denver,  Col.,  says:  "I  have  cured  myself  of  Sciatica  and  other 
diseases  by  your  Vibrator,  and  would  not  be  without  it." 

Deafness  in  a  very  large  percentage  of  cases  is  completely  cured  by 
our  Vibrator,  because  its  gentle  yet  effective  action  clears  away  the 
Catarrhal  obstructions  and  stimulates  the  whole  mechanism  of  hearing. 
Mrs,  C.  S.  Smith,  80i  N.  Anderson  St.,  Stillwater,  Minn.,  writes: 
My  husband  has  been  deaf  for  over  50  years.  After  a  few  treat¬ 
ments  with  the  Vibrator  he  is  able  to  hear  me  talk. 

What  Doctors  Say.  Our  Vibrator  is  used  and  endorsed  by  many 
thousand  physicians  of  all  schools  of  medicine.  No  matter  how  much 
they  may  differ  in  their  opinions  about  drugs,  they  unite  in  agreeing 
tnat  the  Vibrator  is  a  truly  scientific  apparatus,  safe  yet  powerful  and  of 
unquestioned  efficacy  in  practically  all  diseased  and  disordered  condi¬ 
tions.  Dr.  Lemon,  Saulte  Ste.  Marie,  Mich.,  says:  "Your  Vibrator 
received  and  used  with  great  satisfaction.  Enclosed  find  express 
order  for  two  more." 

And  Now  How  About  You  7  You  need  the  Vibrator  in  your  fam¬ 
ily.  Stop  taking  drugs  and  let  Nature’s  true  principle  of  Stimulation 
by  "vibration  cure  you  and  yours.  You  will  never  regret  the  Investment 
in  a  Vibrator.  Apart  from  its  wide  range  of  effectiveness  it  is  practi¬ 
cally  indestructible,  has  no  electricity,  no  wheels,  no  cogs  or  spring, 
and  it  cannot  get  out  of  order. 

NOTICE _ The  basic  patent  covering  our  Vibrator  has  been  sustained 

by  the  Federal  Court  of  New  York  City  and  the  C.  S.  Supreme  Court. 
Infringements  will  be  vigorously  prosecuted. 

For  a  limited  time  we  will  sell  our  $5.00  Vibrator 
at  $2.00,  prepaid  to  any  part  of  the  United  States  on 
receipt  of  $2.35. 

Send  for  onr  Free  Booklet  that  will  tell  you  How  and  Why. 

LAMBERT  SNYDER  CO., 

Dept.  21  C,  41  West  24th  Street,  New  York,  N.  Y. 


Gas 

Bonds 


T 


HE  form  of  security  preferred 
by  many  well  posted  investors, 
because — 

Earnings  are  derived  from  supply¬ 
ing  a  necessity,  therefore  are  largely 
independent  of  business  depressions, 
and  increase  rapidly  with  growth  of 
population  and  methods  of  utilization. 

Rapid  increase  in  use  of  gas  as  a 
fuel  gives  field  not  open  to  competition 
from  electricity. 

Original  cost  of  laying  mains  and 
building  plant  is  heavy,  discouraging 
competition. 

There  are,  of  course,  important 
questions  of  management,  physical 
condition  of  property  and  of  territory 
served,  requiring  careful  inspection 
by  experienced  experts. 

Write  for  complete  information  of 
Gas  Bonds  which  we  own  and  offer 
to  yield  from 

4.72  to  6% 

Government,  Municipal,  Railroad 
and  Public  Utility  Bonds,  bought, 
sold  and  appraised. 

N.  W.  HALSEY  &  CO. 

BANKERS 

NEW  YORK  PHILADELPHIA 

49  Wall  Street  Real  Estate  Trust  Building 

CHICAGO  SAN  FRANCISCO 

1 52  Monroe  Street  4 1 3  Montgomery  Street 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


Competitors  must  sign  their  articles  and  give  address— not  necessarily  for  publication  but  as  an 
evidence  of  good  faith. 

Competitors  are  requested  to  send  their  photographs,  carefully  marked.  All  forms  should  be  drawn 
on  separate  sheets  and  carefully  numbered.  Write  on  one  side  of  the  paper  only.  Address  everything. 
Competition  Editor. 


Accounting  for  the  Retail  Furniture  Business 

Dy  F.  J.  LAMBERT 


OR  convenience  we  will  make 
two  divisions,  a  purchasing 
and  a  selling  side  of  the 
business. 

PURCHASING  SIDE. 

As  invoices  are  received  they  are  placed 
in  the  unchecked  file,  and  as  the  goods  ar¬ 
rive,  they  are  checked  up  and  the  invoices 
are  placed  in  the  checked  file  in  their  re¬ 
spective  divisions  according  to  their  terms, 
i.  e.,  10,  20,  30  or  60  days. 

When  the  bills  become  due  they  are 
handed  to  the  cashier  who  makes  out 
checks  for  same  and  the  bills  are  filed  in  a 
vertical  filing  cabinet,  each  firm  having  a 
pocket  or  division  as  the  case  requires.  We 
keep  no  purchase  ledger  nor  any  account 
whatever  with  our  creditors. 

Note — The  files  referred  to  in  the  above 
are  the  ordinary  paste  board  box  files 
which  can  be  purchased  in  any  stationery 
store. 

SELLING  SIDE. 

I 

It  is  to  be  understood  that  nothing  is 
charged  until  it  is  delivered. 

With  the  exception  of  the  journal  all 
of  the  books  are  bound.  For  our  journal 
we  use  a  post  binder  having  a  post  about 
six  inches  in  -length.  This  we  make  our 
petmanent  binder.  The  binder  we  use  dur¬ 
ing  the  month  is  a  Tengwall  file  having  an 
index  with  26  divisions.  Let  me  add  that 
we  use  a  Fisher  billing  machine. 


We  charge  up  each  day’s  slips  separate¬ 
ly  and  as  the  first  charge  of  a  customer 
is  entered  we  give  him  a  sheet  and  all 
future  charges  for  the  month  are  entered 
on  this  sheet  under  its  proper  date.  On 
the  tally  sheet  attached  to  the  machine  we 
enter  the  amount  of  each  sale  and  at  the 
end  of  the  day  we  enter  the  footing  of  this 
in  our  total  sales  book.  The  slip  on  which 
we  enter  the  charges  (the  same  being  item¬ 
ized)  is  perforated  and  one  part  is  printed 
as  a  bill  head  and  at  the  end  of  the  month 
we  tear  the  bill  off  and  mail  to  the  custom¬ 
er.  The  carbon  copy  is  placed  in  the  post 
binder  and  given  a  page  number.  We  post 
the  footing  of  this  page  to  the  customer’s 
account,  making  one  posting  no  matter 
how  many  different  charges  he  has  had 
during  the  month.  For  example  see  Fig.  1. 

To  get  the  corresponding  credit  for  the 
above  charges  to  the  merchandise  account 
we  post  the  total  of  the  sales  book  for  the 
month. 

We  use  a  petty  cash  book  for  express- 
ages,  expenses  and  other  small  amounts. 
This  is  entered  into  a  general  cash  book  as 
are  also  the  amounts  from  the  stub  of  the 
check  book.  We  make  one  posting  from 
the  cash  book  to  merchandise  account  for 
all  cash  sales  during  the  month  and  one 
for  all  merchandise  paid  for  during  the 
month.  See  Fig.  2  for  cash  book. 

We  take  a  trial  balance  every  month 
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^1500  a  Year 


IF  YOU  WISH 
to  save  for  old 
age  or  provide  for 
healthy  middle 
age,  you  can  not 
find  a  more  con¬ 
servative  or  a  more 
reasonable  invest¬ 
ment  than  we  have  to 
offer— more  profitable 
than  life  insurance — 
safe  as  city  real  estate, 
yet  not  so  costly — bet¬ 
ter  than  a  savings 
bank,  for  the  return  is 
greater. 

We  have  full  and  com¬ 
plete  literature,  show¬ 
ing  conclusive  facts, 
logical  figures  and 
definite  reference  of 
One  of  Our  good  character,  prov- 

15-Month-Old  Trees  ing  beyond  any  doubt 

that  our  proposition  is 
bona-fide,  certain  and  profitable.  Our  book¬ 
lets  give  “reasons,”  and  those  who  can 
spare  from  $5  to  $25  a  month  can  provide 
for  old  age  and  protect  themselves  against 
the  ravages  of  time,  the  chances  of  pov¬ 
erty  and  the  misfortune  of  ill-health  by 
securing  a  competent  income  that  will 
covei  all  necessary  living  requirements.  i 
It  is  worth  your  time  to  ask  for  our 
booklets — do  this  today  in  justice  to  your 
future.  It  is  not  only  the  man  who  saves, 
but  he  who  saves  profitably.  The  demand 
for  rubber  can  never  be  fully  supplied — a 
rubber  plantation  is  more  hopeful  than  a 
gold  mine — our  booklets  tell  you  the  facts 
tiiai  have  taken  years  to  prove — write  for 
thorn  today. 

This  company  is  divided  into  only  6,000 
shares,  each  one  representing  an  undivided 
interest  equivalent  to  an  acre  in  our  Rub¬ 
ber  Orchard  and  Plantation.  Our  booklets 
will  pro\e  to  you  that  five  shares  in  this 
investment,  paid  for  at  the  rate  of  $25  a 
month,  will  bring  you  an  average  return 
of  25  per  cent,  on  your  money  during  the 
period  of  seven  years  and  an  annual  in¬ 
come  of  $1,500  for  life.  This  investment 
insures  absolutely  the  safety  of  your 
future.  The  man  or  woman  who  owns  five 
shares  in  our  rubber  plantation  in  tropical 
Mexico  need  have  no  fear  of  old  age,  no 
doubts  about  illness,  no  care  nor  anxiety 
for  after-years — you  are  safe — absolutely 
and  certainly — our  booklets  will  prove 
these  statements — write  for  them  today. 


For  Life 


Cooseryative  Rubber  Production  Co. 

612  Monadnock  Bide.,  San  Francisco,  California 


Adding  Machine 


ADDS 

SUBTRACTS 

MUUTIPUIES 

DIVIDES 

Every  Business  Man  needs  a  Good  Ad¬ 
ding  Machine  ! 


No  man  has  time  to  waste 


on  a  poor  one. 

The  “GEM’’  is  a  High-Grade  Mechanical 
Production  with  a  Resetting  Device  that 
clears  the  dials  to  zero  instantly — Does  the 
work  of  High  Priced  Machines.  Carries 
totals  automatically — The  Resetting  Device 
is  the  Only  Successful  one  on  a  Low  Priced 
Machine. 


3x4  Inches 

We  know  the  “QE/Vl”  is  good — we  prove 
it  by  giving  a  Two-year  Guarantee  and  by 
sending  it  on  Free  Trial. 

Beware  of  any  machine  "that  is  not  sent 
on  Free  Trial.  Investigate  before  you  pay. 

Don’t  send  money — Just  write  us  and  we 
will  send  the  “GEM”  Expressage  Prepaid. 

Catalogue  Free. 

AUTOMATIC  ADDING  MACHINE  CO., 

489  BROOME  STREET  NEW  YORK  CITY 
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and  can  ascertain  within  three  minutes,  at 
any  time,  just  how  the  business  compares 
with  any  preceding  month. 

Our  ledger,  containing  900  pages,  is  di¬ 
vided  into  sections  with  accounts  on  each 
page  as  follows:  two,  four,  six  and  eight 
accounts  to  the  page;  also  one  line  on  the 
page  for  an  account,  and  we  use  the  ac¬ 
count  which  we  think  most  suitable  to  the 
amount  of  business  we  receive  from  the 
customer. 

The  reader  will  note  on  the  sheets  the 
word  crockery.  Let  me  add  that  we  have 
a  crockery  department  and  run  it  as  a 
separate  department. 

I  have  not  gone  into  every  detail  of  the 
above  system  but  feel  that  any  up-to-date 
book-keeper  can,  with  a  little  thought,  read 
between  the  lines  and  understand  same. 


Our  Standard  Prize  Competitions. 

We  are  desirous  of  obtaining  a  compre¬ 
hensive  article  descriptive  of  an  up-to-date 
accounting  system  for  a  building  and  loan 
association  of  the  following  nature: 


The  association  issues  serial  shares  every 
January  and  July,  the  value  of  each  at 
maturity  being  $200. 

The  maturity  value  of  each  share  is  de¬ 
termined  by  the  amount  of  dues  paid  in, 
plus  the  accredited  earnings.  When  the 
total  of  $200  is  reached  the  share  is  ma¬ 
tured. 

An  entrance  fee  of  60  cents  for  a  book  is 
charged,  whether  one  or  more  shares  are 
subscribed  for. 

Should  a  book  be  transferred,  a  transfer 
fee  of  50  cents  is  charged. 

The  “dues”  are  25  cents  per  share  per 
week. 

A  fine  of  two  cents  per  share  per  week  is 
imposed  on  those  members  not  paying  dues 
when  due. 

Shareholders  can  withdraw  their  shares 
at  any  time  subject  to  any  fines  incurred 
and  with  the  following  rates  of  interest: 

During  the  first  year,  all  dues  paid  in. 
After  the  first  year  and  during  the  second 
year,  all  dues  paid  in  and  interest  for  the 
average  time  at  the  rate  of  four  per  cent 
per  annum. 
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The  original,  type-written  on  prepared 
stencil  paper,  is  put  into  the  machine. 
It  rolls  out  exact  duplicates  at  the  rate 
of  loo  copies  a  minute. 


For 

Circular 

Letters 


rate  -  advices,  instructions,  price  -  lists, 
orders,  etc.,  it  is  the  best  duplicator. 

There  is  not  the  bother,  trouble  and  ex¬ 
pense  of  sending  such  work  out  to  a 
printer  and  private  information  is  kept 
in  your  own  office. 

You  can  fill  in  the  names  and  addresses 
on  the  typewriter  with  our  ink-matching 
ribbons  and  make  personal  letters  it  you 
wish . 

The  Neostyle  book  may  contain  some 
suggestion  that  would  prove  a  money¬ 
maker  for  you.  Would  you  like  a  copy.? 

Neostyle  Co. 

30  Reade  St.,  New  York 
146  Franklin  St.,  Boston 
219  Randolph  St.,  Chicago 


The  Electric 

Rotary 

Neostyle 


is  an  electrically  propelled 
type-stencil  printer 
adapted  for  office  use 


ROTAMATIC  LOOSE 


LEAF  BOOK 


Makes  an  admirable  holder  for 
mounted  drawings,  photo¬ 
graphs,  advertisements  or 
samples  for  office  or  salesmen  s  use. 

It  keeps  them  clean,  convenient  and  at-  *  J 
tractive  for  display  purposes.  S  amples  mount¬ 
ed  on,  heavy  paper  or  card-board  can  be 
carried  and  handled  without  danger  of  buck¬ 
ling  or  getting  out  of  shape.  All  or  any 
part  of  the  contents  can  be  removed,  replaced, 
or  re-arranged  instantly.  A  QUarter-turn 
of  the  key  attached  to  the  book  opens  or 
closes  all  the  arches  simultaneously. 
mechanism  is  strong,  compact  and  simple.  o 
springs,  ratchets,  or  screw  rods.  Sheets  are  held  in 
absolute  security. 

The  Rotamatlc  is  made  in  any  binding  arid  with 
either  or  2"  capacity,  furnished  with  handles 

attached  if  required.  Index  division  sheets  with 
leather  tabs  bearing  alphabetical,  numerical,  or  other 
designation  of  contents,  made  to  order. 

Our  Goods  are  Sold  by  Stationers  Everywhere 


Catalogue  of  Loose  Leaf  Books  con¬ 
taining  illustrations,  descriptions,  and 
prices  of  both  stock  and  special  sizes  in 
all  bindings  of  the  only  complete  line 
of  loose  leaf  devices  made  under  one 
roof  sent  on  request. 


SIEBER  &  TRUSSELL  MFO. 
COMPANY 


4004  Laclede  Ave.,  St.  Louis 


Everything  in  Loose 
Leaf  from  Ledger  to 
Memo  Books 
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After  the  second  year  four  and  one-half 
per  cent  per  annum. 

After  the  third  year,  five  per  ceni.  pei 
annum. 

After  the  fourth  year  the  accredited 
earnings  less  the  following  discounts : 

After  the  fourth  year,  40  per  c<nt. 

After  the  fifth  year,  35  per  cent. 

After  the  sixth  year,  30  per  cent. 

After  the  seventh  year,  25  per  cent. 

After  the  eighth  year,  20  per  cent. 

After  the  ninth  year,  15  per  cent. 

After  the  tenth  yeai  and  until  maturity  of 
each  share,  10  per  cent. 

The  association  also  issues  certificates 
for  paid-up  stock,  $100  cash  to  be  paid  for 
each  share.  Interest  is  allowed  on  paid-up 
stock  at  the  rate  of  six  per  cent  per  annum. 

The  association  loans  out  money  to  its 
shareholders  on  bond  and  mortgage,  for 
building  purposes,  charging  interest  at  the 
rate  of  six  per  cent  per  annum  for  the 
amount  loaned  and  a  premium  of  eight 
cents  per  week  for  each  share  pledged.  The 
amount  on  which  interest  is  charged  is  re¬ 
duced  ever}'^  three  months  by  the  amount  of 
dues  paid  in  during  that  period  on  the 
pledged  shares.  For  instance,  a  loan  of 
$100  is  secured  for  which  five  shares  are 
pledged,  interest  is  charged  on  $1,000  for 
the  first  three  months.  The  dues  on  five 
shares  for  three  months  will  be  $1(1.25. 
The  principal,  $1,000,  is  then  reduced  by 
$16.25  to  $983.75  on  which  interest  is 
charged  for  the  next  three  months.  In 
this  way  the  principal  is  reduced  every 
three  months,  until  the  shares  pledged  have 
a  maturity  value  of  $200  each,  when  the 
loan  is  liquidated. 

The  premium  on  each  loan  is  also  reduced 
eight  cents  whenever  $200,  the  m.rturity 
value  of  one  share,  is  paid  in  dues. 

The  association  also  makes  “stock  loans,” 
that  is,  it  will  loan  to  members  90  per  cent 
of  the  amount  of  their  dues  paid  in.  When 
granting  “stock  loans”  the  association  re¬ 
quires  of  memliers  to  pledge  shares  on 
which  loans  are  granted,  as  security,  and 
charges  interest  at  the  rate  of  six  per  cent 
per  annum  and  a  premium  of  one  cent  per 
week  for  each  share  pledged. 

The  profits  of  the  association  are  to  be 
apportioned  at  the  end  of  every  year,  and 
are  made  up  of  premiums,  fines,  interest, 
entrance  and  transfer  fees,  and  the  profits 
left  by  withdrawing  members,  less  salaries, 


rent,  stationery  and  postage  and  other  sun¬ 
dry  expenses. 

For  the  best  article  submitted  we  offer  a 
prize  of 

FIFTY  DOLLARS. 

This  prize  will  be  awarded  on  the  basis 
of  the  accounting  merit  of  the  article  sub¬ 
mitted. 

All  articles  sent  in  will  become  the  prop¬ 
erty  of  the  Book-Keeper  Publishing,  Co., 
Ltd.,  to  be  used  for  publication,  if  desired, 
in  which  case  additional  prizes  will  be 
offered  the  authors  of  acceptable  papers. 

Articles  submitted  may  be  accompanied 
by  photograph  and  biographical  sketch  of 
the  author.  The  forms  illustrating  the 
article  need  not  be  elaborately  drawn  as  they 
will  be  re-drawn  in  our  standard  size  and 
style  by  our  special  artist. 

In  addition  to  the  above  we  will  give  two 
prizes  of  $20  and  $10  respective!}',  for  the 
two  best  articles  descriptive  of  good  book¬ 
keeping  and  cost  systen^s  for  the  following 
lines  of  business  : 

Wholesale  Dry  Goods. 

Wholesale  Groceries. 

Wholesale  Hardware. 

Aerated  Water  manufacturing. 

Artificial  Stone  manufacturing. 

Bronze  Powder  manufacturing. 

Boot  and  Shoe  manufacturing. 

Bridge  builders. 

Broom  manufacturing. 

Bronze  Powder  manufacturing. 

Chemical  Works. 

Cold  Storage  business. 

Cordage  manufacturing 

Creamery. 

Distillery. 

Electric  Motor  manufacturing. 

Electrotype  Foundry. 

Fidelity  and  Deposit  companies. 

Flour  Mill. 

Harness  and  Saddles  manufacturing. 

Hats  and  Caps  manufacturing. 

Ink  and  Mucilage  mariufacluring. 

Incandescent  Lamp  manufacturing. 

Jewelry  manufacturing. 

Knitting  Mills. 

Life  Insurance. 

Leather  manufacturing 

Lime  manufacturing. 

Linoleum  manufacturing. 

Lithographing  business. 

Mail-Order  business. 

Neckwear  manufacturing. 

Paper  manufacturing. 
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The  Right  Cabinet  at  the  Right  Price 


Upright  Vertica^l  File 


The  most  improved,  the  most  practical,  the  most 

economical  Letter  Filing  Cabinet  on  the  market 

DIMENSIONS  — in.  wide,  52  in.  high  and  28  in.  deep. 

CAPACITY  —  20,000  letters. 

CONSTRUCTION  —  Each  drawer  is  provided  with  an  anti¬ 
friction  suspension  slide,  permitting  the  drawer  to  be  with¬ 
drawn  its  entire  length;  it  also  has  an  automatic  follower 
block  which  compresses  contents  of  drawer  tightly  at  the 
bottom,  leaving  the  upper  edge  of  the  papers  loose  and 
easily  referred  to.  ^  ^ 

MATERIAL  AND  FINISH  —  The  cabinet  is  made  of  selected 
qnarter-sawed  oak,  finished  in  dark,  golden  oak  color,  hand 
rubbed  and  polished.  Trimmings  finished  in  oxidized  copper. 

Write  for  illustrated  catalogue  No.  Id,  of  our  complete  Htu  of  filing  cabinets 

The  C.  J.  LUNDSTROM  MFC.  CO.,  Little  Falls,  N.  Y. 

Mfrs.  of  Sectional  Bookcases  and  Filing  Cabinets, 


Shipped  on  Approval, 
Direct  from  Factory, 
Freight  Paid  by  us. 


$1850 

■  1  I 


TS  “KALAMAZOO”  LOOSE  LEAF  BINDER 


WILL  BE  DISPLAYED  AT  BOOTHS  21  AND  22 

BUSINESS  SYSTEM  SHOW,  MADISON  SQUARE  GARDEN,  NEW  YORK 

OCTOBER  27  TO  NOVEMBER  3 

Call  and  see  it.  Our  new  loose  sheet  holder  is  a  wonder. 

THE  KALAMAZOO  LOOSE*  LEAF  BINDER  CO.,  Address  Dept.  “A”  KALAMAZOO,  MICH. 


Patent 


NEW  YORK 
OFFICE 


Room  1803 
150  NASSAU  STREET 

W.  B.  WILSON,  Manager 


This  loose  leaf  binder 

will  bind  /  sheet  or  1,000 
sheets  with  a  vise-like  grip — 
no  metal  parts.  Binder  is  no 
thicker  than  the  lids,  plus 
the  sheets  inserted. 


WHAT  MORE 
DO  YOU 
WANT 


Please  mention  The  Business  Man’s  Magazine  ivhen  zvriting  to  advertisers. 
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Paper  Box  manufacturing. 

Patent  Medicine  manufacturing. 

Pearl  Novelties  manufacturing. 

Photo  Supplies  manufacturing. 

Piano  and  Organ  manufacturing. 

Pottery  manufacturing. 

Saw  Mill. 

Silk  manufacturing. 

Soap  manufacturing. 

Surgical  Instruments  manufacturing. 

Valves  and  Hydrants  manufacturing. 

Wall  Paper  (wholesale  and  retail). 

Whips  manufacturing. 

Woolen  Mills. 

SPECIAL  OCTOBER  COMPETITION 

The  Manager  Has  Opinions  of 
His  Own. 

I  am  at  present  employed  by  a  manu¬ 
facturing  firm,  engaged  in  the  making  of  a 
large  line  of  paper  goods,  printing,  etc. 
When  I  came  into  their  employ  there  was 
no  system  of  cost  whatsoever  that  was 
worth  anything,  and  being  interested  in 
the  subject,  I  evolved  the  following,  after 
giving  the  subject  some  study. 

Owing  to  the  very  large  number  of  vari¬ 
ous  articles  made,  and  in  consequence  of 
special  orders  of  all  kinds  and  sizes  con¬ 
stantly  being  made,  it  is  impossible  to  do 
anything  in  the  way  of  checking  time 
slips  and  apportioning  the  pay  roll  to  dif¬ 
ferent  jobs.  It  was  therefore  thought 
necessary  to  have  a  “blanket  system”  ap¬ 
plicable  to  everything  made.  For  this  pur¬ 
pose,  I  installed  a  voucher  system  for  thor¬ 
ough  distribution  of  all  purchases,  etc. 
This  gives,  of  course,  a  monidily  reyort  as 
to  raw  materials  purchased,  etc.,  and  with 
that  and  the  productive  pay  roll  as  a  basis 
we  have  the  nucleus  of  the  system.  Then 
taking  all  dead  items,  (consisting  of  items 
for  power,  repairs,  office,  etc.)  we  find  that 
they  are,  say,  50  per  cent  of  the  productive 
pay  roll.  This  percentage  if  added  to  every 
job  made  during  that  month  would  of 
course  cover  every  dead  expense. 

The  manager,  however,  has  a  rough  sys¬ 
tem  of  his  own,  and  always  tests  the  re¬ 
sults  I  get  by  the  following  method:  He 
figures  the  percentage  his  dead  expense 
bears  to  the  sales,  and  if  it  is  25  per  cent 
for  instance,  it  would  mean  an  addition  of 
33 1-3  per  cent  to  the  total  cost  of  the 
article.  I  have  always  argued  against  this, 
for  the  reason  that  the  monthly  sales  do 


not  necessarily  represent  the  monthly  pro¬ 
duct.  However,  we  found  on  inventory, 
two  months  ago,  that  our  stock  was  very 
slightly  different  from  what  it  w'as  a  year 
before,  so  that  the  product  in  that  year 
equaled  the  goods  sold.  This,  however, 
does  not  convert  me  to  the  manager’s  sys¬ 
tem,  as  if  applied  on  some  products  that 
have  a  very  small  percentage  of  labor  ap¬ 
plied  it  would  be  manifestly  impossible  to 
add  his  33  per  cent,  the  selling  price  being 
too  low  to  stand  it.  On  the  other  hand, 
there  are  some  articles,  (although  very 
few),  that  have  such  a  high  percentage  of 
labor,  that  to  add  the  50  per  cent  mentioned 
above,  would  bring  the  cost  too  near  the 
selling  price.  Of  course,  in  the  above  ex¬ 
ample,  either  system  will  cover  the  ex¬ 
penses  if  figured  on  every  job  produced; 
but  my  query  is,  which  is  the  best  way  to 
figure  ^ 

Another  problem,  based  directly  on  the 
above  system  was  brought  up  during  in¬ 
ventory.  I  was  of  the  opinion  then  (I  am 
now  a  little  in  doubt),  that  the  stock  should 
be  figured  at  the  total  cost,  including  per¬ 
centages  added  as  explained  above.  The 
manager,  however,  eouldn’t  see  it  in  that 
light,  as  the  previous  inventory  (before  I 
was  employed  there),  had  been  taken  on 
the  absolute  net  cost  basis,  that  is,  raw 
material  plus  productive  labor.  If  he  fig¬ 
ured  as  I  thought  right,  it  would  put  an 
inflated  value  on  the  goods,  he  claimed.  I 
am  beginning  to  think  so  a  little  myself, 
but  not  for  the  same  reason.  Figuring 
total  cost  by  either  his  method  or  mine 
would  necessarily  include  in  the  cost  of 
the  goods  the  dead  items,  and  if  their  in¬ 
ventory  value  was  figured  on  this  basis, 
all  our  expenses  for  the  year  would,  be 
figured  as  an  asset,  being  included  in  the 
cost  of  the  goods.  In  this  way  the  value 
of  the  stock,  as  it  seems  to  me,  would  be 
inflated,  for  if  a  dividend  were  declared 
by  reason  of  ,a  large  excess,  of,  assets  over 
liabilities,  caused  by  figuring  at  these  total 
cost  values,  it  wOuld  be  practically  paying 
interest  on  the  expenses  and  not  on  actual 
assets.  Can  any  reader  enlighten  me  on_ 
this  point? 

S.  Solomon. 

For  the  best  contribution  received  in  an¬ 
swer  to  these  questions  we  will  award  a 
prize  of  $10,  and  ^for  the  second  best  an¬ 
swer,  a  prize  of  $5. 
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MODERN  METHODS  OF 
MAKING  and  MARKETING 

in  largest  quantities  and  varieties  iustify 
the  $3  price  and  the  broad  guarantee. 

MAIL  ORDERS 

In  any  city  where  we  have  no  agency,  vye 
will,  on  receipt  of  $3,  deliver  by  prepaid 
express  any  of  the  hats  shown  herewith. 
Send  the  order  to  our  factories,  Danbury, 
Conn.,  with  your  age,  height  and  waist 
measure;  giving  the  size  of  hat  worn  and 
naming  the  color  and  hat  number  vvanted. 
The  stiff  hat  shown  in  oval  is  No.  54^5,  the 
soft,  No.  7554.  The  hats  are  made  in  black, 
in  light,  medium,  and  dark  brown,  and 
in  pearl. 

Hawes,  Von  Gal  Co.,  Inc. 

Factories;  DANBURY,  CONN. 
Wholesale  Offices 

New  York  Chicago  Boston 

Send  for  Catalog  U,  1906-7 


5438 


Now  on  sale  through 

AGENCIES  EVERYWHERE 

with  our  broad  Money-Back-if-Wanted 

GUARANTEE 

of  better  all-around  hat  satisfaction 
than  comes  with  hats  offered  at  nearly 
twice  the  I3  price. 


5427 


5448 


7781 


5743 


7999 


I 


Do  You  Use  a  Ring  Book? 


See  the  Wide  Open¬ 
ing  of  Rings. 

The  LOXIT  Opens 
Wider  than  any 
other  Ring 
Book. 

The  LOXIT  has  a 
Stronger  Spring 
than  any  other 
Ring  Book. 


This  cut  shows  the  manner  of  opening  and  closing  the  Loxit  “H.  G.’ 

STOCK  SIZES  AND  PRICES  OF  THE  “H.  G.”  RING  BOOKS. 

Full  bound  in  flexible  covers,  Black,  Seal  Grain  L/eatlier. 


No. 

size  of  Sheet 

Dia.  of  Ring 
Outside. 

Center  to 
Center. 

No.  of 
Rings 

Price 

Cover 

Only 

Sheets 
per  100 

Indexes 
Per  Set. 

63 

3*/  X  6 

1  ia. 

in. 

2 

$1  25 

.25 

.30 

G4 

3|i<  X  7 

1  “ 

2X  '• 

2 

1  45 

.30 

.30 

65 

6  x7H 

1  “ 

3  “ 

2 

1  45 

.35 

.35 

66 

6  X  43^ 

1  “ 

4  “ 

2 

1  60 

.35 

.35 

67 

7H  ^  ® 

1  “ 

6^  “ 

3 

1  75 

.40 

.40 

68 

8^  X  6 

1  “ 

6%  “ 

3 

2  10 

.45 

.45 

69 

10  X  8 

1  “ 

734  “ 

3 

2  25 

.50 

.50 

The  LOXIT  Stays 
Closed  Until  you 
Open  it. 

Made  in  Any  Length 
with  1  inch, 
inch  or  1^  inch 
d  i  a  meter 
Rings. 

Ring  Book. 

Special  Setting 
(of  center  to  center) 
of  rings  to  fit  your 
sheet  made  to  or¬ 
der.  Send  us  a 
sheet  and  we  will 
name  you  a  price — 
discounts  on  quan¬ 
tity. 


Write  for  Catalogue  of  our  Full  Line  of  Loose  Leaf  Ledgers,  Transfers,  Automatic  Binders,  etc.,  with  f  rices. 

THE  LOXIT  LOOSE  LEAF  COMPANY,  515-523  Main  St..  Cincinnati.  Ohio 

Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


Typewritten  Checks 

By  J.  C.  DEVILBISS 


HE  writer  is  a  subscriber  to 
The  Business  Man’s  Mag¬ 
azine,  and  a  regular  reader 
of  all  the  valuable  articles 
published  monthly. 

The  answer  I  will  give  to  your  article 
on  Typewritten  Checks  I  trust  will  appeal 
and  be  of  great  value  to  the  business  men 
of  the  country  that  are  not  using  protec¬ 
tion  on  negotiable  paper,  viz  :  checks,  notes, 
exchange,  certificates  of  stock,  etc.  A  check 
written  with  a  typewriter  is  a  dangerous 
document  to  leave  the  office  unless  prop¬ 
erly  protected.  In  many  cases  a  check 
raiser  would  only  have  to  erase  one  small 
word  in  order  to  raise  a  check  from  a 
small  to  a  large  amount,  and  as  the  type¬ 
written  word  is  easier  to  imitate  than  one 
written  with  a  pen,  therefore,  I  would  sug¬ 
gest  the  pen,  and  in  addition  use  the  best 
protection  obtainable. 

Not  many  thorough  business  men  would 
sign  blank  checks  and  handle  them  indes- 
criminately,  however,  but  that  is  precisely 
what  it  amounts  to  when  there  is  nothing 
to  prevent  the  fraudulent  alteration  of  a 
document.  When  you  mail  a  check  without 
protection  it  is  beyond  your  control,  and 
you  will  not  know  whether  it  has  been 
raised  or  not  until  you  have  your  bank 
book  balanced ;  of  course  then  it  is  too 
late  to  get  your  money.  You  may  or  may 
not  get  the  thief,  if  you  do,  he  has  the 
money  invested  and  you  will  not  be  al¬ 
lowed  to  draw  any  interest  on  same,  there¬ 
fore  you  are  the  loser. 

We  read  daily  of  check  raising,  yet 


hundreds  of  men  continue  to  sign  and  send 
out  indiscriminately,  unprotected  checks 
that  a  school  boy  might  alter.  At  first 
thought  it  would  seem  that  an  ordinary 
punch  would  present  problems  extremely 
difficult  of  solution ;  on  the  contrary  it  does 
not.  It  is  only  too  well  known  to  the 
thousands  of  individuals  and  corporations 
that  have  been  victimized  by  smooth  gen¬ 
tlemen  (the  country  is  full  of  them),  who 
ask  nothing  better  than  that  the  financial 
world  will  rest  content  with  the  cheap  de¬ 
vices  they  grant.  By  using  cheap  devices 
the  corporation  official  or  the  minor  em-,, 
ploye  often  figures  as  the' criminal  and  the 
issuer  of  wholly  unprotected  checks  as  the 
loser. 

The  article  states  as  follows  :  ‘Tt  is  safe 
to  say  that  a  proper  protector  will  obviate 
all  chance  of  check  raising,”  but  we  know 
very  well  that  only  one  out  of  a  hundred 
of  the  writers  of  checks  will  use  the  pro¬ 
tector  at  all  (until  they  get  caught),  and 
only  one  out  of  a  thousand  will  use  one 
that  is  of  any  use.  I  advise  the  best  re¬ 
gardless  of  cost. 


Voucher  Check. 

BY  TYSON  HEILMAN.. 

We  are  subscribers  to  your  valued  maga¬ 
zine,  and  read  it  with  so  much  interest  that 
we  are  of  a  mind  to  write  our  system  for 
a  Voucher  Check.  We  inclose  several  of 
them,  as  we  use  them  in  the  several  dif¬ 
ferent  enterprises-  with  which  we  are  con¬ 
nected. 

We  first  used  the  voucher,  with  separate 


1 


piercing  point,  which  goes  through 
co-acting  with  a  small  protecting  s 
and  hold  with  a  bull  dog  grip.  ■ 

Strong 


Handsome,  Compact.  Strong,  tiasuy  pu 
on  or  taken  off  wilh  the  thumb  and  nnger.  Cat 
be  used  repeatedly  and  they  always  work. 

Made  of  Brass.  Three  sizes,  ^ut  up  i' 
brass  boxes  of  1 OO  Fasteners  each.  At  al 
enterprising  stationers. 

Send  10  cents  for  sample  box  of  50,  assorte( 
sizes.  Don’t  delay. 

Liberal  discount  to  the  trade. 

JAMES  V.WASHBURNE,  Mfr 

SYRACUSE,  N.  Y. 


200  Account  Sheets 
3  Sets  of  Indexes 
Choice  of  forty  C40) 
Special  Record  Blanks 


OnApprow. 
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Drawing  Pencils 

last  twice  as  long  as  ordinary  pencils 


17  DEGREES 
t'rom  6  B  to  9  H 


SAMPLES  OF  ASSORT¬ 
ED  GRADES  MAILED 
ON  RECEIPT  OF  .  , 


Ask  yowf  dealer  for 
Venus 

GET  VENUS 

NO  OTHER  “JUST  AS  GOOD’ 


American 
Lead  Pencil  Co 

61  E.  Washington  Square 
NEW  YORK 

21  Farrington  Ave.,  London,  E.  C. 


C.  If  INDELIBLE_(copying)  is 
wanted,  ask  for  No.  163. 


■  using 

“6.  k.”^PAP"ER  FASTENERS. 

These  Fasteners  are  in  a  class  by  themselves. 
There  are  no  others  like  tliem;  therefore  they 
can  not  be  compared  with  the  ordinary  paper 
clips  which  depend  on  friction  for  their  holding 
power. 

The  “O.  K.”  Paper  Fasteners  have  the  ad¬ 
vantage  of  a  tiny  but  mighty,  indestructiule 


Forty  Special  Printed  Forms, 

The  Five  Liedger  Itulings  : 

Center  Ruled  Ledger  Forma  No.  117C 
Extra  Debit  Ledger  Forms  No.  117D 
Petty  Ledger  Forms  No.  117 
Standard  Ledger  Forms  No.  117B 
Double  Ledger  Forms  No.  117E 
Advertising  Contracts  No.  150 
Advertising  Returns  No.  135 
Cost  of  Production  No.  115 
Catalogue  Indexing  No.  151 
Cash  Book  Ruled  Sheets  Nos.  126-128 
Duplicating  Requisition  Blanks 
Dentists’  Records  No.  107 
Employees’  Records  No.  143 
Following  Up  Collections  No.  146 
Freight  Claims  Jlo.  110 
Horizontal  Ruled  Forms  [Five  Colors] 

Household  Expense  Records  No.  161 
Installment  Accounts  No.  123 
Insurance  Office  Records  No.  199 
Insurance  Solicitors’  Records  No.  156 

JOHN  C.  MOORE  CORPORATION, 

449  Stone  St.,  Rochester,  N.  Y. 

Established  1 839.  We  do  not  sell  to  Dealers. 


Size  of  book  open,  16  inches  wide  by  5K  inches  high.  I|{ 

After  trying  it  ten  days,  at  our  expense,  you  may  either 
send  us  One  Dollar,  in  full  payment,  or  return  the 
Outfit,  and  -we  will  pay  all  express  charges.  You 
take  no  risk,  and  incur  no  obligation  to  keep  it. 

It  possesses  every  good  point  claimed  for  any  other  Loose  ! 
Leaf  Binder,  in  addition  to  having  a  number  of  very  valuable 
features  of  its  own. 

The  book  opens  flat;  records  may  be  removed  or  in¬ 
serted  instantly,  and  the  sheets  are  just  as  securely  held  as  in 
a  bound  book.  It  is  simple  to  operate,  strong,  durable  and  of 
neat  appearance. 

The  records  are  indexed  at  the  top,  side  and  bottom 
of  the  book,  thus  affording  easier  and  quicker  reference  than  is 
possible  with  any  other  Loose  Leaf  Binder.  Any  particular 
record  sheet  can  be  found  quickly,  and  notations  made  on 
it,  without  removing  it  from  the  Binder.  This  advan¬ 
tage  alone  places  our  Methods  far  in  advance  of  Card.  Index 
Systems.  The  accompanying  list  of  forty  (40)  different  record 
blanks,  including  five  ledger  rulings,  contains  special  forms,  care¬ 
fully  designed  for  nearly  every  kind  of  business  and  profes¬ 
sional  records.  We  furnish  two  hundred  (200)  of  any  of  them 
with  this  Outfit,  or  supply  them  assorted,  when  desired. 

Over  Forty  Thousand  business  firms  have  adopted  ’’Moore  s  Modern 
Methods.”  Most  of  them  were  convinced  by  a  trial  of  one  of  these 
Special  Introductory  Outfits.  They  have  written  us  hundreds  of  testimonial 
letters,  which  we  might  send  you,  but  the  Outfit,  itself,  will  demonstrate  its 
own  advantages,  far  better  than  anything  else.  .  , 

Try  one  of  these  books,  and  you  will  certainly  want  to  keep  it,  1  hat  s 
our  only  reason  for  making  It  so  easy  for  you  to  get  one.^  Just  say,  on  your 
business  otationery,  that  you  are  willing  to  pamine  it;  tell  us  whaL 
record  forms  you  wish,  and  we  will  ship  the  following  Outfit,  prepaid,  to  any 
express  office  in  the  United  States : 

(NOTE  :  We  cannot  ship  this  Outfit  into  Canada  or  foreign  countries,  un¬ 
less  remittance  is  made  with  order,  duty  and  transportation  charges  to  bo 
assumed  by  consignee.) 

One  Complete  Loose  Leaf  Binder— Covered  with  the  finest  quality  of 
import^  Buckram;  size  5K”  high,  8/4"  wide,  1/4  tluck  ;  filled  with 
Linen  Bond  Sheets  and  Indexes.  ...  r-  •  j  • 

Twenty-five  (25)  Plain  Movable  Metal  Markers— for  indexing 

the  records  by  dates,  without  disturbing  the  alphabetical  arrangement. 

One  Complete  Set  Twenty-five  (25)  Alphabetical  Index 

Sheets— With  durable  tabs  printed  on  both  sides. 

Two  Hundred  (200)  Printed  Record  Sheets-Size  8"  wide  by  5 
higH  (your  ^oice  of  five  Ledger  Rulings  or  any  of  the  forty  diiierenttoims 
listed  below)  made  of  a  fine  quality  bond  paper. 

One  Special  Set  of  Monthly  Index  Sheets— With  twelve  tabs, 

printed  with  the  months  of  the  year.  r 

Our  Free  Book,  "Moore  s  Modern  Methods"— 160  pages  of  com¬ 
plete  information  on  Loose  Leaf  Accounting. 

All  this  costs  a  Dollar  if  you  keep  it  and  nothing  if  you  don’t. 


200  of  Which  are  Furnished. 

Journal  Ruled  Sheets  Nos.  126-128 
Lawyers’  Collection  Docket  No.  137 
Library  Indexing  No.  159 
Lodge  or  Society  Records  No.  127 
Mortgage  and  Loan  Records  No.  132. 
Monthly  Time  Sheets  No.  121 
Orders  Received  Blanks  No.  130 
Plain  Manila  Sheets  for  Scrap  Books 
Price  List  Blanks  No.  133 
Publishers’  Subscription  List  No.  217 
Physicians’  Records  No.  140 
Purchasing  Agents’  Forms  No.  ir.7 
Prospective  Customers’  List  No.  10 1 
Quadrille  Ruled  Forms 
Quotations  Given  No.  109 
Quotations  Received  No.  Ill 
Real  Estate  Records  No.  197 
Recapitulation  Blanks  No.  102 
Salesmen’s  “Follow  Up’’  No.  153 
Stock  on  Hand  Record  No.  113 
Weekly  Time  Sheets  No.  119 
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FOLD  THIS  OUT. 


The  Union  Real  Estate  Company 

OP  PENNSYLVANIA. 

Real  Estate  and  Mouses. 

KITTANNING,  PENN'A. 


THC  RCCeiPT  MUST  BC  TlLLCO  OUT  AMO  SICNCO  OB  AATMCrO 
WILL  8E  BCFUSCD  WHEN  BRESCNTCO  TO  OUR  BANR.  HO  UBI 
PRESENTING  IT.  NO  OTHER  CNOORSCMENT  NECESSARY 
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DO  NOT  WRITE  HERE. 
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THE  UNION  NEAL  ESTATE  COMPANY 


OF  PENNSYLVANIA. 
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Ta. 


JDr. 


3Jnr  hill  attarljpii . .  . 

JSlix  abmif  arruunt  ia  rarrrrt  anb  tijr  pxprnar  mas  inrurrrb  fur  tlje  brnrfit  nf  THE  UNION  REJIL  ESTITE  COMPANy  OF  PENNSYLVANIA. 

APPROVED  FOR  PAYMENT.  CORRECT  AND  APPROVED, 


.  Jlrraibrnt. 


.&rrrftarB. 


Th*  r«e«ipt  »D  BUWt’bc  <Utc<l  »nd  (imed  by  the  pcnon  or  firm  in  whose  n»me  voucher  is  drawn:  if  by  another,  authority  for  so  doing  must  be  atUched  and  this  receiot 
*  must  net  be  cut  Oft  iron  the  body  of  the  voucher,  oo  not  octach  papcns. 
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SHORTHAND 

IN  30  DAYS 

New  System  Which  May  be 
Mastered  By  Home  Study 
In  SpareHours. 


We  absolutely  guarantee  to  teach  shorthand  com¬ 
plete  in  thirty  days.  You  can  learn  in  spare  time  in 
your  own  home,  no  matter  where  you  live.  No  need 
to  spend  months  as  with  old  systems.  Boyd’s  Syl¬ 
labic  System  is  different  in  principle  from  all  other 
systems.  The  first  radical  improvement  in  short¬ 
hand  since  1839.  It  is  easy  to  learn— easy  to  write — 
easy  to  read.  Simple.  Practical.  Speedy.  Sure. 
No  ruled  lines— no  positions— no  shading,  as  in 
other  systems.  No  long  list  of  word  signs  to  con¬ 
fuse.  Only  nine  characters  to  learn  and  you  have 
the  entire  English  language  at  your  absolute  com¬ 
mand.  The  best  system  for  stenographers,  private 
secretaries,  newspaper  reporters.  Lawyers,  min¬ 
isters,  teachers,  physicians,  literary  folk  and  busi¬ 
ness  men  may  now  learn  shorthand  for  their  own 
use.  Thousands  of  business  and  professional  men 
and  women  find  their  shorthand  a  great  advantage. 
By  learning  the  Boyd  Syllabic  System,  speeches, 
lectures,  conversations,  ideas,  con  tracts,  memoranda, 
etc.  .may  be  committed  to  paper  with  lightning  speed. 
The  Boyd  System  is  the  only  system  suited  to  home 
study.  Our  graduates  hold  lucrative,  high  grade 
positions  everywhere.  Send  today  for  free  booklets, 
testimonials,  guarantee  offer,  and  full  description 
of  this  new  Syllabic  shorthand  system.  Address 

CHICAGO  CORRESPONDENCE  SCHOOLS 
937  Chicago  Opera  House  Blk.,  Chicago,  Ill. 


10,000  Lithographed 

Letterheads  for  $22.50 

INCUUDINO  ENG  RAVI  N  G 

(Full  Size,  on  Bond  Paper)  5,000  for  $14.75 

Express  Prepaid  to  any  Point  East  of 
the  Mississippi  River 

We  can  afford  this  offer  only  because 
we  control  a  newly  invented  lithograph 
press  that  cuts  down  the  cost  of  produc¬ 
tion  about  one-half,  and  does  finer  work 
than  the  best  of  the  other  machines. 

We  should  like  to  share  our  good 
fortune  with  you  by  saving  you  a  little 
money  and  giving  you  better  Letter¬ 
heads  than  you  ever  had  before. 

Anyhow,  it  cant  do  any  harm  to  let 
us  send  you  samples  and  details. 

Address  your  postal  card  (at  once)  to 

National  Engraving  and  Litho  Co. 

65  Duane  Street  T)*  New  York 


Why 

not 

make 


this 
way? 

$100  buys  this  Tabard 
Inn  Library — 100  books 
of  your  own  selection 
(from 2,000 titles).  Each 
book  in  a  Tabard  Inn 
cloth  case  and  ex¬ 
changeable  at  2,000  Ta¬ 
bard  Inn  stations  in 
United  States,  Canada 
or  Great  Britain. 

Operate  a 

Circulating  Library 

For  $25,  $50  or  $100  we  will  sell  you 
a  25-book,  50-book  or  lOO-book  circu¬ 
lating  library  and  a  Tabard  Inn  Cabi¬ 
net;  and  give  you  the  Tabard  Inn  book- 
exchange  privilege,  by  which  you  can 
make  a  handsome  regular  income. 

Enormous  popularity.  A  million  Tabard  Inn  books 
are  now  in  circulation  in  the  United  States.  Many  thousands 
of  people  carry  these  books  and  exchange  them  wherever  they 
can  find  a  Tabard  Inn  branch  library. 

Many  making  money.  Store-keepers  and  others  who 
have  these  libraries  are  making  a  great  deal  of  money  through 
this  renting  and  exchange  system.  The  demand  is  tremen¬ 
dous,  and  constantly  increasing. 

Install  it  anywhere.  The  library  may  be  kept  in  a 
store,  or  office,  in  connection  with  other  business,  or  in  a 
private  dwelling  as  a  little  business  in  itself. 

How  to  operate  it.  You  select  your  library  from  a  list 
of  2,000  books.  We  immediately  ship  the  library  and  cabinet 
with  full  directions  for  managing  them  in  the  most  profitable 
way. 

The  usual  charge  for  exchanging  a  Tabard  Inn  book  is  5 
cents.  Some  branches  charge  10  cents.  Some  charge  1  to  2 
cents  a  day  or  5  or  10  cents  a  week.  You  use  your  own  judg¬ 
ment.  A  hundred  books  rented  at  S  cents  a  week  would 
bring  you  $20  a  month  or  240  per  cent  a  year  on  the  investment. 

In  a  store  there  is  a  double  profit  in  such  a  library— its  own 
profit  and  the  profit  from  new  customers  which  it  always 
attracts  to  the  store. 

The  labels  on  the  books  can  be  adapted  to  any  plan  you 
choose.  You  can  exchange  your  entire  library  for  a  new  one 
at  any  time  at  very  slight  expense.  You  virtually  have  a 
2,000-book  library  to  draw  from. 

There  is  no  other  way  in  which  you  can  invest  so 
small  a  sum  and  receive  so  large  a  profit  I 

Don’t  “put  it  off” — write  today  for  complete  descrip¬ 
tive  circular. 

The  Tabard  Inn  Library 

1612  Chestnut  Street,  Philadelphia,  Pa. 
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check ;  many  of  them  we  did  not  get  back 
at  all,  as  the  recipients  used  the  check  and 
fired  the  voucher  into  the  waste  basket,  or 
burned  it.  This  broke  up  our  file  record. 

Then  we  took  to  the  ordinary  two  fold 
voucher  check,  but  got  the  banks  kicking,  as 
they  said  that  everybody  used  one  made  ac¬ 
cording  to  their  own  several  ideas,  and  it 
was  a  trouble  and  took  too  much  time  to 
look  over  each  one  going  through  their 
hands,  to  see  if  it  had  been  filled  out  and 
receipted  or  indorsed  according  to  instruc¬ 
tions  on  each.  Then  we  evolved  these : 

In  going  through  the  bank  they  are  really 
only  a  check,  the  receipt  on  the  back  being 
in  lieu  of  indorsement.  The  bank  is  not 
interested  in  anything  inside,  as  the  signa¬ 
ture  of  the  treasurer  to  the  check  fis  all 
which  they  look  to,  and  then  by  turning  it 
over  same  as  any  check,  they  have  the  in¬ 
dorsements.  When  we  get  them  back,  we 
fold  the  check  in  and  this  gives  us  the  num¬ 
ber  and  distribution  for  our  voucher  files, 
as  we  are  not  interested  in  the  check  at  all. 
Then  we  have  so  arranged  the  form  that 
the  signatures  of  the  proper  officers  approv¬ 
ing  the  payment,  etc.,  come  immediately  on 
the  back  of  the  check  itself,  as  a  protection 


to  the  treasurer  for  paying  the  bill.  Even 
if  the  check  be  torn  from  the  body  of  the 
voucher,  it  will  still  have  this  approval. 
(Of  course  the  bank  will  not  pay  any 
voucher,  unless  complete.)  We  had  one  in¬ 
stance  in  which  the  treasurer  of  a  corpor¬ 
ation  had  to  refund  for  the  time,  some 
thousands  disbursed  by  the  loose  voucher 
and  check  system,  after  leaving  the  posi¬ 
tion  ;  the  president  of  the  corporation  was 
dishonest,  and  abstracted  the  approved 
vouchers  from  the  files,  leaving  only  the 
paid  check,  with  no  explanation  on  it  other 
than  the  corresponding  voucher  number. 
Then  when  case  came  up  for  trial,  swore 
that  these  payments  had  been  made  by  the 
treasurer  on  his  own  responsibility  and 
without  the  approval  of  the  proper  officers. 
This  can’t  happen  with  this  voucher  check 
as  we  use  it.  Then  we  find  that  it  makes 
a  nice  reference,  as  we  itemize  the  account 
or  bills  in  the  body  of  the  voucher.  The 
strong  points  we  like,  however,  are  the 
approval  of  the  treasurer’s  action  or  pay¬ 
ment,  and  the  check  appearance  to  the  bank, 
and  a  receipt  instead  of  a  simple  indorse¬ 
ment  on  an  ordinary  check. 


An  Up-to-date  Voucher  Record 

By  M.  T.  KOELSCH 


HEREWITH  submit  to  the 
readers  of  The  Business 
Man’s  Magazine  illustra¬ 
tion  of  Voucher  Record,  de¬ 
vised  by  me  for  the  business 
with  which  I  am  connected. 

I  would  prefer  using  a  voucher  check  in 
connection  with  this  voucher  record  for  the 
reason  that  one  has  ample  space  to  list 
several  invoices  on  them  and  make  a  de¬ 
tailed  statement  of  the  items  deducted.  It 
saves  time  and  space  as  only  the  total  sum 
of  these  invoices  is  entered  on  the  voucher 
record,  requiring  only  one  entry  and  only 
one  line.  The  only  objection  I  could  see 
in  the  use  of  voucher  checks  would  be 
that  it  meant  a  little  more  work  for  such 
book-keeper^  who  have  to  do  their  own  fil¬ 
ing.  These  voucher  checks  would  come  in 
at  a  time  when  almost  all  book-keepers  are 
busy  and  cannot  find  any  time  to  attach 


the  invoices  to  same  and  file  them  away 
permanently. 

Invoices  that  are  not  subject  to  a  cash 
discount  should  be  settled  for  monthly;  in¬ 
voices  that  are,  weekly.  In  this  way  the 
entries  on  the  voucher  record  would  be 
reduced  considerably. 

Column  indicated  by  A  and  B  is  intended 
for  the  total  of  every  voucher  issued,  the 
total  of  which  being  credited  to  the  Sun¬ 
dry  Creditor’s  account  in  the  ledger.  It 
must  agree  with  the  sum  total  of  all  col¬ 
umns  indicated  by  B-C  which  form  the  ac¬ 
counts  debited  in  the  general  ledger.  D-E 
are  the  accounts  for  purchases  which,  with 
the  exception  of  column  indicated  by  F-G 
will  have  to  be  considered  in  the  manu¬ 
facturing  account. 

As  column  F-G  is  meant  only  for  such 
purchases  made  from  other  factories  to  be 
shipped  direct  to  our  customer  it  is  evident 
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>Th«lmproved 

Stencil  Cuttind 
M  achine 


Is  a  Saving  of  90%  in  Your  Shipping 
Department  Worth  Considering  ? 

We  are  saving  this  amount  for  hundreds  of  firms 
who  are  using  the  Diagraph  Stencil  Cutting  Machine 
and  our  “No  Error’’  system  of  shipping  goods. 

Just  a  word  from  you  will  bring  you  a  free  illus¬ 
trated  booklet  explaining  all  about  the  Diagraph  and 
the  “No  Error’’  system. 

AMERICAN  DIAGRAPH  CO. 

IS  N.  Second  Street  St.  Louis,  U.  S.  A. 


——'•“Simplex”*—— 

Credit  and  Collection 

System 

FREE  TO  YOU 


WE  KNOW  that  we  can  improve  the 
credit  and  collection  service  of  all 
Manufacturers  and  Jobbers, 

BECAUSE: 

C,  Our  dunning  system,  though  the  strongest 
we  believe  in  existence,  is  not  discourteous, 
yet  it  brings  results. 

Q,  Our  Collection  Department  is  directed  by  a 
Commercial  Lawyer  familiar  with  the  collec¬ 
tion  laws  in  every  state. 

C.  Our  Local  Attorneys  are  Credit  and  Collec¬ 
tion  Specialists  whose  credit  reports  are 
founded  on  intimate  knowledge  of  the  indi¬ 
vidual,  his  standing  and  affairs. 

CL  And  whose  collections  are  prompt,  by  very 
virtue  of  this  personal  information. 

C,  Put  us  to  the  test ;  if  you  are  a  manufacturer  or 
jobber  just  write  today  for  our  “Simplex”  Credit  and 
Collection  System, of  all  charge^  and  let  us  prove 
up  to  you.  This  is  a  proposition  we  .would  not  dare 
make  were  we  not  positive  of  the  result. 


Postal/\ekcantile  Agency 


Around  “(She  World  but  Never  Out  o/  Ink 

$7  V aiue  for  $1 


Saves  Cost  of  Check  Punch 
Value  of  Year’s  Ink  Supply 
Cost  of  Pencil 

^  Total  Value  • 


$5.00 

1.00 

1.00 

$7.00 


Blair’s 
Nosak 
Self-filling 


Holder  needs  to  be  filled  with  water 
^  only  to  produce  the  best  ink  any- 
where.  No  leads;  point  never 
^  breaks  or  needs  sharpening  ;  will 
^  last  for  years  ;  soon  saves  cost. 

P  R  I  C  E  S  — Plain.  $1.00; 
^  Chased.  $1.25;  Chased  and 
Gold  Mounted,  $1.50. 

if.  New  ink-making  cartridges 
•j.  in  green,  blue,  voilet  or 
^  black  copying  or  red 
^  ruling,  10  cents  ;  by 
mail  12  cents. 
Ordinary  ink  may 


FOUNTAIN  PENS 

‘cannot  be  equaled 
Because  we  own  the 
patents.  The  pens 
fill  by  the  suction  of  the 
Pen  tiap.  No  inside  rub¬ 
ber  sacks  to  rot.  They 
hold  66  drops  of  ink;  rubber 
sack  self-filling  pens  hold  15 
to  25.  The  ink  safe  guard  pre¬ 
vents  leaking  on  the  part  held 
by  the  fingers.  The  split  feed 
maintains  a  steady  flow  of  ink. 

The  Cap  Clip  holds  the  pen  in  the 
pocket.  No  joints  to  leak  or  break. 

Cost  no  more  than  the  old  muezle 
loaders  found  everywhere  and  advertised. 

PRICES 

$2.00,  $2.50,  $3.00,  $4.00,  $5.00 

Muzzle  loaders  at  half  price  to  close  out. 

Pen  Carbon  Letter  Copying  Book,  25c.  Get  Agency 

BLAIR’S  FOUNTAIN  PEN  CO. 

Suite  176-6  John  SI.,  near  Broadway,  Now  York 


iimm  i  sEiT  F  IIU.I  n 


also  be  used. 


GREAT 

FOR 

STEN- 

OGRA- 

PHY 


SPEEDY  TYPEWRITERS 

EARN  ^  SALARIES  I 

CET  SPEED ! 

AND  THE 


MY  BOOKLET  IS  FREE 

to  typewriter  users.  It  will  tell  you  more  about  fast 
typewriting  than  you  have  learned  since  you  began  to 
use  the  machine.  It  will  tell  you  how  you  can  increase 
your  speed  40  to  80%;  how  you  can  watch  your  notes 
and  write  without  ever  looking  at  the  kevs.  It  will  tell 
you  of  the  new 

TULLOSS  TOUCH  SYSTEM 

and  why  it  is  the  fastest  and  yet  the  most  easily 
learned  method  of  typewriting  in  the  world.  It  will 
show  you  letters  from  students  in  every  part  of  the 
country  who  have  found  these  things  true  and  easy. 
It  is  yours  for  the  asking.  Write  today. 

THE  TULLOSS  SCHOOL  OF  TOUCH  TYPEWRITING 


1010  State  Street 


Elmira,  New  York 


101  Tulloss  Bldg.,  SPRINGFIELD,  OHIO 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


THE  BUSINESS  MAN'S  MAGAZINE  AND  THE  BOOK-KEEPER 


If)  4 


VODCHEF^ 


A (3 


Creel  itvs 

p 

F  6 

DtfiTe 
EnTc  red 

of  Credit'or5 

Ci+y 

When 

P^iicT 

C^ecK; 

VoOcJiefNn 

>/ 

or 

VoUefjerS 

hot 

dir 

jood^ 

ecT 

M  irr 

or* 

Ve-^  e. 

e 

e 

r 

A  r^T  A .  "f  0  r  rd  ed 

(ooiFed  to  i,.F. 

L 

REGISTER 


lDebit6- 


Purcl^a6es 


Mtipuf^actoriop 


Hfirdwtire 


Cils.PiJinTs 
Glues  U 
\/£\  rq>6hg-S 


Mcirble 


Ccirvi  n  ga 
C  owel.& 


Fells 

i.io^0f>S 


Ript 

<S  o  r  n  e-T 


v5D)>|3i;e5 


Gepe-rol 

E,kpspse 


Miscel  Itno^us 


i.F.  Discripr  ^yc t£ 


l}p  paid 

Vovct)gia 


CooTra 

cJna  r^fS 
deilUcVetl 


that  this  column,  or  the  goods  entered  in 
this  column,  have  nothing  to  do  with  the 
manufacturing  account.  By  the  means  of 
this  column  we  are  also  enabled  to  tell  how 
much  business  of  this  kind  we  do  and  how 
much  profit  we  make  on  the  goods  so 
bought  as  we  sell  them  at  a  certain  per 
cent  profit. 

Columns  indicated  by  E-J  are  intended 
for  expense,  maintenance,  and  improve; 
ments.  Column  H-I  should  be  used  for 
such  account  to  which  the  most  charges 
have  to  be  made,  while  columns  I-K  are 
for  such  account  to  which  we  make  one 
or  two  charges  a  month  only.  The  items 
are  debited  in  this  column  separately  to 
their  account  in  the  general  ledger,  and  the 
ledger  page  is  put  in  the  folio  column  pro¬ 
vided  for  on  the  voucher  record.  The  sum 
of  this  column,  of  course,  is  not  debited 
to  any  account. 

The  “Unpaid  Voucher”  column  and  the 
column  for  “Contra  Charges  Deducted”  are 
more  of  an  explanatory  function  and  as¬ 
sist  in  proving  one’s  work.  It  happens 
often  that  we  have  to  settle  with  parties 
against  whom  we  have  an  account  on  our 


customers’  ledger.  To  balance  this  ac¬ 
count  we  deduct  our  charge  from  the 
amount  we  entered  on  the  voucher  record 
column  A-B,  and  entering  the  amount  so 
deducted  in  the  column  for  “contra  charges 
deducted,”  debiting  the  party  in  the  vouch¬ 
er  paid  column  in  the  cash  book  for  the 
sum  of  the  voucher  check,  plus  discount 
or  freight,  as  the  case  may  be.  At  the  end 
of  the  month  we  make  a  journal  entry, 
debiting  Sundry  Creditor’s  account  for  the 
total  of  the  amount  in  the  “Contra  Charges 
Deduct”  column,  and  crediting  the  parties 
on  whose  voucher  we  made  the  deductions. 
If  the  debit  of  this  journal  entry  and  the 
total  of  the  amount  in  the  voucher  paid 
column  in  the  cash  book  is  posted  to  the 
debit  in  the  Sundry  Creditor’s  account  in 
the  ledger  the  debit  side  must  agree  with 
the  credit  side  providing  all  the  vouchers 
entered  on  the  voucher  record  during  the 
month  have  been  paid ;  if  not,  the  balance 
of  the  Sundry  Creditor’s  account  must 
agree  with  the  sum  of  the  unpaid  voucher 
listed  in  that  column,  thus  proving  one’s 
work  so  far  as  the  bill  entered  on  the 
voucher  record  is  concerned. 


Get 

Done 

When 

You 

Buy  a 

“Gunn” 


Adjustable 

Index:  Taqs 

Save  20^  of  a  bookKeeper’s 
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A  steel  clip,  enclosed  in  leather  tabs,  on  the 
projecting  portion  of  which  any  inscription 
may  be  written  or  printed.  Instantly  put  on  a 
leaf  or  card  and  holds  with  a  vice-like  grip,  but 
quickly  removed  to  another  leaf. 


TAGS  TO  WRITE  ON.  (Made  in  7 
sizes)  permit  of  writing  any  inscription 
and  of  erasing  and  rewriting  as  often  as 
desired. 


WE  GUARANTEE  the  tags  to«pay  for  thern- 
selves  in  the  time  saved  by  their  use,  and  will 
send  tags  to  any  responsible  person  or  firm  on 
approval,  to  be  returned  if  not  found  profitable. 
We  prepay  transportation. 

WRITE  TODAY  on  your  letterhead  and  receive 
our  catalogue  anu  pricelist  showing  how  YOU 
can  save  time  and  labor.  Sample  tag  5  cents. 


PRINTED  TAGS  in¬ 
clude  Alphabets  (15 
different  ones),  Ac¬ 
counts, Months, States, 
Cities,  Days  of  Week. 
Tags  with  special  in¬ 
scriptions  printed  to 
order  promptly  at 
moderate  cost. 


i  in.  Erasable 


Dept.  A  Chas,  C.  Smith,  Mfr. 
Exeter,  Nebraska 


SPACE’S  CLUE 


Has  been  the  STANDARD  for  ADHESfVKI 


=for  25  Years= 


Always  ready  for  use,  its  great  adhesive-  y 
ness,  combined  with  its  keeping  qualities  1 
in  all  climates,  has  made  this  possible.  ’ 
Invaluable  in  household  use  for  Furnio 
ture,  China,  Ivory»  Books,  Leather, 
and  wherever  a  strong  adhesive  is  desired 
Does  not  set  quickly  like  the  old  style 
glue  ;  has  four  times  the  strength  (Officiall 
test,  one  in.  sq.  hard  pine 
butted,  registered  1620  lbs. 
before  parting).  Used  by 
the  best  mechanics  and 
manufacturers  everywhere.. 


Nearly  3  Million  Bottles 

«olici  yearSy^  besides  the  gBue 
m  cans  for  Mechanics'  use^ 

Either  the  one  ounce  Bottle  or  Patent 
Collapsible  Tube  (seals  with  a  Pin),  retailing 
for  ro  cts.,  mailed  for  12  cts.,  if  your  dealer 
hasn’t  our  line.  Specify  which. 


LEPAGE’S  PHOTO  PASTE 

2  oz.  size  retails  5  cts.;  by  mail, 10  cts 

EPAGES  MUCILAGE 

2  oz.  size  retails  5  cts.;  by  mail, 10  cts. 
are  like  the  Glue,  unequalled,  the  best 
of  their  kind  in  the  world,  and  are  put 
up  inconvenient  and  attractive  pkgs. 


RUSSIA  GEM  ENT  CO. 

2N  Stireet  0  °  °  '.Gloucester,  Mass, 


DESKS 

Filing  Cabinets. 

OUR  NEW  “400”  SERIES 

No.  400  (like  cut)  has  deep  drawers  arranged 
with  VEUTK'AL  FlhlNG  EQl  1H31ENT,  writing 
bed  not  broken  by  typewriter,  which  disappears 
in  dust-proof  compartment.  Gunn  Desks  are 
made  in  250  different  patterns,  in  all  woods 
and  finishes,  fitted  with  out  .ime-saving  DUOP- 
EKONT  Pigeon-Hole  Box.  If  you  desire  an 
up-to-date  desk  of  any  description  and  best 
possible  value  for  your  money,  get  a  Gunn.  Our 
reference — **The  Eser — I  h©  Ulan  with  tlie  Gunn. 

Sold  by  all  leading  dealers  or  shipped  direct  from 
the  factory.  Send  for  catalogue  of  desks  and  filing 
devices — mailed  FREE. 

Gunn  Furniture  Co.,  Grand  Rapids, 


Makers  of 
Gunn  Sec¬ 
tional  Book 
Cases 


You 

Don’t 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


A  HEAVY  ELECTRIC  TRUCK  FOR  RETAIL  FURNITURE  DELIVERY. 


Experiences  That  Show  Economy 
in  Motor  Traffic 

By  E.  RALPH  ESTEP 


HE  very  difficulty  in  obtaining 
figures  of  comparative  costs 
of  business  service  of  motor 
cars  explains  the  difference  in 
the  experience  of  users  of 
such  vehicles.  Few  users  as  yet  have 
learned  how  to  determine  costs  of  motor 
transportation  because  few  users  of  horses 
have  accurately  determined  costs  of  horse 
service.  It  is  a  new  department  in  business 
computation.  Apparent,  furthermore,  is 
the  fact  that  intelligent  compilation  of  costs 
almost  invariably  accompanies  profitable 
showing,  for  the  user  who  makes  accurate 
estimates  of  his  expenses  must  be  a  close 
student  of  his  service.  The  close  student  of 
motor  traffic  is  the  man  who  makes  it  pay. 
The  user  who  does  not  study  the  service  is 
the  one  who  loses. 

Take  then  an  example  here  and  there  of 
intelligent  usage  and  intelligent  calculation 
of  costs  and  one  finds  that  commercial  mo¬ 
tor  cars  have  been  made  to  pay  well.  If 


they  can  be  made  to  pay  at  all  they  can  be 
made  to  pay  always,  with  proper  adaptation 
and  handling. 

One  example — if  it  be  a  practical  one — 
serves  as  good  as  a  hundred.  The  whole 
point  is  that  wherever  the  motor  car  has 
been  intelligently  installed,  with  due  regard 
to  the  fitness  of  car  and  service  in  relation 
with  each  other,  it  has  proven  a  profitable 
investment.  Instances  of  loss  record  only 
mistakes  rationally  to  be  expected  in  a  new 
organization  of  any  work. 

W.  A.  Purer,  superintendent  of  delivery 
of  the  Chicago  Public  Library,  objected 
strenuously  to  the  first  suggestion  to  use 
motors  instead  of  horses  in  the  distribution 
and  collection  of  books  among  the  numer¬ 
ous  sub-libraries.  He  was  frankly  preju¬ 
diced.  Now  he  says  his  experience  has  so 
converted  him  to  motor  progress  that  he 
would  accept  air^-ship  book  delivery  without 
fear. 

The  library  has  put  into  actual  use  three 
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ABSOLUTELY 

INVINCIBLE 


Pause  for  a  moment  and  consider  how  serious  a  loss 
you  would  suffer  if  fire  destroyed  your  correspondence 
and  office  records. 

BERGER 
STEEL  OFFICE 
FURNITURE 

afiords  absolute  protection  against  loss  of  your  records 
by  fire.  Illustrated  book  “Steelsects”  describing  this 
handsome  line  of  furniture  free  on  request.  Special  steel 
office  equipment  built  to  order — write  for  estimate. 

XHE  BERGER  iVlRO.  CO. 

.  CANTON,  OHIO 

New  York  Boston  Philadelphia  St.  Louis 


MENNENS 

BORATED  TALCUM 

TOILET  POWDER 

and  insist  that  your  barber  use 
it  also.  It  is  Antiseptic,  and 
will  prevent  any  of  the  skin 
diseases  often  contracted. 

A  po.sitive  relief  for  Sunburn, 
Chafing,  and  all  afflictions  of 
the  skin.  Removes  all  odor  of  perspiration. 
Qet  Mennen’s— the  original.  Sold  every¬ 
where  or  mailed  for  25  cents.  Sample  free. 
Try  Menneri's  (Borated)  Talcum. 

GERHARD  MENNEN  CO.,  Newark,  N.  J. 


THE  SENGBUSGH 

Self-Closing  INKSTAND 

15  DAYS’  TRIAL 

FREE 


No.  2—3  in.  Cut  Glass 
Price,  $2.00 

No.  3—3  in.  Plain  Glass 
Price,  $1.75 


No.  1—3  in. 
Price,  $1.50 


advantage  over  all  others. 


Every  man  having  occasion  to  sign 
his  name  needs  this  inkstand.  No 
office  is  thoroughly  equipped  unless 
using  them.  The  name  states  its  chief 
It's  seif.closing.  That  means  dust-proof 
and  non-evaporating.  The  “dip”  is  always  uniform,  making  it  im¬ 
possible  for  pen-holder  to  become  inky.  Ink  never  spurts  and  Inkstand 
is  never  out  of  order.  Filled  very  easily. 

UPKSPJf  TUBT  Write  your  order  on 

W  irib  your  business  letter 

head,  also  send  your  stationers’  name  and  address,  and  we  will  send 
you  this  inkstand  on  15  days'  FREE  TRIAL.  If  found  satisfactory 
remit  price — if  not,  return  at  our  expense. 

SENCBUSCH  SELF-CLOSING  INKSTAND  CO. 

B>31l  Montgomery  Bldg.  MILWAUKEE,  WIS. 


r  THE  DILWORTH  ADDER 

PRICE  ONE  DOLLAR 

A  practical  adding  machine  in  the  form  of  a  card-case, 
to  fit  the  pocket,  sent  postpaid  for  $1.00.  Has  no  compli¬ 
cated  mechanisrn  to  get  out  of  order  and  the  total  can 
be  seen  at  any  time  for  any  part  of  an  addition  thus  allow'- 
ing  interruptions  to  occur  without  inconvenience.  No  cler'.. 
or  book-keeper  should  be  without  one. 

Capacity  $9,999,999.99 

WRITE  EuR  SPECIAL  OFFER  TO  AGENTS 


DILWORTH  ADDER  COMPANY 


1  I  18  Farmers’  Bank  Bldg. 


PITTSBURG,  PA. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


158 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


gasoline  delivery  wagons  which  do  the  work 
formerly  done  by  five  wagons  and  12 
horses — and  do  it  cheaper.  Close  account  of 
all  expenditure  shows  a  saving  of  $185  a 
month,  or  $2,220  a  year  on  this  service. 

Mr.  Purer  credits  this  profit  alongside 
losses  of  other  neighboring  users,  to  intel¬ 
ligent  usage — not  to  any  superior  or  ex¬ 
ceptional  condition.  The  first  six  months  of 
the  service  was  more  expensive  than  the 
next  period,  because  of  inexperience.  As 
one  example  of  the  effect  of  method  upon 
cost,  gasoline  and  lubricating  oil  cost  $36.50 
a  month  the  first  six  months,  but  only  $23 


miles  a  day.  The  total  expense  of  opera¬ 
tion,  including  fuel,  storage,  cleaning  and 
general  care,  wages  and  repairs,  was  $457.65 
for  this  period,  or  5.2  cents  per  mile. 

From  another  London  omnibus  company' 
it  is  learned  that  during  a  period  of  73 
days  a  34-passenger,  24-horse  power  gaso¬ 
line  bus  covered  9,416  miles,  or  128.9  miles 
a  day.  The  total  receipts  were  $2,557,  $35 
a  day  or  27  cents  a  mile.  The  total  cost,  of 
operation  and  maintenance  was  estimated 
at  20  cents  a  mile,  showing  a  clear  profit 
of  seven  cents  a  mile,  or  $9  a  day. 

The  traffic  superintendent  of  Acker,  Mer- 


A  LIGHT  GASOLINE  CAR  FOR  DELIVERING  BUTTER  IN  HUTCHINSON,  MINN..  FITTED  WITH 

REFRIGERATOR  AND  ELECTRIC  LIGHT. 


a  month  afterward,  when  such  supplies  were 
purchased  in  large  quantities  and  properly 
stored. 

While  in  entirely  different  work  from 
that  of  ordinary  trade  the  gasoline  omni¬ 
buses  used  in  London  furnish  an  intelligent 
basis  of  calculation  of  commercial  motor 
car  economy,  for  they  are  essentially  in  ex¬ 
istence  to  make  money  and  represent  the 
greatest  unit  effort  in  the  world  toward  the 
abolition  of  the  horse  by  active  competition 
in  hard,  trying  metropolitan  conditions. 

In  three  months  one  of  the  double-deck 
gasoline  busses  of  the  London  Rpad  Car 
Company  covered  8,761  miles  in  84  days 
of  actual  running,  or  an  average-  of  104 


rill  &  Condit,  New  York  grocers,  says  that 
a  three-ton  electric  truck  during  six  months 
showed  a  great  saving  over  equal  horse  ser¬ 
vice  and  at  the  same  time  accomplished 
more,  especially  in  hauling  heavy  loads  in 
hot  weather. 

Piano  houses  in  Chicago,  New  York,  Bos¬ 
ton  and  a  score  of  other  cities  now  use  gas¬ 
oline  cars  in  piano  delivery  and  invariably 
declare  them  to  afford  cheaper  service.  A 
New  York  company  originally  purchased  a 
gasoline  machine  in  order  to  facilitate  su¬ 
burban  delivery,  making  a  specialty  of  quick 
delivery  to  any  point  within  a  100-mile 
radius.  It  now  makes  in  four  hours  de¬ 
liveries  which,  with  horse-drawn  trucks,  re- 


THE  BUSINESS  MAN'S  MAGAZINE  AND  THE  BOOK-KEEPER 


159 


CARTERS 

WRITING  FLUID 

INDISPENSABLE/!  VACATION 
T1ME,AW£LC0ME  REMINDER 
OF  HOME  AND  OFFICE.  = 


?RACr!CB 


R  i:  E 


For  examination.  Sent  at  our  expense  if  you 
mention  this  advertisement. 

Cyclopedia 
Modern  Shop  Practice 

Four  massive  volumes.  Over  3,000  pages — 
size  of  page,  7  x  10  inches.  Bound  in  U  red 
morocco  leather.  2,000  engravings.  This 
work  is  especially  designed  for  the  machinist, 
tool  maker,  blacksmith,  foundryman,  pat¬ 
tern  maker,  sheet  metal  worker,  draftsman, 
steam  and  gas  engine  engineer,  electrician, 
etc.,  who  has  not  the  time  to  take  a  regular 
course  of  instruction  or  who  cannot  afford  it. 

REGULAR  PRICE  $24.00 
SPECIAL  30  DAY  OFFER  $12.00 


Let  us  send  you  the  entire  set,  express  pre¬ 
paid,  for  five  day's  free  examination.  Pay  us  $2 
down  and  82  a  month  for  five  months  If  you  keep 
the  books.  Cash  price,  $10.80.  We  send  for  them 
at  our  expense  if  not  satisfactory. 

The  only  reason  we  make  such  a  liberal  offer  Is  to  interest 
the  public  In  the  extraordinary  advantages  offered  by  the 
regular  courses  of  the  American  School.  A  200-page  handbook 
sent  free  on  request. 

BRIEF  TABLE  OF  CONTENTS 

Machine  Shop  Work,  Tool  Making;  Pattern  Making,  Machine 
Design,  Metallurgy;  Gas  and  Oil  Engines,  Producer  Plants, 
Automobiles,  Elevators,  Steam  Engine,  Steam  Turbine,  Manage¬ 
ment  of  Dynamos  and  Motors;  Forging,  Sheet  Metal  Work, 
Tinsmlthing,  Mechanical  Drawing,  Mechanism. 

AMERICAN  SCHOOL  of  CORRESPONDENCE 

3102-11  Armour  Ave.,  Chicago,  Ill. 


r  Mention  Business  Man’s  Magazine,  Oct.  i 


We  n  e  V  e  r 
sell  tobacco 
through  deal¬ 
ers,  but  al¬ 
ways  direct  to 
the  smoker  in 
perfect  condi¬ 
tion. 


Send  10  Cents  In  Silver  or  Stamps  for  a 
Large  Sample  Pouch  of 

FRENCH’S  MIXTURE 

BOOKLET  FREE 

The  finest  pipe  tobacco  procurable, 
hand-made  from  the  very  cream  of 
Piedmont  North  Carolina  Golden  Leaf. 
Mellowed  by  age  and  scientifically 
blended.  Never  bites  the  tongue,  but 
is  always  rich,  smooth  and  fragrant 
— “The  Aristocrat  of  Smoking  Tobacco.” 

Write  for  sample  and  booklet  to¬ 
day.  Remember  that  you  cannot 
obtain  this  tobacco  of  dealers. 

Send  direct  to 

FRENCH  TOBACCO  CO. 

Dept.  P.  Statesville,  N.  C. 


Your  Manner  and 
Appearance 

These  often  count  for  more  in  the 
business  world  than  what  you  do  or 
say.  When  you  approach  a  discern¬ 
ing  man  through  correspondence, 
you  can  afford  to  use  only  the  highest 
class  of  stationery,  as  this  stands  for 
your  appearance  as  much  as  the  words 
in  your  letter  do  for  what  you  say. 

Halliday  Embossed  Letter  Meads 

will  give  your  correspondence  a  bearing, 
and  dignity  that  can  be  obtained  in  no 
other  way. 

f  By  reason  of  recent  improvements,  they  cost  but  little  more 
'than  ordinary  printed  or  lithographed  stationery.  The  differ¬ 
ence  is  made  up  many  times  by  the  effect  you  will  produce.  Send 
for  samples.  You  will  be  surprised  at  the  quality  and  prices. 

J.  W.  HALLIDAY,  37  Randolph  St.,  CHICAGO 


Established  1846 


ROUTING  AND  RECORDING 
SYSTEM 

For  Routing  and  Recording 
the  movements  of  traveling 
salesmen,  showing  how  thor¬ 
oughly  and  systematically 
territory  is  covered  and  if  to 
best  advantage.  Keeping 
track  of  business  interests, 
geographically  locating  cus¬ 
tomers,  agents,  prospec¬ 
tive,  contracts,  advertis¬ 
ing,  etc.,  etc. 

Made  in  sections  to  cover 
any  number  of  states. 
“Business  System  in  the  Sales 
Department”  mailed  on 
request. 

THE  FERINE  &  MOSLEY 
COMPANY 


“omcE 


HEmS 

Sent  FREE 


A  56- page  illus¬ 
trated  book  that  tells 
about  many  useful  and 
economical  office  appli¬ 
ances.  Suggests  short 
cuts  in  time,  labor  and  ex¬ 
pense — should  be  on  file  in 
every  office.  Send  for  it  TO-DAY. 

THE  AMERICAN  BOOK  BRACKET  CO. 

128  N.  4th  Street  PHILADELPHIA 
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quired  a  day  and  a  half.  The  difference  in 
time,  number  of  men  employed,  operating 
cost,  etc.,  gives,  a  grand  total  of  saving  so 
great  that  the  present  service  costs  just  one- 
fourth  as  much  as  the  old. 

A  St.  Paul  confectioner  says  that  four 
gasoline  cars  which  have  been  substituted 
for  horses  have  proven  toi  be  not  only 
cheaper  on  equal  service  but," also.,, at  a  less 
cost,  to  furnish  quick  service  inapossible  be¬ 
fore  and  a  greater  work  capacity. 

The  manager  of  another  northwestern 
concern,  the  Pillsbury-Washburn  compapy,/ 


ELECTRIC  EEER  TRUCK. 


says:  “We  have  used  two  electric  trucks  in 
local  delivery  so  efficiently  that  at  less  cost, 
we  can  do  twice  the  work  of  horse-drawn 
trucks.  Both  trucks  are  operated  the  year 
through,  and  a  large  part  of  the  time  they 
are  over-loaded.  They  have  never  been  so 
seriously  out  of  condition  as  to  render  the 
cost  figures  unprofitable  ones.’’* 

These  are  examples  of  a  kind  which  the 
writer  can  give  in  scores  and  hundreds. 
They  repeat  always  one  story :  Properly 
used  commercial  vehicles  are  economical  in 
business. 

Such  examples  might  be  given  in  ton-mile 
costs,  but  would  mean  little.  Few  merch¬ 
ants  know  the  ton-mile  cost  of  their  horse 
traffic.  Any  merchant  may  know  readily, 
however,  if,  after  having  used  motor  cars 
in  place  of  horses  a  year,  he  has  saved  two 
or  five  or  twenty  thousand  dollar^.  And 
this  is  the  whole  story.  Each  illustration 
of  such  saving — expressed  though  it  be  in 
the  rough  totals  instead  of  in  the  more  im¬ 
pressive,  but  often  more  deceptive  tabular 
tigures — shows  that  motor  traffic  is  a  profit¬ 
making  system ;  that  if  it  is  tried  and  found 
to  be  a  losing  venture,  there  is  something 
wrong  beside  the  system.  It  is  then  up  to 
the  user  to  find  the  trouble  and  adjust  it. 


Perhaps  it  is  in  himself,  in  the  method 
of  operation,  in  the  care  of  the  machines, 
or  in  the  cars.  It  is  always  more  likely 
to  be  in  some  misfit  condition  than  in  the 
car  itself. 

The  mechanical  features  of  the  car  count 
for  little.  But  car  and  service  must  be  in 
harmony — either  the  vehicle  must  be  made 
to  fit  the  service  or  the  service  made  to  fit 
the  vehicle. 

There  is  no  logic  or  business  sense  in 
junking  a  business  car  off-hand  at  the  first 
suggestion  of  loss.  If  the  user  cannot  find 
out  for  himself  where  lies  the  feature  that 
makes  for  loss,  he — instead  of  joining  the 
ranks  of  prejudiced  and  disappointed  ones 
— should  go  to  the  ranks  of  those  who  fur¬ 
nish  the  examples  of  profit  and  learn  from 
them  why  they  wrought  successfully  where 
others  failed. 

The  fault  may  be  in  the  car  inherently, 
even  though  it  suit  the  class  of  work.  This 
is  a  rare  experience  but  if  it  occurs,  the 
unfortunate  user  must  simply  accept  the 
situation  as  one  of  the  unavoidable  in¬ 
stances  of  error  in  an  undeveloped  business. 
Commercial  cars  are  not  perfect.  They 
never  will  be.  He  who  waits  for  a  per¬ 
fect  car  will  wait  in  vain.  But  still,  to¬ 
day,  cars  are  mechanically  practical  enough 
to  warrant  adoption  without  fear.  There  is 


G.\SOLINE  C.\R  FOR  LIGHT  DELIVERY  WORK. 


less  chance  of  getting  the  wrong  make  or 
mechanical  type  of  car  than  of  getting  the 
wrong  business  pattern.  It  matters  not  so 
much  whether  a  car  be  electric  or  gasoline. 
It  matters  much  whether  it  be  of  the  right 
weight,  size,  form  and  detail  of  design  in 
so  far  as  it  affects  the  kind  of  goods  hauled, 
the  street  over  which  they  are  hauled  ana 
the  conditions  of  traffic. 

Selection,  adaptation,  care — these  are  the 
points  that  make  or  ffise  money. 
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Loose-leaf  ledgers  and  systems 
s  give  satisfaction. 


A  Complete  Twinlock  Led^ger  Outfit 


CONSISTING  OF 


SENT  ON  APPROVAL 

1  Current  Ledger  Binder. 

1  Current  Ledger  Transfer. 

500  Ledger  Leaves  (choice  of  9  forms  of  ruling). 

Size  814  X  11  or  8%  x  14. 

1  Index  for  Current  Binder. 

1  Index  for  Transfer  Binder. 


Send  for  our  Catalogue  No.  5  showuig  a  complete  line  of  Loose  Leaf 

Devices  and  systems  for  all  purposes. 

BOSTON,  THE  TWINLOCK  CO. 

i  64  Devonshire  St.  Duane  Street 

CINCINNATI,  422  Main  St. 


London,  England 


PERCY  JONES  <S.  CO.  153  Cheapside.  E.  C. 


I  Send  You  This  Book— FREE? 


EVERY  BUSINESS 
MAN 


should  have  a  copy  of  this  exceedingly 
valuable  little  book  on  subjects  of  vital 
interest  and  permanent  utility. 


nM^MERCIAL 


THE  COLLTN-GARDNER  PAPER  CO. 
(Middleton.  O.), 

*•  Schwarz  adjusts  matters  quickly  and 
promptly.  We  are  simply  delighted.” 


remits 


CONDENSED  AND 
TABU KATE D  BY 

y^OLPH  ^Schwarz* 


THEO.  PRESSER  (Philadelphia.  Pa.)  : 

“Ability  in  collecting  and  promptness  in  remitting 
and  attention  to  business,  Schwarz  surpasses.” 

ARMOUR  &  COMPANY  (New  York  and  Chicago): 
“  Schwarz  is  the  best  collector  in  Chicago.  A  five 
'  years  experience  justifies  us  in  saying  that  if  anybody 
can  get  blood  out  of  a  turnip  he  can.” 


OTIS  ELEVATOR  CO.  (Chicago  and  New  York): 

“Schwarz  has  given  us  unusually  good  service. 
He  is  prompt.” 

UNION  TRUST  COMPANY: 

“Schwarz  has  been  banking  with  us  for  the  past 
five  years.  Is  an  untiring  worker;  prompt,  reliable, 
and  we  can  cheerfully  recommend  him.” 


A  HANDBOOK fOR 
THOSE  1NTERE5TE0 
IN  CREDITS  AND 
COLLECTIONS 


COMMERCIAL  COL¬ 
LECTIONS  EVERYWHERE 

The  World  Is  My  Territory 

THE  REASONS  for  MY  SUCCESS  and  CAUSES 
producing  RESULTS  are  : 

1.  PERSONAL  ATTENTION,  CLOSE  APPLICA¬ 
TION  AND  UNTIRING  ENERGY. 

2.  Quick  Action,  Accurate  Reporting  and  Prompt 
Remittance. 

SPECIALTY:  The  collection  of  Delinquent, 
Doubtful  and  Desperate  accounts,  both  City 
and  Country,  it  is  my  specialty— my  forte.  I 
bend  every  effort  to  get  the  money  without  suit. 
I  don’t  sue  or  ask  for  costs  unless  absolutely 
necessary  and  claim  can  be  made  by  execution. 

No  Collection— No  Charge 

My  method  is  short,  terse — I  get  the  money. 
Give  me  a  trial  and  watch  results.  No  initial 
fee.  No  expense  incurred,  no  action  taken, 
without  consent.  Ordinary  collections  10  fe; 
Minimum  fee  $3.00. 

Don’t  send  your  collections  to  anyone  but 


ADOLPH  M.  SCHWARZ 


ATTORNEY  AND  COUNSELOR-AT=LAW 


115  Dearborn  Street, 

CHICAGO,  ILL, 

Tel.  1201  Central. 


299  Broadway, 

NEW  YORK,  N.  Y. 

Tel.  6221  Franklin, 


1218  Chestnut  Street, 

PHILADELPHIA,  PA. 

Tel.  Walnut  486. 
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10%  Dividend  Guaranteed  on 

$10.p0  Shares 

OF  THE  MODEL  POULTRY  COMPANY 


CHAS«  A.  CYPHERS,  President 


There  now  exists,  and  probably  will  always 
exist  a  demand  for  really  fresh  eggs  and  prime 
roasting  and  broiling  chickens,  far  in  excess 
of  the  supply.  Of  the  five  hundred  millions  ot 
dollars  worth  of  poultry  and  eggs  annually  pro¬ 
duced  in  the  United  States,  one-fifth  of  this  great 
volume  is  produced  within  easy  shipping  distance 
of  our  large  Eastern  cities.  To  fill  the  gap  be¬ 
tween  the  volume  raised  and  the  volume  used 
large  quantities  are  shipped  in  from  distant 
states.  A  large  proportion  of  the  “near  by”  eggs 
do  not  reach  the  market  while  in  a  strictly  fresh 
condition,  and  none  of  those  from  a  distance  do 
so.  Much  of  the  poultry  sent  to  market  is 
raised  by  farmers  who  know  little  about  produc¬ 
ing  prime  poultry  meat.  For  these  reasons  the 
deliciously  fresh  egg,  the  juicy  broiler  and  the 
plump,  full-meated  and  tender  roasting  chicken 
command  a  premium  price. 

The  Model  Poultry  Company,  of  which  I  am 
president,  was  organized  to  raise  market  poultry 
and  eggs  of  the  premium  quality.  The  Model 
Farm  will  be  operated  as  a  business  proposi¬ 
tion  for  profit. 

To  make  money  invested  in  poultry  raising  pay 
from  10%  to  20%  is  simply  a  matter  of  getting 
a  poultry  farm  large  enough  to  secure  maximum 
economy  in  operation  and  of  having  its  manage¬ 
ment  in  competent  hands.  The  plan  of  the 
Model  Poultry  Company  enables  you  to  make 
the  poultry  business  pay  you  profits  without  your 
knowing  anything  about  the  business,  without 
your  devoting  any  of  your  time  to  it,  and  with  a 


capital  of  from  $10.00  up.  Our  plan  to  make 
poultry  pay  you  does  not  necessitate  your  coming 
individually  into  the  poultry  business ;  it  is  simply 
a  plan  for  investment  in  a  stock  company — The 
Model  Poultry  Company. 

If  at  all  informed  regarding  the  poultry  indus¬ 
try  you  are  familiar  with  my  name  and  work. 
As  a  designer  and  inventor  of  the  most  suc¬ 
cessful  incubating  and  brooding  apparatus  I  have 
necessarily  been  in  the  foremost  rank  of  investi¬ 
gators  in  artificial  poultry  rearing.  Thousands 
of  breeders  who  are  making  money  with  poultry 
owe  their  success  to  my  investigations  and 
teachings.  The  same  successful  business  meth¬ 
ods  and  that  knowledge  of  artificial  poultry 
raising  that  have  enabled  me  to  build  up  the 
largest  business  in  the  world  in  the  manufacture 
of  incubqting  and  brooding  apparatus  will  be  em¬ 
ployed  in  carrying  to  a  highly  profitable  and 
successful  issue  the  business  of  the  Model  Poul¬ 
try  Company. 

For  several  years  1  have  been  shaping  my 
other  business  affairs  so  that  I  could  give  a 
great  part  of  my  time  to  the  rearing  of  poultry 
on  a  large  scale,  to  the  building  up  of  a  large 
market  poultry  business.  With  this  end  in  view 
the  Model  Poultry  Company  was  organized  late 
this  spring,  and  a  farm  site  most  desirable  in 
every  particular  was  found  twelve  miles  from  the 
Buffalo  city  line,  in  which  latter  city  my  other 
business  interests  are  centered.  Here,  at  East 
Aurora,  N.  Y.,  the  home  of  the  Village  Farms 
of  the  late  C.  J.  Hamlin,  1  purchased  260  acres 


A  VIEW  OF  THE  MODERN  POULTRY  FARM. 
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and  the  Model  Farm  came  into  existence.  By 
buying  three  adjoining  farms  I  was  able  to  con¬ 
trol  the  water  supply  and  secure  just  the  lay  of 
land  I  wanted,  a  long  gentle  slope,  bisected  by 
slight  ravines  which  afford  perfect  natural  drain¬ 
age,  assuring  continued  sweet  dry  soil.  With 
the  added  advantage  of  a  good  growing  climate 
we  have  an  ideal  location  for  a  large  and  success¬ 
ful  poultry  farm. 

No  matter  how  promising  the  future  of  a  bus¬ 
iness  may  be,  the  first  year  or  two  are  generally 
looked  upon  as  a  constructive  rather  than  a 
profit-making  period.  In  the  case  of  the  Model 
Farm  I  have  the  business  so  well  in  hand  that'l 
will  personally  guarantee  an  annual  dividend  of 
10%  for  the  first  two  years.  I  confidently  ex¬ 
pect  the  business  to  earn  more  than  this  the  first 
year,  and  more  than  20%  the  second.  Look  at 
the  remarkable  progress  already  made.  Title  to 
the  first  farm  was  not  secured  until  the  middle 
of  April.  Local  carpenters  were  busy  on  con¬ 
tracts  so  that  the  only  building  we  could  get  up 
quickly  was  a  small  brooding  house  holding 
3,000  chicks.  By  operating  the  incubators  in  the 
house  cellar  and  supplementing  the  nursery 
brooder  with  portable  equipment  consisting  of 
65  colony  brooders  and  125  small  colony  houses, 
we  had  on  September  1st,  after  a  period  cover¬ 
ing  only  four  and  one-half  months,  over  fourteen 
thousand  growing  chicks  and  over  two  thousand 
ducklings,  and  had  already  marketed  fifteen  hun¬ 
dred  ducklings  and  twice  as  many  broilers.  From 
the  chicks  that  were  earliest  hatched  we  will 
select  some  six  thousand  pullets  for  next  season’s 
layers.  The  receipts  from  the  broilers  and  duck¬ 
lings  now  going  to  market  are  already  meeting 
the  expense  of  the  poultry  work,  and  as  we  shall 
soon  be  marketing  large  quantities  of  roasting 
chickens  and  a  considerable  quantity  of  eggs,  we 
shall  within  sixty  days  be  making  a  handsome 
profit.  We  have  now  increased  our  winter 
brooding  capacity  to  25,000  chicks  and  shall  erect 
growing  houses  of  equal  capacity.  Laying  houses 
for  2,000  head  are  now  completed,  the  founda¬ 
tions  for  the  remainder  are  already  in^  and  the 
frame  work  under  way.  . 

For  the  full  second  year  I  plan  to  raise  oyer 
one  hundred  thousand  broiling  and  roasting, 
chickens  and  to  carry  from  twenty  to  twenty-five 
thousand  layers  for  market  eggs.  For  the  first 
Lill  year’s  laying  period  of  a  hen’s  life  an  aver¬ 
age  profit  of  $1.25  per  head  can  be  made.  Twenty 
thousand  head  will  stand  to  net  a  profit  of 
$25,000.00.  A  hundred  thousand  broilers  and 
roasters  will  net  as  much  more. 

The  Model  Poultry  Company  is  incorporated 
under  the  laws  of  the  State  of  New  York,  is  cap¬ 
italized  at  $100,000.00 — 10,000  shares  of  a  par 
value  of  $10.00  each,  fully  paid  and  non-asses- 
sable.  I  personally  subscribed  and  paid  for 
$25,000.00  worth  of  stock.  A  portion  has  been 
set  aside  and  is  being  sold  in  small  subscriptions 
to  poultrymen  who  wish  to  ship  their  product  to 
our  selling  agencies,  and  to  profit  by  the  educa¬ 
tional  value  of  the  bulletins  which  will  be  issued 
for  the  benefit  of  all  stockholders  who  keep  or 
who  contemplate  keeping  poultry  for  pleasure  or 
profit.  We  shall  establish  our  otvn  selling  agen¬ 
cies,  eliminating  the  middle  man  and  securing  the 


top  price  for  the  company  and  for  the  sub¬ 
scribers.  , 

To  properly  finance  the  company  and  enable  it 
to  do  a  large  and  profitable  business,  a  portion 
of  its  capital  stock  is  offered  to  investors. 

Unlike  the  usual  stock  proposition  without  any 
groundwork  in  fact,  the  stock  in  the  Model  Poul¬ 
try  Company  is  being  sold  only  at  par,  because 
every  share  of  stock  issued  has  been  paid  for  and 
is  worth  one  hundred  cents  on  the  dollar. 

This  is  not  a  wild  cat  mining  proposition  with 
ninety-nine  chances  of  failure  to  one  of  success, 
not  a  “get-rich-quick”  scheme  inviting  you  to 
put  your  money  in  an  enterprise  which  exists 
only  on  paper  and  promising  imaginary  profits. 
The  Model  Poultry  Company  has  substance.  The 


Author  “Incubation  and  Its  Natural  Laws,” 
“Poultry  Feeding  for  Profit,” 
“Eggs,  Broilers  and  Roasters.” 


Model  Farm  is  a  real  farm,  already  in  success¬ 
ful  operation,  and  the  progress  made  in  less  than 
five  months  shows  that  the  company  will  make 
money  for  its  subscribers.  Here  is  an  oppor¬ 
tunity  to  secure  a  safe,  conservative  and  highly 
profitable  investment,  just  as  safe  as  the  usual 
bond  or  mortgage  that  pays  but  four  or  five  per 
cent.  I  will  personally  guarantee  a  10%  annual 
dividend  for  two  years  covering  what  is  usually 
the  constructive  period  of  a  new  business  when 
investors  do  not  expect  dividends  to  be  earned. 
I  will  do  this  because  I  know  the  business,  and 
the  profits  are  already  in  sight.  The  business 
interests  of  all  stockholders  and  the  business  in¬ 
terests  of  myself  must  be  identical. 

Write  for  an  illustrated  prospectus  showing 
views  of  the  farm,  poultry  buildings,  poultry, 
etc.  This  will  be  mailed  you  post  paid. 

Chas  a.  Cyphers.  President, 
MODEL  POULTRY  COMPANY,  Inc., 

31  Henry  St.,  Buffalo,  N.  Y. 
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The  Business  Man  and  His  Dress 


By  GEO.  L.  LOUIS 


OR  the  man  who  wants  to  be 
well  dressed,  the  burden  of 
responsibility  does  not  end 
with  the  buying  of  the  proper 
wearing  apparel.  There  are 
two  other  factors  and  very  vital  ones,  too, 
that  must  be  considered  and  acted 
upon  before  this  desired  end  can 
be  obtained. 

The  one  is  how  to  wear  the 
clothes  you  buy;  the  other  is  how 
to  take  care  of  them. 

In  a  way  these  two  require¬ 
ments  are  so  dependent  upon  each 
other  that  they  cannot  be  consid¬ 
ered  separately. 

Unless  one’s  hats,  cravats,  suit.s 
and  shoes  are  cared  for  properly, 
no  matter  how  they  are 
worn,  they  will  not  be 
effective. 

There  are  many  men 
who  have  the  unhappy 
knack  of  wearing  the 
right  thing  the  wrong 


wa>.  They  are  usually  extremists  who 
appear  either  too  primp  and  stiff  or  too 
slovenly. 

I  do  not  believe  that  the  most  men  ot 
these  two  extremes  dress  so  intentionally. 
They  are  usually  men  who  are  too  con¬ 
scious  about  their  attire  and  keep 
themselves  immaculate  to  a  fault  or 
men  who  are  so  engrossed  in  their 
commercial  undertaking  that  after 
the  apparel  is  bought,  place  it  on  in 
any  helter-skelter  way  without 
thought  of ^  how  they  look. 

The  manner  in  which  the  hat  is 
set  upon  the  head,  the  cravat  is 
tied,  the  handkerchief  is  posed  or 
the  way  the  coat  is  buttoned,  are 
some  of  the  features 
that  determine  to 
what  degree  one  will 
appear  well  dressed. 

If  you  study  the 
question  carefully, 
you  will  find  that  the 
well-dressed  man 
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“A  GOOD  COLLAR” 

Boon  and  a  Blessing.” 

from  letter  received  from  a  customer  of  London 
Town  Collars,  from  far  off  Australia. 

LONDON  TOWN 

BRAND 

LINEN  COLLARS 

In  a  test  of  years  they  have  proven 
their  superiority.  Made  of  Linen- 
four  ply — and  with  that  style  and  care 
which  is  put  into  the  highest  grade 
twenty-five  cents  linen  collars.  They 
are  actually  the  twenty-five  cents 
quality  in  style,  fit  and  wear,  at  2  for 
a  in  Quarter  sizes. 

LONDONTOWN  BRAND  LINEN 
COLLARS  launder  well  because  they 
are  collar-shrunk  (not  piece-shrunk) 
by  the  LONDON  TOWN  PROCESS. 

<1.  This  is  onr  famous 
Temple  Bar  Collar,  a 
collar  of  Excellence 
^  and  Style. 

If  your  dealer  cannot  supply  you, 
send  twenty-five  cents  for  two  London 
Town  Linen  Collars. 

Morrison  Shirt  and  Collar  Co. 

DEPT.  B,  GLENS  FALLS,  N.  Y. 

Send  for  book  “  How  We  Be-linen 
You.”  It’s  FREE. 


lITHOLlji 

The  Modern  Laundry 

Clean  water  and  a  dry  cloth,  and 
presto — the  collar’s  clean. 

LITHOLIN Waterproofed 
Linen  Collars  and  Cuffs  look  ex¬ 
actly  like  ordinary  linen  and  wear 
better. 

Wrinkles  and  frayed  edges  im¬ 
possible. 

In  all  the  up-to-date  styles. 

At  collar  shops  or  of  us. 

Collars  25c.  Cuffs  50c. 

THE  FIBERLOID  COMPANY. 

J4  Waverly  Place,  New  York. 


HICKEY  &  FREEMAN  CO. 

style  Book 

- FREE  TO  YOU - 

If  you  are  at  all  interested  in  CORRECT  DRESS 
FOR  MEN  you  should  have  this  STYLE  BOOK 
with  plates  showing  the  Fall  and  Winter  Styles 
in  SUITS,  OVERCOATS  and  EVENING  DRESS. 

Hickey  &  Freeman  Clothing  is 


The  Best  Worn— Worn  by  the  Best 

and  sold  everywhere  where  the  best  is  sold. 

In  Style,  Fit,  Quality  of  Material  and  in  Tailor¬ 
ing  it  is  THE  BEST. 

Be  sure  and  send  for  a  copy  of  our  Style  Book. 
Ask  your  dealer  for  Hickey  &  Freeman  Co.  Cloth¬ 
ing.  If  he  cannot  supply  you  we  will  give  you 
the  name  of  a  dealer  who  can. 

Hickey  &  Freeman  Co.,  Rochester,  N.Y. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


166 


THE  BUSINESS  MAN’S  MAGAZINE  AND  THE  BOOK-KEEPER 


wears  his  garments  and  accessories  in  an 
easy,  graceful,  rather  negligee  effect  that 
is  restful  and  pleasing  to  the  eye. 

His  hat,  you  will  note,  is  not  tipped  ovel 
one  ear  on  the  side  of  his  head,  nor  is  it  set 
squarely  on  top.  His  neckwear  does  not 
follow  precise,  rigid  lines  nor  is  it  tied  in 


an  awkward,  bungling  fashion.  His  hand¬ 
kerchief  is  not  so  placed  in  his  pocket  as  if 
it  were  painted  there  and  not  to  be  dis¬ 
turbed  nor  is  it  shoved  in  and  left  to  hang 
over  the  pocket  in  a  bulging,  careless  way. 
His  jacket  is  not  buttoned  to  the  top  nor 
is  it  left  entirely  open  to  sway  and  sag  at 
will. 

The  man  who  wears  his  clothes  properly, 
strikes  a  pleasing  medium  between  these 
extremes  that  gives  just  the  right  touch  to 
his  personality. 

I  cannot  give  a  tangible  description  of 
this  happy  medium  nor  can  I  suggest  any 
direct  method  by  which  it  can  be  accom¬ 
plished. 

It’s  more  a  matter  of  instinct  than  any¬ 
thing  else ;  yet  I  believe  it’s  an  instinct  that 
can  be  cultivated  by  a  little  close  study  of 
this  question  and  conscientious  practice. 

Probably  the  accompanying  illustrations 
will  show  more  clearly  by  what  appar¬ 
ently  trivial  means  one  may  appear  too 


formal  and  ceremonious,  too  careless  or  just 
right — in  other  words,  well  dressed. 

If  one’s  attire  is  too  precise  and  formal, 
it  gives  an  over-dressed  appearance;  there 
is  too  much  of  that  “on  parade”  atmosphere 
to  be  acceptable  and  pleasing  to  the  eye. 

Autumn  and  winter  attire  being  more 
subdued  in  its  coloring  and  somewhat 
modified  in  its  grace,  tends  to  make  one 
appear  more  unpliant  as  it  were,  at  its  best, 
and  if  added  to  this,  the  lines  described  by 
one’s  apparel  are  straight  and  lack  grace, 
the  result  is  anything  but  desirable. 

Of  course  there  are  men  whose  positions 
demand  a  certain  dignity  and  impressive¬ 
ness  such  as  ministers,  professional  men, 
etc.,  and  consequently  they  must  dress  in 
a  rather  formal,  stiff  style.  But  generally 
speaking,  the  effect  to  be  desired  is  that  of 
ease  and  grace;  and  to  get  this  effect,  the 
“happy  medium”  is  the  only  means. 

Like  everything  else,  the  life  and  appear¬ 
ance  of  the  different  articles  of  one’s  wear¬ 


ing  apparel  depends  upon  how  we  use  and 
care  for  them. 

The  man  who  heedlessly  jerks  his  clothes 
off  and  on,  throws  them  carelessly  over  a 
chair  and  does  not  brush  and  fold  them, 
need  not  expect  to  have  one-tenth  the  ser- 
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TROUSERS  HANGERS  GOODFORM 
FLEXIBLE  CLAMPS  FIT  THICK  ORTHIN. 


N0.32 


SAMPLES  PREPAID 
FOR  THE  PRICE 


4CL0TH  LINED 


COAT  HANGER 
NO.  2  I 

NICKEL  PLATED 


ICKEL 
PLATED  „ 

3  FOR  ^ 


FOLDED 


35+3F0R*l 


Use  this  Goodform  Closet  Set,  30  Days  FREE 


Then  return  it  if  you  want  to — that  s  all.  The  charge  will  be  canceled — 
or  if  you  have  paid  for  it,  money  will  be  promptly  refunded.  You  know 
the  Goodform  Set,  you’ve  seen  our  advertisements  for  years.  The  cost  of 
the  pressing  it  saves  will  pay  for  it,  and  your  clothes  don't  get  “shiny” 
from  the  iron.  You  can  get  twice  as  many  clothes  in  your  closet  and  every 
garment  is  instantly  get-at-able.  But  prove  all  this  at  our  risk.  Merchants 
everywhere  are  authorized  to  give  you  30  days  free  trial.  Write  for  names 
of  stores  or  if  you  order  from  us  direct  give  name  of  your  clothier  or  fur¬ 
nisher.  Write  for  booklet  on  care  of  clothes,  anyway. 

CHICAGO  FORM  COMPANY,  713  Carden  City 


Ladles'  Goodform  Set 

Coat  Hangers  No.  21  1  Door  Loop 

Skirt  Hangers  No.  20  1  Shoe  Kail 

Shelf  Bar  $S  Delivered 

Men's  Goodform  Set 

Coat  Hangers  No.  21  1  Door  Loop 

Trousers  Hangers  No.  41  1  Shoe  Rail 

Shelf  Bar  iji4.50  Delivered 

lock,  CHICAGO,  U,  S,  A. 


A  MAN 


WHO  KNOWS  ITS 
COMFORT  AND 
BENEFITS,  wears 
the  ADONIS  every 
day.  Not  a  “suspen¬ 
sory,”  does  not  sus¬ 


pend,  but  supplies  natural,  elastic  support,  relieves 
the  tension  on  Vital  nerve  center— saves  the  jar.  No 
opening  to  pinch  and  bind — fits  so  perfectly  you  do 
not  feel  it!  Send  for  one;  wear  it  and  if  it  improves 
your  mental,  physical  and  genital  vigor;  makes  you 
stronger — and  it  will — you  will  count  yourself  fortu¬ 
nate. 


r^A  D  O  N  I  S 

►  (Patd.  Feb.  and  Dec.,  1901) 

I  SUPPORTER 


A  product  of  science,  skill  and  art.  Worn  by  well 
men  for  comfort,  health  and  refined  appearance. 

Note — The  Adonis  with  simple  instructions  in¬ 
cluded,  is  all  that  any  man  needs  tor  Varicocele  and  a 
positive  preventive. 

Supports  of  Anticeptic  Absorbant  Linen 
or  Silk  (special  weave,  smooth  flexible  and 
gauzy)  silk  or  lisle  elastic  bands;  polished 
nickel  adjusting  clips  and  band-hook,  remove 
to  wash— no  buckles— weight  1  oz.  By  return 
mail  securely,  prices  $1.50  and  $1.00,  for  large, 
medium  or  small.  Give  waist  measure. 

Not  sold  in  stores,  nor  is  anything  else  even 
intended  for  purposes  the  Adonis  serves,  with  deli¬ 
cacy  and  precision.  16-page  illustrated  booklet  for 
stamp,  but  you  want  the  ADONIS,  .‘\ddress, 

LANTZ'ADONIS  CO.,  1933  Broadway,  NEW  YORK 


nc: 


“ FACTUM ” 

SANITARY  HALF-HOSE 

Good  for  bad  feet 
Not  bad  for  good  feet 

Look  just  the  same  as  any  other  finely 
finished  high  grade  hose,  but  are  im¬ 
mensely  superior  in  healthfulness  and 
comfort. 

CL.  “Factum”  Half-Hose  are  im¬ 
pregnated  with  an  antiseptic  prepa¬ 
ration  which  eradicates  bad  odors, 
absorbs  and  decomposes  perspiration, 
without  checking  it,  prevents  burning 
and  soreness,  and  keeps  the  feet 
always  healthily  warm.  No  ho¬ 
siery  is  handsomer  and 
stronger  than  “FACTUM.” 

Its  hygienic  properties  re¬ 
main  unimpaired  for  17 
washings. 

C,  In  two  colors  only — black  or  tan.  Price,  SOc. 
per  pair,  $2.75  per  box  of  six.  At  all  good  dealers, 
or  sent  on  receipt  of  price.  Express,  P.  O.  Money 
Order  or  Stamps  accepted. 

IMPORTED  BY  THE 

BARDENHEUER  HYGIENIC  UNDERWEAR  CO. 

878  Broadway.  New  York 


=DO 


BOUCHER  ADJUSTABLE 
SHAVING  GLASS 

Ever*y  iMan  Sfiouild  Have  One 

It  makes  shaving  safe  and  comfortable. 

It  may  be  applied  to  any  window  or  elsewhere  to  obtain  a  strong 
light,  and  instantly  adjusted  to  any  angle. 

It  may  be  carried  safely  in  a  satchel. 

FURNISHED  EXPRESS  PAID 

Chipped  Edge,  $2.00;  Beveled  Edge,  $2.00 

SEND  FOR  CIRCULAR 

CALDWELL  MANUFACTURING  CO.,  17  Jones  St.,  Rochester,  N.  Y. 

Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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vice  from  his  wardrobe  that  the  man  will 
get  who  gives  the  necessary  little  attentions 
that  are  required.  And  it  is  because  so 
little  time  and  attention  is  necessary  that  it 
is  the  more  inexcusable  when  a  man’s  dress 
is  thus  neglected  and  mis-used. 

I  give  here  a  few  simple  suggestions 
how  to  care  for  the  different  articles  of  a 
man’s  wardrobe,  the  observance  of  which 
will  prolong  their  life  materially. 

A  whisk  broom  or  brush  of  any  sort  with 
hard  bristles  should  not  be  used  to  brush  a 
Derby  hat,  as  the  bands  on  the  brim  and 
crown  of  the  hat  are  quickly  loosened  and 
torn  by  this  kind  of  a  brush;  a  soft  brush 


For  this  reason  the  coat  shirt  has  become 
popular  as  it  can  be  put  on  and  taken  off 
with  much  less  effort. 

Hard  tight  knots  should  be  avoided  m 
making  up  bow  and  four-in-hand  ties,  as 
they  are  wrinkled  and  lose  their  shape  when 
this  is  done.  One’s  ties' should  be  smoothed 
out  and  folded  after  being  worn. 

The  care  of  the  shoes  is  a  matter  that 
seems  to  be  generally  ignored  and  yet  a 
shoe  will  retain  its  shape  twice  as  long  and 
give  double  the  service  by  the  use  of  a 
very  simple  device,  the  shoe  tree.  The 
shoe  tree  prevents  the  shoe  from  losing  its 
shape  or  wrinkling  when  not  on  the  feet. 


should  be  used.  The  Derby  should  be 
brushed  with  the  grain.  For  the  Fedora 
and  all  soft  hats,  a  soft  pliant  brush  is  to 
be  used  also. 

The  first  essential  in  caring  for  one’s, 
collars  is  to  have  a  good  laundry  wash 
them.  Rough  treatment  of  a  collar  by  the 
laundry  will  give  it  ragged  edges  in  two  or 
three  washings.  Avoid  large  collar  but¬ 
tons;  small  ones  will  serve  the  same  pur¬ 
pose  and  will  not  tear  the  button  holes. 

Much  depends  upon  the  proper  laundei- 
ing  of  the  shirt  also.  A  shirt  when  taken 
off  should  be  folded.  The  putting  on  and 
taking  off  of  a  shirt  should  be  done  care¬ 
fully  because  the  seams  when  strained  are 
apt  to  be  quickly  torn  when  the  shirt  is 
laundered. 


It  is  indeed  worth  its  small  cost  when  it  is 
found  out  how  it  lengthens  the  usefulness 
and  life  of  the  shoe. 

Probably  no  other  part  of  a  man’s  dress 
shows  neglect  more  than  the  coat  and 
trousers  and  there  is  no  other  item  of 
men’s  attire  that  needs  more  attention. 

The  finest  work  of  the  tailor  is  quickly 
ruined  if  these  garments  are  not  cared  for 
properly. 

The  coat  should  not  be  hung  over  a  chair 
or  on  a  hook.  This  tends  to  make  it  lose 
its  form.  The  regulation  coat  hanger  with 
its  slanting  sides  is  the  only  thing  upon 
which  to  adjust  the  coat  when  not  worn. 
The  trouser^  should  also  be  carefully  fas¬ 
tened  on  a  hanger. 

A  very  decided  difference  in  the  life  and 
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MEN  OF JUDGEMENT 

WEAR 


Men  of  Judgment 


of  good  judgment — the  discrim¬ 
inating  man,  or,  to  be  more  ex¬ 
plicit,  the  average  man  —  the  _ 
man  you  touch  shoulders  with  every  day— he  is  the  man 
whose  judgment  has  made  possible  the  great  success  of 
these  simple,  sensible  and  serviceable  suspenders. 

For  every  reason  given  in  favor  of  other  make  suspend¬ 
ers  at  least  two  logical  arguments  can  be  advanced  why 
YOU  should  wear  BULL  DOG  SUSPENDERS,  and  the 

strongest  one  is 

They  Outwear  Three  Pairs  of  the  Other  Kinds 

They’re  sold  in  all  the  best  shops,  so  please  ask  yo^cr 
dealer,  but  if  necessary  we  will  mail  them  for  SOc.  the  pair 
postpaid.  In  regular  and  extra  lengths,  light  and  heavy 
weights,  and  youth’s  sizes. 

HEWES  &  POTTER 

Dept.  S  87  'Lincoln  Street,  BOSTON,  MASS. 

Send  for  FREE  Booklet,  "Correct  Dress  and  Suspender  Styles." 


THE 

iUN  NLVEI 
SETS  ON  THE 

dement: 

"COLLAR  BUTTONS' 

USED  THE  WORLD  OVER 

by  those  who  know  where  they 
get  the  most  for  their  money.  Made 
of  one  piece  of  metal.  Easy  to  button 
and  unbutton.  Stay  buttoned.  They 
outwear  any  other  button,  and  the  rolled 
plate  never  wears  off  like  other  plated 
buttons.  Also  made  in  gold  and  ster¬ 
ling.  If  damaged  in  any  way, 
change  it  for  new  one.  ^ 

At  all  jewelers  and  haberdashers. 

Send  for  story  of  Collar  Button, 

KREMENTZ  &  CO., 

65  Chestnut  Street, 

Newark,  N.  J  .  ^ 


THIS  ONE  Because  it  so  siiccess- 

DRAWING  TOOL  ’^'^sion 

PI  Af'c-C  A  ^rid  use  possible  to  be 
^  PI  I  p  performed  by  either  the 

I  ULL  tlALr  c o  m  p  as  s  ,  protractor 
DOZEN.  square,  triangle,  rule,  scale, 
etc.  Just  think,  for  but 

One  Dollar 

you  can  possess  this  finely 
finished  aluminum  pocket 
tool,  equal  in  accuracy  to  all 
the  drawing  instruments  nec¬ 
essary  to  lay  out  plans.  If 
you  figure  cost,  the 

READY 

DRAUGHTING  INSTRUMENT 

saves  many  dollars.  If  you  figure  time,  it  saves  many 
hours  by  enabling  you  to  layout  work  whenever  occasion 
requires,  without  having  to  go  back  where  instruments  too 
bulky  to  be  carried  around,  are  kept. 

We  will  send  you  the  Ready  Draughting 
Instrument  prepaid  on  receipt  of  the 
price,  which  is  One  Dollar.  The 
money  will  be  returned  if  you  do  not 
consider  it  worth  many  times  its  cost. 

Do  not  delay,  but  send  today. 

READY  MANUFACT’ING  CO. 

610  Livingston  Bldg. 

ROCHESTER,  NEW  YORK 


R 


Gigaremi  &  Uacaiion 

We  are  making  a  special  offer  of  200 
high  grade  Turkish  or  Egyptian  cigarettes 
marked  with  monogram,  crest,  initials, 
fac-simile  or  other  design  for  $4. 

We  pack  these  cigarettes  in  attractive 
boxes  and  guarantee  them  to  keep 
fresh  for  one  year. 

PINKUS  BROTHERS 
Dept.  C,  56  New  Street.  New  York  City 
Booklet  Free  Samples  on  receipt  of  25  cents. 
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lines  of  one’s  clothing  will  be  noticed  if 
these  few  simple  suggestions  are  observed. 

It  is  almost  needless  to  remark  that  the 
more  clothes  a  man  possesses  and  the  often- 
er  he  changes,  the  better  will  be  the  condi¬ 
tion  and  appearance  of  his  attire. 

As  the  season  progresses  and  the  various 
fashions  are  being  considered  and  taken  up 
by  the  dress  critics,  nothing  of  noticeable 
difference  is  noted. 

The  jacket,  trousers  and  waistcoat  as  de^ 
scribed  in  my  last  discussion  can  now  be 
given  out  as  reasonably  authentic.  The 
only  question  that  seems  to  be  at  all  un¬ 
settled  is  the  color.  Although  as  1  stated 
before,  grays  and  blues  will  be  worn  large¬ 
ly  as  they  seem  to  be  our  “bread  and  but¬ 
ter”  shades,  yet  greens  and  browns  in  vari¬ 
ous  shades,  patterns  and  mixtures  are  be¬ 
ing  featured  by  many  tailors  who  predict 
that  these  colors  will  dominate  for  the  fall 
and  winter  seasons. 

I  am  doubtful  if  their  predictions  will  be 
fulfilled  about  green  as  an  attempt  was 
made  to  bring  out  this  color  last  season  but 
the  public  did  not  seem  inclined  to  take  it 
up. 


The  fold  or  turn-over  collar  in  its  many 
styles,  still  continues  to  be  the  staple  of 
collardom.  The  wing  according  to  all  in¬ 
dications  will  again  resume  its  place  in  the 
good  dresser’s  attire ;  the  long  slanting  top 
and  wide  stitching  wing  collar  will  prob¬ 
ably  be  most  worn. 

Hosiery  displays  and  sales  thus  far  show 
quite  a  demand  for  tans,  olives,  browns, 
plaids  in  vertical  effects,  polka  dots,  em- 
clusively  than  they  jobbed  and  manufac- 
sive  patterns. 

If  greens  and  browns  become  prevalent  in 
clothing,  these  hues  will  effect  hosiery  col¬ 
ors  as  well  as  neckwear  and  we  may  ex¬ 
pect  various  tones  in  greens  and  browns  in 
hose  to  harmonize  the  effect. 

As  usual  a  varied  assortment  of  handker¬ 
chiefs  are  being  shown.  A  handkerchief 
posed  gracefully  in  the  breast  pocket  always 
adds  a  pretty  touch  to  one’s  appearance. 
It  is  a  pleasing  break  in  the  rather  monot¬ 
onous  line  between  .the  shoulder  and  the 
shoe. 

Some  very  pretty  handkerchief  fancies 
are  here  reproduced. 


Some  Commercial  Law  Pointers 


A  married  woman  who  indorsed,  in  a 
state  where  her  contract  was  of  no  effect,  a 
note  dated  and  payable  in  another  state, 
where  the  indorsement  would  be  valid,  and 
where  the  note  was  negotiated,  was  held,  in  ! 
Chemical  Nat.  Bank  vs.  Kellogg  (N.  Y.)/ 
2  L.  R.  A.  (N.  S.)  299,  to  be  estopped,  as' 
against  a  bona  fide  purchaser,  to  show  the 
true  facts. 

Abusing  and  assaulting  a  judge  after  he 
has  retired  from  the  court  room,  upon  ad¬ 
journment  subject  to  notice,  because  of  his 
disposition  of  a  case  immediately  prior 
thereto,  is  held,  in  Exparte  McCown  (N. 
C.)  2  L.  R.  A.  (N.  S.)  603,  to  constitute 
contempt  at  common  law. 

The  purchase,  by  a  corporation,  of  shares 
of  its  own  capital  stock  is  held,  in  Hall  vs. 
Alabama  Terminal  &  I.  Co.  (Ala.)  2  L. 
R.  A.  (N.  S.)  130,  to  be  a  fraud  upon  its 
creditors. 


The  right  of  majority  stockholders,  who 
iiave  voted  to  dissolve  the  corporation,  to 
proceed  for  a  judicial  declaration  of  for¬ 
feiture  of  charter,  is  upheld  in  Chilhowee 
Woolen  Mills  vs.  State  ex  rel.  Majority 
Stockholders  Chilhowee  Woolen  ^Mills  Co. 
(Term.)  2  L.  R.  A.  (N.  S.)  493,  under  a 
statute  providing  that  an  action  lies  for 

dissolution  of  a  corporation  if  it  does  acts 

* 

which  amount  to  a  forfeiture  of  its  rights. 

The  right  to  make  preferred  stock  non¬ 
voting  is  upheld,  under  the  Missouri  statute, 
in  State  ex  rel.  Frank  vs.  Swanger  (Mo.)  2 
L.  R.  A.  (N.  S.)  121. 

A  corporation  organized  under  a  private 
charter,  solely  for  educational  purposes,  is 
held,  in  Parks  vs.  Northwestern  University 
(Ill.)  2  L.  R.  A.  (N.  S.)  556,  to  be  a 
charitable  institution,  within  the  rule  ex¬ 
empting  sucji  institutions  from  liability  for 
negligence  of  servants,  notwithstanding 
that  tuition  fees  are  charged. 
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WITHOUT  STROPPIING 


SOLID  SATISFACTION  FOR  EVERY  ONE 


Any  man  can  shave  himself  smoothly  and  easily  with  the 
Gillette.  It  is  the  simplest  as  well  as  the  best  and  most  durable 
razor  made.  Every  double-edged  wafer  blade  is  as  perfect  as 
science  and  skill  can  make  it.  The  steel  used  in  the  manufac¬ 
ture  of  Gillette  Blades  is  made  specially  for  this  purpose.  By 
a  unique  process  which  required  years  to  perfect,  this  steel  is 
converted  into  Gillette  double-edged  wafer  blades,  uniform 
in  temper,  and  with  the  most  perfect  shaving  ed^e 
in  the  world. 

NO  STROPPING  NO  HONING  ALWAYS  SHARP 

50,000  douhle-ed^ed  blades  a  day 

are  turned  out  at  our  factory — 100,000  shaving 
edges — the  strongest  kind  of  evidence  that  Gil¬ 
lette  Razors  are  widely  used  and  appreciated. 

Every  man  should  secure  a  Gillette  Razor. 

Satisfaction  guaranteed  or  money  refunded  on  our 
30  Days*  Free  Trial  Offer.  Most  dealers  make  this 
offer;  if  yours  won*t,  we  will. 


Gillette 
Playing 
Cards 

For  25c.  Silver  or  Stamps 

and  the  name  of  a  friend 
who  does  not  use  the  Gil¬ 
lette  Razor,  we  send  post¬ 
paid,  to  every  address  a  full 
deck  of  playing  cards,  regular 
50c.  quality,  celluloid  finish,  with 
round  corners  and  gold  edges,  in 
handsome  heavy  gold-embossed 
leatherette  telescope  case. 


12  BLADES— 24  SHARP  EDGES 

The  Gillette  Razor  is  packed  in  a  handsome  leather  case  with  12  double-edged  blades  (24  perfect 
edges)  each  blade  good  for  an  average  of  more  than  20  smooth,  delightful  shaves  without  stropping. 
When  dulled  throw  away  as  you  do  a  used  pen.  A  new  blade  inserted  in  a  second. 

PRICES  :  Triple  Silver-plated  Set  with  12  Blades,  $5  ;  Standard  Combination  Set  with 
Shaving  Brush  and  Soap  in  Triple  Silver-plated  Holders,  $7.50  ;  Extra  Blades.  10  for  50c. 

Sold  by  all  Drug,  Cutlery  and  Hardware  dealers  everywhere.  Send  ‘o-day  for  our  handsome  illustrated  booklet. 

Gillette  Sales  Company,  216  Times  Building,  New  York 


Actual  Size 

Ready  for  Use 


A  shave  every  day  in  the  year  for  less  than 
two  cents  a  week,  with  the  wonderful  double- 
edged  wafer  blades  of  the  Gillette  Safety  Razor. 

One  million  satisfied  users  prove  the  supremacy  of  the  Gillette,  a  su 
premacy  due  to  the  double-edged  wafer  blades  which  require  No  Stropping  and 
are  Always  Sharp — facts,  true  only  of  the  Gillette  Blade.  If  there  is 
a  single  user  who  is  not  getting  the  utmost  satisfaction,  we  want 
to  know  it. 


OHIO  ST.  LOUIS 


GEM  CLIPPER 


Is  the 

ONLY  one.  You 

cannot  afford  to  be  without  it. 
Removes  hangnails.  Clips,  files,  cleans. 
By  mail,  25c.  Sterling  silver  handle,  ^1,00 
Stamps  —  ^001^  CO. 


takett 


^  18  Main  St.  Ansonia,  Cf. 


UCH  interest  has  been  aroused 
among  the  shorthand  writers 
of  the  city  of  Chicago  by  the 
coming  installation  of  28  new 
municipal  courts,  which  will 
practically  double  the  demand  for  expert 
shorthand  writers  in  that  cit>.  These  courts 
will  be  in  session  on  the  first  Monday  of 
December  and  the  law  which  created  these 
courts  provides  for  an  official  reporter  in 
each  of  them.  While  it  is  true  that  'the 
same  law  provides  for  the  compensation  of 
the  court  reporters,  it  is  also  true  that  that 
portion  of  the  law  will  be  a  nullity,  for 
the  compensation  is  not  remunerative 
enough  to  attract  shorthand  writers  who  arc 
capable  of  doing  the  work.  There  is  a  law 
now  in  the  state  of  Illinois  providing  for 
the  employment  of  official  reporters  at  $5  a 
day  and  giving  the  rate  of  cents  a 

folio  of  100  words  for  the  transcript.  This 
law  is  not  observed  in  Chicago,  inasmuch 
as  the  reporters  charge  $2  an  hour  mid  20 
cents  a  folio  or  50  cents  a  page  for  the 
transcript.  Consequently  the  new  rate  pro¬ 
viding  for  the  payment  of  court  reporters 
in  the  municipal  courts  is  not  an  obiect  of 
much  worry  to  the  shorthand  writers,  *  for 
they  know  that  the  same  rate  will  be 
charged  in  the  municipal  courts  as  in  the 
other  courts  at  the  present  time  and  that 
there  will  be  practically  no  officials. 

*  * 

There  are  now  about  30  courts  iri  the 
city  of  Chicago  and  these  manage  to  keep 
busy  about  80  court  reporters.  Even  with 
the  present  capacity,  the  demand  for  court 
reporters  is  greater  than  the  supply,  with 
the  result  that  those  who  are  now  in  this 
city,  are  kept  busy  during  every  working 
day  of  the  year.  It  will  be  seen  that  the 
new  courts  will  give  employment  to  about 


as  many  more  reporters  and  where  the  sup¬ 
ply  is  coming  from  is  something  of  a  seri¬ 
ous  conundrum  to  those  who  are  most  af¬ 
fected.  There  are  shorthand  reporters  in 
that  city  making  as  much  as  $10,000  a 
year  and  with  this  new  demand  there 
should  be  much  to  inspire  the  younger 
writers  to  perfect  themselves  in  expert 
shorthand  work. 

jK  *  * 

A  great  many  really  -  excellent  stenogra¬ 
phers  capable  of  doing  this  expert  work 
are  not  engaged  in  the  work  which  pays 
the  best  money,  for  the  reason  that  they 
do  not  understand  how  to  “break  in”  to 
the  court  reporting  field.  Nearly  any  court 
reporting  office  in  Chicago  would  employ  a 
good  man  on  a  salary,  but  very  few  com¬ 
petent  reporters  desire  to  allow  other  re¬ 
porters  to  make  the  profit  off  their  work— 
and  in  that  they  are  eminently  right.  At 
present  nearly  every  court  reporter  in  Chi- 
1400 — Book-Keeper 

cago  has  more  each  week  than  he  can  per¬ 
sonally  attend  to  and  the  overflow  is  let 
out  to  “exchange”  men  and  the  profits  are 
great.  A  good  “exchange”  man  is  the  re¬ 
cipient  of  a  good  income  and  this  is  the  best 
way  one  can  get  “original”  work  that 
work  which  comes  from  the  attorneys 
themselves — and  while  on  exchange  the  re¬ 
porter  is  laying  the  foundation  for  and 
building  up  his  own  in  that  position.  This 
is  the  best  way  for  a  stranger  who  desires 
to  establish  a  permanent  business  in  Chi¬ 
cago. 

*  * 

Then  comes  the  question  how  to  get  into 
the  court  reporter’s  office  on  the  exchange 
basis.  A'  great  many  of  the  reporters  of 
Chicago  were  typewriters  employed  in  the 
office  of  other  reporters  a  few  years  ago. 
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all  accounts  of  the  same  name  are  together  under 
one  printed  heading. 

O.  One  turn  at  the  tab  “F”  takes  you  to  all 
accounts  under  that  letter,  another  turn  at  the 
sub-head  “Fin”  takes  you  to  all  accounts  of  the 
name  Findley  as  shown  above. 

G.  There  is  no  “leafing  over”  accounts  you  do  not 
want,  no  writing  of  names  in  an  index  and  no 
looking  over  a  mass  of  written  names  when  find¬ 
ing  an  account. 

G,  The  Kirtley  saves  fully 

ONE  THIRD  OF  THE  BOOK-KEEPER’S  TIME 

when  posting  or  finding  accounts.  Kirtley  sheets 
can  be  furnished  for  any  make  of  loose-leaf  binder. 

W e  want  to  send  you  a  coPy  of  our  booklet 
'’'Savins  Labor,  Time  and  Money'"  also 
Portfolio  of  bound  or  loose-leaf  sheets,  state 
which,  A  ddress  Dept.  B. 


The  trouble  with  most  banking 
ihi  organizations  is  that  they  want 
to  tie  your  money  up  so  you 
mmi  set  it  when  you  want  it. 

And  then  only  pay  you  3  or  4 
^  per  cent,  for  the  use  of  it. 

This  Company  pays  5  per 
cent,  annual  interest  for  every 
day  your  money  is  on  deposit,  and  allows  you  to 
withdraw  at  any  time  without  notice. 

If  you  want  to  leave  your  money  on  deposit 
for  two  years  or  more,  we  will  pay  6  per  cent. 
And  back  of  it  all  Absolute  Security  is  Guaranteed. 
Write  for  the  Booklet. 

Calvert  Mortgage  &  Deposit  Co.,  1056  Calvert  Bldg.,  Baltimore,  Md. 


“A  Correct  Trial  Balance” 

IT  CANNOT  FAIL 

I  SELL  a  new  and  very  simple  system  for  ob¬ 
taining  a  correct  trial  balance  as  quick  as 
your  balance  can  be  set  down.  My  system 
will  do  that,  no  matter  what  method  you  use  or 
how  complicated  your  books.  Drop  me  a  postal 
and  let  me  tell  you  more  about  it.  You  don’t 
have  to  buy  it  if  I  can’t  convince  you. 

R.  DFRBFSy  Jvt 

Fxpert  Accountant  New  Orleans,  La. 


LEARN  TO  WRITE 
ADVERTISEMENTS 


Earn  frorn\ 
$25  to  $100 
a  Week 


The.  question  with  every  man 
whether  he  owns  a  business  or  is  em¬ 
ployed  at  a  salary  is  “HOW  CAN 
I  INCREASE  MY  INCOME.”  If  he 

possesses  common-sense  and  has  a  common- 
school  education,  the  question  can  quickly  be  solved, 
providing  he  will  look  into  the  matter  intelligently.  It 
doesn’t  cost  anything  for  you  to  find  out  THE  VALUE 
TO  YOU  OF  A  PAGE-DA  VIS  ADVERTIS¬ 
ING  COURSE;  to  find  out  why  hundreds  of  men 
and  women  who  were  working  for  as  small  an  amount 
as  $12.00  a  week  are  today,  after  COMPLETING  A 
CORRESPONDENCE  COURSE  WITH  THE 
“ORIGINAL  SCHOOL,”  MAKING  $2,000  AND 
$3,000  A  YEAR.  Send  in  your  name  and  we  shall 
be  glad  to  demonstrate  to  you  how  thousands  of  men 
and  women  have  increased  their  incomes  from  25  per 
cent,  to  100  per  cent.,  and  we  will  also  tell  you  what 
we  can  do  for  you. 

PAGE-DAVIS  COMPANY 

/Dept.  1024,  90  Wabash  Avenue,  CHICAGO 

:\r  --  ~ 


.Address 

Either  Office \ Dept.  1024,  ISO  Nassau  Street,  NEW  YORK 


THIS  BOOK 


Teaches  a  man  how  to  write  letters  that  bring  business. 
It  contains  the  identical  information  that  built  a  half- 
million-dollar  business  from  a  two-dollar  bill. 

O,  Clip  out  the  cut,  pin  a  dollar  to  it  and  send  it  tonight, 
with  your  name  and  address  plainly  written.  We  will 
send  the  book  by  return  mail,  prepaid.  If  you  don’t  find 
it  worth  its  weight  In  gold,  send  it  back. 

The  Publicity  Publishing  Co, 

88  Wabash  Avenue  V  Chicago,  Illinois 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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There  are  not  enough  typewriter  operators, 
capable  of  doing  the  fastest  work,  available 
for  the  court  reporters  today,  and  if  a 
stenographer  is  also  an  expert  on  the  ma¬ 
chine  there  is  no  trouble  in  gaining  a  foot¬ 
hold  in  such  an  office.  This  also  is  a  good 
paying  work  for  the  one  who  will  work  on 
every  occasion  regardless  ‘of  social  or  other 
engagements.  The  one  who  is  always  ready 
to  work  makes  the  hit  with  the  busy  short¬ 
hand  reporter  and  those  who  desire  to 
“qualify”  for  reporting  work  in  Chicago 
can  do  no  better  than  to  always  be  in  read¬ 
iness  for  work. 

*  *  4= 

One  of  the  busiest  typewriter  operator.^ 
in  Chicago  has  built  a  great  business  just 
on  these  principles.  She  is  an  excellent 
operator  and,  if  necessary,  will  work  24 
hours  at  a  stretch.  Some  years  ago  the 
writer  had  a  meeting  to  report  at  the  Audi¬ 
torium  in  Chicago  and  what  is  known  as 
“quick  copy”  was  called  for.  For  this  class 
of  work  the  very  best  reporters  and  oper¬ 
ators  were  required  and  the  woman  re¬ 
ferred  to  was  called  up  by  telephone  and 
asked  to  be  at  the  Auditorium  at  7 :30  to 
help  on  the  meeting.  Without  the  least 
bit  of  demurring  she  promised  to  be  there 
and  that  evening  worked  until  nearly  11 
o’clock.  Afterwards  it  was  discovered  that 
she  had  invited  friends  to  a  party  to  be  held 
at  her  home  during  the  evening,  but  she 
willingly  broke  that  engagement  in  order  to 
live  up  to  her  rule  to  be  always  ready  to 
work  and  accommodate  the  reporter.  Such 
sacrifices  are  appreciated,  and  the  one  who 
will  make  them  will  secure  the  bulk  of  the 
work  of  the  reporters. 

!)«  *  * 

Having  become  established  in  a  court  re¬ 
porter’s  office  the  forms  used  by  the  re¬ 
porters  are  soon  learned.  In  Chicago  the 
paper  used  by  all  reporters  is  of  the  same 
quality  and  a  universal  style  of  transcrip¬ 
tion  prevails.  The  court  phraseology  is 
soon  familiarized  and  after  demonstrating 
ability  to  report  in  court,  the  operator  soon 
becomes  recognized  as  an  efficient  reporter. 
The  acquaintance  formed  as  an  operator 
soon  becomes  a  valuable  asset  in  the  way 


of  getting  business  and  the  work  as  an  ex¬ 
change  reporter  gives  in  turn  an  acquaint¬ 
ance  with  attorneys  and  in  a  very  short  time 
a  good  business  results 

Then  too  there  is  a  great  amount  of 
work  which  the  court  reporters  do  not  get 
after  properly.  If  the  average  business 
house  was  conducted  in  the  same  manner 
as  the  average  court  reporting  office  little 
or  no  new  business  would  be  secured.  In  no 
other  line  of  business  is  there  so  much  lax¬ 
ity  in  this  regard  as  in  the  shorthand  re¬ 
porting  office.  In  Chicago  there  is  a  great 
amount  of  work  which  could  be  performed 
by  wide  awake  stenographers  and  which  no 
court  reporter  bothers  his  head  about.  Un¬ 
less  the  shorthand  work  emanates  from  the 
courts  or  from  the  newspapers,  the  cour* 
reporter  does  not  solicit  it.  He  is  too  bus) 
taking  care  of  this  branch  of  the  work  to 
attempt  to  enter  other  fields.  A  few  months 
ago  a  brother  and  sister  opened  an  office  in 
the.  Grand  Opera  House  Building  in  Chica¬ 
go.  They  had  absolutely  no  acquaintance 
with  the  reporters  and  did  not  attempt  to 
get  any  exchange  work.  They  solicited  some 
of  the  leading  ministers  of  the  Gospel  and 
secured  contracts  for  the  reporting  of  their 
sermons.  Each  Sunday  they  are  busy  on 
this  work.  They  wrote  to  several  of  the 
theatrical  agencies  and  secured  enough 
work,  copying  plays,  etc.,  to  keep  them  run¬ 
ning  during  the  dull  summer  months.  They 
applied  for  the  reporting  and  went  after 
the  work  which  had  been  overlooked  by  the 
other  firms.  They  are  kept  busy  each  day 
on  a  good  paying  class  of  shorthand  work. 
They  have  merely  scratched  the  surface  and 
there  is  a  great  mass  of  such  work  for  the 
ambitious  young  men  and  women  who  de¬ 
sire  to  start  in  this  business. 


•  Editor’s  Note. 

The  article  on  “Trust  Company  Forms,” 
which  was  printed  in  a  recent  issue  of  The 
Business  Man’s  Magazine  was  from  a 
series  of  copyrighted  articles  on  this  sub¬ 
ject  now  running  in  the  Bankers’  Magazine. 
The  series  will  be  published  in  book  form 
when  completed,  and  will  make  a  valuable 
contribution  to  Trust  Company  literature.' 
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ARE  YOU  INTERESTED  IN 


MODBRN  TREATMENT 

FOR. _  _ 

YOUR.  EYES 

7 


Send  me  your  name  and  address — a  postal  card  will  do — and  I  will  send 
you  my  80  page  book,  **Eye  Diseases— Their  Cure  Without  Surgery.’^  It  is 
illustrated  in  colors  and  tells  you  how  defects  of  the  eyes,  even  cross-eyes,  are 
America's  Master  Occuli^t  cuFcd  wilhout  tKo  knife.  It  IS  free  for  the  asking. 

P.  C.  MADISON, M.D.,  Suite  202, 80  Dearborn  St., CHICAGO 


BECOME  AN  EXPERT 


SEE  HERE  !-7627  X  4694 

Write  the  an&wer  at  once  in  one  line — NOT  by  the  old 
cross  system,  NO  1— but  by. an  easy,  simple  and 
accurate  one.  Remember,  experts  at  figures 
can  always  find  positions.  My  system,  used  ex¬ 
clusively  by  me  for  fourteen  years  with  the  wholesale 
department  of  Marshall  Field  &  Co.,  Chicago,  I  am  now 
selling  to  subscribers  for  the  first  time. 

No  other  investment  of  a  like  amount  will  pay  so  well. '  Applies  to 
every  combination.  You  will  be  surprised.  It  is  the  essence  of  sim¬ 
plicity — but  YOU  never  thought  of  it.  It  is  good  ;  it  is  accurate  ;  it  is 
mathematically  correct.  You  can  master  it  in  fifteen  minutes. 
Bookkeepers,  Extenders,  Entry  Clerks,  Bank  Clerks,  Business  Men, 
HERE  IS  A  GOOD  THING  FOR  YOU.  Sent  to  any  address, 
prepaid,  upon  receipt  of  Two  Dollars. 

$2,00— Send  Today — $2.00 

M'CARTHY’S  SYSTEM  OF  EASY  CALCULATION 

Thos.  A.  McCarthy,  B.  L.  Barrie,  Ontario 


SAVE  208  SHAVES 

$20.80  a  year.  Also  save  the  razor,  your  face, 
time  and  temper  by  using  “3  in  One”  on  the 

keeps  the  blade  keen  and  clean,  by  preventing 
surface  rusting  which  is  caused  by  moisture  from 
the  lather.  Write  for  free  sample  and 
special  “razor  saver”  circular.  Why 
not  know  the  truth? 

G.  W.  COLE  COMPANY 

133  Washington  Life  Buiiding,  New  York  City 


MY  GRADUATES  IN 

SHOW  CARD  LETTERING 

Are  Making  $20  to  $40  Per  Week 

Are  you?  If  not,  why  not?  Don’t  be  a 
book-keeping  or  clerking  drudge  all  y.our 
life.  Earn  more  money — be  independent 
and  satisfied.  I  will  guarantee  to  make 
you  a  successful  Show  Card  Letterer  if  you 
follow  my  instructions  carefully.  That  is 
fair — isn 't  it?  Don 't  delay — write  me  to-day. 

Easy  terms.  Interesting,  thorough,  per* 
sonal  instruction  by  mail.  Three  separate 
courses:  Show  Card  Lettering,  Sign  Paint¬ 
ing  and  Plain  Lettering.  Start  now  and 
be  ready  to  earn  820  to  |40  per  week  in  the 
spring.  Write  for  large  helpful  catalog 
Free. 

Chas.  J.  Strong,  Pres. 

DETROIT  SCHOOL  OF  LETTERING 

Dept.  H.  Detroit,  Mich. 

CHAS.  J.  STRONG,  Pres.  "Oldest  and  Largest  School  of  Its  Kind" 


Just  What  YOU 
Need  at  Home 


.115/1 


For  doing  the  necessary  repairing 
of  the  “every  day”  jobs  in  your 
home  and  doing  them  right— 
there  is  no  better  or  more  practi¬ 
cal  article  on  the  market  than  the 
No.  602 

••napanoch;’ 

Pocket  Knife  Tool  Kit 

It  embodies  all  the  Tools  required— a 
Pocket  Knife,  a  Saw,  a  Reamer,  a  File,  a 
Chisel,  and  a  Screw  Driver.  The  Bag 
(which  we  provide)  holds  all  the  Tools — 
it  can  be  carried  in  your  pocket.  No  “hunt¬ 
ing”  or  “fussing”  when  you  want  a  partic¬ 
ular  tool.  The  “NAPANOCH”  is  always 
“on  the  job.”  Sent  postpaid  on  receipt  oi 
price,  $2.25.  Guaranteed  unconditionally. 

U.J.  Ulery  Co.,  7>^  Warren  St.,^ewYork 


JOHN  T.  PALMER  COMPANY, 


That  is  what  the  users  of  Blotter 
advertising  say.  If  you  want  busi¬ 
ness  you  should  get  in  line  as  a 
user  of  our  ILLUSTRATED  BLOTTERS. 
There  is  nothing  equal  to  them  for 
keeping  your  name  before  the 
buyer  of  your  goods.  Send  50  cts. 
for  a  set  of  80  samples.  Will  give 
the  fifty  cents  back  if  you  order. 

PHILADELPHIA 


FIFTH  and 
LOCUST 
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BLOTTERS  BRING  BUSINESS 


The  Business  Man  in  Europe 

What  Business  Men  Across  the  Atlantic  are  Doing  and  Thinking— A  Big  London 
Advertising  Scheme— Paris  Buys  American  Securities— European  Savings  Banks 

By  ALBERT  EMIL  DAVIES 

(Author  of  "The  Foreign  Correspondent,”  etc.) 


N  advertising  scheme,  the  mag¬ 
nitude  of  which  is  almost  un¬ 
paralleled  in  England,  has  re¬ 
cently  been  carried  out  in 

London. 

Warings,  the  furniture  people,  have  been 
building  a  large  store  in  Oxford  street, 
close  to  the  very  center  of  fashion. 

It  is  a  big,  up-to-date,  handsome  build¬ 
ing,  although  by  no  means  the  largest  store 
in  London,  but  it  has  been  boomed  in  an 
altogether  unprecedented  manner.  For  a 

week  or  so  before  the  opening  of  the  new 
premises,  all  the  newspapers  contained  full- 
page  advertisements,  stating  that  the  estab¬ 
lishment  would  be  open  an  entire  week 
for  inspection,  during  which  time  no  .sales 
would  be  effected ;  further,  that  the  band 
of  the  Grenadier  Guards  would  perform 
daily,  and  that  application  for  tickets  to 

view  should  be  sent  to  the  president  of  the 
Reception  Committee  at  such-and-such  a 
number,  Oxford  street,  a  visiting  card  be¬ 
ing  inclosed  if  possible. 

As  the  store  takes  up  about  a  score  of 
street  numbers,  an  easy  system  of  keying 
the  advertisements  presented  itself ;  thus, 
readers  of  the  “Daily  Chronicle”  wrote  to 
176  Oxford  street,  whereas  “Star”  readers 
applied  to  number  170,  and  so  on.  In  addi¬ 
tion,  the  firm  issued  circular  invitation  let¬ 
ters  broadcast,  and  as  a  result,  all  London 
went  to  see  the  place. 

Plus  ca  change,  plus  e’est  la  meme  chose. 
In  our  childhood  days,  when  the  local 
butcher  opened  a  new  shop,  he  distributed 
handbills  and  hired  a  brass  band.  Here 
we  have  just  the  same  thing — but  circular 
letters,  and  the  band  of  the  Grenadier 
Guards ! 

American  readers  may  consider  such  an 
advertising  scheme  somewhat  crude  and 
lacking  in  originality;  but  one  thing  War¬ 
ings  achieved  which,  I  imagine,  some  of 
the  Chicago  stores  would  give  a  great  deal 


to  accomplish.  They  were  twice  visited  by 
royalty,  and  that  in  a  manner  that  piqued 
the  curiosity  of  the  public,  for  one  morn¬ 
ing  all  the  newspapers  stated  that  despite 
previous  announcements,  the  premises 
would  be  closed  to  visitors  during  certain 
hours  on  that  particular  day.  The  next  day 
all  the  country  read  that  Her  Majesty  the 
Queen  and  suite  had  visited  Warings’  new 
building.  When,  two  days  later,  a  similar 
notice  appeared  stating  that  permission  'for 
the  public  to  inspect  the  premises  would  be 
withdrawn  for  a  short  time,  everyone  knew 
what  it  implied,  and  no  one  was  surprised 
to  read  next  day  that  the  Princess  of  Wales 
had  spent  a  few  hours  inspecting  the  place. 
By  thus  suddenly  bringing  their  names  be¬ 
fore  the  public,  Warings  have  gained  this 
great  result :  henceforth,  when  engaged 
couples  commence  discussing  the  future 
home,  and  Angelina  thinks  of  the  furniture, 
she  will  say  “Where  shall  we  buy  our 
things,  darling?”  and  the  first  name  that 
will  flash  across  the  mind  of  Edwin,  eager 
to  show  his  beloved  that  he  wishes  her  to 
be  surrounded  only  by  the  best  (known), 
will  be  that  of  Warings.  Two  months  ago, 
and  this  name,  though  not  unknown,  would 
certainly  never  have  occurred  to  the  aver¬ 
age  individual. 

People  are  wondering  what  the  other  big 
furnishing  houses  are  going  to  do  in  the 
way  of  a  reply;  surely  they  will  not  take 
it  lying  down.  Thus  far,  however,  they 
have  made  no  sign. 

PARIS  AND  AMERICAN  SECURITIES. 

The  big  issue  of  Pennsylvania  bonds  in 
Paris  has  attracted  more  attention  than  any 
other  business  event  of  the  past  few  months. 
Not  on  account  of  the  amount  involved 
which,  large  as  it  is,  is  small  compared 
with  the  government  loans  to  which  the 
European  bourses  are  accustomed.  But,  for 
the  first  time  a  determined  attempt  is  being 
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FRANK  BROAKER.  C.  P.  A.  No.  1 

Has  been  retained  to  instruct  and  supervise  the 

Expert  Accountancy  Course 

Designed  to  qualify,  by  SPECIAL  TRAINING,  for  private  or  public  practice  and  to  pass 
the  C.  P.  A.  EXAMINATIONS  IN  ANY  STATE 

This  Course  is  available  to  ACCOUNTANT  STUDENTS  and  SKILLED  BOOK-KEEPERS  of  Practical  Experience 

PAYMENT  AFTER  RECEIPT  OF  EACH  COMPLETED  LESSON 

For  general  information,  terms,  etc.,  address 

^/>e  Technique  of  Accountics  (Inc.)  150  Nassau  Street.  New  York 

1^“THE  AMERICAN  ACCOUNTANT’S  MANUAL,  professionally  endorsed  as  an  American  Standard  throueh- 
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PATENTS 

VALUABLE  BOOK  ON  PATENTS  FREE 

Tells  how  to  secure  them  at  low  cost.  How  to  sell  a 
Patent,  and  what  to  Invent  for  profit.  Gives  Mechanical 
Movements  invaluable  to  inventors.  Full  of  Monev-^aking 
Patent  Information.  Inventors’  Guide  Book  mailed  FREE. 

O’MEARA  &  BROCK,  Patent  Attorneys 

18  F.  Street,  -  -  WASHINGTON,  D.  C. 


THE  DETROIT  COIN  WRAPPER 


Introductory 

Offer 


Send  me  the  name  of  the 
PURCHASING  AGENT 
of  your  Co.,  and  $1.00, 
and  you  will  receive, 
transportation  paid.  One  Quart  Blue  Black  Ink,  One 

8uart  Red  Ink,  One  Quart  Library  Paste,  and  One 
ouble,  All  Glass  Ink  Stand,  with  Pen  Tray,  etc. 

C.  A.  Black,  No.  I  Bratcnahl  Bid.,  Cleveland,  0. 


Millions  are  used  annually  by 
large  handlers  of  coin,  such 
as  Banks,  Trust  Companies, 
Railroads  and  Street  Railway 
Companies,  etc.  Made  to 
hold  all  silver  coins,  nickels, 
pennies,  etc..  In  amounts 
from  25  cents  up  to  $20.00. 
Samples,  price-list  and  des¬ 
criptive  circular  free.  Write 
the  Detroit  Coin  Wrapper  Co., 
18  John  K  St.,  Detroit,  nich. 


KEEP  TRACK  WITH  TACKS 


■"  I  ^HE  Map  and  Tack  System.  The 
only  system  whereby  you  can 
keep  in  close  touch  with  your 
out-of-town  business.  Endorsed 
by  up-to-date  business  men. 
Adaptable  to  all  lines. 

Send  for  price  list  and  our  FREE  box  out¬ 
fit  demonstrating  the  value  of  the  system. 

JOHN  W.  ILIFF  &  CO.,  350  Wabash  Ave.,  Chicago 


Speed  and  Certainty 

The  Cannon  Ball  is  Direct. 

It  works  quick  as  a  flash — writes  on  any¬ 
thing— never  catches  or  splutters— never 
gets  in  the  way — always  serves  your  thought 
instantly. 


A.L.SAL0MON‘S 
C-n  aluminoid. 


Your  time  and  temper  are  both  too  valu¬ 
able  to  waste  over  the  antics  of  a  balky  pen. 

Salomon’s  Cannon  Ball  is  a  valuable 
pen  to  know.  It  is  worth  taking  the  trouble 
to  ask  for.  You  will  be  glad  that  you 
tried  it. 

For  sale  by  good  stationers, 

Sample  of  this  and  other  pens  for  business 
men  sent  on  request. 

A.  L.  Salomon  &  Company 

339  Broadway,  =  New  York  City 
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made  to  interest  the  great  French  public  in 
American  securities. 

Industry  and  commerce  in  France  re¬ 
main  stationary;  but  as  a  financial  force 
the  role  of  France  cannot  be  overrated, 
Paris  in  many  respects  being  now  a  more 
important  financial  center  than  London, 
This  is  particularly  the  case  with  regard  to 
foreign  loans. 

The  present  would  appear  to  be  the  psy¬ 
chological  moment  for  interesting  Jacques 
Bonhomme  in  American  railway  bonds,  for 
he  is  getting  a  little  tired  of  putting  his 
money  in  Russian  stocks,  and  is  looking 
around  for  an  outlet  for  his  ever-increasing 
capital.  As  already  stated,  trade  and  busi¬ 
ness  enterprise  in  his  own  country  are  qui¬ 
escent,  so  that  openings  for  the  investment 
of  capital  at  home  are  few,  and  he  is  forced 
to  look  to  exotic  securities  to  get  any  ap¬ 
preciable  return  on  his  money. 

THE  SAVINGS  BANKS  OF  EUROPE. 

The  French  vie  with  the  Scandinavians 


in  being  the  most  thrifty  people  of  the 
world.  Le  Bulletin  de  statistique  et  legis¬ 
lation  comparee  has  just  published  figures 
showing  the  position  of  the  various  Euro¬ 
pean  national  savings  banks  at  the  end  of 
1902,  from  which  it  appears  that  France 
comes  first  as  regards  number  of  accounts, 
these  being  more  than  eleven  millions.  The 
United  Kingdom  had  about  ten  millions, 
Prussia  nine  and  Italy  five.  It  will  be  no¬ 
ticed  that  the  French  journal  regards  Prus-' 
sia  as  a  separate  country,  but  I  find,  on 
turning  up  the  official  Statistisches  Jahr- 
buch  of  the  German  Empire  that  the  total 
number  of  savings  bank  books  issued 
throughout  the  empire  at  the  end  of  1902 
exceeded  sixteen  millions. 

The  sums  deposited  in  the  savings  banks 
of  12  European  countries  reached  the  enor¬ 
mous  total  of  six  thousand  million  dollars, 
or  slightly  more  than  the  annual  income 
with  which  Mr,  Rockefeller  is  credited  in 
Europe  I 


Practical  Accounting — C.  P.  A.  Problems 

By  GUSTAVE  JACOBSSON,  B.  A. 

Member  of  the  Ameiican  Association  of  Public  Accountants 


QUESTION  1,  * 

University  of  the  State  of  New  York,  C.  P. 

A.  Examination,  June,  1900. 

1.  It  is  proposed  to  organize  for  con¬ 
ducting  a  manufacturing  business  a  small 
corporation  based  on  certain  rights  and 
franchises  owned  by  one  of  the  proposed 
stockholders  in  the  corporation.  The 
amount  of  capital  stock  is  to  be  $100,000. 
The  owner  of  the  rights  and  franchises 
agrees  to  transfer  them  to  the  corporation 
in  consideration  of  $50,000  of  the  capital 
stock,  though  he  believes  them  to  be  worth 
much  more  than  that  amount.  The  remain¬ 
der  of  the  stock  is  to  be  sold  to  produce 
working  capital.  Certain  capitalists  are  to 
be  approached  for  cash  subscriptions  to  the 
capital  stock,  but  it  is  uncertain  what  opin¬ 
ion  they  will  hold  concerning  the  enterprise, 
and  it  is  desired  to  have  the  stock  in  the 
treasury  in  such  form  that  it  can  be  sold  be¬ 
low  par  if  necessary.  What  method  would 


you  suggest' for  accomplishing  the  object  in 
view?  Formulate  the  journal  entries  for 
opening  the  corporation  books. 

SOLUTION. 

1. 

Rights  and  Franchises,  Dr., $100, 000 

To  Vendor . $50,000 

To  Reserve  Account..  50,000 

2. 

Vendor,  Dr . $50,000 

To  Capital  Stock . $50,000 

3. 

Treasury  Stock,  Dr.. .$50, 000 

To  Capital  Stock . $50,000 

Unsold  stock. 

BALANCE  SHEET. 

Rights  and  Franchises.  .$100,000 
Treasury  Stock  .  50,000 


$150,000 

Capital  Stock  . $100,000 

Reserve  Account .  50,000 


$160,000 

QUESTION  3. 

University  of  Illinois,  C.  P.  A.  Examination, 
May  1,  1904. 

3.  A  corporation  organizes  under  the 
laws  of  the  state  of  New  Jersey  to  conduct 
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ftniwyourOlassesaway 


All  Refractive  Errors,  Muscular  Trouble,  aod  Chronic 
Diseases  of  the  Eye  are  Successfully  Treated  by 
Scientific  Massage.  Two  minutes  night  and  morning. 


^  If  you  have  trouble  with  your  eyes  for  any  reason  whatsoever,  we 
want  you  to  write  us  to-day,  and  we  will  send  to  you  by  return  mail 
our  Illustrated  Treatise  on  the  Eyes.  This  work,  produced  at 
great  expense,  contains  a  wealth  of  valuable  and  novel  infor¬ 
mation,  and  is  fully  illustrated. 

^  The  Ideal  Sight  Restorer  treats  the  eye  In  Nature’s  own 
way,  with  simple  massage.  Hundreds  of  people  have  for¬ 
warded  unsolicited  testimonials  to  us,  and  no  doubt  among  them 
is  some  one  in  your  city  or  town  who  has  used  The  Ideal 
Sight  Restorer  with  gratifying  results.  Do  not  fail  to  write  us 
to-day  for  our  literature.  It  is  absolutely  free. 


THE  IDEAL  COMPANY,  239  W.  Broadway,  New  York 


The  Press 
Button 
Knife 

No  breaking  of  finger  nails. 

Can  be  opened  with  one  hand. 

Will  not  open  in  your  pocket. 

Blades  lock  when  full  open  or  shut. 
Open  the  knife  by  pressing  button. 
Beautiful  design — a  rare  gift. 

Choice  of  either  Sterling  silver  or 
pearl  handle. 

Order  one  now  and  your  friends 
will  all  want  one.  Great  novelty. 
Send  $1.25 — mail  order,  check  or 

C.  M.  HESS,  P.  0.  Box  43, 
Philadelphia,  Pa. 


L. 


100  Visiting  Cards  Kfd  50c 

Also  Business,  Mourning,  Birth,  Fraternal,  Professional 
and  Emblematic.  We  have  cuts  of  trade  marks  and  Em¬ 
blems  for  all  railroads,  lodges  and  fraternal  societies.  Mono¬ 
gram  Stationery.  Wedding  Invitations  and  Announce¬ 
ments.  Samples  Free.  Genuine  leather  card  and  pass  cases. 

E.  J.  Schuster  Ptg.  S  Eng.Co.,Dept.AK,St.  Louis, Mu 

Do  You  Get  the  Returns 

from  your  Business  Letters  you  look  for? 

If  you  do  not,  they  may  lack  something 
lo  make  t)iem  convincing . 

Sherwin  Cody's  New  Book 

SUCCESS 

IN  LETTER.  WRITING 

will  help  solve  the  problem. 

Of  All  Booksellers,  75  cents,  postpaid. 

A.  C.  McCIurg  (Sl  Co.,  Publishers.Chicago 
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first  Page 
Book 


C.  A  loose  leaf  leather 
bound  memo  book  that 
presents  a  fresh  writing  sur¬ 
face  or  today’s  notes  as  soon 
as  you  raise  the  cover— your 
filled  pages  are  turned 
to  the  back. 

C,  Leaves  can  be  insert¬ 
ed  or  removed.  Bound  in  finest  grade 
leather.  Superior  bond  paper.  Hand¬ 
some— compact— serviceable. 

CL  The  “First  Page’’  Book  is  just  Bread  and 
Butter  to  the  '’Note  Jotter,"  no  matter  what  his  vocation. 


Adaptable  for  Pocket  or  Desk. 


BINDER 

2j4  X  5  inch 

3  7-16  X  55^ 

4  7-16  X  6^ 


LEAF 

2K  X  M/2 

3  X  5 
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RULE 
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PRICE 

$  .75 
1.00 
1.50 


CL  At  your  stationers,  or  from  us  direct,  prepaid  on  re¬ 
ceipt  of  price.  Write  for  the  size  you  want,  today. 

"  IVe  will  send  Catalogue  of  our  N ew  Office 

Appliances,  for  the  asking. 

The  Goldsmith  Company,  »"•  ^SirADlLrau'TAf 


DEAFNESS 

“The  Morley  Phone” 

A  miniature  Talaphone  for 
the  Ear— invisible,  easily  ad¬ 
justed  and  entirely  comfort¬ 
able.  Makes  low  sounds  and 
•whispers  plainly  heard.  Over 
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a  manufacturing  business,  with  an  author¬ 
ized  capital  stock  of  $1,000,000  divided 
equally  between  preferred  and  common. 
Five  incorporators  each  subscribe  for  100 
shares  of  the  common  stock  of  a  face  value 
of  $100  per  share.  John  Jones  purchases 
from  three  manufacturers  their  fully 
equipped  plants  for  $950,000  in  cash,  and 
turns  over  the  said  three  plants  to  the  newly 
incorporated  company  for  the  $950,000  of 
preferred  and  common  stock  and  $400,000 
of  first  mortgage  five  per  cent  bonds,  out  of 
a  total  issue  of  said  bonds  in  the  sum  of 
$500,000,  leaving  $100,000  of  said  bonds  in 
the  company’s  treasury. 

Prepare  opening  journal- entries  with  nec¬ 
essary  explanations  of  the  transactions  and 
a  statement  of  the  company’s  condition  attei 
having  acquired  the  three  plants. 

1. 

Subscription  Account,  Dr.. $50, 000 

To  Common  Stock . $50,000 

A  100  shares  at  $100=$10,000 

B  100  shares  at  $100=  10,000 

C*  100  shares  at  $100=  10,000 

D  100  shares  at  $100=  10,000 

E  100  shares  at  $100=  10,000 

500  shares  $50,000 

2. 

Plants,  Dr . $1,350,000 

To  John  Jones . $1,350,000 

His  Cost  Price  =$950,000 

His  Gain  =  400,000 


$1,350,000 

Book  values  of  Plants,  $1,350,000 
Plants  may  also  be  booked  at — 
Cost  Price  =$950,000 

and  Good  Will  Acct.  opened  =  400,000 


$1,350,000 

3. 


John  Jones,  Dr .  .$1,350,000 

To  Preferred  Stock . $500,000 

(5,000  shares  @  $100) 

To  Common  Stock .  450,000 

(4,500  shares  @  $100) 

To  Bonds  .  400,000 


(First  Mortgage  5  per 
cent  Bonds  in  payment 
of  the  three  plants  ac¬ 
quired.) 


4. 


$1,350,000 


Treasury  Bonds,  Dr ..  .$100,000 

To  Reserve  Account. .  .$100,000 
Unsold  bonds  of  the  $500,000  issue. 


BALANCE  SHEET. 


Plants  . $1,350,000 

Subscriptions  .  50,000 

Treasury  Bonds  .  . .  100,000 


Capital 

Capital 

Bonds 

Reserve 


Stock,  preferred.  .$500,000 
Stock,  common...  500,000 

.  400,000 

account  .  100,000 


QUESTION  4. 


$1,500,000 


University  of  Illinois,  C.  P.  A.  Examination, 
May,  1904. 


,  4.  The  co-partnership  of  Kimball,  Bag- 
ley  and  Pettey  find  they  have  merchandise 
on  hand  December  31st,  1903,  that  cost 
$8,724  and  is  inventoried  by  them  at  10  per 
cent  advance ;  they  also  have  unexpired  pre¬ 
miums  on  insurance  amounting  to  $46.75, 
and  accrued  interest  on  notes  receivable 
amounting  to  $232.40  not  entered  on  the 
books ;  and  owe  interest  on  note  for  $4,000 
for  nine  months  at  five  per  cent,  payable  to 
Wm.  C.  Bagley.  The  articles  of  co-pariner- 
ship  agreement  provide  that  four'  per  cent 
shall  be  paid  each  partner  on  his  investment, 
and  in  event  of  partners  drawing  for  per¬ 
sonal  use  they  are  to  pay  six  per  cent  for 
such  money  so  drawn,  using  average  date. 
Profits  are  to  be  divided  in  the  following 
proportion:  Jas.  H.  Kimball  45  per  cent, 
Wm.  C.  Bagley  32  per  cent.  Geo.  R.  Pettey 


23  per  cent. 

The  trial  balance  of  the  firm  and  its  part¬ 
ners’  accounts  on  the  books  are  as  follows: 

Dr.  Cr. 


Jas.  H.  Kimball  Invest- 


ment  Acct . 

$  12,675.00 

Wm.  C.  Bagley  Invest- 
ment  Acct . 

9,410.15 

Geo.  R.  Pettey  Invest- 

V 

8,011.05 

ment  Acct . 

Merchandise  . $ 

40,425.00 

Expense  . 

1,147.26- 

Insurance  . 

162.50 

Freight,  Cartage  and  Ex- 
press  . 

7,458.98 

Salaries  . 

4,000.00 

Clerk  Hire  . 

2,250.00 

Telegraph  and  Telephone. 

311.44 

Accounts  Receivable  . 

27,816.42 

Notes  Receivable  . 

8,640.00 

Notes  Payable  . 

10,000.00 

Accounts  Payable  . 

2,692.65 

Interest  and  Discount.... 

1,118.36 

Jas.  H.  Kimball  Drawing 
Account  . 

3,750.00 

Wm.  C.  Bagley,  Drawing 
Account  . 

1,000.00 

Geo.  R.  Pettey,  Drawing 
Account  . 

1,425.00 

Returns  and  Allowances. 

1,186.79 

Sales  . 

57,551.00 

Cash  . 

1,648.10 

$1,500,000 


$101,339.85  $101,339.85 
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HOW  TO  ACCUMULATE  A  FORTUNE 

A  sane  common-sense  talk  on  the  problem  of  accumulating 
wealth  and  a  definite,  certain  money-making  opportunity 
that  ought  to  appeal  to  all  hard-headed  business  men 


It  is  a  most  serious  problem — this  of**  saving  for  the  rainy 
day”— insuring  comfort  and  prosperity  in  old  age.  But  in 
addition  to  providing  against  old  age,  we  would  like  to  en¬ 
joy,  while  we  have  health  and  ability  to  appreciate  same, 
a  fair  amount  of  the  pleasure. 

The  world  is  full  of  people  who  are  anxious  and  will¬ 
ing  to  lay  down  rules  at  your  expense  as  to  how  ease 
and  luxury  and  perpetual  wealth  can  be  obtained  with 
little  effort  or  self-sacrifice,  but  neither  you  nor  the  writ¬ 
er  have  ever  found  that  these  rules  resulted  in  much 
other  than  a  sacrifice  of  dollars  on  the  part  of  the  credu¬ 
lous.  There  is  no  easy  road  to  wealth;  if  there  was 
we  would  all  travel  it ;  but  there  are  some  opportunities 
superior  to  others,  and  in  this  ar¬ 
ticle  I  will  describe  one  method 
by  which  provision  against  adver¬ 
sity  and  poverty  can  be  more  or 
less  assured,  together  with  a  rea¬ 
sonable  certainty  of  almost  im¬ 
mediate  participation  in  an  in¬ 
come  sufficient  to  provide  not  only 
the  necessities,  but  the  pleasures 
and  luxuries  that  we  all  aspire 
to.  In  other  words  it  is  not 
necessary  to  wait  until  one’s  life 
is  run  before  beginning  to  enjoy  the 
fruits  of  wisdom  and  self-denial. 

It  is  hard  to  save  enough  money 
out  of  your  wages  to  retire  on. 

The  great  hardship  is  that  we 
must  each  have  $50,000  or  $100,- 
000  to  loan  out  at  the  ordinary 
rates  of  interest  before  our  income 
from  investments  is  big  enough 
to  be  of  consequence,  and,  as  the 
majority  of  us  are  unable  to  pos¬ 
sess  such  sums  of  money  for  loan¬ 
ing  purposes,  we  are  forced  to 
use  our  savings  of  a  few  dollars 
per  month  in  such  ways  as  we  be¬ 
lieve  to  be  not  only  safe,  but  cal¬ 
culated  to  return  to  us  a  rate  of 
interest  immeasurably  larger  than  is  customary  through 
the  usual  channels. 

Banks  and  other  financial  interests  tell  us  that  a 
profit  on  our  money  of  more  than  3  per  cent  or  4 


per  cent  cannot  be  earned  and  still  insure  safety  for 
the  principal  invested,  and  yet  the  bank  that  makes 
this  assertion  usually  pays  from  15  per  cent  to  40  per 
cent  annually  in  dividends  to  its  own  stockholders. 
There  is  hardly  a  bank  or  trust  company  that  is  success¬ 
ful  in  the  United  States  but  what  earns  annual  dividends 
on  its  capital  stock  representing  these  figures.  “What 
is  sauce  for  the  goose  is  sauce  for  the  gander” — what  is 
safe  for  the  bank  is  safe  for  the  individual.  Bankers, 
capitalists  and  others  naturally  want  control  of  your 
savings  and  give  you  3  per  cent  or  4  per  cent  so  that  they 
can  use  the  money  in  other  approved  ways  and  secure 
for  themselves  the  lion’s  share  of  its  earning  capacity. 

I  make  a  business  of  find¬ 
ing  profitable  investments  for 
money-savers  where  the  money- 
saver  may  receive  the  full  earning 
power  of  his  money,  and  not  a 
fraction  of  it.  I  employ  the  best 
experts  to  assist  me  in  determin¬ 
ing  the  safety  and  profit  values  of 
investments  before  I  recommend 
them,  and  when  I  am  ready  to 
recommend  an  enterprise,  it  is  be¬ 
cause  I  have  first  spent  a  large 
sum  of  money  and  a  great  deal  of 
time  investigating  its  value  as  an 
investment  and  investigating  each 
individual  officer  or  other  men 
upon  whose  integrity,  judgment 
and  ability  depends  to  a  greater 
or  less  degree  how  much  profit 
my  customers  are  to  receive,  The 
average  small  investor  has  neither 
the  time  nor  the  ability,  to  say 
nothing  of  the  money,  to  make 
these  investigations ;  but  in  my 
position,  dealing  with  thousands 
of  investors,  I  can  afford  the  time 
and  expense  to  do  this  for  them. 

The  small  investors  of  this  and 
every  other  country  are  naturally 
schemers  whose  sole  aim  is 
from  their  hard  earned  sav¬ 
ings,  taking  advantage  of  the  fact  that  the  average  in¬ 
vestor  cannot  afford  the  time  or  money  to  make 
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these  original  investigations  and  determine'  whether  he 
is  dealing  with  honest  men,  with  honest  motives,  or  a 
bunch  of  rascals  whose  sole  purpose  is  to  fleece  him, 
so  he  trusts  to  luck  the  same  as  a  gambler  would,  and 
takes  the  gambler’s  chance,  which  is  about  one  in  a 
hundred,  with  the  usual  result. 

The  representative  of  this  magazine  has  spent  several 
hours  with  me  recently  in  going  over  the  needs  of  the 
readers  of  this  publication,  and  in  what  way  I  can  be 
of  service  to  them  in  placing  their  savings  where  the 
chief  earning  power  of  their  money  will  be  theirs,  and 
not  a  small  fraction. 

I  have  been  asked  by  the  representative  to  give  you 
the  facts,  and  he  assures  me  that  you  are  sincere  and 
that  you  will  be  careful  in  considering  every  word  that 
I  state  in  this  article,  and  that,  if  I  can  satisfy  you  that 
I  can  offer  you  the  safest  and  most  profitable  invest¬ 
ment  and  can  prove  that  such  is  the  case,  you  will  be 
willing  and  anxious  to  reap  the  benefits  to  be  derived 
from  same. 

ALL  GREAT  FORTUNES  ARE  MADE  IN  MO¬ 
NOPOLIES. 

I  mean  by  this  all  really  great  fortunes,  because  a 
monopoly  has  the  advantage  of  being  free  from  the 
dangers  incident  to  competition.  Competition  usually 
reduces  profits  to  a  point  where  failure  and  bankruptcy 
are  sure  to  overtake  some,  but  in  a  monopoly  this  dan¬ 
ger  is  totally  avoided. 

I  do  not  approve  of  the  monopoly  that  means  a  corner 
on  wheat  that  requires  you  and  me  to  pay  twice  its  value 
in  order  to  have  bread  to  eat,  or  the  monopoly  that 
does  not  permit  us  to  decently  clothe  our  families,  but 
the  monopoly  that  provides  a  reduction  of  expenses  to 
all  concerned  and  also  provides  a  successful  industry 
that  is  permanent  and  which  adds  to  the  visible  supply 
of  the  world’s  wealth,  without  injury  to  any  individual 
or  concern,  and  which  returns  to  those  who  are  respon¬ 
sible  for  its  creation  a  handsome  financial  reward  and 
ample  security  for  the  amount  invested.  Such  a  mo¬ 
nopoly  has  my  approval  and  the  approval  of  every  other 
right-thinking  man.  Such  a  monopoly  is  enjoyed  in  the 
great  transportation  and  mining  enterprise  of  the 
Hoosac  Tunnel  &  Mining  Co.,  at  Idaho  Springs,  Col¬ 
orado. 

ONE  HUNDRED  MILLION  DOLLARS  PRODUCED 

TO  DATE. 

Eighty  or  more  great  gold  mines  that  have  pro¬ 
duced  to  date  about  $100,000,000,  and  are  still  pro¬ 
ducing,  have  worked  down  to  a  depth  where  the  cost 
of  hoisting  ore  and  pumping  water  out  of  the  shafts 
is  so  great  that  the  profits  in  each  enterprise  are  grad¬ 
ually  diminishing.  In  some  cases  the  properties  have 
had  to  be  shut  down.  It  is  to  relieve  these  mines  of 
the  water  and  of  a  large  percentage  of  the  excessive 
cost  of  hoisting  ore,  burning  coal  and  transporting  the 
ore  after  bringing  it  to  the  surface,  that  a  tunnel  is 
being  driven  through  them.  These  mine  owners  will 
agree  to  pay  for  years  to  come,  perpetual  in  some  in¬ 
stances,  so  much  per  ton  for  taking  the  ore  out  through 
the  tunnel  to  the  railroad,  and  so  much  per  month  for 
drainage.  The  annual  profits  from  the  enterprise  on 
transportation  and  drainage  alone  should  aggregate  from 
$1,000,000  to  $2,000,000  on  a  capital  stock  of  $1,500,000. 

In  addition  to  this  the  Hoosac  Tunnel  &  Mining  Co. 
controls  one  of  the  largest  ore  bodies  in  the  entire  dis¬ 
trict,  estimated  to  contain  about  $14,000,000  of  gold  ore. 
It  is  to  derive  these  profits  from  its  own  mines  and  the 


profits  for  transportation  of  ore  and  drainage  of  water 
that  the  company  has  been  organized  and  is  now  in  active 
operation. 

WHAT  YOU  KNOW 

You  know  that  all  the  money  wealth  of  the  world  is 
produced  from  the  mines;  all  the  gold  and  silver  used  in 
arts  and  jewelry  comes  out  of  the  mines;  the  great  rail¬ 
roads  of  the  West,  its  great  cities,  its  magnificent  schools, 
libraries,  churches,  homes,  and  almost  all  of  the  vast 
wealth  of  the  western  states  represented  in  improve¬ 
ments,  and  in  a  very  high  social  and  educational  plane, 
and  as  high  a  degree  of  civilization  as  found  anywhere  in 
the  world  is  a  direct  consequence  of  the  products  of  the 
mines. 

Many  of  the  people  in  the  East  who  know  nothing 
but  commerce  or  agriculture  or  the  buying  and  selling 
of  city  real  estate,  do  not  always  comprehend  this,  but 
you  who  travel  more  or  less  have  certainly  at  some 
time  had  occasion  to  observe  the  vast  importance  of 
the  mining  industry,  and  consequently  your  judgment  is 
not  warped  and  narrowed  and  you  are  in  a  better  posi¬ 
tion  to  understand  the  importance  of  the  monopoly 
enjoyed  by  the  Hoosac  Tunnel  &  Mining  Co.,  when  it 
is  more  fully  explained. 

PROPERTIES  AND  PROJECTS  OF  THE  HOOSAC 
TUNNEL  &  MINING  CO. 

Thirty-eight  miles  west  of  Denver  on  the  Colorado 
Southern  Railroad  is  located  Idaho  Springs,  the  place 
where  gold  was  first  discovered  in  the  state  (then  a 
territory).  The  Idaho  Springs  district,  in  Clear  Creek 
County  and  the  adjacent  County  of  Gilpin,  is  regarded 
as  the  richest  mineral  district  in  all  the  world.  You 
cannot  draw  a  line  in  any  direction  for  more  than  a  few 
rods,  or  a  half  mile  at  the  most,  without  crossing  nu¬ 
merous  ore  bodies,  and  so  thickly  distributed  are  they 
that  in  the  districts  of  Gilpin  and  Clear  Creek  Counties, 
the  two  smallest  counties  in  the  entire  state,  there  are 
.  said  to  be  over  20,000  patented  claims.  A  patented 
claim  is  one  on  which  all  assessment  work  has  been  done 
and  the  title  is  received  from  the  United  States  Gov¬ 
ernment.  A  claim  in  Colorado  measures  1,500  feet  long 
by  150  feet  wide. 

In  addition  to  this  enormous  number  of  patented 
claims,  there  are  probably  twice  as  many  claims  that 
are  not  patented,  and  there  are  in  operation  several 
hundred  producing  mines,  some  of  which  have  records 
running  into  many  millions.  These  mines  lay  so  close 
to  one  another  that  you  draw  a  straight  line  in  almost 
any  direction  for  one  or  two  miles  and  you  will  cross 
from  25  to  200. 

THE  PROPERTY. 

Right  in  the  heart  of  this  district  the  Hoosac  Tunnel 
&  Mining  Co.,  controls  three  patented  mining  claims  on  the 
great  Hoosac  vein,  and  two  adjacent,  a  magnificent  tunnel 
site,  and  right  to  run  a  transportation  tunnel  granted  by 
the  State  of  Colorado,  22  acres  of  placer  ground,  across 
which  the  waters  of  Clear  Creek  run  and  the  Colorado 
Southern  Railroad.  The  ground  referred  to  is  level  and  lies 
at  the  foot  of  Bellevue  Mountain,  about  100  feet  above  the 
placer  land  on  Bellevue  Mountain  is  the  portal  of  the 
Hoosac  Tunnel.  The  illustrations  following  afford  a  fair 
idea  of  the  tunnel  site  and  improvments. 

ORGANIZATION. 

The  Hoosac  Tunnel  &  Mining  Co.  was  organized  in 
November,  1004,  under  the  laws  of  Colorado — the  best 
state  in  the  Uivion  for  mining  companies — which  laws 
afford  the  greatest  protection  for  both  the  Company  and 
its  stockholders. 
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The  Company  was  organized  to  run  a  transportation 
tunnel  through  Bellevue,  Pewabic  and  other  mountains 
for  the  purpose  of  draining  the  great  mines  located  there 
and  affording  an  economical  outlet  for  their  enormous  ore 
bodies. 

The  Company’s  other  purpose  was  to  purchase  (which 
has  been  done)  the  great  ore  bodies  in  the  five  patented 
claims  on  the  Hoosac  and  other  veins  on  the  near  side  of 
Bellevue  Mountain,  and  which  ore  bodies  are  the  first  to 
be  reached  by  the  tunnel. 

INDORSED  BY  BANKERS,  ENGINEERS,  NEWS¬ 
PAPERS  AND  MAGAZINES. 

The  following  expressions  speak  for  themselves : 

From  January  11,  1006,  issue  of  the  Idaho  Springs 
Mining  Gazette: — Mr.  Underwood  is  the  financial  agent 
for  the  Hoosac  Tunnel  &  Mining  Company,  which 
speaks  well  for  the  company,  as  Mr.  Underwood  has  for 
years  refused  to  handle  any  mining  securities  without 
absolute  knowledge  as  to  their  values. 

The  fact  that  the  Hoosac  Tunnel  will  now  be  pushed 
with  great  vigor  has  greatly  increased  the  value  of 


every  property  through  which  it  will  pass,  and  the  way 
stocks  are  going  up  argues  well  for  the  future  of  both 
the  Hoosac  Company  and  properties  upon  the  line  of  its 
tunnel. 

From  January  13,  1906,  issue  of  the  Idaho  Springs 
Siftings-News : — The  tunnel  is  already  equipped  with  a 
splendid  plant  of  machinery,  including  a  100-horse  power 
boiler  and  a  ten-drill  Leyner  air  compressor,  and  the 
mouth  of  the  tunnel  is  located  at  a  most  advantageous 
point,  being  within  a  stone’s  throw  of  the  Colorado  & 
Southern  Railway  and  side  tracks  at  the  mouth  of  Trail 
Creek,  where  coal  and  supplies  may  be  delivered  at  a 
small  cost.  This  will  permit  of  shipping  the  lotvest 
grades  of  ore  that  may  be  encountered,  and  it  need  never 
be  touched  with  a  shovel,  and  when  broken  down  in  the 
stopes  can  be  loaded  into  the  tram  cars  from  the  chutes, 
after  which  it  may  be  dumped  directly  into  the  railway 
cars  for  shipment  to  the  smelters,  or  thrown  into  the 
crushing  machinery  of  the  concentrating  mill. 

Mining  men  familiar  with  the  Hoosac  unhesitatingly 
say  that  it  is  one  of  the  most  attractive  mining  tunnels 


MINER  WORKING  WITH  MACHINE' DRILL  IN  VEIN  OF  ORE  IN  RISING  SUN  VEIN  OF  THE  HOOSAC 

TUNNEL  AND  MINING  CO.  PROPERTY. 
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in  the  district,  and  they  predict  that  it  will  become  an 
extremely  profitable  proposition, 

“Leslie’s  Weekly,”  in  its  issue  of  February  22,  1906, 
says  under  the  caption,  “Tunneling  Under  Gold-ribbed 
Mountains,”  an  article  written  by  Henry  Shedd  Beards¬ 
ley,  Associate  Editor  and  Mining  Expert:  “It 
is  interesting  to  estimate  the  profit  of  an  enter¬ 
prise  such  as  that  of  the  Hoosac  Tunnel  &  Mining  Co., 
in  the  light  of  the  experience  of  other  tunnels  in  the 
district.  Suppose  that  within  three  miles  it  encountered 
only  fifty  active  mines,  and  that  each  of  these  shipped 
by  the  tunnel  only  fifty  tons  each  a  day,  there  is  a 
daily  net  profit  for  the  tunnel  company  of  $2,500,  or 
$912,500  a  year,  but  many  of  these  mines  are  ready  to 
ship  ten  times  as  much  as  fifty  tons.  The  Specie  Pay¬ 
ment  and  Champion,  which  have  arranged  to  use  the 
tunnel,  will  do  this,  and  from  that  source  only  is  a  profit 
of  $500  a  day.  In  fact,  the  most  astonishing  and  re¬ 
markable  features  of  this  proposition  are  that  there 
seems  to  be  no  limit  to  its  earning  capacity.  It  is  a 
monopoly,  but  one  that  is  a  distinct  benefit  to  those 
interests  which  it  serves  and  which  depend  upon  it. 

*  *  * 

“It  is  the  nature  of  man  to  delight  in  the  thrill  and 
excitement  of  speculation.  The  Hoosac  Tunnel  com¬ 
bines  these  with  a  certainty  of  profits  which  comes  to  a 
railroad  having  all  the  freight  that  it  can  carry.  Under 
the  mining  laws  a  tunnel  company  owns  all  the  v^ins 
which  it  uncovers  in  its  progress  and  which  are  not 
covered  by  claims  staked  out  on  the  surface  above. 
Many  of  the  richest  gold  lodes  ever  located  were 
‘blind  veins.’  There  was  no  indication  of  them  what¬ 
ever  on  top,  but  they  were  uncovered  far  underground. 
What  the  fortunes  of  the  Hoosac  Tunnel  will  be  in  this 
direction,  as  it  proceeds  on  its  errand  of  relief  to  the 
great  mines  of  Clear  Creek  and  Gilpin  Counties  will 
be  an  interesting  subject  of  speculation  for  those  who 
have  a  financial  interest  in  it.” 

“The  Daily  Mining  Record,”  of  Denver,  under  date 
of  March  24th,  in  an  illustrated  article  upon  the  under¬ 
taking  of  the  Hoosac  Tunnel  &  Mining  Co.,  states: 

“The  Hoosac  properties  lie  on  Bellevue  Mountain, 
the  gateway  to  the  richest  square  mile  in  the  world,  and 
one  from  which  $100,000,.000  is  estimated  to  have  been 
taken. 

“The  Hoosac  Tunnel  was  started  on  a  vein,  the 

Rising  Sun,  and  has  followed  it  into  the  mountain  for 
perhaps  650  feet,  gaining  therein  a  depth  of  400  feet, 
Thursday  night  a  round  of  shots  exposed  ore.  It  lies 
in  a  body  of  undetermined  size,  is  of  good  appearance 
and  probably  of  a  milling  grade,  which  means  having 
a  metallic  content  of  $6  to  $20  to  the  ton.  A  shaft 
sunk  by  former  operators  to  a  depth  of  120  feet  entered 
two  feet  of  better  ore  than  that  in  the  tunnel.  The 

mineral  possibilities  of  the  ground  have  been  demon¬ 
strated  to  the  satisfaction  of  the  management,  and  are 
gaining  the  interest  of  local  spectators.  In  the  course 
of  its  journey,  and  about  300  feet  ahead,  a  junction  with 
the  Hoosac  vein,  one  of  valuable  mineral  surrender,  will 
be  encountered.  While  miners  are  engaged  in  the  de¬ 
velopment  of  these  bodies,  which  are  owned  by  the 
Hoosac  Company,  and  the  extraction  of  ore,  the  great 
bore  will  proceed. 

“At  this  point  the  Hoosac  Tunnel  will  begin  the  most 
important  part  of  its  advance.  It  will  be  turned  at  an 

angle  from  the  present  course  and  started  in  the  direc¬ 

tion  of  the  California  vein,  the  one  from  which  $10,- 
000,000  has  been  taken,  and  100  other  bodies  that  have 
surrendered  from  $50,000  to  $5,000,000  each.  It  will 
cut  these  veins,  one  after  another,  as  if  they  were  so 


many  leaves  in  a  book.  It  is  assumed  that  it  won’t 
need  to  cut  more  than  half  a  dozen  of  them  before  a 
revenue  may  begin  to  run  into  the  Hoosac  treasury. 

“Every  holder  of  property  on  the  route  of  the  bore 
can  operate  to  better  advantage  and  with  more  economy 
through  the  Hoosac  than  through  shafts  which  they  are 
using  to-day.  Under  present  conditions  it  costs  upward 
of  $3  a  ton  for  mining  through  shafts.  By  transporting 
mineral  through  the  Hoosac,  the  cost  will  be  cut  in  two. 
Under  these  circumstances  it  is  not  surprising  that  mine 
owners  along  the  route  of  the  bore  have  not  only  en¬ 
couraged  its  advance,  but  have  expressed  readiness  to 
make  use  of  the  avenue  at  as  early  a  date  as  it  may 
reach  their  estates. 

“In  the  course  of  its  drive  the  Hoosac  will  pierce 
the  mile  square  of  Quartz  Hill,  from  which  $100,000,000 
has  been  taken.  It  will  cut  this  and  territory  nearer 
the  place  of  beginning  at  a  depth  of  2,500  feet.  It  is 
calculated  that  it  will  make  accessible  ore  having  a 
gross  value  of  $400,000,000,  the  estimate  being  based  on 
production  to  date  in  this  section  and  achievements  in 
the  Newhouse,  another  great  tunnel  enterprise  with  much 

the  same  purpose  as  the  Hoosac.” 

The  “Mining  Investor,”  a  weekly  journal  for  invest¬ 
ments,  published  in  Colorado  Springs,  in  its  issue  of 
June  4,  1906,  has  a  long  article  on  the  Hoosac  Tunnel 
proposition,  in  which  it  says  in  every  case  that  th*e 
Hoosac  Tunnel  is  one  of  the  best  located  and  one  of 
the  best  planned  enterprises  of  Clear  Creek  County.  It 
is  projected  to  run  for  4,500  feet  along  the  Hoosac  vein, 
and  will  then  cross  the  richest  portion  of  Clear  Creek 
and  Gilpin  Counties.  In  speaking  of  the  sources  and 
revenues,  aside  from  the  mines  which  the  Company  con¬ 
trols,  it  says  that  the  income  from  transporting  ores 
from  other  mines  will  be  one  of  the  greatest  sources  of 
revenues,  and  will  be  certain,  as  soon  as  the  tunnel  has 
cut  the  first  pay  vein,  after  leaving  its  own  territory. 

In  this  regard  a  transportation  tunnel  is  like  a  rail¬ 
road.  It  makes  a  certain  charge  for  carrying  each  car 
of  ore  and  waste  rock  through  the  tunnel,  and  the  sav¬ 
ing  is  so  great,  as  compared  with  hoisting  to  the  surface, 
that  the  mine  owners  are  only  too  glad  to  arrange  with 
the  tunnel  company  to  haul  their  product  at  a  price 
which  nets  a  good  revenue. 

It  also  says  that  the  Hoosac  Tunnel  is  far  enough 
away  from  the  other  tunnels  in  that  vicinity  to  elimi¬ 
nate  entirely  the  proposition  of  competition,  because  the 
mine  owner  will  work  from  the  nearest  tunnel,  and  the 
Hoosac  Tunnel,  as  projected,  will  pass  through  over  100 
claims  where  operations  can  be  started  directly  from 
main  tunnel. 

The  “American  Adviser,”  a  prominent  Chicago  paper 
published  in  the  interest  of  investors,  in  its  April,  1906, 
issue,  says : — The  richest  square  mile  on  the  face  of  the 
earth  is  pierced  by  100  mines.  These  have  produced 
more  than  $100,000,000,  and  the  production  goes  on 
unabated. 

The  territory  where  this  fabulous  wealth  is  found 
lies  within  the  state  of  Colorado,  itself  the  greatest  pro¬ 
ducer  of  minerals  among  all  the  States  of  the  Union. 
Gilpin  and  Clear  Creek  are  the  banner  counties  of  Col¬ 
orado,  and  it  seems  that  the  precious  ores  lying  con¬ 
cealed  within  the  ground  are  inexhaustible  in  supply. 
The  difficulties  surrounding  the  old-fashioned  customs  of 
going  to  the  top  of  a  hill  and  boring  downward  increases 
the  cost  of  extracting  the  ore.  With  every  foot  of  depth 
costly  hoisting  machinery  was  required,  pumps  of  tre¬ 
mendous  capacity  were  necessary  to  keep  the  mine  clear 
of  water,  and  even  then  in  some  cases  the  influx  of  water 
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VIEW  OF  POWER  HOUSE  AND  OFFICE  HOOSAC 
TUNNEL  &  MINING  CO. 

Idaho  Springs,  Colorado 

Directly  back  of  power  house  will  be  seen  the  tracks  of  the 
Colorado  Southern  Railroad,  which  runs  directly  to  Denver, 
thirty-eight  miles  away.  All  trains  stop  at  Hoosac  property 
on  request  of  passengers. 

was  so  great  that  the  mine  would  have  to  be  abandoned, 
valuable  as  the  ore  was.  It  remained  for  a  practical 
man  to  solve  the  problem  of  how  to  get  these  ores  out 
of  this  mountain  with  the  least  minimum  expense,  and 
Samuel  Newhouse,  now  one  of  America’s  wealthiest 
mining  men,  rose  equal  to  the  occasion.  Mr.  Newhouse 
was  a  practical  man.  He  was  aware  of  the  fact  that 
the  veins  of  ore  widened  and  increased  in  their  assay 
value  as  they  deepened.  He  knew  that  a  large  part  of 
the  profits  of  each  mine  was  consumed  by  the  expense 
necessary  for  tools,  fuel  for  hoisting  machinery,  pumps 
and  other  appliances  connected  with  the  shaft  mining. 
He  projected  the  idea  of  boring  right  in  at  the  base  of 
the  mountain,  intercepting  the  veins  where  they  were 
richer  than  at  the  top ;  mining  the  ore  upwards  instead 
of  downwards,  thus  doing  away  with  all  hoisting  for  the 
ore  would  drop  by  specific  gravity  into  cars  set  to  catch 
it,  and  all  water  could  be  drained  out  easily  along  the 
line  of  the  tunnel.  In  addition  to  the  profit  to  be  de¬ 
rived  from  actual  mining  of  the  ore,  Mr.  Newhouse  saw 
that  this  tunnel  enterprise  would  be  a  vast  and  con¬ 
stantly  increasing  revenue  from  the  transportation  of 
the  ore  from  the  mouth  of  the  shaft  to  the  smelter  or 
the  railroad  tracks. 

Mr.  Newhouse  bored  his  tunnel,  although  the  stock 
in  his  enterprise  went  begging  in  some  instances  for  a 
few  cents  a  share.  Several  times  during  the  progress  of 
the  work  it  became  necessary  to  suspend  operations  for 
lack  of  money,  but  when  the  first  vein  was  struck  at 
this  great  depth  and  every  prediction  that  Newhouse 
had  made  became  an  assured  certainty,  the  stock  soared 
out  of  sight  and  out  of  reach.  Immense  wealth  poured 
into  the  pockets  of  the  men  connected  with  the  enter¬ 
prise,  and  Newhouse  became  at  once  rich  and  celebrated, 
men  who  had  bought  blocks  of  stock  for  a  mere  song 
were  made  independent  for  life  and  those  who  had  pur¬ 
chased  only  a  few  shares  reaped  large  rewards. 

The  president  of  the  Hoosac  Tunnel  proposition,  Mr. 
E.  D.  Quigley,  an  expert  mining  engineer  and  experi¬ 
enced  tunnel  constructor  and  operator,  recognized  in 
the"  Newhouse  enterprise  only  a  pointer  of  what  could 
be  accomplished  in  this  direction  (referring  to  the 
Hoosac  Tunnel  proposition).  He  had  the  advantage  of 
being  able  to  profit  by  the  mistakes  and  omissions  of 
Newhouse,  to  take  advantage  of  the  successes  made,  and, 
in  addition,  was  not  entering  the  field  of  experiment  as 


was  Newhouse.  Mr.  Quigley  secured  control  of  a  tract 
of  level  land,  comprising  about  thirty-two  acres,  obtained 
a  tunnel  site  which  granted  him  an  exclusive  right  to 
drive  a  tunnel  at  that  point,  and  proceeded  to  form  a 
company  to  bear  the  name  of  the  Hoosac  Tunnel  & 
Mining  Co.  The  capitalization  was  fixed  at  $1,500,000, 
which  was  only  one-half  of  that  of  the  Newhouse  Co.*, 
and  $3,500,000  less  than  that  of  another  company  known 
as  the  Big  Five. 

SOME  OF  THE  MEN  WHO  KNOW. 

I  am  appealing  in  this  article  to  the  sound  sober 
judgment  of  a  body  of  men  who  are  known  to  be  con¬ 
servative,  a  class  of  men  who  are  paid  big  money  to 
use  their  wits,  men  who  are  away  above  the  average  run 
of  men  on  a  salary,  in  their  walks  of  life,  and  as  far  as 
possible  I  have  kept  my  statements  well  within  the 
bounds  of  conservatism.  I  have  given  extracts  from 
several  publications,  some  of  them  published  solely  in 
the  interests  of  mining  and  mining  investments.  These 
sources  of  information  are  not  to  be  gainsaid,  but  I  am 
going  a  step  further,  and  I  am  going  to  put  you  in  com¬ 
munication  with  some  men  who  are  literally  on  the 
ground,  who  know  the  Hoosac  property  and  the  district 
in  which  it  is  located.  I  am  going  to  ask  you,  provided 
you  wish  further  confirmation  of  the  Hoosac  Tunnel 
proposition,  to  write  to  the  following  gentlemen: 

Mr.  Wm.  L.  Bush,  Pres.  First  National  Bank,  Idaho 
Springs,  Colo. 

Mr.  C.  S.  Birkins,  Pres.  Merchants’  &  Miners’  Nation¬ 
al  Bank,  Idaho  Springs. 

Mr.  Jesse  May,  Secy.,  Idaho  Springs  Chamber  of  Com¬ 
merce,  Idaho  Springs. 

Mr.  George  W.  Dutton,  Mining  Editor  Siftings-News, 
Idaho  Springs. 

Mr.  George  E.  Armstrong,  Cashier  Capital  National 
Bank,  Denver,  Colo. 

Base  your  judgment  upon  what  they  tell  you  con¬ 
cerning  the  Idaho  Springs  mining  situation  and  the 


VIEW  ON  TOP  OF  DUMP.  HOOSAC  TUNNEL  & 

MINING  CO. 

Looking  toward  portal  of  tunnel. 
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^obable  profit  producing  power  of  the  Hoosac  Tunnel 
&  Mining  Company ;  for,  after  all,  while  it  is  a  mining 
investment,  it  has  all  of  the  elements  of  an  industrial 
proposition  as  well,  a  combination  rarely  met  with  in 
this  form  of  investment. 

The  reason  that  I  give  these  references  is  that  you 
may  have  all  the  assistance  possible  from  my  side  in 
your  investigations  of  this  enterprise.  You  may  have 
ways  and  means  of  making  your  own  investigations  and 
satisfying  yourself  as  to  the  worthiness  of  the  enter¬ 
prise.  If  so,  well  and  good,  but  I  want  to  emphasize 
once  more  the  fact  that  this  is  a  business  proposition 
where  the  chances  for  failure  have  been  practically 
eliminated  and  where  the  probable  profits  will  be  enor¬ 
mous.  It  is,  in  fact,  difficult  to  keep  within  the  bounds 
of  conservatism  when  discussing  the  Hoosac  Tunnel 
proposition,  because  it  has  so  many  elements  of  success 
scattered  through  it. 

WHAT  I  KNOW  AND  WHAT  I  BELIEVE. 

I  know  that  all  the  representations  made  in  previous 
pages  are  true.  I  have  examined  the  property  per¬ 
sonally,  my  experts  have  done  so  for  me,  my  attorneys 
have  investigated  the  management  and  the  character  of 
every  man  connected  therewith,  with  the  painstaking, 
faithful  and  competent  endeavors  of  Mr.  E.  D.  Quigley, 
the  president,  and  his  associates,  there  can  be  no  reason 
why  the  Hoosac  Tunnel  &  Mining  Co.  stock  should  not 
become  worth  from  $8  to  $10  a  share.  In  my  opinion 
this  stock  is  cheap  at  any  price  less  than  $2  a  share, 
and  the  enterprise  is  of  sufficient  magnitude  to  permit 
a  capitalization  of  from  $10,000,000  to  $15,000,000. 
Small  capitalization  means  bigger  dividends  to  the  stock¬ 
holders  and  is  the  best  evidence  in  the  world  of  the 
decency  of  the  management  and  the  respect  it  holds  for 
the  confidence  and  financial  co-operation  of  the  public. 
The  capital  stock  of  the  Hoosac  Tunnel  &  Mining  Co. 
is  only  $1,500,000.00. 

The  Company  is  well  financed  and  has  enough  money 
subscribed  to  carry  out  its  projects  at  least  for  a  year 
to  come  without  any  regard  to  what  its  earnings  may  be. 

In  anticipation  of  what,  in  my  judgment,  seemed  to 
be  an  absolute  certainty  of  this  stock  attaining  a  very 
high  value,  I  secured  during  the  days  that  this  Company 
was  being  financed  a  large  block  for  the  benefit  of  my 
customers  and  others  with  whom  I  wish  to  do  business. 

A  FAIR  BLOCK  OF  STOCK  IN  THIS  COMPANY 
SHOULD  MAKE  YOU  AND  YOUR 
CHILDREN  AFTER  YOU 
INDEPENDENT 
FOR  LIFE. 


patrons,  who  will  always  remain  my  patrons  as  long  as 
I  am  in  business.  Therefore,  if  interested,  it  would  be 
wise  for  you  to  send  in  your  subscription  immediately. 
Or,  if  you  want  further  particulars,  write  me  and  state 
how  many  shares  you  would  like  to  have  reserved  pend¬ 
ing  your  further  investigation,  and  promptly  on  receipt  of 
your  inquiry  I  will  send  you  all  the  additional  informa¬ 
tion  that  I  have  at  hand. 


J.  A.  TOWNSEND, 

Capitalist,  Who  Personally 
Investigated  and  Purchased  a 
Large  Block  of  Stock. 

Chicago,  Jan.  18,  1906. 

Pierce  Underwood,  Chicago,  Fi¬ 
nancial  Agent  Hoosac  Tunnel 
&  Mining  Co. 

Dear  Sir: — I  am  glad  to  re¬ 
port  that  I  have  made  a  careful 
and  personal  investigation  of  the 
Hoosac  Tunnel  &  Mining  Co. 
enterprise  of  Idaho  Springs, 

Colorado,  and  found  it  not  only 
all  you  represented  it  to  be,  but 
better. 

I  have  sent  you  my  subscription  for  myself  and  friends 
tor  a  large  block  of  this  stock,  which  speaks  for  itself. 
Yours  with  congratulations, 

J.  A.  TOWNSEND, 

Old  Colony  Bldg.,  Chicago. 

E.  D.  QUIGLEY,  President  of  the  Hoosac  Tunnel  & 
Mining  Co.,  Idaho  Springs,  Colo. 

To  Whom  it  may  Concern: 

This  is  to  certify  that  I  have 
known  Mr.  E.  D.  Quigley  for 
the  past  eleven  or  twelve  years, 
and  it  affords  me  pleasure  to 
say  that  he  is  a  thoroughly  re¬ 
liable  gentleman  in  every  par¬ 
ticular.  Mr.  Quigley  is  a 
mining  man  of  large  experience, 
and  has  been  eminently  suc¬ 
cessful  in  the  various  enterprises 
in  which  he  has  engaged.  He 
bears  an  excellent  reputation  for 
energy  and  conservatism,  and 
he  carries  with  him  the  best 
wishes  of  the  undersigned  for 
the  future. 

Very  respectfully, 

G.  E.  ARMSTRONG, 

Asst.  Cashier,  Capitol  National  Bank,  Denver,  Colo. 


I  can  offer  you  from  10  shares  up  to  5,000  shares  at 
the  price  of  70  cents  per  share  cash,  or  75  cents  if  you  , 
wish  to  pay  for  them  on  the  installment  basis  of  10 
per  cent  down  and  10  per  cent  a  month. 

If  you  desire  further  particulars,  write  me  and  I  will 
send  you  a  prospectus  of  the  Company  and  engineer’s 
report  and  all  other  evidence  that  anyone  could  possibly 
desire  to  be  thoroughly  informed  about  an  investment 
that  it  is  to  the  advantage  of  any  money-saver  to  avail 
himself  of. 

I  am  personally  one  of  the  heaviest  stockholders  in 
this  Company  and  intend  to  remain  so.  I  would  not 
advise  you  or  any  other  man  to  invest  his  savings  where 
t  am  not  willing  to  place  mine.  What  little  stock  that 
I  can  offer  the  public  in  this  enterprise  will  soon  be 
taken.  It  will  be  the  means  of  bringing  to  me  valuable 
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H.  P.  DICKINSON,  Mining  and  Metallurgical  Engi¬ 
neer,  355  Dearborn  Street,  Chicago. 

“In  my  judgment  the  Hoos¬ 
ac  Tunnel  &  Mining  Co.  has 
all  the  foundations  for  a  per¬ 
manent  and  exceedingly  prof¬ 
itable  business.  It  is  thor¬ 
oughly  conservative  and  the 
element  of  safety  for  those  in¬ 
vesting  in  it  is  practically  ab¬ 
solute. 

“You  need  have  no  hesitan¬ 
cy  whatever  in  advising  your 
friends  and  others  to  invest  in 
the  stock  of  the  Hoosac  Tun¬ 
nel  &  Mining  Co. 

H.  P.  DICKINSON, 

Mining  Engineer.” 
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VIEW  OF  DUMP  OF  HOOSAC  TUNNEL  &  MINING  CO. 

Man  on  horse  is  H.  P.  Dickinson,  the  superintendent.  Build 
inps  include  stable,  powder  house,  blacksmith  shop  and  tool 
house. 

The  Company’s  further  object  is  to  erect  a  concen¬ 
trating  mill  at  the  tunnel  portal  for  the  purpose  of 
concentrating  the  values  of  the  ore  coming  through  the 
tunnel,  thus  economizing  in  freight  for  the  various  mine 
operators,  as  the  values  from  five  to  nine  tons  of  ore 
can  be  concentrated  into  one  ton,  the  concentrates  then 
to  be  shipped  to  the  smelters  at  Denver  at  an  enormous 
saving  in  freight  to  the  mine  operators.  The  ore  bodies 
along  the  line  of  the  tunnel  are  so  dense  that  it  will 
require  from  fifty  to  a  hundred  years  to  carry  them  out 
to  the  mill  and  railroad.  It  was  for  this  purpose  that 
the  Hoosac  Tunnel  &  Mining  Co.  was  organized  and 
has  been  successfully  financed. 

The  estimated  earnings  of  such  an  undertaking  can 
be  appreciated  by  the  following  table  which  is  based 
upon  the  production  of  but  ten  mines : 


from  these  estimates,  not  because  it  isn’t  good,  but  be¬ 
cause  the  earning  power  of  the  enterprise  is  so  great 
without  it  that  figures  showing  the  probabilities  in  this 
direction  seem  unnecessary.  Our  tunnel  is  now  in  about 
OdO  feet.  About  half  way  in  we  cut  what  is  either  a 
feeder  of  the  big  Hoosac  vein  or  an  entirely  distinct 
cross-vein,  and  a  carload  of  ore  shipped  from  here  gave 
returns  of  something  over  $40  per  ton,  net.  The  tunnel 
is  now  within  about  200  feet  of  the  great  Hoosac  vein 
and  should  reach  that  vein  in  about  thirty  days.  The 
Hoosac  ore  body  is  thoroughly  well  defined  and  the 
outcrop  is  traceable  for  4,500  feet  within  the  Company’s 
lines  and  for  many  miles  beyond  in  each  direction. 
Wherever  this  vein  has  been  developed,  exceedingly  sat¬ 
isfactory  values  have  been  uncovered,  and  it  is  entirely 
reasonable  to  suppose  that  these  conditions  will  obtain 
within  the  holdings  of  the  Hoosac  Tunnel  &  Mining 
Company’s  ground.  Conceding  this,  the  values  so 
blocked  out  will  amount  to  practically  $24,000,000,  fig¬ 
uring  the  ore  body  to  be  4,500  feet  long,  the  vein,  cut  at 
a  vertical  depth  of  800  feet,  and  allowing  for  a  width 
of  2  feet.  Figuring  6  cubic  feet  to  the  ton  gives  1,200,- 
000  tons,  and  an  average  value  of  $20  per  ton  gives  the 
amount  spoken  of.  This  ore  can  be  mined  and  marketed 
at  an  average  cost  of  less  than  $8  per  ton,  leaving  a  net 
profit  of  $14,400,000.  This  is  entirely  aside  from  and  in 
addition  to  the  profits  that  will  be  derived  from  the  oper¬ 
ations  of  the  transportation  tunnel  and  the  mill. 

The  profit  possibilities  of  this  enterprise  are  enor¬ 
mous,  but  are  no  greater  than  others  of  a  similar  nature 
now  in  successful  operation.  The  income  is  practically 
perpetual  and  an  investment  in  the  stock  of  the  Hoosac- 
Tunnel  &  Mining  Company  should  soon  become  a  per¬ 
manent,  profitable  estate.  We  could  cite  many  examples 
of  immensely  profitable  transportation  tunnels  but  a  few 
will  suffice.  Among  the  big  successes  are  the  Revenue 
Tunnel,  at  Ouray,  Colorado,  the  Highland  Boy  Tunnel, 
near  Salt  Lake,  Utah,  and  the  Newhouse  Tunnel  (to 
which  we  refer  later),  at  Idaho  Springs. 


ESTIMATED  EARNING  CAPACITY  OF  THE 

HOOSAC  TUNNEL  &  MINING  CO. 

Transportation  of  ore,  500  tons  per  day  from  10 

mines,  5,000  tons,  at  $1.00  per  ton . $5,000 

Furnishing  power,  light  and  transportation  for 

miners,  per  day . 

Assaying,  sampling,  blacksmithing  and  general  ser¬ 
vice,  per  day .  1^0 

Milling  and  the  sale  of  ore  and  concentrates,  per 
day  .  250 


$5,650 


ESTIMATED  EXPENSES  OF  THE  HOOSAC  TUN¬ 
NEL  &  MINING  CO. 

Operating  expenses  of  tunnel,  wages,  supplies,  ^ 
power,  etc.,  per  day . $  350 

Operating  expenses  of  mill,  sampling  works,  assay 

office  and  blacksmith  shop,  per  day .  100 

Office  and  miscellaneous  expenses,  per  day .  50 
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$500 

Making  net  daily  profits  of  $5,150,  or  $1,879,750  per 
annum. 

These  figures  need  not  be  discounted  one  cent,  because 
the  estimate  is  based  upon  only  a  small  fraction  of  the 
total  annual  business  to  be  done  and  does  not  include  the 
product  of  the  earnings  of  the  Company’s  own  mines. 

I  have  purposely  omitted  the  Company’s  own  mine 
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&  MINING  CO. 

Looking  toward  portal  of  tunnel. 
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On  a  previous  page  is  an  extract  from  a  complete  report 
made  ior  Mr.  Underwood  alter  a  thorough  examination  of  the 
Hoosac  Tunnel  &  Mining  Co.  enterprise  by  Mr.  H.  P.  Dick¬ 
inson,  who  is  one  of  the  best  known  mining  engineers  and  was 
formerly  Assayer,  Rio  Grande  Smelter,  Socorro,  New  Mexico: 
Assayer,  St,  Louis  &  Zacatecas  Ore  Co,,  Jiminez,  Mexico’ 
Manager,  Calumet  Smelting  &  ]<efining  Co,,  Chicago;  Consult¬ 
ing  Mining  and  Metallurgical  Engineer,  Denver,  Colo,;  As¬ 
sayer  in  charge  of  Ore  Shipments  from  the  Revenue  Tunnel 
Mines  Company,  of  Ouray,  Colo,,  and  the  Commodore  Mining 
Co,,  of  Crede,  Colo,,  at  Pueblo,  Colo, 

FROM  ONE  OF  MANY  STOCKHOLDERS. 

Metropolis,  Ill.,  3-22-06. 

Mr.  Pierce  Underwood,  Chicago,  Ill. 

Dear  Sir : — I  have  recently  returned  from  a  week’s 
visit  to  Idaho  Springs,  where  I  went,  as  you  know,  to 
inspect  the  properties  and  operations  of  the  Hoosac  Tun¬ 
nel  &  Mining  Co.,  in  connection  with  the  anticipated 
purchase  of  several  thousand  shares  of  capital  stock. 

I  beg  to  say  that  I  have  found  the  conditions  of  the 
Company  and  its  properties  exactly  as  they  were  repre¬ 
sented  to  me.  I  believe  the  enterprise  will  lae  the  success 
you  anticipate  for  it,  and  I  am  pleased  to  assure  you 
that  several  of  my  friends,  including  myself,  will  be  sub¬ 
stantial  stockholders  in  your  Company. 

Assuring  you  of  my  esteem  and  hearty  co-operation  in 
behalf  of  the  best  interests  of  the  enterprise,  I  am. 

Yours  truly, 

J.  W.  WHITNEY. 


FINANCIAL  CONDITION. 

The  Hoosac  Tunnel  &  Mining  Co.  discounts  all  its  bills  and 
has  in  the  treasury  cash  and  other  monies  available,  more  than 
840,000.  There  are  no  controversies  or  differences  in  manage¬ 
ment  or  in  regard  to  the  properties.  The  enterprise  is  as  per¬ 
fect  an  industrial  undertaking  as  is  possible. 


At  the  annual  meeting  held  in  Denver,  on  June  18,  1906,  the 
following  officers  and  directors  were  elected  ; 

E.  D.  Quigley,  Denver,  President  and  Treasurer, 

C.  A.  Thompson,  Denver,  Secretary. 

H.  P.  Dickinson  (the  engineer  that  originally  examined  the 
properties  and  since  became  a  stockholderj,  Idaho  Springs, 
Vice-President  and  General  Manager. 

Frank  J.  Booth,  Denver,  Real  Estate  and  Investments, 
Director. 

H.  W.  Harrington,  Attorney,  i53  La  Salle  St.,  Chicago.  Di¬ 
rector.  The  officers  named  are  also  directors,  there  being  a 
total  of  five  directors. 

The  most  rigid  analysis  that  you  or  your  attorney  or  your 
bank  can  make  will  prove  this  organization,  its  officers  and 
directors,  deserving  of  your  fullest  confidence  and  co-opera¬ 
tion.  I  can  recommend  the  Hoosac  Tunnel  &  Mining  Co. 
without  qualification,  and  I  am  endorsing  this  enterprise  as  an 
investment  for  you  because  I  know  whereof  I  speak  and  I  back 
my  own  judgment  in  this  matter  with  my  own  money  to  the 
extent  of  many  thousands  of  dollars.  I  shall  remain  a  stock¬ 
holder  in  all  likelihood  for  my  entire  business  career,  as  the 
enterprise  is  one  that  in  my  judgment  will  pay  dividends,  and 
large  dividends,  for  thq  next  two  generations. 

Naturally,  men  like  yourself  are  preferred  as  stockholders 
in  any  organization,  for  when  you  are  sure  you  are  right  you 
become  a  center  of  influence  in  favor  of  the  enterprise,  and  as 
such,  you  become  an  important  factor  in  behalf  of  any  in¬ 
stitution  in  which  you  may  be  interested  financially. 

Following  is  my  personal  guarantee  to  act  in  the  capacity  of 
selling  agent,  to  dispose  of  your  stock  for  you  in  the  event  you 
do  not  choose  to  hold  it.  There  is  no  more  agreeable  business 
than  buying  and  selling  this  particular  stock  on  commission. 
I  will  be  pleased  to  fill  your  order  now  at  the  present  low 
price,  and  would  advise  your  immediate  and  favorable  con¬ 
sideration  of  the  matter,  as  this  stock  will,  I  believe,  surely 
advance  within  the  next  thirty  days. 

For  your  convenience  I  attach  herewith  coupon  to  be  filled 
out  and  sent  with  your  remittance,  cash  or  installments. 

Address  PIERCE  UNDERWOOD,  Specialist  in  Profitable 
Investments,  140  Dearborn  St,,  Chicago. 


MY  GUARANTEE. 

If  you  buy  this  stock  (and  you  will  if  you  know  when  youVe  well  off),  I  will 
agree  to  sell  it  for  you  at  the  end  of  twelve  months,  if  you  are  not  then  satisfied  that 
it  is  the  safest  and  most  profitable  investment  you  ever  made,  or  if  for  any  other  reason 
you  do  not  wish  to  remain  a  stockholder  in  the  Hoosac  Tunnel  and  Mining  Company. 


SYSTEM  COUPON. 


Pierce  Underwood. 

140  Dearborn  St.,  Chicago: 

Dear  Sir  :  I  hereby  agree  to  purchase 


PIERCE  UNDERWOOD. 


1906 


Shares 


of  the  Capital  Stock  of  the  Hoosac  Tunnel  &  Mining  Co.,  Idaho  Springs,  Colorado,  and  agree  to  pay  you 


. per  share  (70:  per  share  if  your  remittance  pays  your 

subscription  in  full,  or  75c  if  you  pay  on  installments  of  10  per  cent  now  and  10  per  cent  per  month). 

I  enclose  herewith  my  remittance  for . 

Please  acknowledge  receipt. 

Yours  truly. 


Name 


Address . . 

Note:  No  order  for  le -is  than  ten  shares  will  be  accepted.  If  you  have  87. og.  or  can  save  81.50  a  month  for  five  months, 
you  can  own  ten  shares  in  the  Company.  More  if  you  can  pay  for  them.  Don’t  delay.  Subscribe  for  all  you  can  pay  for, 
either  at  once  or  on  monthly  installments.  YOU  WONT  REGRET  IT.  This  stock  is  fully  paid  and  non  assessable. 

Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Continued  from  page  103. 

Rochester’s  Most  Progressive  Clothing 
Manufacturers. 

Rochester  has  earned  a  reputation 
throughout  the  United  States  as  a  pro¬ 
ducer  of  high  grade  clothing.  This  repu¬ 
tation  is  based  on  the  product  of  such 
concerns  as  the  Hickey  &  Freeman  Co. 
Although  the  Company  itself  has  been  in 
business  only  seven  years,  its  various  mem¬ 
bers  have  been  identified  with  the  cloth¬ 
ing  industry  for  many  years  past  and  have 
brought  into  the  business,  energy,  capital 
and  knowledge  of  what  makes  good  cloth¬ 
ing,  and  a  desire  to  produce  the  best, 
which  has  placed  them  in  the  fore  front  of 
Rochester’s  famous  clothing  industries, 


Time  was  when  no  one  purchased  ready 
made  clothing  except  through  the  neces¬ 
sity  of  cheapness.  The  buyers  of  Hickey 
&  Freeman  Co.’s  clothing  have  come  to 
realize  that  their  study  of  the  manly  form 
in  its  various  lengths,  breadths  and  thick¬ 
nesses,  have  enabled  them  to  produce  gar¬ 
ments  for  men  that  not  only  fit  as  well  but 
better  than  the  regular  custom  tailor  can 
fit  them.  The  materials  are  superior  and 
the  detailed  workmanship  on  them  is  far 
in  advance  of  that  turned  out  by  the  indi¬ 
vidual  tailor,  for  the  reason  that  in  a  large 
establishment  like  theirs  they  can  afford  to 
employ  higher  priced  men  to  plan  and 


oversee  the  work,  and,  since  their  cloth¬ 
ing  must  stand  on  its  own  merits  before 
the  public,  every  garment  is  turned  out  of 
uniform  quality  and  finish.  These  are  the 
practical  reasons  why  thousands  of  men  are 
today  wearing  Hickey  &  Freeman  Co.’s 
clothes  who  have  for  years  thought  that 
they  could  be  well  dressed  only  through  the 
good  offices  of  the  local  tailor. 

The  saving  in  expense  and  the  absolute 
knowledge  that  every  Hickey  &  Freeman 
Co.  garment  is  down  to  the  latest  moment 
as  to  style  is  an  argument  that  few  sensi¬ 
ble  men  will  put  aside.  If  no  dealer  in 
your  town  carries  Hickey  &  Freeman  Co.’s 
clothes — “The  Best  Worn — Worn  By  the 
Best” — write  to  the  Hickey  &  Freeman 
Co.,  Rochester,  N.  Y.,  and  they  will  send 
you  their  autumn  and  winter  style  book 
for  1906  and  1907  and  will  see  that  you  are 
supplied.  This  style  book  is  a  work  of 
art  and  will  be  of  material  assistance  to 
the  man  who  desires  to  appear  well 
dressed. 


A  Protector  That  Protects. 

The  frequency  of  raised  checks  reports 
which  appear  in  newspapers,  should  cause 
every  man  who  draws  a  check  to  stop,  look 
and  listen.  This  manner  of  raising  money 
seems  to  be  a  favorite  method  both  of  the 
inexperienced  clerk  and  the  adept  forger 
as  well.  A  visit  to  the  office  of  G.  W.  Todd 
&  Co.,  manufacturers  of  the  Protecto- 
graph,  Rochester,  N.  Y.,  will  repay  anyone 
if  they  are  at  all  dubious  about  the  safe¬ 
guarding  of  checks  by  any  other  method 
than  the  Protectograph  way  for  all  other 
methods  of  check  protection  is  proved  ab¬ 
solutely  worthless.  The  Protectograph  is  a 
marvel  of  mechanical  excellence  which  per¬ 
forates  the  limiting  amount  clear  through 
the  paper  and  into  the  minute  threads,  ab¬ 
solute  indelible  ink  is  forced. 

If  the  Protectograph  had  not  proved  it 
is  the  only  absolute  protection,  it  is  hard 
to  suppose  that  it  would  today  be  in  use 
in  over  80  per  cent  of  American  banks  as 
well  as  the  majority  of  the  greatest  busi¬ 
ness  institutions  of  the  world. 

Anyone  interested,  everone  who  draws  a 
check  certainly  is,  should  write  for  a  very 
interesting  booklet  on  the  subject,  which 
will  be  sent  free  by  simply  addressing  G. 
W.  Todd  &  Co.,  7  Exchange  St.,  Rochester, 
N.  Y. 
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LARGEST  PIANO  MANUFACTORY  IN  THE  WORLD,  BUILT  OF  SOLID  CONCRETE  REINFORCED 


EAST  ROCHESTER 


is  a  suburban  district  of  the  city  of  Rochester,  as 
the  name  would  indicate. 

East  Rochester  is  located  on  the  main  line  of 
the  New  York  Central  Railroad,  over  which  pass 
147  trains  daily,  seventeen  stopping  to  land  and 
receive  passengers.  It  is  also  on  the  West  Shore 
Railroad  and  the  Rochester,  Syracuse  and  East¬ 
ern,  the  latter  a  new  double  tracked,  high  speed 
electric  road,  which  connects  the  two  cities.  The 
new  barge  canal,  now  in  course  of  construction 
at  a  cost  of  $101,000,000  is  surveyed  to  pass 


its  inhabitants  all  the  privileges  and  pleasures 
of  a  metropolitan  city. 

East  Rochester  is  a  manufacturing  district,  a 
manufacturing  district  in  the  strictest  sense  of 
the  word,  and  among  its  industries  are  many  con¬ 
cerns  of  national  and  world  wide  reputation,  not¬ 
ably  The  Foster-Armstrong  Piano  Company,  the 
largest  manufacturers  of  pianos  in  the  world; 
The  Ontario  Grain  Drill  Works,  The  Pierce 
Chemical  Works,  The  Brainerd  Brass  Manu¬ 
facturing  Company,  and  others  of  equal  promi- 


MERCIIANTS  DESPATCH  REFRIGERATOR  CAR  SHOPS  IN  FULL  OPERATION  AT  DESPATCH,  N.  Y. 

through  East  Rochester.  East  Rochester  is  but  nence.  The  Merchants’  Dispatch  Transportation, 
ten  minutes’  ride  from  Rochester,  thus  affording  whose  refrigerator  cars  traverse  every  railroad 
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WITH  STEEL.  “CAN’T  BURN  UP— CAN’T  FALL  DOWN. 

on  the  northern  continent  of  America,  is  located 
in  East  Rochester. 

East  Rochester  gives  employment  to  thousands, 
practically  all  the  labor  being  skilled  labor,  the 
aggregate  pay-roll  is  greater  by  far  than  those  of 
many  cities  ten  times  its  population. 

East  Rochester  is  an  ideal  location  for  manu¬ 
facturing  plants  because  its  transportation  facili¬ 
ties  are  unsurpassed,  because  it  has  good  water 
power,  water  absolutely  pure  and  in  inexhaustible 
quantities.  East  Rochester  is  an  ideal  spot  for 
the  home  builder.  It  is  situated  in  the  center  of  a 
veritable  garden,  surrounded  by  farms,  orchards 
and  vineyards  and  within  a  few  minutes’  ride  of 
the  numerous  resorts  of  Lake  Ontario  and  its 
tributaries.  The  streets  of  East  Rochester  are 
improved,  being  wide,  well  shaded  and  side- 
walked.  The  systems  of  sewage  and  supply  of 
pure  water  are  perfect.  There  are  churches  of 
various  denominations,  hotels,  fine  stores,  and  in 
fact  everything  that  goes  to  make  life  pleasant 
and  happy.  The  school  system  compares  favor¬ 
ably  with  that  of  any  city  in  the  country  and  the 
fire  department  affords  ample  protection. 

The  growth  of  East  Rochester  has  been  phen¬ 
omenal,  still  a  healthy  growth,  in  no  sense  that 
of  a  “boom  town.”  Its  foundation  is  substantial. 
It  is  erected  upon  progressive,  commercial  ac¬ 
tivity,  and  enjoys  the  unique  distinction  of  having 
a  greater  percentage  of  “home  owners”  than  any 
city  in  the  country. 

East  Rochester  was  founded  by  the  Vanderbilt 
Improvement  Company,  which  is  composed^  of 
Rochester  business  men,  who  for  years  realized 
the  natural  advantages  of  Erast  Rochester,  and 
the  possibilities  of  making  it  one  of  the  most  at- 


CATACITY  25,000  PIANOS  A  YEAR. 


tractive,  modern  home  and  manufacturing  cities 
of  the  country.  Hundreds  of  thousands  of  dol¬ 
lars  have  been  spent  in  building _  sewers,  water 
works,  gas  and  electric  plants,  paving,  side-walks, 
schools,  hotels,  stores,  residences,  etc.,  and  many 
of  these  improvements  were  made  before  public 
notice  was  given. 

The  Vanderbilt  Improvement  Company  want  to 
increase  the  population  of  East  Rochester  as  rap¬ 
idly  as  possible,  and  in  order  to  do  so  make  the 
following  very  attractive  proposition. 

OUR  PROPOSITION. 

We  have  for  sale  choice  lots  within  the  cor¬ 
porate  limits  of  East  Rochester,  which  we  are 
offering  at  the  rate  of  $395  per  lot.  There  is 
nothing  unusual  about  this,  but  when  we  tell  you, 
as  an  additional  inducement  to  purchase  one  of 
these  lots,  we  will  give  you  a  piano  on  the  follow¬ 
ing  conditions,  that  you  send  us  remittance  for 
$395,  whereupon  we  will  send  you  a  clear  title  to 
the  lot  you  select  and  a  “Rochester”  upright 
piano,  which  for  excellence  of  workmanship, 
sweetness  of  tone,  durability  and  general  appear¬ 
ance  is  pronounced  the  equal  of  any  $400  piano  in 
the  world,  with  a  full  guarantee  of  satisfaction  or 
return  of  your  money.  If  it  is  not  convenient  for 
you  to  remit  the  entire  amount  in  one  payment, 
state  your  circumstances  and  we  believe  we  shall 
be  able  to  arrange  a  plan  of  payment  satisfactory 
to  you. 

Upon  request  we  will  send  you  a  comprehen¬ 
sive  history  of  East  Rochester,  maps,  half-tone 
pictures,  blank  contracts  and  references,  and  will 
cheerfully  furnish  you  with  whatever  additional 
information  you  may  wish  pertaining  to  East 
Rochester  and  its  development 


The  Vanderbilt  Improvement  Company.  Chamber  of  Commerce  Bldg.,  Rochester,  N.  Y. 
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Here  is  a  Safe  and  Sane  Investment  that 
will  Multiply  Your  Money  in  One  Year 


YOU  are  aware,  undoubtedly,  that  holders  of  Eastman  Kodak  stock  in  Rochester, 
and  elsewhere,  grew  rich  in  ten  years  from  small  investments.  One  stock-holder 
made  $100,000  from  an  investment  of  $1,000.  What  has  been  done  can  be  done 
again,  and  if  you  purchase  stock  of  The  Improved  Rail  Joint  Company  you  are 
certain  to  realize  handsomely  on  your  investment. 


With  the  immense  demand  for  this  Rail  Joint  $100  should  earn  $900  in  one  year  after 
we  begin  cutting  rails. 


Rail  Joint  Closed 
as  on  Railroad 


The  Improved  Rail  Joint  has  solved  the  problem 
of  safety  and  comfort  to  the  traveler,  and  economical 
maintenance  of  track,  road-bed  and  rolling  stock  to 
the  rail-roads.  Its  use  and  adoption  by  every  rail¬ 
road  in  the  civilized  world,  both  steam  and  electric, 
is  assured  and  merely  a  question  of  time. 

The  Improved  Rail  Joint  is  already  in  use,  having 
been  severely  tested  on  several  of  the  prominent  rail¬ 
roads  of  the  country,  where  traffic  is  heaviest;  where 
the  greatest  number  of  trains  are  hauled  and  where 
the  tonnage  of  same  is  greater  than  on  any  rail¬ 
road  in  the  country. 

It  has  received  the  heartiest  endorsement  of  all 
prominent  engineers  and  officials  who  have  seen  it — 
and  all  that  is  now  required  to  place  the  Improved 
Rail  Joint  in  general  use  is  capital  to  construct 
machines  for  economically  cutting  the  joint. 

It  is  the  desire  of  this  company  to  hasten  its  gen¬ 
eral  adoption  by  providing  facilities  for  its  cutting, 
and  to  this  end  a  limited  number  of  shares  will  be 
sold,  the  proceeds  from  same  being  devoted  to  the 
manufacture  of  machines  for  that  purpose.  Stock 
will  be  sold  direct  to  investors,  rather  than  through 
any  stock  jobbing  interests,  thus  limiting  the  same 
and  the  market.  r#- 

We  give  below  a  few  letters  from  men  prominent 
in  railway  affairs,  whose  opinion  and  endorsement 
carry  weight,  and  through  which  the  future  of  the 
Improved  Rail  Joint  Company  may  be  seen. 


Cut  Rail  Joint  Show* 
ing  Mechanism 


We  are  selling  shares  in  The  Improved  Rail  Joint  Co.  at  $10  each  and  in  view  of 
the  enormous  amount  of  railroad  construction  that  will  be  done  in  the  next  two  years 
it  is  reasonable  to  suppose  that  the  value  of  these  shares  will  triple  in  one  year’s  time. 
Don’t  be  pessirhistic.  Don’t  put  this  down  as  an  ordinary  stock  proposition.  The  Bus¬ 
iness  Man’s  Magazine  accepted  this  advertisement  only  after  a  thorough  investigation, 
and  we  appeal  to  men  who  are  optimistic  enough  to  believe  that  the  world  progresses 
and  are  informed  enough  to  know  that  the  simplest  inventions  have  always  been  the 
best  money  makers.  We  want  every  reader  of  The  Business  Man’s  Magazine  to  send 
for  our  prospectus,  which  is  brim.ful  of  information  regarding  The  Improved  Rail  Joint. 
We  will  send  it  free  for  the  asking. 


Just  Drop  a  Postal  to 


The  Improved  Rail  Joint  Co.,  Rochester,  N.  Y. 

CONTINUED  ON  NEXT  PAGE 


Please  mention  The  Business  Man’s  Magasine  when  writing  to  advertisers. 
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What  Some  Prominent  Engineers  and  Officials 
Have  to  Say  About  the  Improved  Rail  Joint 


William  E.  Hoyt,  assistant  and  consulting  engineer  of  the  New  York  Central  Railroad, 
writes  as  follows  to  the  Improved  Rail  Joint  Company: 


Gentlemen; — I  have  examined  with  great  care  the  device  shown  me  by  your  secretary  and  I 
believe  it  to  be  a  valuable  invention.  The  joint  is  free  from  most  obvious  defects  of  similar  designs 
intended  to  lessen  the  wear  of  the  rails  and  the  shock  of  impact  to  rolling  stock,  and  I  can  see  no 
reason  why  it  should  not  prove  to  be  successful  in  its  application  and  use  generally.  Mr.  Gavin,  the 
inventor,  was  in  my  employ  for  fifteen  years  and  he  has  had  long  experience  and  has  acquired  much 
skill  in  track  work.  I  trust  you  may  meet  with  much  favor  in  the  introduction  of  your  device  to  all 
railway  oflbcials,  and  with  good  wishes  for  your  success,  I  am,  Yours  very  truly,  Wm.  E.  IIoyt. 


Rail  Joint  Closed 
as  on  Railroad 


J.  H.  Barrett,  General  Superintendent  of  the  Buf¬ 
falo,  Rochester  &  Pittsburg  Railroad,  wrote : 

Gentlemen: — I  beg  to  advise  that  I  have  carefully 
looked  into  the  model  of  your  improved  rail  joint  and  am 
very  favorably  impressed  with  it.  The  model  would  indicate 
that  it  was  the  best  joint  in  existence.  We  will  take  pleasure 
at  once  in  fitting  a  piece  of  our  track  with  it,  in  order  to  give 
it  a  practical  test  in  the  vicinity  of  Rochester.  _We  think  it 
is  nearer  the  continuous  rail  than  anything  in  existence. 
Yours  truly,  J.  11.  Barrett,  General  Superintendent. 

Only  recently  the  Buffalo  and  Susquehanna  Rail¬ 
way  Company  showed  a  voluntary  interest  in  the 
Improved  Rail  Joint  by  inquiring  of  Mr.  Frederick 
Heis,  roadmaster  of  the  Manhattan  Elevated  road 
in  N.  Y.  City,  about  the  invention.  Here  is  the  letter  : 

Dear  Sir: — It. is  reported  to  me  that  you  are  familiar 
with  the  Improved  rail  joint  and  that  the  same  is  in  use 
on  the  Manhattan  Elevated  Railroad.  If  I  am  not  troubling 
you  too  much,  I  would  like  very  much  to  know  your  views  in 
regard  to  this  joint.  Yours  truly,  C.  W.  Goodyear,  Vice 
President. 

This  was  the  reply : 

Interborough  Rapid  Transit  Co.,  New  York,  Nov.  2f>,  1905. 
Mr.  C.  W.  Goodyear,  \hce  President, 

Buffalo  &  Susquehanna  Ry.  Co.,  Buffalo,  N.  Y. 

Dear  Sir: — Replying  to  your  letter  of  the  23rd  inst., 
relative  to  the  Improved  rail  joint,  which  is  in  use  on  tlie 
Manhattan  Elevated  Railroad,  I  will  say  that  we  have  this 
joint  in  use  on  a  section  of  the  road  where  we  average  a 
()-car  train  passing  over  it  every  two  minutes  continuously. 
'I'he  object  of  this  joint  is  to  give  a  continuous  rail  and  avoid 
the  pounding  at  joints.  I  am  very  much  pleased  with  this 
joint  and  think  it  is  the  closest  approach  to  the  result  desired 
that  I  have  found  on  the  market.  Yours  truly,  Fred'k  Heis, 
Road  Master. 


Cut  Rail  Joint  Show¬ 
ing  Mechanism 


What  Mr.  T.  J.  Nichols,  former  superintendent  of  the  Rochester  Street  Railway 
System,  has  to  say  of  the  need  of  the  improved  rail  joint: 

“For  many  years  I  tried  to  devise  some  way  of  saving  the  ends  of  rails.  I  have  spent  hours 

watching  freight  trains  passing  over  rail  joints.  I  have  noticed  after  a  rain  when  the  ground  would 
be  soft,  the  tie  holding  the  end  of  one  rail  would  sag  from  the  weight  of  a  wheel  passing  over  it, 
leaving  the  other  rail  elevated,  the  wheel  striking  this  constantly.  This  chips  the  rail  and  jars  the 

rolling  stock.  With  the  Gavin  Improved  Joint  it  is  impossible.  Before  the  wheel  leaves  one  rail  it 

is  on  the  other  and  there  is  no  chance  to  chip  or  pound  the  ends.” 


Showing  how  easy  it  will  be  to  get  into  shape  for  manufacturing  the  Improved  Rail 
Joint  a  letter  to  Inventor  Gavin  from  the  Ajax  Mfg.  Co.  of  Cleveland  may  be  quoted: 

Dear  Sir: — Replying  to  yours  of  recent  date,  would  say  it  will  take  from  six  to  eight  weeks  to 
furnish  a  machine  suitable  for  shearing  rails  for  your  needs.  Very  truly  yours.  The  Ajax  Manufac¬ 
turing  Co.  J.  R.  Blakeslee,  Jr.,  Vice  Pres.  ' 


Address  All  Communications  to 


The  Improved  Rail  Joint  Co.,  Rochester,  N.  Y. 

SEND  FOR  PROSPECTUS  TODAY 
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THIS  GREAT 

INDEPENDENT  TELEPHONE  PLANT 
WANTS  TO  TALK  TO  YOU 


Does  it  seem  strange  that  the  greatest  independent  telephone  plant 
in  the  world— the  Stromberg-Carlson  Telephone  Mfg.  Co.— should  want  to 
talk  to  you  about  telephones?  .  ,  ,  ,  , 

You  have  thought,  perhaps,  that  you  were  getting  all  the  good  you  could 
out  of  the  telephone  in  your  business.  But  you  are  not. 

You  have  considered  the  whole  subject  in  all  probability  as  one  to  be  left 
entirely  to  your  local  company.  But  it  is  not— it  needs  your  personal  attention. 

You’ve  never  looked  behind  the  great  independent  telephone  movement, 
involving  millions  of  dollars,  and  thought  of  this  mammoth  factory— making 
everything  from  telephone  cords  to  telephone  cables. 

But  this  great  Rochester  factory  has  been  thinking  of  you  for  years.  In 
the  very  forefront  of  the  fight  for  telephone  freedom ;  a  prime  factor  in  the 
equipment  and  almost  miraculous  success  of  hundreds  of  independent 
telephone  companies— the  Stromberg-Carlson  Company  with  its  great  corps  of 
engineers  and  experts  and  its  25C0;  skilled  workmen  has  been  bringing  the  tele¬ 
phone  to  a  point  of  perfection  it  has  never  reached  before. 

To  put  the  telephone  to  broader  uses  in  your  business;  to  make  it  a  trusted 
lieutenant  to  every  captain  of  industry  in  the  country;  to  make  it  a  time-saver 
and  step-saver  and  money-saver  in  every  factory,  in  every  wholesale  house,  in 
every  retail  store  and  in  every  suite  of  offices— this  is  one  of  the  objects  to¬ 
ward  which  this  vast  establishment  has  been  steadily  striving. 

We  are  ready  now  to  talk  about  the  telephone  in  YOUR  business. 

We  are  ready  to  show  you  that  you  have  not  even  begun  to  approxi¬ 
mate  its  usefulness.  ,  ,,  ,  .  ,,  , 

We  are  ready  to  put  at  your  disposal  all  the  experience,  all  the  expert 
knowledge,  and  all  the  facilities,  of  the  most  perfect  plant  of  the  kind  in 

'^'^^(^r^object— first— is  to  install  honest  telephone  equipment  in  every  nook 
and  comer  of  the  country— to  drive  out  inferior  and  inadequate  equipment. 

Our  object— second— is  to  help  you  conserve  your 
energies ;  to  give  you  a  grip  on  every  part  of  your 
business:  to  put  you  into  instantaneous  touch 
with  all  Its  branches  and  details — to  help  you  to 
do  more  and  work  less. 

What  you  need  depends  upon  what  your 
business  is.  We  have  no  misjit,  ready-made  tele¬ 
phone  system  which  we  prescribe  for  all  cases— 
tell  us  what  your  business  is  and  our  engineers 
will  tell  you  what  kind  of  a  system  you  need  to 
double  your  capacity  for  “doing  things.” 

If  you  are  a  manujacturer— large  or  small— a 
wholesaler  ora  retailer,  we  want  to  hear  from  you 
especially.  Never  mind  what  your  local  connections 
or  conditions  may  be— our  plans  apply  to  your  business 
no  matter  what  telephone  system  you’re  using  now. 

We  are  installing  literally  thousands  of  systems— get  the  work  of 
planning  yours  under  way  at  once. 

To  get  matters  started,  fill  out  the  information  blank  below.  Mail  it  to  us. 
Then  we  can  quickly  arrive  at  your  wants.  But  do  this  promptly  if  time  is  any  object 

STROMBERG-CARLSON  TELEPHONE  MFG.  CO. 

1050  UNIVERSITY  AVENUE,  ROCHESTER,  N.  Y. 

Western  Sales  Offices,  Chicago,  Ills. 


IVCADM  A  TIAN  Df  A  WU  8t«dy  the  needs  of  your  business  and  its  departments.  Fill  out  the  blauk  as  clearly  as  you  can  and  mail  It 
lltrUlliUAl  lull  DlyAn  A  to  us.  if  you  deem  additional  information  necessary  better  give  it  to  us  in  a  letter  accompanying  the  blank. 

Capacity  o/  System  desired? . How  many  Desk  Telephones? . How  many  Wall  Telephones? . Switchboard  or 

Intercommunicating  System? . Do  you  wish  System  equipped  with  Exchange  Connections? . Size,  Character  and  Con¬ 
struction  o/  Building  in  which  System  is  to  be  installed  giving  Distances  between  Telephones . 

Do  you  wish  figures  on  Complete  Installation? . General  Remarks . 

STROMBERG-CARLSON  TELEPHONE  MFG.  CO.,  1050  University  Ave.,  Rochester,  N.  Y.  Western  Sales  Offices,  Chicago.  Ill. 
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TKLLS  of  something  new — entirely  new — in 
steel  office  furniture  construction.  Wood  was 
all  right  yesterday,  but  this  is  the  day  of  steel 
construction.  Steel,  mind  you- — not  wire  or  strap 
iron — but  staunch  indestructible  cold  rolled  U  steel 
that  simply  can’t  and  won’t  sag,  bend  or  break. 


UHL  ART  STEEL 
OFFICE  CHAIRS 


These  Steel  Office  Stools  (with  or 
without  back)  and  Steel  Typewriter 
Chairs  are  made  without 
nut  or  bolt  or  break¬ 
able  joint. 

They  will  literally  last 
forever,  weigh  not  an 
ounce  more  than  the 
average  wooden  chairs. 

Pronounced  by  hundreds 
of  users  the  most  economical,  sanitary  and  orna¬ 
mental  chair  in  the  world  for  offices,  stores,  etc., 
with  simple  locking  device  allowing  seat  to  re¬ 
volve  without  raising  or  lowering  the  screw.  In 
keeping  with  most  modern  office  appliances 
and  systems  devices. 

COST  NO  MORE  THAN  UGLY 
CLUMSY  WOODEN  CHAIRS 


Revolving  Steel  Desk 
Stool 

(with  or  without  back) 


DL"T  HURRY  PAST 


a 


Ask  your  Dealer  and  if  he  can  not  supply  you  write  Adjustable  Spring  Back  Type== 
us  and  send  Dealer’s  name.  writer  or  Office  Chair 


The  Toledo  Metal  Furniture 

Company 

125  S.  HURON  ST.,  TOLEDO,  OHIO 
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^  If  you  are  a  successful  business  man 
you  advertise  in  some  way. 

^  Whether  you  are  interested  in  us  or 
we  in  you  depends  on  your  present  fa¬ 
cilities  for  getting  the  greatest  possible 
results  from  every  dollar  you  spend 
for  advertising. 

^  If  you  can  use  selling  plans,  bright  original  business¬ 
getting  copy,  the  best  of  service  in  buying  and  placing 
your  space  we  would  like  to  have  you  know  what  we 
have  to  offer. 


^  We  have  for  many  years  handled  some  of  the 
choicest  advertising  accounts  in  America. 

FRANK  SEAMAIN,  Inc. 

Western  New  York  Branch,  Rochester,  N.  Y. 

707  CHAMBER  OF  COMMERCE  BLDQ. 

L.  B.  EUUIOTT,  Resident:  Director 

NEW  YORK  CHICAGO  SAN  FRANCISCO 
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Description 


Steel  clips,  enclosed 
which  any  inscription 


in  leather  tabs,  on 
may  be  written  or 


printed.  They  can  be  instantly  slipped  on  a  leaf,  or  card,  and 
hold  with  a  vise-like  grip,  but  do  not  tear  or 
mark  the  leaf.  They  can  be  quickly  removed 
to  another  page  or  to  a  different  book  if  you  wish. 

Besid  es  the  tags  to  write  on,  we  carry 
in  stock  over  1,000  different  kinds  of 
printed  tags. 


This  Cut  shows  how  Tags 
are  Put  on  Leaves 


ALPHABETS 


Sty.e  341 


Style  342 


We  make  13  different  adjustable  alphabets.  The 
letters  from  A  to  Z  (including  Me)  are  made  in  five 
styles,  on  four  sizes  of  tags. 

Sub-divided  Alphabets  are  made  in  eight 
different  sets  ranging  from  26  to  200  sub-divisions 
style 381  of  the  alphabet  (fifteen  tags,  overlapped  extend 
only  six  inches). 

Absolutely  the  best  index  for  loose  leaf  books. 

Accounts:  The  names  of  over  70  of  the  most 
Style  382  used  accounts. 

Cities:  The  names  of  75  of  the  largest 
cities. 

States  and  Territories :  Fifty  names. 

Numbers:  In  four  styles  and  sizes. 

Months:  In  four  styles  and  sizes. 

Printed  to  order:  We  print  to  order,  promptly  and 
Style  103  moderate  expense,  tags  with  any  desired  inscription. 


Sub-dlvlded  Alphabet 

made  in  sets  ranging 
from  26  to  200  subdi¬ 
visions  of  the  alphabet 


We  Guarantee  Every  tag  to  be  perfect  in  material  and  construction,  and  to  pay 
—  =  for  itself  in  the  time  saved  by  its  use. 


We  prepay  transportation,  and  will  send  tags  to  any 
responsible  person  or  firm  on  trial,  to  be  returned  if 
not  found  profitable. 

We  have  never  found  an  office  so  large  and  but  few 
so  small  but  that  at  least  a  few  of  our  tags  could  be 
profitably  used.  Fill  out  the  coupon,  mail  it  with 
your  letter-head  and  receive  our  catalogue  and  price 
list  showing  how  YOU  can  save  time  and  labor. 
Sample  tag  for  5  cents. 

CHAS.  C.  SMITH,  Mfi:: 

EXETER,  NEBRASKA 


Cut  off  here  and  mail  TO-DAY— Don't  Delay 

Dept.  A,  Chas.  C.  Smith,  Exeter,  Nebraska 

Please  send  your  circulars  and  price  list  free.  En¬ 
closed  is  5  cents  for  sample  tag.  10-06 

Name . 

Street . 

City . State . 

Business . 

State  What  You 

Wish  to  Index . 
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YOU  MAY  hire  a  business  expert  at  a  cost  of  $25.00  to  $300.00  a  day,  to  perfect  a 
system  for  you  in  one  or  two  departments,  but  no  one  man  can  be  an  expert  in  all 
lines  of  business.  When  we  compiled  Tabloid  Systems  a  man  was  selected  to  write 
the  specific  articles  for  each  department,  who  was  recognized  in  the  business  world  as  know¬ 
ing  all  that  can  be  learned  about  his  particular  field.  You  get  exactly  the  same  help  from 
this  book  that  acquired  in  any  other  way  would  cost  a  fortune.  Furthermore,  The  Business 
Man’s  Magazine  maintains  a  staff  of  seven  experts  who  are  frequently  retained  for  special 
work  at  the  prices  mentioned,  but  our  subscribers  are  entitled  to  call  on  these  same  men^  for 
individual  advice.  Their  problems  receive  the  same  careful  consideration  that  is  given 

special  contracts. 

Tabloid  Systems  for  Business  Men 

Is  a  handsomely  bound,  200  page  book  that  is  specific  on  all  points  and  practical.  Every 
article  is  the  outgrowth  of  successful  business  enterprises.  It  shows  how  to  increase  busi¬ 
ness  and  decrease  expenses.  It  lends  positiveness-absolute  certainty  to  your  every  action. 
It  eliminates  experiment  from  your  business  field.  It’s  a  book  that  earns  its  right  of  exist¬ 
ence  every  minute  of  the  day. 

It’s  Free  to  You  with  a  Subscription  to  the 

Business  Man’s  Magazine 

THE  BUSINESS  MAN’S  MAGAZINE  should  have  a  place  on  your  desk..  It  belongs 
there,  just  as  much  as  the  credit  man  keeps  his  Dun’s  or  Bradstreet’s,  the  lawyer  his  Black- 
stone.  For  eighteen  years  it  has  set  the  pace  in  business  literature.  Hundreds  of  sub¬ 
scribers  who  read  the  first  issue  are  among  our  enthusiastic  readers  today. 


THE  BOOK-KEEPER  PUBLISHING  CO.,  Ltd. 

102  West  Fort  Street,  Detroit,  Michigan. 

..-Enclosed  find  one  d<d,ar.  J^cfi  ^please  -nd^  .e^  .he^Bu.nnss^ 

It"'is'’Sde‘r''sWod 'thri  may  have  my  money'  refunded  if  the  book  or  magazine  does  not  prove  entirely  sat- 
isfactory. 

Name . * . 

Address . 

_  . State . . . 

Town . 
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^  THE  short-story  writers  of  America  pro- 
oJ  duce  about  three  hundred  publishable  stories 
every  month. 


NOW  it  is  one  of  the  functions  of  the 
^  National  Weekly  to  secure  for  its  three 
millions  of  readers  the  cream  of  these  stories. 


^  TO  accomplish  this,  Collier 
jJ  est  average  price  per  wore 


pays  the  high- 
and  in  addition 


gives  a  quarterly  prize  of  one  thousand  dollars  for 
the  best  story  submitted  during  each  three  months. 


Colliers 

THE  NATIONAL  WEEKLY 


THE  result  is  that  probably  sixty  per  cent 
j1  of  the  month’s  production  of  stories  is  sub¬ 
mitted  to  the  fiction  editor  of  Collier’s  before 
being  sent  elsewhere.  Under  the  working  of 
this  policy  it  is  not  difficult  to  maintain  a  real 
supremacy  in  the  short-story  field. 

Perhaps  you  do  not  really  know  Collier's.  Send  your  name  and 
address  for  a  booklet  and  a  handsome  Gibson  miniature,  free 

P.  F„  COLLIER  8z:  SON,  Publishers 

403  WEST  THIRTEENTH  STREET,  NEW  YORK 
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^  THERE  IS  A  WAY  TO  BRIDGE  OVER  EVERY 
FAILURE.  JUST  AS  THERE  IS  A  SOLUTION 
TO  EVERY  ENGINEERING  PROBLEM. 

FREE 

x-=.ys.sz‘s~zj:ss--^ 

chapter  heads  ;  thousands  of  sources  of  information.  r  v  i  . 

«II  ^  iU  ■*  ^„+v!cV,+  von  can  pet  it  Fi2£'£7  if  you  act  before  November  1st.  This  set  of  books  is  not  a 

mrt'of'wirTeeular correspondence  courses;  it  is  not  embodied  in  any  one  of  our  regular  courses;  but  it  contains 
Sresseuee  o/uJ!  our  courses.  The  entire  set  is  FREE  to  anyone  answering  this  advertisement  who  enrolls  in 
one  of  our  regular  full  engineering  courses. 

^  The  difference  between  success  and  failure,  in  nine  cases  out  of  ten,  is  education.  Have  you  ever  stopped 
to  consider  the  mere  money  value  of  education? 

0  0  0.0  0 

€I  The  average  educated  man  earns  $1,000.00  a  year.  He  works  forty  years,  imking  a 

Hmp  The  average  day  laborer  gets  $1.50  a  day— 300  days  in  a  year— or  $450.00  per  year.  He  earns  $18,000. 
^a  lifI?rmr-40  years  The  difference  between  $40,000.00  and  $18,000.00  is  $22,000.00.  This  is  the  minimum  value 
o"  L  education  in  me'e  dollars  and  cents.  The  increased  self-respect  you  gain  cannot  be  estimated  m  money. 
^  If  a  general  education  is  worth  so  much,  what  is  a  special  engineering  education  worth  to  you .  The  Help 

Wantod  ”  columns  in  any  daily  newspaper  tell  _ 

the  story.  Compare  the  number  of  “Draftsmen  COUPON— CUT  OUT  AND  MAIL  TO-DAY 

Wanted,”  “Engineers  Wanted”  advertisements 
with  the  hundreds  of  stenographers,  book-keep¬ 
ers,  clerks,  etc.,  advertising  for  work, 

^  The  American  School  of  Correspondence  offers 
to  qualify  you  for  a  better  position.  If  your  present 
employment  is  not  agreeable,  it  will  Lt  you  for 
more  congenial  work.  It  will  bring  the  instruction 
toyou.  You  can  study  wherever  you  are  and  when¬ 
ever  you  please  without  interfering  with  your 
present  work  or  leaving  home.  Your  lessons  are 
put  before  you  in  type.  Every  question  is  answered 
in  writing.  You  have  your  instructors  criticisms 
always  before  you.  We  arrange  payments  to  meet 
your  circumstances,  and,  as 

WE  EMPLOY  NO  AGENTS 

and  have  no  large  commissions  to  pay,  our  tuition 
fees  are  lower  than  those  of  other  correspond¬ 
ence  schools.  Every  penny  you  pay  us  is  spent 
for  your  instruction. 

^  Check  the  coupon,  send  it  to  us  immediately, 
and  receive  FREE  by  return  mail,  our  200-page 
hand-book,  giving  the  names  of  hundreds  of  people 
who  have  completed  our  courses  and  who  have 
bettered  their  positions  through  our  instruction. 


Please  send  me  2  0  0-t>c.se  ha7idbook. 
the  course  marked  A . 

Mechanical  Drawing 

; . Electrical  Engineering 

. Central  Station  Work 

!!!!!!. ..Electric  Lighting 

' . Electric  Railways 

Telephone  Practice 
;;'”;;!;Mechanlcal  Engineering 
. Telegraphy 

. Sheet  Metal  Pattern  Drafting 

. Machine-Shop  Practice 


/  am  interested  in 

M.  M.  10-6 

Municipal  Engineering 
.Railroad  Engineering 
.Surveying 
.Hydraulics 
Structural  Drafting 
'complete  Architecture 
.Architectural  Engineering 
.Contractors’  and  Builders’ 
Course 

Cotton  Course 


HeSI,  VentHXon7and  Woolen  and  Worsted  Goods 


Plumbing 
..Stationary  Engineering 
..Marine  Engineering 
..Locomotive  Engineering 
’’structural  Engineering 


Name _ 

Address. 


Course 
Knit  Goods  Course 
College  Preparatory  Course 
(fitting  for  entrance  to 
engineering  schools) 

_ As-e - - 


Occutation  - i - - - - - - - —  " 

AMERICAN  SCHOOL  OF  CORRESPONDENCE 
3102-11  Armour  Avenue 
Chic  ago.  Ill.,  U  .  S  .  A . 
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The  back '  of  the  McCLOUD  ADJUST¬ 
ABLE  SPRING  BACK  CHAIR  bends 
as  you  bend— backward  or  forward.  It 
*  is  the  only  chair  giving  a  constant  and  even 
I  support  just  where  it  is  needed— in  the  small 
!  of  the  back. 

.  A  Comfortable  Office  and  Typewriter  Chair 
is  Essential  to  Good  Work 

You  can  no  more  do  your  best  work  in  a  hard,  uncomfortable 
chair  than  you  can  feel  perfectly  at  ease  in  a  tight  fitting  pair  of 
shoes.  An  aching  back  makes  impossible  a  clear  brain,  and  physical  comfort  is  as  necessary  to 
the  performing  of  a  big  day’s  work  as  is  a  good  appetite  to  the  enjoying  of  a  dainty  meal. 
You  spend  one-third  of  your  life  in  your  office  chair,  one-eighth  of  your  life  in  your  library, 
yet  you  insist  on  providing  the  latter  with  the  most  luxuriously  comfortable  furniture,  while 
your  comfort,  even  your  good  health  in  the  office  receives''  not  a  moment's  consideration.  Is 
this  fair  to  you — your  business  ?  Discard  your  old  officeVhair  just  30  days,  let  us  replace  it 
with  the 

McCloud  Spring  Back  Chair 

We  will  send  you,  all  charges  prepaid,  your  choice  of  over  30  different  styles  Use  this  chair  for  one 
month  If  at  the  end  of  this  time  you  feel  that  you  can  dispense  with  it — with  the  absolute  comfort  it  affords 
you,  send  it  back  at  our  expense  The  trial  has  cost  you  nothing — not  a  single  penny 

Note  — VVe  not  only  make  c;iairs  for  the  man  at  the  head  of  the  business,  but  for  everyone  between  him  and  the 
office  boy  The  backs  of  your  employes  are  as  susceptible  to  the  aches  as  yours  and  their  work  both  in  quality  and  amount 
decreases  as  the  discomfort  increases.  The  styles  we  illustrate  here  are  but  two  of  the  many  shown  in  our  catalog.  Send  for 
it  today.  A  simple  request  on  your  letterhead  will  bring  it  posthaste.  Don’t  ^ 

delay — you  should  have  eased  that  strain  on  your  back  long  ago. 

Write  for  Catalog. 


The  Davis  Chair  Company 

DEPARTMENT 

MARYSVILLE.  OHIO 


THIS  TRADE  (HARH  ON  EVERY  CHAIR 
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P.  LITTLE 


MANUFACTURER  OF  STANDARD  TYPE. 
WRITER  SUPPLIES  AT  STANDARD  PRICES 


Satin  Finish  and  Gold  Seal 
Ribbons.  Spiderweb  Carbon, 
a  new  product  for  producing 
fine,  clean-cut  carbon  copies. 
Cobweb  Carbon,  for  twenty 
years  unequalled  for  making 
a  large  number  of  copies, 
and  for  durability.  Satin  Fin¬ 
ish  Carbon  and  Special  Satin 
Finish  Carbon,  the  latter  a 
new  product  and  the  finest 


standard  grade  upon  the 
market.  Gold  Seal,  Straight 
Finish,  Special  Straight  Fin¬ 
ish,  A.  P.  L.  Carbon,  and  all 
varieties  of  Hard  Finish  Car¬ 
bon  Paper,  Copying  Carbon 
No.  1  and  No.  2,  and  all 
varieties  of  Pen  and  Pencil 
Carbon  Paper.  The  most 
complete  line  of  first-class 
goods  upon  the  market. 


Main  Office  and  Factory 
Rochester,  N.  Y.,  U.  S.  A. 


DISTRIBUTING  OFFICES 

New  York  Cleveland  Pittsburg 

Chicago  ^  Philadelphia  Washington,  D.  C. 

London,  England 
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A  shabby  salesman  belittles  the  merit  of 
his  product. 


He  is  actually  handicapped  in  explaining  the  features  of 
his  goods— indeed  he  can  hardly  expect  to  gain  access  into  the 
oiiice  of  the  man  who  signs  the  orders. 

It  is  so  with  your  catalogues  or  booklets. 
The  cover  gives  the  first  impression.  The 
cover  invites  your  customer  inside — or  possi= 
bly  it  suggests  the  waste  basket.  The  sen= 
ing  value  of  a  catalogue  is  in  a  large  meas= 
ure  dependent  on  the  cover. 

For  oyer  thirty=nine  years  we  have  made  a  specialty  of  cover 
paper,  until  we  have  developed  a  line  which  for  distinctive  colors- 
firmness  of  texture,  perfect  finish— in  either  plate  or  antique— is 
not  equaled  by  any  cover  paper  mill  in  the  world.  The  Penin= 
sular  Covers  clothe  every  catalogue  where  taste  and  beauty  is  a 
mark  of  the  printer’s  skill. 

Our  sample  books  are  too  elaborate  for  indiscriminate  distri¬ 
bution,  but  every  buyer  of  a  considerable  amount  of  high-grade 
printing  should  have  them  on  his  desk  for  constant  reference.  • 

We  must  insist  that  your  request  come  to  us  on  your  business 
letterhead. 

Peninsular  Paper  Company 

Ypsilanti,  Michigan 

Please  menlion  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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LAIRD  LEE’S 


WtNter't  New  StendsrJ  Wctlomry  *  *' 

Gold  Medal  Lj"'3Vm^‘i.brte  ^  Edicatlonal  Inatitutiona 


Webster’s 

New  Standard  Dictionary 
Library  Edition  _ 


Contains  Dictionaries  of  Biographj^ 
Geography,  Biblical,  Musical  and 
Classical  Names,  Legal  Terms,  Med¬ 
ical  Words  and  Symbols,  Mythology, 
Latin,  Greek,  Persian,  Hindu, 
Egyptian,  Hebrew,  Teutonic  and 
Norse  Heroes,  Deities  and  other 
Legendary  Characters;^  Foreign 
Phrases,  Synonyms,  Metric  System, 
Proofreading  and  English^  Word 
Building.  Degrees  of  adjectives, 

?lurals  of  nouns,  irregular  verbs. 

roper  nouns  indicated  by  capital 
initials.  Hundreds  of  new  words  now 
appearing  in  a  lexicon  for  the  first 
time.  Bound  in  full  flexible 
leather,  polished  green  edges,  thumb- 
indexed,  and  containing  784  pages, 
over  900  illustrations,  30^  full-page 
plates,  11  in  colors.  Special  frontis¬ 
piece.  Enclosed  in  box,  $2-S0* 


Webster’s 
New  Standard  Dictionary 
High  School 
and  Collegiate  Edition 


Size,  6x8  inches,  In.  thick. 


Contains  all  the  features  of  the  Library 
Edition,  extensive  etymologies,^  the  use  of 
capital  initials  in  words  invariably  com¬ 
mencing  with  a  capital,  principal  parts  of 
verbs,  degrees  of  adjectives,  .^t 

nouns,  synonyms,  etc.  784 pages,  900  il¬ 
lustrations,  26  full-page  plates  6in  colors, 
half  leather,  stamped  sprinkled 

edges,  thumb-indexed,  $1_.50. 

Students’  Common  School  Edition 

without  medical,  legal  and  mythological 
Dictionaries.  750  pages,  840  illustrations. 
14  full-page  plates,  2  pages,  colored  maps. 
Eastern  and  Western  Hemisphere,  a 
feature  found  in  this  edition  only.^  Spec¬ 
ial  frontispiece,  black  silk  cloth,  side  and 
back  title  in  gold.  6^^  x  5 inches,  75c. 
Full  leather,  indexed,  rededges,  81.00 


AloictiOTary  of*Dictionaries,  containing  all  the 

lexicons,  the  encyclopedia  and  the  gazetteer ;  covers  twenty-seven  special  copynghted  features,  more 
than  has  ever  been  granted  any  one  lexicon  by  the  Ubranan  of  Congress.  _ 

imtfrmEDIATE  school  edition. 

Important  Addition  to  the  Series  of  Webster’s  New  Standard  Dictionaries 


For  Intermediate  Grades. — A.  new  and 
original  dictionary  just  issued  from  the  pres^ 
Hand  composition,  printed  from  new  plates  used 
exclusively  for  this  edition  and  entirely  different 
from  our  other  lexicons.  30,000 words,  with 
definitions.  About  6,000  synonyms  in  direct 
connection  with  vocabulary^  words.  Proper 
nouns  indicated  by  capital  initials,  ^  feature 
originated  by  us.  Degrees  of  adjectives;  ir¬ 
regular  forms  of  verbs,  plurals  of  nouns;  hun¬ 
dreds  of  new  words.  Diacritic  marks  uniform 
with  ^Vebster  s  New  Standard  Dictionaries 


'  k 


based  on  Webster’s  original  system.  Key  fool 
of  each  page.  Evolution  of  Diacriti^l 
Markings;  Key  to  Pronunciation;  Prin¬ 
cipal  Signs  used  in  Writing  and  Typography; 
Abbreviations  in  Common  Use  and  other 
Encyclopedic  Features;  Vocabulary  words 
in  bold-face  type.  456  Pages,  600 

special  Text-Illustrations  ananged  in  direct 
connection  with  the  words  to  be  illustrated. 
Special  frontispiece  and  two  pages  of  Flags  of 
Nations  in  Colors,  size  4^  x  6X  in.  li  in. 
thick.  Black  silk  cloth,  title  in  gold,  50c. 


Elementary  School  Editlosi.— More  than  20,000  words  and  definitions,  printed  horn  ^ijerent  plates  th^  other 
sSSnl,  bold-facetypefor  all  vocabulary  words.  41^  pages,  blacksilk  cloth,  gold  stamp,  30c. 

Thp  Standard  Webster  Pocket  Dictionary. — Over  30,000  words  and  subjects.  Flundreds  of  new  words.  Spec- 

“pair  Jatln^  FuTl^eUa^k  leather,  g^llsta^g.  gilt  edg..  indexed.  _224  page.  v.st 

pocket  size  - 


For  sale  at  all  bookstores,  by  all  jobbers,  news  <V°"™P^"'b5SSbli^he°r°s dealers, 

or  sent  direct,  on  receipt  of  price,  by  publishers. 


or  senx  QirctL,  uii  .  -kx  a TT  A 

LAIRD  LEE,  263-265  Wabash  Ave,  «  >  >  •  >  CHICAGC^jLj^_^ 
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EVERYBODY’S  GOING 

TO  THE  FIFTH 

National  Business  Show 

AMERICA’S  MOST  NOTABLE  COMMERCIAL  EVENT 

Madison  Square  Garden,  New  York  City 
October  27  to  November  3,  1906 


Where  will  be  exhibited  and  practical  demonstrations  made 
of  all  the  new  improved  Time  and  Labor-Saving  Devices, 
Business  Appliances  and  Systems  of  every  description, 
which  can  be  installed  in  any  business. 

To  see  elsewhere  each  of  the  different  appliances  on 
exhibition  here,  would  necessitate  days  of  expense  and 
travel.  A  day  spent  at  this  Show  will  acquaint  you  with 
new  methods,  by  the  use  of  which,  you  can  save  thousands 
of  dollars  in  a  year  in  your  business. 

No  progressive  business  man,  anxious  to  improve  his 
business  methods,  cut  down  his  expenses,  and  increase  his 
profits,  can  afford  to  miss  this  Show. 

For  further  particulars  address 


COCHRANE  &  PAYNE,  Managers 


PARK  ROW  BUILDING 


NEW  YORK  CITY 


It  Will  Pay  You  to  Go,  Too 

Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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EASY  PURCHASE  PLAN 


A  COMPLETE 

BUSINESS  AND  ACCOUNTING  LIBRARY 
FOR  50  CENTS  A  WEEK 

$32.50  Worth  of  Books  for  $24 


These  Books  Sent  Express  Paid  on  the  “EASY  PAY”  Plan 


3.00 

.50 


General  Book=keeping 

Thorne’s  20th  Centnry  Book-keeping  and  Bus- 

iness  Practice . . 

The  latest,  best  and  most  practical  text  booh  on 
the  subject.  Short  Methods,  Proving  Work.  Locat¬ 
ing  Errors,  Opening  and  Closing  Books,  Partnership 
Adjustment,  Special  Systems,  etc.  ^  j  tj  • 

Goodwin’s  Improved  Book-keeping  and  Busi¬ 
ness  Manual . 

Averaging  Accounts . 

The  book-keeper  will  be  glad  to  have  this  book  in 
his  library  when  called  on  for  complicated  equations. 

Corporation  Accounting 

Keister’s  Corporation  Accounting  and  Auditing  $4.00 

Corporation  Stock  Books,  Formation  of  Corporations 
and  Trusts,  Consolidations,  Bond  Issues,  Sinking  and 
Reserve  Funds,  Corporation  Law,  Difficult  Entries,  etc.  ^ 

Pointers  for  Stockholders . 

Selling 

Sales  Promotion . . .  ^2. 00 

The  Art  of  Business  Getting . 

Credits 

The  Credit  Man  and  His  Work . .  $2.00 

The  only  practical  book  on  the  work  of  the  Credit 
Department. 

Business  Correspondence 

Commercial  Correspondence .  $2.00 

A  practical  work  on  Business  Letter  W riting.  A  work 
for  the  business  man,  not  for  the  school  boy. 

Cost  Accounting 

Hall’s  Manufacturing  Cost . . .  $2.00 

An  exposition  of  the  general  principles  of  cost  ac¬ 
counting  and  how  they  may  be  adapted  to  the  require¬ 
ments  of  different  industries. 

The  Factory  Manager . . 


.50 


Special  Business  Books 

Accounting  Systems  for  the  Wholesale  Grocery 

and  Hardware  Business.. .  $ 

Accounting  for  Department  Stores . 50 

Accounting  for  the  Retail  Business . 50 

The  Voucher  System . 50 

Time  Record  and  Pay  Roll  Systems . 50 

Numerous  illustrations  of  Time  and  Pay  Roll 
Books  and  Card  Systems.^ 

Business  Short  Cnts .  LOO 

Short  Cuts  and  Pointers  for  Everybody. 

Tabloid  Systems . . 

Complete  Systems  for  Hundreds  of  Special  Cases. 

All  profusely  illustrated.  Include  Sectionalization, 
Comparative  and  Departmental  Records,  Columnar 
Account  Books,  etc. 

Hints  to  Stenographers . 50 

Corporate  Management,  Conyngton .  3.00 

Checking  or  Proof  Systems 

The  Detroit  Book-keepers’  Balance  System...  $  .50 
How  to  Do  Without  a  Trial  Balance . 50 

All  kinds  of  methods  of  proving  work  on  account 
books  are  explained  and  illustrated  in  these  two  books. 

Auditing 

Duties  and  Procedure  of  Auditors .  $1.00 

A  valuable  treatise  on  the  work  required  of  Ac¬ 
countants  in  cases  of  Amalgamation  or  Consolidation 
of  Corporations. 

Science  and  Practice,  of  Auditing .  1.00 

Law 

Burdick’s  Business  Law, . $2.00 


TOTAL,  VALLE  $32.50 

Send  This  with  a  Payment  of  $2.00  and  the  Foil  Set  will  be  Shipped  at  Once 


To  The  Book=Keeper  Publishing  Company,  Ltd. 

Detroit,  Michigan 

Send  me  the  Complete  Library  as  listed  above.  For  this  I  will  pay  you  $24.00.  I  en¬ 
close  $2.00  herewith  and  will  pay  $2  00  each  month  till  I  have  paid  the  entire  $24.00. 


NAME, . 


STREET. 


TOWN . 


THE  B00K=KEEPER  PUBLISHING  COMPANY,  Ltd.,  DETROIT,  MICH. 


Please  men 
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108  she;e:ts 

Yacufloss  Smearless  Carbon 


By  usingr  each  sheet  only  100  times  you  will  get 

36  Copies  for  One  Cent 


You  cannot  secure  this  result 
with  any  other  copying  process  or  with  any  other  Carbon 
and  have  such  Clear,  Clean  and  Satisfactory  Copies  as  you 
can  get  with 

VACUFLOSS  SMEARLESS  CARBON 

k  VACUFLOSS  is  designed  especially  for  general  corres- 
^  pondence  work.  Made  in  Black,  Blue,  Purple,  Red  and 
Ik  Green,  and  anyvsize  sheet,  8%  x  11  inches,  8x13  inches, 
k  8^x13  inches,  or  8^/2  x  14  inches,  boxed  and  delivered 
I  to  your  office  on  receipt  of  $3.00. 

V  This  is  our  guarantee :  Try  a  dozen  sheets  and  if 
|r  you  are  not  fully  satisfied,  return  the  balance  C.  O.  D. 
w  for  $3.00.  For  sale  by  dealers — if  yours  does  not  have 
it  they  will  get  it  for  you,  or  we  will  send  it  direct. 

You  do  not  risk  one  penny.  i 

Have  You  a  Bigger  Profit  Producing  Proposition  in 
Your  Business— for  the  Amount  Invested  ?  A 


VACUO -STATIC  CARBON  CO 

275  MILL  STREET 

ROCHESTER,  N.  Y.  ^ 


VACUO-STATIC  CARBON  CO., 

275  mill  Street,  Rochester,  N.  T. 

Gentlemen:  Enclosed  find  draft  for  $3.00.  Please  send 

one  box  size . .  color . . . .  also 

samples  of  your  full  line  with  prices  on._ . M.  sheets. 
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CL  We  specialize  in  the  smaller  sizes  of  motors  for  factory  use 
and  offer  the  above  illustration  as  an  example  of  our  engineer¬ 
ing  in  this  line.  We  have  furnished,  all  told,  in  the  neighbor¬ 
hood  of  100  motors  to  the  Bausch  &  Lomb  Co.’s. 

CL  We  also  specialize  in  small  isolated  lighting  and  power  plants 
and  offer  as  an  example  of  this  branch,  the  residence  plant 
of  Mr.  Geo.  Eastman,  where  we  have  two  of  our  dynamos  driv¬ 
en  direct  from  oil  engines  and  9  motors  in  house  and  stables. 

The  color  Press  of  '"'‘The  Biishiess  Maiis  Magazine"  is  driven  by  a  Rochester 

Special  Printing  Press  Motor. 

Please  mention  The  Business  Man’s  MagaHne  when  writing  to  advertisers. 
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His  interest  in  the  weather  rivets 

his  attention  to  your  advertisement  just  as  he  enters  the 
dealer’s  door.  Just  as  he  needs  such  goods  as  yours  and  ^ 
ts  ready  to  buy.  At  what  more  opportune  moment 
could  you  give  him  your  last  argument  as  to  the  desir¬ 
ability  of  your  product,  your  last  shot  as  to  its  quality 
and  your  last  caution  against  substitution.  ' 

The  dealer  (knowing  the  public  is  always  Interested  in  the  weather)  is 

only  too  glad  to  place  your  attractive  Thermometer 
in  his  doorway.  Its  initial  and  only  cost  is  trifling, 
yet  for  five  or  six  years  at  the  very  least  it  will  con 
tinue  calling  the  attention  of  the  buying  public 
to  your  goods  at  a  time  and  place  when  they  may  be 
immediately  secured. 


THIS  PREFERRED 
POSITION  COSTS 
YOU  NOTHING 


A  Thermometer  will  attract  attention  and  give  an 
idea  of  quality  that  can  never  be  expected  of  the 
gaudy,  short-lived  poster  or  window  hanger.  Show 
I  and  must  be  thrown  away  or  replaced  every  few 
Thermometers  last  several  years,  yet  cost  but  a  trifle. 

Think  of  the  popular  corners  in  your  city  (to  say 
nothing_  of  depots,  restaurants,  theaters,  etc.).  If  a 

placed  at  each  one,  wouldn’t 
morning  after  morning, 


THERMOMETER  AD¬ 
VERTISING  SUGGESTS 
QUALITY  GOODS 

cards 
weeks 

OBVIOUSLY  AS 
PROFITABLE  FOR 

LOCAL  DEALERS  i  ,  . 

large  1  hermometer  were 

a  great  many  people  read  your  advertisement, 

day  in  and  day  out  ? 

ECONOMY— IT  Thermometers  promote  a  f  ^ 

T  mWcc  dealer,  because  they  make  sales  for 

TiGATE  While  costing  but  a  trifle, 

they  last  for  years.  Figuring  on  but  five  years’  display,  the  largest 
size  costs  only  1-16  of  a  single  cent  per  day.  ^ 

A I  T  c-i-vT  Cardboard,  Aluminum  and  Wood  Adver- 

AND  PRICES  Using  1  hermometers  costing  from  Z  cents 

to  $150.00  each.  Writing  to-day  will 
best  serve  YOUR  interests.  Ask  for  Booklet  K.  jf? 


Taylor^Brvthers  Company, 

ster  New  York 


CAPABLE  REPRESENTATIVES  WANTED 
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•  Straight  as  the  Crowds  Flight 


■thaf s  the  way 


Your  Bookkeeping  will  move^  when  you  adopt 


Marchant’s  Check  Figure  System 

Have  you,  as  a  bookkeeper  who  would  be  abreast  of  the  times — a  clear 
understanding  of  The  System’s  simplicity  and  directness?  Of  the  swiftness 
and  certainty  with  which  it  will  relieve  you  of  the  drudgery  of  hunting 
down  errors  in  your  accounting? 

Better  still,  it  prevents  errors,  and  does  it  automatically.  As  Sweetland 
puts  it  in  a  recent  number  of  “  System  : 

Even  daily  balancing  is  not  nearly  so  difficult  as  it  appears,  sf  the  bookkeeper  uses 
a  good  check  figure  system  to  prove  his  posting— for  if  he  takes  this  precaution  he 
knows  his  postings  are  correct.*’ 

That’s  just  the  beauty  of  The  Marchant  System,  as  Mr.  H.  Garoni  finds  it. 

Mr.  Garoni  IS  bookkeeper  for  Do  H»  <^Vrnold  S2  C!^o.,  of  ^Jew  ^^ork,  and  sayso 

“I  have  used  The  Marchant  System  for  three  years,  and  have  not  had  to  check  my 
trial  balances  in  all  that  time.  Furthermore,  I  get  trial  balances  on  my  first  attempt, 
as  all  errors  in  addition  on  the  ledger,  and  all  transpositions  on  the  balance  book,  are 
detected  immediately.  I  have  had  experience  with  the  9-check  and  the  11-check,  but 
find  your  System  superior  in  accuracy  and  rapidity.” 

Marchanfs  Check  Figure  System  will  do  as  follows:  Locate  all  transpositions  in  postings  as 
80.82  posted  for  80.28  or  as  82.80.  Catch  translocations,  25.00  for  .25  or  2.50.  Prove  all  addi¬ 
tions  quickly  and  accurately.  Prove  new  balances  as  used  on  bank  ledgers.  Catch  debit 
posted  as  credit  by  check  figure  itself.  Locate  errors  in  drawing  the  trial  balance,  on  the 
very  page  error  is  made.  ^  Prove  multiplications  and  divisions  without  reviewing.  Is  recog¬ 
nized  and  admitted  the  quickest  system  on  the  market,  combined  with  the  greatest  accuracy 
and  simplicity.  Can  be  thoroughly  mastered  in  a  week. 

After  four  years’  personal  introduction  this  System  is  now  installed  in  New  York  City, 
Chicago,  Philadelphia,  Pittsburg,  St.  Louis,  Buffalo,  Cleveland,  Boston,  Baltimore,  San 
Francisco,  New  Orleans,  Detroit,  and  numerous  other  cities  and  towns.  This  system  is 
endorsed  by  bookkeepers  throughout  the  U.  S.;  from  those  of  the  largest  concerns  down 
to  the  smallest,  as  an  indispensable  aid  in  proving  postings  and  additions,  in  extending 
balances,  and  in  getting  trial  balance  on  first  trial.  Far  superior  to  the  old  11-ck.  proof 
system  in  accuracy  as  well  as  speed,  especially  on  large  numbers.  No  time  is  lost  in  applying 
the  system,  as  the  check  is  deduced  and  written  while  amount  is  posted,  without  referring  to  a 
table,  or  using  another  sheet  as  is  required  in  “reverse  posting”  or  “sectionizing”  top-heavy 
daily-balancing  ideas  that  often  give  as  much  work  daily  as  they  save  at  the  end  of  the  month. 

The  best  is  none  too  good  for  the  modern  accountant. 

Why  Plod — 'When  You  Can  Fly  for  $5  ? 

A  concise  explanation  of  The  System’s  range  and  its  adaptability  to  any  set  of  books,  with 
list  of  references  and  testimonials  from  all  over  the  United  States — yours  for  the  asking. 

R.  H.  MARCHANT,  JR. 

ROY  R.  BAILEY,  General  Manager  in  America 

561  E«  62nd  Street 
CHICAGO 
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R  D  STACKPOLE  CO, 

dio  BROADWAY,  NEW  YORK. 

Date  JUN  30  1906 

■  "  ■  1  INfoUTl  IN  |OUT  1  INIOUTI 

1  *  1 

755  12-  1280  520 

1  ^  1 

767  1229  1827  530 

1  3 

7  59  1215  1243  5  30 

1  ^ 

751  1201  1230  530 

1  ^ 

75912  30  1259  530 

1  ^ 

809  12-  1229  530  i 

1  ^ 

754  1215  1244  530 

1  ^ 

7  69  1201  12  29  5  30 

1  ^ 

765  1215  1241  5  30 

1  10 

8—  12  291258  5  30  6-  859 

1  *  * 

764  1159  1229  530 

1 

8  09  1229  1-  530 

1 

756  1201  1229  534 

1 

801  1214  12  46  584 

7  64  IIS9  12  80  5  34  6-  905 

1  756  1202  1280  534  J 

1 

802  1229  1-  584 

754  1169  1229  532  f — ^ 

756  1201  1231  532y^ 

|20 

Lgi 

1  803  1229  0^’' 

1  7  54  the  smallest— most 

X  Size,  20  in.  X  24  in.  X 

This  is 

a  reproduction,  actual  size,  of 
record  of  employees’  time  as  made 
by  themselves  on  a 

Syracuse 

Automatic 

Time 

Recorder 

a  printing-register  on  which  it  is 
IMPOSSIBLE  TO  OBLITER¬ 
ATE  A  REGISTRATION. 

Only  one  motion  required  on 
the  part  of  the  employee — the 
pressing  of  a  lever.  The  recorder 
finds  the  proper  cross  column 
AUTOMATICALLY  at  any  mo¬ 
ment  of  the  day.  No  “in”  and 
“out”  lever. 

Sheet  always  visible,  but  no 
loose  keys,  cards  or  other  parts  to 
be  lost  or  stolen. 

Send  for  Catalogue 


Eastern 

Representatives 

R.  D.  STACKPOLE  CO. 
310  Broadway 
New  York 


Western 

Representatives 

J.  H.  WILSON  CO. 
31  Dearborn  St. 
Chicago 


Metal  Case— Dust  Proof 

See  our  Exhibit  at  the  National  Business  Show,  Madison  Square  Garden,  New  York,  Oct.  27th  to  Nov.  3rd. 

Syracuse  Time  Recorder  Co..  Factory,  Syracuse.  New  York 
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BONDS'^  STATIONERY  ^  CHECKS 

A  COMMERCIAL  PAPER 


Dear  Mr.  Morgan 

That  you  use  bond  paper  means  nothing.  The 
point  is,  do  you  use  COUPON  BOND? 

COUPON  BOND  is  made  from  new  long-fibered 

rags  ;  this  gives  great  strength.  Loft¬ 
drying  guards  against  brittleness.  The 
hand-plating  gives  a  hard,  uniform  sur- 
•  face.  Expert  inspection  eliminates  any 
imperfect  sheets. 

Every  sheet  of  COUPON  BOND  is  watermarked 

with  the  full  name.  Your  regular  printer 
will  furnish  it  if  you  ask  him. 

Very  truly  yours, 

AMERICAN  WRITING  PAPER  CO., 

Holyoke,  Mass. 

N.  B.-It  gives  us  pleasure  to  send 
our  pocket  sample-book  to 
business  men. 


IS^PerlOOfflNQUANTlTm. 


CHEAPER  THAN  PINS 

b'So*'-  ^ 

THE  AMERICAN  EMBOSSING  CO. 

SENECA  BUILDING  BUFFALO,  NEW  YORK 
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ABSOLUTE  ACCURACY 

What  good  is  a  numbering  machine  that  shirks  its  work?  That 
jumps  a  number  when  you  wish  consecutive  figures  ?  That  numbers 

consecutively  when  you  wish  to  duplicate  ? 

Numbers  are  guides.  They  facilitate  office  work  and  everything 

depends  upon  their  accuracy. 


OJRifSH  OJf’_ 


•  -^^wyoRK  - - - - - - 


r-*; 

I.'  .su 


, ,  --  -s  Hminm:. '  •>  -m 


The  Bates  Hand  Numbering  Machine 

prims  the  desired  number  every  time— prints  it  legibly  and  right  on  the  spot.  It  numbers  con¬ 
secutively  duplicates  or  repeats  as  it  is  set.  The  figures  change  automatically— there  is  nothing  to 
do  but  press  down  the  knob.  For  perfect,  legible,  accurate  and  rapid  work  it  has  no  equal 

No  matter  what  business  you  are  engaged  in,  the  chances  are  you  are  doing  work  which  the 
Bates  Numbering  Machine  can  do  better,  quicker  and  more  accurately.  Tell  us  your  business  and 
we  will  tell  you  just  why  and  how  the  Bates  machine  will  save  you  time  and  annoyance. 


BATES  MANUFACTURING  COMPANY 


31  Lakeside  Ave.,  Orange,  N.  J. 

For  sale  by  all  leading  stationers. 
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An  Unusual  Opportunity  to  Make  Money 

IN  AN  ESTABLISHED  BIG 
DIVIDEND-PAYING  BUSINESS 


(L  We  do  not  Ask  You  to  Send  Any  Money 

but  want  you  to  send  for  our  book,  it  will  be  sent  free.  It  tells 
the  whole  story,  how  our  company  was  established  in  1902  and 
was  a  success  from  the  start. 

CL  It  Tells  Why  We  Own  a  Monopoly,  and  why 

^  our  pat¬ 
ents  on  a  LACE  MACHINE  are  so  valuable.  It  tells  you 
why  our  profits  were  great  enough  the  -last  three  years  to  pay 
each  stockholder  in  dividends  $1.20  for  every  dollar  he  invested, 
in  additon  to  carrying  over  to  surplus  account  a  greater  amount 
of  money  than  our  capital  stock  during  these  three  years,  mak¬ 
ing  each  stockholder’s  investment  on  a  conservative  estimate 
of  ten  times  greater  value  than  when  he  purchased  it. 

CL  The  Rapid  Growth  of  Our  Business  makes 

n6ccs “ 

sarythe  enlarging  of  our  plant  and  facilities.  To  meet  this 
immediate  expenditure  a  limited  amount  of  treasury  stock  is 


now  being  placed  upon  the  market.  This  stock  offers  one  of 
the  safest  possible  investments  for  savings,  trust  funds  and 
insurance  money.  Our  new  building  alone,  will  cost  when 
completed,  $35,000,  and  will  enable  us  to  make  greater  profits 
than  before,  and  owing  to  the  increased  value  of  real  estate  in 
St.  Louis,  will  soon  double  in  value,  making  it  an  exception¬ 
ally  profitable  investment  to  the  stockholders  of  our  company. 

CL  Every  Dollar  Secured.  Eyery  dollar  invested 

.  .  .  will  absolutely  go  into 

tne  business  tor  its  extension  and  improvement  and  will  be 
used  for  no  other  purpose,  not  only  that,  every  dollar  of 
stock  will  be  protected  by  more  than  a  dollar’s  worth  of 
tangible  assets. 

CL  Our  Book  Gives  Positive  Evidence,  not  opin- 

*  ^  ions  fscts 

not  theories,  and  tells  you  how  your  co-operation  will  make 
onr  business  still  larger  and  more  profitable  in  the  future  than 
even  its  wonderful  showing  in  the  past. 


SEND  FOR  OUR  BOOK  TODAY 


and  if  you  are  not  convinced,  after  making  a  most  thorough  and  rigid 

niif  All  *•  f  .  •  .L.  ^^'’cstigation  that  we  are  offering  you  an  opportunity  of  a  life-time  you  are 

be  Convinced  that  we  are  offering 

nni  safest  and  best  investments  you  have  ever  had  the  opportunity  to  put  your  money  in,  be  it  little  or  great,  and  one 
that  not  only  has  paid  tremendous  dividends,  but  will  continue  to  do  so  in  the  future,  not  only  this  year,  but  next  year  and  the 
years  to  follow.  Again  we  say,  send  for  the  book  TODAY  and  you  will  thank  us  for  urging  you  to  do  so. 


TORCHON  LACE  &  MERCANTILE  CO.,  800  Chestnut  Street,  ST.  LOUIS,  MO. 


INCREASE  YOUR  HEIGHT 


There  is  no  longer  any  excuse  for  any  man  or  woman  to  look  short 
or  stunted.  By  the  Cartilage  System  you  can  add  from  2  to  5  inches  to 
your  height,  in  a  natural  way,  safely,  quickly,  permanently  and  privately 
m  your  own  home.  It  involves  no  drugs  or  medical  treatment,  no  elec¬ 
tricity  or  operation,  no  hard  work  or  unpleasant  features,  no  loss  of  time 
and  almost  no  expense.  And  while  it  is  increasing  your  height,  it  will 
also  give  you  better  health,  greater  energy,  more  nerve  force,  as  well  as 
broaden  your  shoulders  and  improve  the  proportions  of  your  whole  figure. 

tQ  Ask  your  doctor  to  turn  the  X-Rays  on  the 

UUl*  bo^jy  Qf  some  friend.  Ask  him  to  point 

out  the  23  vertebrae  sections  of  the  backbone  and  notice  the  23  cushions 
of  cartilage  between.  You  will  find  about  19  inches  of  this  cartilage  be¬ 
tween  the  head  and  the  feet,  and  the  doctor  will  tell  you  that  it  is  elastic 
and  fibrous  like  muscle. 

Now,  by  the  Cartilage  System,  this  cartilage  is  increased  in  thickness 
by  exercise,  just  as  muscles  are  increased  by  exercise,  only  by  the  Carti¬ 
lage  System  the  exercising  of  the  cartilage  is  automatic,  with  no  hard 

work  and  as  easy  as  rocking  in  a  rocker.  You  can  increase  the  muscles 

in  size  75  per  cent.  You  need  increase  the  Cartilage  in  thickness  only  15 

inches  to  your  height,  a  very  common  occurance. 
Wouldn’t  you  like  that  added,  2^  inches,  or  more,  or  even  half  of  it?  It 
would  enable  you  to  see  well  in  a  crowd,  in  church  or  at  the  theatre;  to 
walk  without  embarrassment  with  a  taller  person,  to  dance  better  and 
give  you  all  the  advantages  of  being  well  built. 

IP' order  that  all  short  persons  may 
^  j  A-  iCe*  obtain  the  increased  height  desired, 

we  have  printed  a  book  which  gives  scientific  proof,  of  how  it  is  done  and 
full  information  how  you  can  add  from  two  to  five  inches  to  your  height 
in  this  simple,  safe  and  easy  way.  This  book,  together  with  endorsements 
from  physicians  and  surgeons,  gymnasium  and  military  directors,  schools 
and  colleges,  will  be  sent  freeof  charge  to  any  short  person  who  asks  for  it. 

Write  for  it  to-day.  If  you  are  too  short,  you  cannot  afford  not  to  ask 
for  this  free  book.  It  explains  all.  Simply  address  your  letter  to  The 

Cartilage  Co.,  59“N  Unity  Building,  Rochester,  N.  Y. 

P.  S. — The  reason  that  others  are  not  advertising  this  simple  method  is 
that  the  Cartilage  System  is  protected  by  Patents  in  the  United  States,  and 
in  every  other  important  country  in  the  world. 
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Pne  man 


From  a  small  investment 
in  a  copper  mine 


He  had  great  faith  in  the  possibilities  of  legitimate  mining.  He  in¬ 
vested  a  small  amount  of  money  in  a  new  mine.  It  developed  into  a 
great  producer,  and  his  stock  is  now  worth  very  nearly  $100,000  and  he 
is  receiving  hundreds  of  dollars  in  dividends  each  month,  and  is  free  from 
work  and  worry  for  the  rest  of  his  days.  This  story  is  told  in  detail  in  our  in¬ 
teresting  book,  “Copper,  King  of  Money  Makers,”  which  will  be  sent  free  to 
all  who  have  as  much  as  $5  to  invest  in  one  of  the  safest  and  surest  propositions 
ever  offered  the  investing  public.  In  this  same  book  another  story  is  told  of  a  woman 
who  invested  $100  in  Copper  stocks,  for  which  she  was  afterwards  offered  $35,000  in 
cash.  She  refused  the  offer,  and  this  stock  is  now  paying  her 

$180.00  EVERY  MONTH  IN  DIVIDENDS! 

Of  all  mining  copper  mining  is  the  surest,  safest,  most  permanent  and  most  profitable.  Copper  mines  live  for¬ 
ever — they  grow  richer  and  richer  year  after  year.  During  the  past  half-dozen  years  fourteen  copper  mines  have  paid 
dividends  of  more  than  $145,000,000.  Following  is  a  list  of  some  of  the  country’s  big  copper  mines,  showing  the  sub¬ 
stantial  returns  from  an  investment  of  only  one  hundred  dollars; 

$100  invested  in  Wolverine  increased  to  -  - 

$100  invested  in  Copper  Queen  increased  to  - 
$100  invested  in  United  Verde  increased  to 
$100  invested  in  Calumet  &  Hecla  increased  to 


$100  invested  in  Calumet  &  Arizona  increased  to  -  $  2,000 
$100  invested  in  Boston  &  Montana  increased  to  -  2,000 

$100  invested  in  Greene  Consolidated  increased  to  4,000 
$100  invested  in  Republic  increased  to  -  -  4,000 

$100  invested  in  Butte  &  Boston  increased  to  -  5,000 

Copper,  indeed,  is  the  King  of  all  Money-Makers  1  Send  for  this  big  book  to-day.  It  will  cost  you  not  one 
and  may  be  the  sign-board  that  will  point  out  for  you  the  one  road  to  fortune.  .'Vddress 


.  .5,000 
8,000 
30,000 
50,000 


cent 


CHAS.  M.  GARDNER,  Fiscal  A^cnt,  ( 


Mining  Company 


730  Kansas  City  Life  Building 
J  KANSAS  CITV,  MISSOURI 


Duffy's  Apple  Juice,  1842 


NON-ALCOHOLIC,  STERILIZED,  CLARIFIED,  SPARKLING 


im 


THE  MOST  DELICIOUS  BEVERAGE  FOR  ALL  SEASONS 

It  contains  valuable  properties ;  is  a  nourishing  food  as  well  as  a  satisfying 
drink.  Nature  is  better  to  us  than  we  realize.  In  Duffy’s  Apple  Juice,  1842, 
she  gives  us  the  elements  on  which  the  brain,  the  bones  and  the  muscles  are 
nourished.  As  the  season  approaches  for  storing  apples,  it  is  well  to  remem¬ 
ber  that  one  pint  of  the  Apple  Juice  contains  the  best  of  nearly  twenty  large  apples.  The 
Apple  Juice  is  sold  in  pint  and  quart  bottles.  Fresh  from  the  ice  chest,  it  is  unexcelled. 

AMERICAN  FRUIT  PRODUCT  CO.,  ROCHESTER,  NEW  YORK 
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The 


PATENTS 
APPL’D  FOR 


Cut 
nearly 
full  size 


Supplies  Just  the 
Right  Amount  of  Ink  to  the 
Pen  Without  Pressing  Down  a  Funnel 

• 

The  “Capitol”  is  a  large  and  handsome  inkstand  equally  suitable  for  home  or  office  desk,  constructed  on 
scientific  principles.  The  broad,  fiat  base  gives  stability,  (impossible  to  upset  it)  and  the  graceful  dome¬ 
shaped  reservoir  will  hold  several  months’  supply.  Protected  both  from  air  and  dust  the  ink  can  neither 
evaporate  nor  clog,  and  always  remains  clear  and  fluid  until  the  last  drop  is  used  from  the  small  concave 
depression  under  the  funnel.  Get  a  “Capitol”  today  and  see  how  far  superior  it  is  over  the  old  style  inkstands. 

Single  “Capitol,”  pressed  glass,  50c.;  single  “Capitol,”  cut  glass,  $1.00. 

Pair,  with  oak  or  mahogany  base,  black  and  red  funnels,  pressed  glass,  $2.25;  cut  glass,  $3.25, 
Fitted  with  ornamental  Sterling  Silver  tops,  an  especially  handsome  gift,  $2.50  extra. 

For  sale  by  most  stationers.  If  yours  cannot  supply  you,  write  direct  to  us  mentioning  his  name.  If  you 
order  from  us  direct  add  10  cents  for  single  and  20  cents  for  double  stands,  to  cover 
delivery  charges. 

Send  for  Our  Catalogue  of  Office  Specialties^ 


CUSHMAN  k  DENNISON  MEG.  CO..  Dept.  7,  240-242  W.  23(1  St.,  New  York 
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FAST  BIND 
SAFE  FIND 

A  PERFECT  BINDER 


-^j^ERE  is  something  you  will  appreciate. 
jlJ  A  perfect  binder  at  last.  No  punching, 
no  sewing  or  mutilation  of  any  kind. 
A  touch  and  the  book  is  fastened— a  touch  will 
release  it.  The  book  will  open  just  as  v/ide  in 
the  binder  as  out  of  it.  It  is  simple,  strong 
and  perfectly  book-like  in  action. 

The  illustration  represents  the  ROEDDE 
BINDER.  Made  in  sizes  to  hold  any  magazine, 
thin  or  thick,  large  or  small.  Send  $1.00  for 
sample  binder  in  limp  covers,  seal  grain,  to  fit 
any  magazine  like  this  in  size,  or  $1.25  for  same 
binder  in  genuine  heavy  cow,  unlined — the  most 
durable  and  artistic  cover  we  make — either  in 
walrus  grain  or  in  ooze  velvet  finish. 

Send  postpaid  on  receipt  of  price.  Money 
cheerfully  refunded  if  not  perfectly  satisfactory. 

FOR  COMMERCIAL 
FORMS  OF  EVERY  KIND 

The  ROEDDE  BINDER  is  to  the  ordinary  bind¬ 
ing  as  the  loose  leaf  ledger  is  to  the  old-fash¬ 
ioned  bound  ledger.  In  a  moment  your  checks, 
receipts,  order-books,  catalogs  and  telephone 
directories  may  be  bound  in  substantial  board 
or  comfortable  flexible  covers.  Don’t  waste 
permanent  bindings  on  a  few  hundred  forms 
when  one  of  our  binders  will  serve  you  bet¬ 
ter  and  more  satisfactorily  for  many  thou¬ 
sand  forms. 

If  your  printer  or  litographer  does  not 
carry  our  binders  write  to  us  direct  for  de¬ 
scription,  prices  and  samples. 

Flexible  Back  Loose  Leaf  Ledger  Co. 

202  MAirV  ST.  BUPPALO,  IV.  Y. 


WHY 

Pciouzc  Postal  Scales  arc 
Superior  to  Others 

The  Index  starts  at  the  top  instead  of  at 
the  bottom,  consequently  you  don’t  have  to 
stoop  to  read  the  dial,  as  in  other  makes. 

C,  The  Double  Needle  Index  travels  through 
a  slot  and  points  exactly  to  the  information 
required.  In  other  makes  the  hand  crosses 
the  dial,  covering  up  many  of  the  gradua¬ 
tions  and  figures,  making  it  almost  impossible 
to  read  the  dial  with  any  degree  of  accuracy. 

CL  The  Upright  Dial  has  a  curved  face  so 
that  the  index  travels  concentrate  with  the 
dial,  and  is  always  easily  read. 

CL  There  is  no  tedious  manoeuvering  of  a 
poise  on  a  beam;  as  in  the  old  style,  but 
absolutely  automatic. 

CL  The  PELOUZE  POSTAL  SCALES  point  to  the 
number  of  cents  required,  the  moment  the 
letter  or  package  is  placed  on  scale.  They 
are  accurate  and  are  guaranteed  to  remain  so. 

MADE  IN  SEVERAL  SIZES 

National,  4  lbs.  by  ^  oz .  $3.00 

Union,  2^4  “  “  “  2.50 

Columbian, 2  “  “  "  2.00 

Star,  1  “  “  “  1-50 

Crescent,  1  .  . ••  1-00 

CL  Beautifully  finished  in  black  enamel  or 
nickel  plate.  Send  for  catalogue  “P.”  For 
sale  everywhere  by  leading  dealers.  Ask 
for  Pelouze  make  and  you  will  get  the  best 
that  money  can  buy.  Accept  no  substitute. 

Made  also  for  foreign  countries. 

PELOUZE  SCALE  &,  MEG.  CO. 

118-132  W.  Jackson  Boulevard,  Chicago,  Ill. 
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THIS  BOOK  IS  FREE 


It  Tells  About  a  System  of 
Handling  Figures  With 
Lightning  Rapidity. 

This  book  tells  about  mar¬ 
velous  methods  of  shorten¬ 
ing  calculations;  methods 
that  simplify  the  most 
difficult  business  problems  and 
sometimes  make  it  possible  to  do 
the  work  of  an  hour  in  the  space 
of  a  minute.  It  is  from  the  pen 
of  a  man  who  has  devoted  his 
life  to  the  subject  of  rapid  and 
accurate  calculations.  He  is  known 
throughout  the  United  States  as 
the  foremost  calculator  of  the 
day.  Every  man  should  calculate 
quickly  and  with  ease.  Every 
business  man  must  calculate,  and 
often  a  certain  calculation  must 
be  made  mentally  and  instantly  if 
you  would  take  care  of  your  own 
interests.  By  our  improved  meth¬ 
ods  you  see  results  without  effort. 
You  multiply,  add,  subtract  and 
divide  fractions  or  whole  numbers 
with  marvelous  ease.  The  meth¬ 
ods  introduced  by  this  book  will 


One  Thousand  Copies  Will 
Be  Given  Away  to  Those 
Who  Apply  First. 

revolutionize  figuring  and  arith¬ 
metic  for  you.  You  can  learn 
at  your  own  home  with  little  ef¬ 
fort  and  without  loss  of  time. 
If  you  are  an  office  man,  the  re¬ 
sult  will  be  seen  in  your  pay  en¬ 
velope.  The  man  who  figures  ac¬ 
curately  and  rapidly  can  do  three 
times  as  much  work  as  the  one 
who  uses  ordinary  methods.  At 
present,  to  introduce  the  subject 
of  Rapid  Calculation,  this  book  is 
given  away  absolutely  free.  A 
postal  card  will  bring  it  to  your 
very  door.  Unless  you  know  all 
about  figures  that  you  want  to 
know,  unless  you  are  accurate  in 
every  calculation,  you  cannot  af¬ 
ford  to  be  without  this  informa¬ 
tion.  It  costs  you  nothing  to 
write;  it  may  cost  you  a  good 
position  or  a  valuable  promotion 
to  neglect  this  opportunity.  Ad¬ 
dress  Commereial  Correspondenee 
Schools,  59N  Commercial  Build¬ 
ing,  Rochester,  N.  Y. 


Rochester’s  First  Camera 


The 

Premo 

nas  opened  to  many  business  men  a 
most  fascinating  diversion,  or  bobby  if 
you  please, — picture  making. 

Premos  of  to-day  bave  reached  an 
ideal  development.  They  take  films 
or  plates  with  equal  facility — they  combine  ground  glass  focusing  with  film  con¬ 
venience.  Our  catalogue  and  new  book  “  The  Film  Pack  for  Simplicity  ”  will  tell 
you  all  about  it.  Write  for  tbem  to-day. 


Rochester  Optical  Company 

106  South  Street  Rochester,  N.  Y. 
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The  Improved  Emerson  Binder 


FOR  PHOTOGRAPHS 

FOR  FABRIC  SAMPLES 

FOR  SALESMEN  AND  FOR  OFFICE  USE 


THE  NEATEST 
THE  STRONGEST  4^ 
THE  BEST 


Prices  from 

70c  to  $2.50 


are  not  particularly  interested  in  a 
manufacturer’s  statement  of  the  value 
of  his  goods — 

YOU  WISH  TO  SATISFY  YOURSELF 


The  statement  of  many  disinterested 
people  who  have  bought  the  EMER¬ 
SON  BINDER  and  who  are  abso¬ 
lutely  saftisfied  with  it  must  have  / 
Our  catalog  tells  of  the  claims 


some  weight  with  any  business  man. 
we  make  regarding  its  Strength  and  Simplicity,  its  All-round  Usefulness 
and  its  Perfect  Binding  Features.  ^  We  ask  you  to  fill  out  the 
attached  coupon  and  mail  it  to  us  TO-DAY  and  we  will  show  you 
the  reason  why  we  are  so  sure  of  the  truth  of  our  statement. 


c 

o 

“  UJ 
o 


THE  BARRETT  BINDERY  COMPANY, 


178-180  MONROE  STREET 

CHICAGO,  ILLINOIS 


o  Y 


<0  5  ^ 
-2  rt  .S 
Q-  U  DQ 


u 

B 

Id 

z 


3 

< 


THE  automatic 

VERTICAL  FILING  CABINET 

The  only  one  with  drop  front  and  Adjustable  Auto¬ 
matic  Tilting  Follower.  It  stands  at  the  head  of  them 
all  for 

RAPID  and  CON¬ 
VENIENT  FILING 
and  ACCESS 
THERETO. 


The  only  “Book 
Opening  and  Closing” 

kind  made  and  particu¬ 
larly  adapted  for  Loose  Leaf  Filing 


Write  for  Catalogue  a7id  Prices. 

The  Automatic  File  and  Index  Co. 


CREEN  BAY,  WIS.,  U.  S.  A. 


Steel  Brains  That  Save  Yours 


You  know  that  addition  is  purely  a  mechanical  pro¬ 
cess.  Then  why  do  you  continue  to  let  it  use  up  grey 
matter  that  is  required  by  other  branches  of  your 
business  ?  You  can  no  longer  say  adding  machines 
cost  too  much. 


Here’s 
Something 

YOU  NEED 


The  CALCUMETER 

The  Standard  Desk  Adding  Machine 

on  your  desk  for  totaling  deposit  slips,  expense  ac¬ 
counts,  ledger  accounts,  etc.,  will  give  absolutely  cor¬ 
rect  results,  and  save  hours  of  time  usually  lost  ^  in 
locating  errors.  It  is  the  only  durable  adding  machine 
that  is  handy  and  serviceable.  This  machine  goes  to 
the  work— not  the  work  to  the  machine.  Guaranteed 
for  three  years.  Price,  $15.00  to  $30.00  according  to 
capacity.  20  DAYS  FREE  TRIAL.  It  will  pay  you  to 
investigate.  Send  for  catalog  3.  •  -  /  ^ 

Architects  Model,  16th  inches  into  inches,  into  teet, 

$15.00.  .  ^ 

English  Model,  farthings  into  pence,  into  shillings, 

into  pounds,  $5. 

HERBERT  NORTH  MORSE 

33  Green  Building,  Trenton,  N.  J.,  U.  S.  A. 
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Combined  Detachable  Leaf 
Ledger,  Journal  &  Monthly  Statement  Book 

The  right  hand  page  shows  how  all  journal  entries 
are  made  in  duplicate  by  means  of  a  sheet  of  carbon 
paper — the  original  being  torn  out  at  the  end  of  the 
montli  and  mailed  as  a  statement  of  the  customer’s 
account.  The  amount  shown  on  the  duplicate  is  then 
posted  as  a  debit  to  the  ledger  leaf  at  the  left,  with  a 
corresponding  credit  posting  to  the  sales  or  merchan¬ 
dise  account. 

FOR  $18.75  (cash  with  order). 

We  send  you  prepaid,  the  complete  outfit  for  this  sys¬ 
tem,  regular  price  is  $23.35. 

Write  for  information  and  catalog  P. 

THE  RICHMOND  &  BACKUS  COMPANY 

DETUOIT,  MICHIGAN 

New  York  Office,  Boston  Agency, 

a46  Broadway  Dunn  &  Co.,  170  Summer  St. 

Pacific  Stationery  &  Printing  Co.,  Portiand,  Oregon 


A  LONG  TIME  COMING 


No. 


THESE 

HANDY 

RACKS 

FOR  THE 

BUSY 

OFFICE 

MAN 


No.  169.  The 

Catalog  or  Mag- 
azine  Rack  is 
very  useful  about 
the  office,  den  or 
library. 

Price,  $3.25 


No.  170 


No.  170.  Letter  Rack  is  one  of  the  best  pieces  of  furniture 
ever  put  on  the  market,  for  the  man  with  the  big  mail. 

Price,  $3.25 

With  Seven  Wire  Baskets,  $4.90 

Both  Racks  are  finished  in  Mission,  Flemish  or  Golden  Oak. 

CADY  OABirVBT  CO. 

BATTUE  CREEK,  IVIICHIQAIV 


Is  your 


PERFECTION 


Conolly’s  “Perfect”  Binder 

LOOSE  LEAF  PERFECTION  AT  LAST 

Always  Locked — Lightest  in  Weight — Out¬ 
er  parts  Aluminum — (tank  Rust  or  Break — 
Opens  Flat — Opens  Anywhere — No  Posts  or 
Corners  to  Scratch  your  Desk. 

The  “Perfect”  binder  has  no  ratchets  or 
cranks — nothing  to  get  out  of  order.  Holds 
one  sheet  or  one  thousand — or  more — and 
with  equal  perfection. 

All  ordinary  sizes  and  rulings  instock— any 
size,  shape  or  ruling  made  to  order. 

IVriie  for  Our  Catalogue. 

HENRY  CONOLLY  COMPANY 
42  Stone  Street  ROCHESTER,  N.  Y, 
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Make  Money 

BY  MAIL 

You  can  do  it,  just  as  hundreds  have  done  and 
are  doing:  it  to-day. 

Your  spare  time,  a  few  dollars,  and  knowledge 
is  all  you  need  to  start.  Your  home  can  be 
your  office — the  world  your  field.  The  most 
successful  mail-order  houses  started  with 
almost  nothing:.  They  and  we  had  to 

Learn  the 

MAIL-ORDER  BUSINESS 

in  “  the  dear  school  of  experience.”  But  you 
can  save  time  and  money,  g:et  the  benefit  of 
others’  experience,  and  siarl  right,  throug:h 
our  mail  instruction  in  this  fascinating: and  prof¬ 
itable  line.  Recent  improvements  in  postal 
and  transportation  facilities  have  wonderfully 
increased  the  opportunities,  and  our  Course  is 
the  only  up-to-date,  plain  exposition  of  the 
principles,  schemes,  and  methods  that  have 
made  noor  men  rich  in  the  mail-order  business. 

Includes  full  instruction  in  mail-order  adver¬ 
tising',  business  correspondence,  and  agency 
systein.  If  you  are  tired  of  low  wages  and 
want  independence,  write  for  free  valuable 
booklet  at  once. 

MAIL-ORDER  LYCEUM 
233  Spruce  St.,  Scranton,  Pa. 


Tou  Shave  Yourself? 

Q.  What  is  the  RAZORONE-STROP? 

A.  It  is  the  only  SAFE,  satisfactory,  GUARAN¬ 
TEED  appliance  for  sharpening  razors. 

Q.  Is  Skill  accessary  for  its  use? 

A,  None  whatever,  A  man  who  never  even  saw  a 
razor  honed  can  get  better  results  than  any  barber 
using  any  other  method^  The  razor  •  adjusts  itself 
throughout  to  the  sharpening  process.  It  cannot  wear 
to  an  uneven  surface, 

Q.  Will  It  Injure  my  Razor? 

A,  It  is  guaranteed  not  to  harm  the  most  delicate 
blade,  and  on  the  other  hand  will  not  fail  to  put  a 
keen  edge  on  the  worst  old  “hook^^  in  your  collection, 

Q.  How  Is  It  Made  ? 

A.  Briefly,  it  is  a  strip  of  scientifically  ground 
glass,  to  the  wetted  surface  of  which  is  applied  a  light 
coating  of  mineral  composition  by  means  of  a  pencil  or 
spatula.  On  the  reverse  side  is  a  fine  cushioned  leather 
strop  for  daily  use. 

Q,  To  what  extent  is  it  Guaranteed? 

A,  With  every  RAZORONE-STROP,  patented, 
goes  a  written  agreement,  stating  that  unless  it  is 
satisfactory  in  every  particular  it  may  be  returned 
after  JO  days  trial. 

Q.  And  the  Price  is? 

A,  ONE  DOLLAR,  postpaid,  with  a  money-back 
guarantee  from  THE  RAZORONE  CO.,  Sole  Mfrs,, 
23  ADAMS  ST.,  CHICAGO,  to  whom  all  orders 
should  be  sent.  Our  book,  “Shaving  Sense,^^  Free 
upon  request. 


EFFECT 


A  SAVING 


HERE! 


YOU  can  save  from  one- 
fifth  to  two-fifths  of 
your  toilet  paper  ex¬ 
pense  by  installing  SCOTT  PAPER  HOLDERS. 
Holder  allows  passage  of  but  one  sheet  at  a 
time.  Yale  lock  prevents  theft.  Regularly  in¬ 
spected  and  repaired  free  of  charge. 

In  equipping  a  building,  we  will  furnish  with 
every  case  of  our  Scott  Paper  Company  Toilet 
Paper  the  necessary 

SCOTT  PAPER  BOLDERS  FREE 

-  TO  THE  EXTENT  - 

OF  SIX  TO  EACH  CASE  OF  PAPER 

Used  in  Office  Buildings,  Mills,  Factories, 
Hotels,  and  Railroads  everywhere. 

Our  toilet  papers  are  noted  for  their  good 
quality  and  low  price.  Write  to-day  for  prices 
and  names  of  satisfied  users  of  our  cabinets. 

SCOTT  RARER  CO. 

SSS  GLENWOOD  AVE.,  PHILADELPHIA,  U.  S.  A. 


This  $300” - - 

Adding  Machine 

for  only  $25 — 
Use  it  two  Weeks 

without  a  cent  to  pay  if  you 
^  don’t  want  it. 

Not  only  an  Adding  Machine, 
but  a  Rapid  Computer  that  subtracts,  multiplies 
and  divides,  figures  interest  and  discounts,  aver¬ 
ages  accounts,  extracts  square  and  cube  root, 
logarithms,  etc. 

When  we  say  that  The  Rapid  Computer  is  worth 
$300  we  mean  it.  It  will  save  that  amount  for  any 
individual,  firm  or  corporation  that  has  enough 
work  to  keep  one  clerk  busy.  Why  pay  $150  to  $300 
for  an  Adding  Machine  when  The  Rapid  Com¬ 
puter  will  do  everything  that  any  other  adding 
machine  will  do  (except  print  footings),  do  it 
i  QUICKER,  and  the  price  is  only  $‘26? 

pThe  Rapid  Computer 

^will  add  to  within  one  cent  of  one  billion  It  is 
impossible  for  it  to  make  an  error.  It  cannot  get 
out  of  order.  It  is  STRONG  and  DURABLE. 
Fully  guaranteed.  All  parts  are  made  of  tool  steel 
or  brass.  It  is  SIMPLE  in  construction,  has  a  pat¬ 
ented  GEAR  movement  not  found  in  any  other 
adding  machine. 

That's  why  it  is  easy  to  construct  and  can  be  sold  at  a  low  price — 1-6  to 
1-12  the  price  of  other  high  grade  machines.  That's  why  The  Rapid  Com¬ 
puter  is  quicker  than  any  of  the  large  machines  and  more  easily  operated 
— you  don't  wear  your  fingers  out  pushing  keys;  it  is  just  as  simple  in 
operation  as  it  is  in  construction.  It  can  be  placed  right  on  top  of  a 
column  of  figures  and  it  will  eat  'em  up. 

It  will  do  any  mathematical  problem  in  less  time  than  it  can  be  done 
mentally  and  do  it  ACCURATELY,  and  on  the  indicator  the  result  will 
appear  in  plain  figures.  ONE  turn  of  the  resetting  knob  on  side  of 
machine,  and  it  is  ready  for  the  next  problem. 

Let  us  send  you  a  Rapid  Computer,  Express  Prepaid.  Try  it  two  weeks. 
If  satisfactory,  pay  for  it;  if  not,  send  it  back.  We  take  all  the  risk. 

We  want  Agents.  Catalog  Free. 

The  Rapid  Computer  Co.  ^  35  Lake  Shore  Road,  Benton  Harbor,  llich. 


X  PAt*iSS2  * 
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I  The  Famous  Calculating  Machine,  and  do 
r  away  with  mental  strain  and  error. 

Capacity,  999,999,999  , 

Ingeniously  simple,  rapid,  accurate, 

^  durable.  Adds,  subtracts,  etc. 


-^DONT  WEAR  OUT  YOURS 
BRAIN  ADDING  FIGURES! 


Adding  is  mechanical  work.  It  dulls  the  mind  and 
takes  energy  which  you  should  save  for  better  things. 
Lift  the  load  from  your  brain,  and  do  this  grind¬ 
ing,  wearisome  adding  with  a  machine.  Use 


THE 


Computes  nine  columns  simultaneously.  Saves  time,  labor, 
money.  Makes  adding  a  pleasure  instead  of  a  burden. 

The  Modern  Business  Necessity. 

1100.00  would  not  take  it  from  me.  It  is  all  you  claim. — B,  A, 
Carver,  Troy  Center,  Wis. 

Have  found  it  entirely  equal  to  any  of  the  high-priced  calculat¬ 
ing  machines. — W.  J.  Hirni,  Visalia,  Calif. 

Two  models:  oxidized  copper  finish,  $5.00;  oxidized  silver 
finish,  with  case,  $10.00,  prepaid  in  the  U.  S.  Size  4x10%  ins. 
Write  for  Free  Descriptive  Booklet,  Testimonials  and 
Special  Offer.  Agents  wanted, 

tC.E.  Locke  Mfg.Co.  23  Walnut  St.,  Kensett,lowa.i 


LETTERS  COPIED  INSTANTLY! 


QUICKER,  CHEAPER 
AND  BETTER  THAN 
CARBON  OR  SCREW 
PRESS  COPYING 


^  This  machine  will  make  copies  of  your  letters, 
bills,  orders,  invoices,  etc.,  that  you  can  read,  at 
half  the  cost  of  any  other  method.  We  have  so 
many  of  these  machines  in  all  classes  of  offices 
that  are  giving  entire  satisfaction  that  we  are  will¬ 
ing  to  send  you  one  on  ten  days’  Free  Trial 
without  Deposit  and  if  you  do  not  find  it  satis¬ 
factory  in  every  way,  simply  tell  us  and  we  will 
take  the  machine  back  at  our  expense.  Write 
for  circulars  and  specimens  of  copying. 


Dept.  2,  QUICKEASY  COPYING  PRESS  CO. 

MARION,  IND.,  U.  S.  A. 


RYEDE  ADJUSTABLE 

INCANDESCENT  LIGHT 
HOLDER 


holds  incandescent  lights  in  any  po¬ 
sition  desired.  It  is  a  clever  mech¬ 
anism  made  entirely  of  steel;  al¬ 
ways  ready  for  service  without 
altering  the  wiring  or  other 
^  fixtures.  Can  be  fastened 
to  floor,  wall  or  ceiling. 
The  most  accommodat¬ 
ing  fixture  that 
be  placed  in 


STORE, 


THE 
LIGHTEST, 
THE 

STRONGEST, 

THE 


can 


EASIEST  TO  AD¬ 
JUST  OF  ANY  LIGHT 
FIXTURE  ON  THE 
MARKET. 


OFFICE  or 
FACTORY 


COSTS  BUT  LITTLE 
SAVES  MUCH 


A  REQUEST  WILL  BRING  FULL 
INFORMATION. 


RYEDE  SPECIALTY  WORKS 

187  Main  Street 

ROCHESTER  IVEW  YORK 


“The  Modern  Corporation” 

Its  Formation  and  Management 

By  Thomas  Conyngton,  of  the  New  York  Bar 

A  book  of  practical  directions  for  the  formation  and 
management  of  corporations.  Invaluable  for  corpora¬ 
tion  officials  and  others  interested.  A  book  that  tells  the 
why  and  how — the  advantage 
and  disadvantage — the  use,  value 
and  methods  of  the  modern  cor¬ 
poration.  It  is  distinctively 

A  BOOK 
OF  FACTS 

describing  every  step  in  the  for¬ 
mation  of  a  corporation  from 
the  selection  of  name  and  prep¬ 
aration  of  charter  to  elections 
of  officers  and  directors,  and 
issuance  of  stock.  It  also  gives 
practical  instructions  for  the 
management  of  the  corporation 
when  organized  and  contains 
forms  for  charters,  by-laws, 
calls,  waivers,  notices,  minutes, 
etc.  Up-to-date,  reliable  and  convenient. 

290pp.  8  VO.  1905.  Cloth,  Prepaid.  $2.00 

For  lawyers  and  others  largely  interested  in  corpora¬ 
tion  affairs,  we  issue  two  books  by  the  same  author, 
“Corporate  Organization”  and  “Corporate  Manage¬ 
ment.”  Either,  prepaid,  buckram,  $2.70;  sheep,  $3.20, 
Also  “Corporation  Laws  of  All  the  States,”  at  $3.00  and 
“New  York  Corporations,”  at  $3.50. 

Send  for  price  list  of  practical  business  books. 

THE  RONALD  PRESS  CO. 

Rooms  16“17,  229  Broadway  New  York 


SECOND  EDITION 
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WASHBURNE 
K FASTENERS 

The  Fastener  With  a. 

lIWi  BULL-DOG  GRIP 


Men  swear  by  them  not  at 
them.  There  is  comfort  and 
utility  in  their  use. 

Key  Chain 
and  Ring,  25c. 

K^iliir  Cuff 

Holders, .  20c. 
Scarf 

Holders, .  10c. 
Bachelor 
Buttons, .  10c. 

Sent 

Postpaid. 

Jn  H  Never 

mMrwmm  m  cata- 

lopue 

i  Free. 

P  Sold  Everywhere. 

c/  American  Ring 
^  Company, . 

Dept,  65 

Waterbury,  Cooo. 


What  is  the  letter 
of  YOUR  line  ? 


PAGE 

Bank  Clerks  6-8-26 

Bank  Tellers  8-26 

Bookkeepers  8-26 

Builders  18 

Business  of  All  Kinds  1-32 


No  matter  what  your  line  of  work, 
there  is  a  Lead  Pencil  made  especially  for 
you.  Dixon’s  Pencil  Guide  will  direct  you 
to  that  particular  pencil.  It  is  indexed 
by  vocations.  Look  for  your  letter#,  turn 
to  the  page  and  there  you  are  '  The 
Guide  is  free  for  the  asking. 

If  your  dealer  doesn’t  keep  Dixon’s  Pencils,  send 
16  cents  for  samples,  worth  double  the  money. 

Dept.  N  Joseph  Dixon  Crucible  Co.,  Jersey  City.  N.  J. 


FREE 

For  examination.  Sent  on  request  at  our 
expense  if  you  mention  this  advertisement. 

CYCLOPEDIA  OF 

DRAWING 

Four  volumes.  1600  pages— size  of  page 
7x10  inches.  Bound  in  red  morocco 
leather.  A  complete  home  study  course  in 
drawing. 

New  and  Enlarged  Edition. 

$12  —For  the  Next  30  Days.  Regular  Price —  $24 

You  have  five  days  to  look  the  books  over. 
If  satisfied  send  us  $2.00,  and  $2.00  a  month 
for  five  months.  If  you  don’t  wish  to  keep 
the  books  notify  us  and  we  will  send  for 
them.  Cash  price,  $10.80.  The  only  reason 
that  we  make  such  a  liberal  offer  is  to  in¬ 
terest  the  public  in  the  extraordinary  ad¬ 
vantages  offered  bv  the  regular  courses  of 
the  AMERICAN  SCHOOL. 

PARTIAL  TABLE  OF  CONTENTS 

Mechanical,  Isometric,  Perspective,  Free  Hand,  Architectural 
Drawing;  Rendering  in  Pen  and  Ink  and  Wash;  Water  Color 
Hints;  Shades  and  Shadows;  Architectural  Lettering;  Rornan 
Orders  of  Architecture;  Working  Shop  Drawing;  Machine 
Design,  Cornice  and  Skylight  Design,  Metal  Roofing,  Tin- 
smitMng,  Sheet  Metal  Pattern  Drafting. 

A  200-page  handbook  giving  full  information  in  . regard  to 
our  courses  in  Electrical,  Mechanical,  Steam  and  Civil  En¬ 
gineering,  Architecture,  Heating,  Ventilation,  Plumbing,  etc., 
sent  FREE  on  request. 

AMERICAN  SCHOOL  OF  CORRESPONDENCE, 

3102-11  Armour  Avenue,  -  -  Chicago,  III. 


the  “BENNEn’.”  ever¬ 
lasting  MEMO.  BOOK 


Something  Useful  All  the  Year  Round 


A  DESIRABLE  XMAS  GIFT 


Size  3%  X  8 
inches 


Price, 
com¬ 
plete, 
with  youf 
name  on 
cover  in 
gold,  includ- 
ingfour  insert 
pads(801eaves) 


Full  Russia  Calf  Cover, 
leather  lined,  with  pocket 
for  cards  inside  of  cover, 
fitted  with  removable  in¬ 
sert  pad  of  twenty  per¬ 
forated,  detachable 
leaves  of  counting- 
house  linen.  Cover 
folds  back,  making 
a  substantial  pad 
to  write  on.  Thou¬ 
sands  sold.  Pro- 
nounced  by 
everyone  the 
most  conven¬ 
ient  pocket 
memoran- 

Simply  send  us  your  vented, 

name.  We  will  send 
you  the  book  and  if  it 
is  perfectly  satisfactory 
send  us  $1.  If  it  isn’t  all 
we  claim,  and  the  peer  of 
any  memo,  book  you  ever 
saw,  send  it  right  back.  We 
know  if  you  see  it  you  will 
keep  it.  That  is  why  we  are  making  such  a  liberal  offer. 

Be  sure  to  write  for  it. 


The  cut 
of  the  book 
does  not  doit  justice. 


THE  W.  W.  BENNETT  CO., 


P.  O.  Box  146 

East  Liberty,  Pittsburg,  Pa. 


Mention  Business  Man’s  Magazine;  Oct. 
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It  Stands  Alone! 

A.  A.  Waterman  &  Co/s 

MODERN 


AUTOMATIC,  SELF -FILLING 
FOUNTAIN  PEN 


^  The  Acme  of  Perfection. 

^  Hundreds  of  thousands  of  satisfied 
users  attest  its  superiority. 

^  Made  by  the  Modern  makers  and 
for  sale  by  all  Modern  dealers. 

A.  A.  WATERMAN  &  CO. 

of  New  York 


MODERN  PEN  COMPANY 

SELLING  AGENTS 

22  Thames  Street,  New  York  City 

Holder  cut 

sac  twisted*"  If  your  dealer  does  jwt  carry  a  satisfactory 
ready  to  fill.  assortment  of  Modern  Pens,  write  direct  to  us 


I  Can  Give  You  a 
Better  Grade 
of  Printing  for 
Less  Money 

Ct.  Let  Me  Prove  It.  Simply  send  me  a 
sample  of  the  last  job  turned  out  by  your 
printer,  together  with  the  number  you  had 
printed.  Nothing  more.  Do  not  even 
hint  at  the  price  you  paid  for  the  work. 

IT  I  will  give  you  a  complete  estimate  of  the  cost 
and  with  this  I  will  send  samples  of  my  everyday 
work  for  other  firms.  Compare  my  prices  with 
your  printer’s.  Compare  my  quality  with  his. 

Then  give  your  next  job  to  the  man  -with  the 
lowest  price  and  the  highest  quality. 

IT  I  have  a  plant  especially  fitted  for  large  edition 
printing.  My  machinery  is  new  and  the  best  of  its 
kind.  My  employees  are  experts.  I  guarantee 
high  quality  work  promptly  delivered.  My  rent, 
taxes  and  operating  expenses  are  extremely  low. 

a  But  most  important  of  all  to  my  cus¬ 
tomers;  I  promise  satisfactory  work  or 
no  pay.  This  is  a  binding  guarantee  that 
attaches  itself  to  every  order  I  accept. 

Send  the  sample  to-day  and  let  me  prove 
a  “saving  worth  while.” 

WARREN  B.  LONG 

Factory:  Crisfield,  Maryland 
Office:  Manhattan  Life  Bldg.,  Philadelphia,  Pa. 


CL  We  will  teach  you  the  Real  Estate,  General 
Brokerage  and  Insurance  Business  by  mail.  This 
is  your  opportunity  to  succeed  without  capital. 
One  of  our  graduates  made  over  $8,000  the  first 
year  after  taking  our  course. 

^  By  our  system  you  can  learn  the  business  and 
make  money  in  a  few  weeks  without  interfering  with 
your  present  occupation.  All  graduates  appointed 
representatives  of  leading  international  brokerage 
companies  who  will  furnish  choice  salable  real 
estate  and  investments,  co-operate  with  and  help 
you  to  make  a  large  steady  income.  Our  co¬ 
operative  methods  insure  larger  and  steadier  pro¬ 
fits  than  ever  before. 

^  Every  business  man  engaged  in  or  expecting 
to  engage  in  the  Real  Estate  Business  should  take 
this  course  of  instruction.  It  will  be  of  great  assist¬ 
ance  to  persons  in  all  lines  of  business,  especially 
those  dealing  or  investing  in  real  estate. 

Full  Course  in  Commercial  Law  Given 
FREE  to  Every  Real  Estate  Student 

CL  Our  FREE  BOOK  is  valuable  and  interesting 
and  tells  how  you  can  succeed.  Write  for  it. 

the:  cross  CO. 

2QO  Reaper*  Block,  Chicago,  Ills. 


KORONA  CAMERAS 


Sold  by  Anti-trust 
dealers  only  and 
direct  from  the 
factory 


Famous  for  their  Lens  equip¬ 
ments  anc]  sounc]  principles 
of  construction. 

KORONAS 

have  many  advantages  en¬ 
tirely  their  own  and  they  are 
made  to  suit  every  require¬ 
ment  of  photographic  work. 


ISfc 

mail  order 
discount 


ONE  LOOK 
THROUGH  A 
TURNER-REICH 
PRISMATIC 
BINOCULAR 

brings  conviction  that  an  ordi¬ 
nary  held  glass  is  a  waste  of 
money  at  any  price. 


GUNDLACH-MANHATTAN  OPTICAL  CO. 

796  Clinton  "A  ve.,  So.  Rochester,  N.  Y. 
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Busy  Man’s  Library 


SEVEN 

BEST  BUSINESS 
BOOKS 

Detailed  experience  and  advice 
on  practical  subjects  and  along 
practical  lines  and  from  thor¬ 
oughly  practical  men.  The 
most  valuable  business  books 
ever  published.  If  you  have 
one  of  these  books  now  write 
us  for  special  price  on  balance 
of  set. 

Al  l.  BOUND  IN  HALF-MOROCCO 
orsuY  ^1.00 

with  your  order — balance  $  1 .00  a  month.  Fill  out 
the  blank  and  books  will  be  sent  at  once. 


THE  BOOKKEEPER  PUBLISHING  COMPANY,  LTD. 

DETROIT,  IVIICHIQAIV 

NAME  . 

ADDRESS . , . 

TOWN . 

STATE . 

BUSINESS . . . 

REFERENCE  . 
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DO  YOU  BUY  THE  OFFICE 

SUPPLIES? 


If  SO,  you  owe  it  to  yourself  and  your  firm  to  try  our 
CARBON  PAPERS  AND  TYPEWRITER  RIBBONS. 
They  represent  the  highest  quality,  insuring  clean,  sharp, 
non-smutted  work. 

They  are  the  most  economical  because  they  give  long 
service  without  deteriorating  in  the  grade  of  work. 

Long  experience  as  manufacturers  has  given’  us  the 
necessary  knowledge  to  produce  these  superior  qualities. 

Write  for  samples,  mentioning  the  name  of  your  agent. 


M1LUER=BRYANT=PIERCB  CO. 

Dept.  INo.  4,  ADRORA,  IDD. 


Education 
for  a  Dime  a  Year 

The  Home  Study  Magazine 


Is  a  handsome  32- 
zine  devoted  to  busi- 
home.  Not  a  school 

# 

tical  business  educa- 
iness  men.  Send 


page  monthly  maga- 
ness  education  at 
boy  affair,  but  prac- 
tion  for  practical  bus- 
coin  or  stamps  today 


HOME  STUDY 


J' 


DETROIT,  MICH. 
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VACANT? 


A  perforator  costs  more  than  a  rubber  stamp  but  compare 
the  cost  to  you  of  doing  a  perforator’s  work  with  a  rubber 
stamp  for  the  remaining  period  of  your  business  life. 

Perforating  machines  are  now  adapted  to  many  uses.  They  can  do  almost  any  work  you  can  do 
with  a  rubber  stamp,  but  10  to  50  times  quicker  and  better  in  every  way.  Let  us  suggest  by  a 
single  example  how  most  of  the  time  and  nearly  all  the  cost  might  be  saved  you  in  the  important 

work  of  marking  labels: 

A  Cummins  No.  40  Code  Perforator,  a  special  machine 
designed  for  dating  or  numbering  manufacturer’s  labels,  is 
used  in  the  canning  department  of  a  large  wholesale  grocer 
for  numbering  the  labels. 

HOUR  AND  A  HALF  that  formerly  required  the  entire  time  of  FOUR 


•  • 

• 

•  • 

o  • 

The  date  June  1,  lfl04 

made  by  Cummins 

No.  40  Cryptographic 

Label  Dater,  Fifty 

thousand  an  hour. 

It  does  work  in  ONE 
PERSONS,  all  day. 

An  hour  and  a  half  for  forty  hours. 

And  the  work  is  better  done,  without  omissions  or  im¬ 
perfect  impressions. 

We  make  perforating  machines  for  canceling,  dating 
or  numbering  with  changeable  figures  or  letters,  that  save 
ninety  per  cent,  and  more  of  the  time  required  to  do 


•  •  • 


•  • 


•  • 


'I'he  date  in  plain  figures  for  labels.  Change¬ 
able.  Perpetual.  Fifteen  thousand  an  hour. 


the  same  work  with  a  hand  stamp. 


THE  B.  F.  CUIViMINS  CO.,  42  W.  Jackson  Blvd.,  CHICAGO,  ILL. 


Shave  Yourself 


POST  PAID 


CTS.  EACH 


DON’T  say  you  cannot  shave  yourself — you  can  if  you 
use  a  SHAVEZY.  Any  razor — any  size  of  blaze.  If 
you  use  it  once  you  would  not  be  without  it  for  ten 
times  its  cost.  If  you  never  shaved  yourself  get  one  and 
try  it.  If  you  do  shave  yourself  get  one  and  experience 
the  easiest  shave  you  ever  had. 

ASK  FOR  BOOKLET— A  POSTAL  BRINGS  IT 


C.  D.  BURTON 


Box  816 


DETROIT,  IVIICH. 
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IMPORTANT  MATTERS 


KEPT  BEFORE 
THE  EYE 


Little  things  and  details  where  they  will 
be  attended  to  at  the  right  time. 

A  WONDERFUL  HELP  FOR  RUSY  MEN 
“The  best  thing  I  ever  used  in  my  office. 
Cost  |3.25,  and  has  saved  me  over  |80 
already  and  made  my  work  much  easier.” 

A.  J.  Thompson,  Los  Angeles,  Cal. 
Dated  Cards  from  tray  are  carried  in  the 
handy  leather  pocket  case,  2  to  4  weeks  at  a 
time.  To-day’scardalwaysatthefront.  No 
leaves  to  turn.  Any  card  is  found  instantly 
by  its  tab.  Extra  cards  for  things  to  be  re¬ 
tained,  keeping  all  memoranda  where  they 
can  be  found. 

SIMPLE  AND  PRACTICAL 

Order  now  and  get  cards  for  the  rest  of 
1906  free  with  each  outfit  for  1907.  Express 
paid  on  receipt  of  price.  Checks  accepted. 

Genuine  Morocco  Case,  quar-  Small  Large 
tered  oak  tray  and  cards,  .  $3,00  $3.75 

Amer.  Russia  Leather  Case, 
plain  oak  tray  and  cards,  .  2.50  3.25 

Cowhide  Seal  Leather  Case, 
chestnut  tray  and  cards.  ,  .  2.00 


Future  years’  cards .  1.00 


2.75 

1.25 


Rochester  has  become  famous  for  high  qual¬ 
ity  workmanship  in  its  various  products.  There 
is  perhaps  no  line  of  production  in  which  the 
reputation  of  Rochester  for  high  quality  work¬ 
manship  is  better  exemplifled  than  in  the 
productions  of  the  Vetter  Desk  Works.  The 
head  of  this  business,  Mr.  August  Vetter,  has 
built  his  business  primarily  on  the  quality  of 
work  and  the  quality  of  material  that  he  has 
put  into  his  goods  since  the  beginning  of  his 
business  in  Rochester. 

Their  many  years  of  experience  in  building 
cabinet  work  for  inside  use  with  a  thorough 
knowledge  of  strains  put  upon  wood  and 
joining  work  through  changes  of  temperature 
and  atmospheric  conditions  in  office  buildings, 
has  enabled  the  Vetter  Desk  Works  to  pro¬ 
duce  a  grade  of  office  furniture  in  their 
particular  line  that  stands  unrivalled  for 
permanency,  elegance  of  design,  adaptability 
for  practical  use  and  excellence  of  finish  even 
to  the  minutest  details.  The  modern  demand 
for  rush  work  and  cheapness  has  not  affected 
the  quality  of  the  Vetter  products,  the  same 
old  fashioned  integrity  in  every  detail  and  ca,re 
in  the  minuter  items  of  construction  that  can 
be  overlooked  and  covered  up  are  not  neglected. 

Perhaps  the  highest  compliment  that  has 
been  paid  the  Vetter  products  has  been  their 
continuous  sale  in  England  where  quality  of 
workmanship  is  valued  even  more  than  in 
America.  Vetter  desks  have  there  stood  the 
critical  test  of  years  of  service.  Today  Vetter 
sectional  cabinets,  filing  cases,  retain  the  old 
time  popularity  of  Vetter  desks,  and  present 
many  features  of  excellence  that  are  found  in 
no  other  line. 

The  Vetter  Desk  Works  issue  a  beautiful  line 
of  illustrated  catalogs,  booklets,  and  sugges¬ 
tions  for  office  equipment  that  should  be  a  part 
of  the  information  of  every  office  man  before 
purchasing  or  adding  to  th«  office  equipment. 


Sundays,  Extra,  35c,  50c 
Outfits  $1.50  to  $6.00 


Mmind^ 

THE  POCKET  CARD  SYSTEM 

Also  a  valuable  Card  Index 
for  desk  use.  Helps  you  to 

PLAN  YOUR  WORK 
WORK  YOUR  PLAN 
ACCOMPLISH  MORE 

You  need  it.  Three  years' sales 
have  proved  that  almost  all 
Dusiness  and  professional  men 
need  it.  Get  it  now. 

Wilson  MemindexCo. 

59  Mill  Street 
ROCHESTER.  =  N.  Y. 


'k  f 


■w 


COVERED 
TRfly 

V  WITH 

LOCK 

EXTRfl 
JIM 


r0GKE,T 

GflRDGHSE 


SPINAL  IRRITATION 

An  elegantly  illustrated  booklet  explaining  the 
cause  and  cure  of  the  disease  that  produces  the 
following  SYMPTOMS  : 

HEADACHE  or  pains  in  the  head,  especially  in  the  Back  part  or  Base  o 
Brain;  nervous  and  Bilious  Headaches;  sensations  that  feel  like  a  pulling 
or  stretching  of 

CORDS  in  the  NECK;  trouble  with  the 

EYES  connected  with  pain  or  aching  in  back  part  of  head  or  neck  or 
upper  part  of  shoulders;  aches  or  pains  in  the  eyes  or  back  of  them;  specks 
or  spots  before  the  eyes  or  blurred  vision;  a  frequent  desire  to 

SIGH  or  YAWN  or  take  a  deep,  full,  breath,  and  in  some  cases,  an 
inability  to  do  so; 

PALPITATION  and  irregularity  of  heart;  pains,  oppression,  difficulty  in 
breathing,  or  very  peculiar  aud  disagreeable  feelings  in  the  region  of  the 

HEART,  LUNGS,  STOMACH,  or  other  parts  of  the  body  that  doctors 
often  call  Neuralgia,  Rheumatism,  Indigestion,  Heart  trouble  and  various 
other  names,  but  fail  to  cure;  aches  and  pains  in  region  of  the 

KIDNEYS;  BACH-ACHE, 
sensations  of  oppression  or  constriction  like  a 

BELT  AROUND  THE  BODY;  or  part  way  round; 

PARTIAL  PARALYSIS  of  arms,  shoulders,  hands,  lower  limbs  or  feet, 
causing  pains  in  these  members,  or  a 

NUMB  FEELING  or  sensations  of  coldness,  heaviness,  ora  tingling  or 
feelings  resembling  the 

PRICKING  of  PINS  or  needles  or  as  if  the  parts  were  asleep; 

SORE,  TENDER  or  BURNING  points  along  the  spine  or  in  the  limbs 
or  feet;  pains  in  the  face,  arms,  back,  lower  limbs  or  feet  resembling  those 
of  toothache, 

NEURALGIA  or  SCIATIC  RHEUMATISM;^  (physicians  often  treat 
these  symptoms  as  ordinary  neuralgia  or  rheumatism,  but  such  treatment 
will  not  cure  them;) 

CHILLS  up  or  DOWN  BACK; 

CREEPING  sensations,  coldness  and  numbness;  pain 

BETWEEN  SHOULDERS; 

CREEPING  AND  GRINDING  PAINS. 

bfyou  have  the  above  named  symptoms  or  any  of  them,  you  probably 
have  SPINAL  IRRITATION.  A  very  serious  disorder  that  but  few 
physicians  can  cure.  Yet  it  is  very  easily  cured  by  proper  treatment.  For 
10  cents  we  will  send  you  an  elegantly  illustrated  booklet  that  explains  how. 
It  also  explains  the  disease  and  what  causes  it. 


1‘2  PLYMOUTH  ST. 
CLEVELAND,  O. 
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USE 

WESTON’S 

- 

LEDGER 

o 

PAPER 

MADE  BY 


FOOT  POWER 
PNEUMATIO 

TIIDCC  FIT  INTO  ANY 
I  UDkO  BUSINESS 


Pressure  of  the  foot 
gives  quick  service 
between  floors  or  de¬ 
partments,  or  be¬ 
tween  office  and 
shipping  room.  No 
expense  for  power. 
Ask  for  booklet  L. 


Lamson  Consolidated 
$.  S.  Co. 


Pneumatic  Tubes  and 
Automatic  Mechanical 
Conveyers. 


161  Devonshire  St. , 

BOSTON 


BYRON  WESTON  COMPANY 

DALTON,  MASS. 

_ 


ONLY  $2.00  PER  100 


It 


4' 


The 

“COMMON 

SENSE” 

Travelers’ 

Expense 

Books 


The  Cheapest  and 
Best  Books  in 
the  market. 

Traveling  Men 
Book-keepers 
Business  Men 

all  like  them 


PRICES: — Weekly  Common  Sense  Expense  Books, 
per  100,  $2;  Monthly  Common  Sense  Expense  Books, 
per  100,  $4.  Samples  free  upon  application. 

“"I  have  used  your  books  lor  several  years,  they  are  the 
best  of  the  kind  there  is,” — ARTHUR  BARLOW. 

E.  H.  BEACH,  Pub.,  Detroit,  Mich 


Two  Books  Every  . 
Book-keeper  Should  Use 


URR’S 

PATENT  COMBINATION 
INDEX  and 


URR’S 

IMPROVED  TRIAL  BAL 
ANCE  SHEET 


CL  The  use  of  these  books  saves  valuable 
time  and  labor.  They  will  be  found  invalu¬ 
able  in  every  office  having  numerous  names 
to  handle.  The  “INDEX”  is  alphabetically 
subdivided,  so  that  any  name  can  be  found 
at  a  glance — practical,  simple  and  con¬ 
venient.  The  TRIAL  BALANCE  SHEET 
is  so  arranged  with  short  leaves  that  writing 
the  names  but  once  in  twelve  months  is 
avoided.  Send  for  illustrated  catalogue  and 
price  list. 

Sold  by  All  Stationers,  Generally— Ask  to 
See  It — Thousands  Now  in  Use— Give  Them  a 
Trial. 

THE  BURR  INDEX  COMPANY 

HARTFORD.  CONN. 

WILBUR  &  HASTINGS,  37  Fulton  Street,  New  York  City 
MARSHALL-JACKSON  COMPANY,  140  Monroe  St.,Xhicago,  Ill. 
THE  OMAHA  PRINTING  CO.,  918-924  Farnham  St.,  Omaha,  Neb. 
A.  CARLISLE  &  CO.,  417  Montgomery  St.,  San  Francisco,  Cal. 
HENRY  GOOD  &  SON,  12  Mooregate  Street,  London,  England 
PEACOCK  BROS.,  578  Collins  Street,  Melbourne,  Australia 
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INDEX 


CARDS  CAN  BE  USED  IN  SDME 
BRANCH  OF  YOUR  BUSINESS 


^  We  have  eight  very  useful  forms.  You 
can  use  one  or  more  to  good  advantage 
and  profit.  Let  us  send  you  the  Samples  ? 

UNITED  STATES  CARD  INDEX  CO. 

Office  and  Factory: 

112  Liberty  Street,  NEW  YORK 


^  Also  send  for  our  Priced 
Sample  Set  "  D "  which  in¬ 
cludes  all  rulings,  grades  and 
weights  of  Index  Cards  and 
Guides. 


Own  a  Home! 

No  MATTER  where' you  live,  we  will  build  or  buy 
you  a  home,  and  you  can  pay  for  it  in  monthly 
payments,  which  will  average  about  the  same  as 
you  now  pay  for  rent. 

Among  our  contract  holders  we  have  Lawyers,  Doctors, 
Dentists,  Business  Men,  M  echanics  and  men  in  every  walk 
of  life.  Many  of  our  members  are  now  living  in  homes 
which  we  have  built  or.  bought  for  them— we  shall  be 
pleased  to  send  you  their  names  and  addresses  upon 
request. 

Our  system  of  Rome  Building  is  simple,  conservative 
and  safe.  The  Company  is  composed  of  reliable  and 
responsible  Business  Men  of  Rochester,  and  a  positive 
guarantee  secured  by  first-class  improved  real  estate 
is  given  to  every  member. 

Since  our  plan  has  been  in  operation  it  has  proved  a 
splendid  success. 

Our  plan  is  fully  explained  in  our  free  booklet,  which 
every  Rent  Payer  should  send  for. 

SECURITY  BUILDING  CO.,  The  Originators 
1005  Insurance  Bldg.,  Rochester,  N.  Y, 

We  desire  ii  flrst-cliiss  man  to  represent  tis  in  eaoh  community. 


No.  4-OFFlCE  and  HOTEL  MAIL  BAGS 


lOxlI  inch 
I JxI3  inch 
12x15  inch 
J3xI7  inch 
J4xJ9  inch 
15x21  inch 
16x23  inch 


$4.00  each 
4,80  each 
5.60  each 
6.40  each 
7,20  each 
8.00  each 
9.50  each 


(Lock  and  Key  50  cents  extra) 

R.  A.  Humphrys  Sons 

1025  Callowhill  Street,  Philadelphia,  Pa. 


HOTEL  NORMANDIE 

Elmer  B.  Almy,  Prop.  INew  Yor*k: 


d^Hbum 

Rochester,  N.  Y. 

All  Modern  Improvements.  American  Plan. 


D.  A.  YELLOWLEE,  Mgr.  ELMER  E.  ALMY  &  CO.,  Props. 
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Tj^e  Kind 
^  I  Use  " 


fLINCHCLM 

\T5^Perl000lNQUAr(TITm. 


CHEAPER  THAN  PINS 

fi[.  "Clinch  Clips*^  the  quickest,  cheapest  and  best  Clip  on  the  market. 
250,  10  cents  postpaid;  1,000,  30  cents  postpaid;  5,000  $1  25  postpaid; 
25,000,  15  cents  per  1000,  F.  O.  B.  Buffalo;  100,000  or  more,  12J^  cents 
per  1,000,  F.  O.  B.  Buffalo.  Always  in  stock. 

THE  AMERICAN  EMBOSSING  CO. 

SENECA  BUILDING  BUFFALO.  NEW  YORK 


15  Cents 

Coin  or  Stamps 


If  sent  at  once,  will 
obtain  a  paper  bound 
copy  of  that  remarkable 
little  book 


“AS  A  MAN  THINKETH” 

by  James  A  lien.  Said  by  some  to  be  one  of  the  most  power¬ 
ful  books  on  Character  Building  and  Thought  Control 
ever  published. 

NOTE  THE  CONTENTS:  Thought  and  Character.  Effect  of 
Thought  on  Circumstances.  Effect  of  Thought  on  Health 
and  the  Body.  Thought  and  Purpose.  The  Thought 
Factor  in  Achievement.  Visions  and  Ideals.  Serenity. 

This  money  also  pays  for  a  3  mos.  subscription  to  the  BUSI¬ 
NESS  PHILOSOPHER,  a  48-page  magazine,  loaded  to  the 
brim  with  inspiration  for  the  man  who  works  with  hand  or 
brain.  Don’t  hesitate  ;  act  to-day.  Address 

The  Science  Press,  1011  The  Republic,  Chicago,  III. 


ELECTRIC 


SUPPLIES,  TELEPHONES, 
NOVELTIES.  Catalog  of  200  Free. 
If  it’s  Electric  we  have  it.  Big  Catalog  4c. 

OHIO  ELECTRIC  WORKS,  CLEVELAND,  OHIO 

The  World’s  Headquarters  for  Electric  Novelties,  Toys,  Fans, 
Motors,  Dynamos,  Batteries,  Books.  We  Undersell  All.  Want  Agents. 


“How  to  Remember” 

Sent  Free  to  Readers  of  this  Publication 


You  are  no  greater  intellectually  than 
your  memory  My  course  simple,  ine.xpensive. 
Increases  business  capacity,  social  standing,  gives 
an  alert,  ready  memory  for  names,  faces  and  business  details.  Develops  will, 
conversation,  speaking,  etc.  My  booklet  “How  to  Remember,”  sent  Free. 

Dickson  school  of  memory,  too  Klmball  Hall,  CHICACO 


IMITATION  LETTERS 


If  my  secret  of  exact  duplication  of 
Fred  Macey  the  cost  of  50  typewriters  and  the 
exact  duplication  of  the  work  of  any  machine. 

I  make  no  charge  for  ribbon  that  matches. 

JOHN  ROGAN,  Circular  Letter  Specialist, 


THE  KIND 

typewriter  work  had  been 


expense  of 
My  prices 


YOU  CAN*T  TELL 

perfected,  I  could  have  saved 
operators.  Send  for  samples  of  my 
will  surprise  you  at  their  lowness. 


19  E.  Main  Street,  Rochester,  New  York 


Attached  to  any  hose  like 

an  ordinary  nozzle,  the 


ARDRKlteHER 


thoroughly  cleans  buggy,  wagon 
or  auto,  without  scratch  or  blemish 


No  more  splashing  of  water  on  expensive  cushions,  either.  Handled  as  easily  as  a  paint  ^ush,  but  cannot  injure 
varnish  or  paint,  as  is  common  by  the  older,  but  now  obsolete  method  wherever  the  ARDREY  is  used.  Water  con¬ 
stantly  percolates  through  innumerable  tiny  holes  to  the  sponge,  keeping  it  cleansed.  When  sponge  is  removed 
the  ARDREY  is  also  a  most  complete  garden  sprayer.  Cleans  vehicles,  windows,  wood-work,  etc.,  thorough¬ 
ly  without  wetting  clothes  or  hands.  Useful  wherever  a  hose  will  reach.  Made  of  solid  brass,  and  will 
be  sent  securely  packed  for  $3.00,  all  charges  prepaid.  Send  to-day  before  you  forget  it,  because  it  s  a 
purchase  you’ll  prize  far  beyond  the  cost.  Our  booklet  is  free,  and  you  should  write  for  it  to-day. 

ARDREY  YEHICLE  WASHER  CO.,  150-A  Main  Street  E.,  Rochester,  N.  Y.,  U.  S.  A.  ^ 


latho^raphed  Stationery^ 


Our  Lithography 
makes  your  letter¬ 
head  stand  out  strong¬ 
ly  and  distinctively. 

thereby  imparting  an  impressiveness  and  added  value  to  your  business  correspondence  — a  paying  investment.  Letterheads  $2.00  per 
thousand  in  ten  thousand  lots  -  envelopes  $1.90.  We  will  get  you  up  a  special  design  appropriate  for  your  business. 

_  .  ^  m  J  T*'rnrT*T?Q  We  produce  imitation  letters  that  are  real  imitations— that  perfectly  resemble 

X  Jijila  1  1  ijJCxO  ■■personally  typewritten  originals  in  every  particular,  from  a  perfect  ribbon  effect 

to  periods  and  commas  that  show  through  on  the  hack.  Ask  us  to  send  some  samples  (they  are  good)  and  prices  (they  are  low). 
A  strong  letter  and  attractive  letterhead  makes  a  favorable  impression  tor  y^r  propositmn;  a  poor  impression  is  wo^e  than  none. 
SPECIAL-  100  engraved  visiting  cards  $1.00;  send  stamps  or  money  order  STILWELL,  lUo  NIIG  011661.,  ot.  EOUIS. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Card  Index  System 

If  you  are  using  Card  Systems,  as  manufac¬ 
turers  we  are  in  a  position  to  save  money  for 
you  on  these  supplies.  We  make  suggestions 
to  any  one  desiring  to  install  labor-saving, 
money-making  Card  Systems.  Cards  supplied 
for  all  makes  of  cabinets. 

W rite  for  Prices  and  Estimates 


STANDARD  INDEX  CARD  CO.,  707-09  Arch  St.,  Philadelphia 


The  Greatest  Help  for  Defective  Eyesight 


HOLD  RIGHT 
FEEL  RIGHT 
LOOK  RIGHT 

Send  for  Booklet, 


E.  KIRSTEIN  SONS  CO., 

Dept.  X,  =  Rochester,  N.  Y 


FIRST  MORTGAGE 
GOLD  BONDS 


ANDRREW  WOLLENSAK,  Prest.  J.  C.  WOLLENSAK,  Sec’y- 
H.  C.  GORTON,  Vice-Prest.  and  Treas. 

WOLLENSAK  OPTICAL  CO. 

MANUFACTURERS  OF 

P  HOTO  G  R  APH  IC 
SHUTTERS  AND  LENSES 

Lantern,  Stereoscope,  Electrical  and 
Surgical  Instrument,  and  Other 
Special  Lenses  Ground  to  Order 

280  CENTRAL  AVE.  ROCHESTER,  N.  Y. 


MAKERS  OF 
HALF-TONES  AND 
ZINC-ETCHINGS 
FOR  CATALOGUES. 

BOOKLETS. 
LETTER  HEADS  ETC 

74  WOODWARD  AVE 
DETROIT  MICH. 


mm 


Interest  payable  semi-annually  at  the 
office  of  a  prominent  New  York  Trust 
Company.  With  each  bond  of  $500  we 
give  a  bonus  of  two  acres  of  banana 
land,  cleared,  planted  and  brought  into 
bearing,  then  harvest  and  market  the 
fruit  for  the  owners.  These  lands  earn  $30  to  $60  per  acre 
annually  net,  thus  making  an  18%  to  30%  investment. 

Illustrated  literature  containing  Government  figures,  show¬ 
ing  large  and  permanent  income  from  these  i)lantations  and 
terms  upon  which  Bonds  can  be  purchased,  mailed  FREE. 

Special  proposition  for  readers  of  The  Business  Man’s 
Magazine  and  The  Book-Keeper. 

Write  AMERICAN-HONDURAS  COMPANY, 

Suite  311,  42  Broadway,  New  York. 


GRAY 

Marine 
Moiors 


1 


l.RPBareEifeine 


WILL 


DEVELOP 

111.  FIVE. 

ENGINE  ONLY 


Get  Prices  on 
2  to  24  H  R 
ENGINES 


Reversible  engine.  Jump  spark.  Perfect  lubrication. 
Crank  shaft,  drop  forged  steel.  Connecting  rod,  bronze. 
Pistons,  ground  to  fit.  .All  bearings  either  bronze  or  best 
babbitt.  Best  material  and  workmanship  throughout. 
Catalogue  Free. 

GRAY  MOTOR  COMPANY 


4  Leib  Street  Detroit,  Michigan 


BOOKKEEPERS 


Do  You  Want  to  Know  Real 
Loose-Leaf  Ledger  Perfec* 
tion  and  Convenience?  Then 
Let  Us  Tell  You  About 


The  Proudfit,  Loose-Ueaf,  Spring-Rack,  Flat-Opening.  Blank  Book 
>s  perfection.  It  is  a  radical,  mechanical  change  from  what  has  been 
thought  possible  in  Flat-Opening,  Loose-Leaf  Books. 

HUNDREDS  IN  US E— BOOKKEEPERS  SAY  “THE 
PROUDFIT”  IS  THE  BEST  EVER  PRODUCED 
17  D  C  C  Write  for  Booklet.  Gives  full  information, 
r  n  C  C  Mailed  free,  postpaid.  WRITE  TO-DAY. 

C.  J.  FARWELL  CO.,  63-65  Plymouth  Place,  Chicago 


IF  ITS 
ELECTRIC 
WE 
HAVE 
IT 


cai) 


WE  ARE 

SEUUtirVQ 

Toy  Electric  Railways  . 

.  .  $2.00  to  $  CO.OO 

Fan  Moiors,  all  kinds  •  . 

.  .  2.00  to 

2t>,00 

Electrical  Books  .  . 

.  .  .10  to 

5.t)0 

Necktie  and  Cap  Lights  . 

.  .  * 7&  to 

5.00 

Battery  Table  Lamps 

.  .  3.t)0  to 

lO.tIt) 

Carriage  and  Bicycle  Lights  . 

.  .  3.00  to 

6.00 

Lanterns  and  Pocket  Lights 

.  .  .7.5  to 

3.t)t) 

Battery  Motors  and  Funs 

.  .  1.00  to 

12.00 

Electric  boor  Bells  com|)lete 

.  .  .75  to 

1.50 

Telephones  complete  .  . 

.  .  2.5tt  me 

5.95 

Telegraph  Outfits  complete 

.  .  1.75  to 

2.50 

.$8  Medical  Batteries  . 

3.95 

$12  Electric  Belt  and  Suspensory  . 

2.50 

Dynamos  and  Motors 

.  .  1.00  to 

I,000.tl0 

Gas  and  Gasoline  Engines 

.  .  3.00  to 

1,400.00 

IV e  undersell  all.  Catalog  free.  Want  agents. 

OHIO  ELECTRIC  WORKS,  Cleveland,  Ohio 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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“COMMON  SENSE” 
CLIP 


TEN  CENTS 

THE  BOX  OF  ONE  HUNDRED 

SHE  most  practical  and  the  most 
useful  paper  fastener  on  the 
market.  The  “one-hand”  clip.  The 
clip  that  won’t  tear  the  paper.  The 
clip  that  won’t  tangle  in  the  box. 
The  clip  that  will  hold  one  sheet  ot 
tissue  paper  or  fifty  sheets  of  heavy 
paper  with  equal  ease  and  firmness. 
The  clip  you  can  use  over  and  over 
again.  Made  of  nickel  plated  spring 
steel  wire.  Packed  one  hundred  in 
a  box.  Price  ten  cents.  An  ideal 
“marker”  for  card  indexes„ 


— LET  ME  SHOW  YOU  ■  s 

HOW  TO  MAKE  MONEY 


(The  same  as  I  have  shown  over  4,000  others) 

No  matter  where  you  are  located  or  what 
your  former  occupation,  if  you  are  honest 
and  ambitious,  I  will  teach  you  the  Real 
Estate,  Insurance  and  General  Brokerage 
Business  thoroughly  by  mail,  appoint  you 

SPECIAL  REPRESENTATIVE 

of  Tny  Company  (the  largest  in  America), 
and  assist  you  to  hecorne  a  prosperous  and 
successful  business  man  with  an  income  of  - 
$3,000  to  $5,000  annually. 

Unnsnal  opportunity  for  men  without  capital  to  be¬ 
come  independent  for  life.  Vaiuable  Rook  and  fuli  par¬ 
ticulars  FREE.  Write  today.  Address  either  office. 

EDWIN  R.  MARDEN,  President 

Nat’l  Co-Operative  Realty  Co. 

106  Maryland  Bld^ 


106  Athenaeum  Bld^. 


Chicago,  HI- 


or 


Washington,  D.  G. 


6% 

surplus  of 


We  issue  certificates  payable  in  twelve 
months,  absolutely  secured  by  First  Mort¬ 
gages  on  city  improved  real  estate  and 
the  Corporation  with  6%  interest  added. 


We  issue  First  Mortgage  Coupon  Gold 
Bonds  besides  5%  interest,  absolutely 
secured  in  the  same  way  and  participate 


in  profits  of  the  business  in  addition.  National 
Banks  and  Trust  Companies  given  as  references  as 
to  our  standing.  Send  for  booklet. 


American  Contractors  Corporation 

Equitable  Building,  -  BALTIMORE,  MD. 


BEFORE  YOU  INVEST 


A  dollar  in  anything  get  my  book  “How  to  Judge  Investments. 
It  tells  you  all  about  everything  you  should  know  before  making 
any  kind  of  an  investment,  either  for  a  large  or  small  amount. 
This  book  gives  the  soundest  advice  and  may  save  you  many 
dollars.  Send  two-cent  stamp  for  a  copy;  do  it  now.  _ 

Send  your  name  and  address  and  get  the  Investors  Review  for 


3  MONTHS  FREE 

This  will  keep  you  reliably  posted  on  various  kinds  of  invest¬ 
ments.  Address 

Editor  INVESTORS’  REVIEW,  1314  Gaff  Bldg.,  CHICAGO,  ILL. 


Send 

Ten  Cents  for  a  Sample 
Box 


“^he 

BOOKKEEPER 
PUBLISBlNfi  CO. 

LIMITED 

Detroit,  Michigan 


Lamson  Coin  Cashier 

Makes  change  quickly  and 
accurately.  Used  by  U.  S, 
Govt.,  Banks,  Trust  Co/s,  and 
business  houses  generally. 
For  making  up  factory  payrollg 
St  is  a  wonderful  time  saver 

I  Lamson  Coin  Trays 

I  Finished  in  polished  nickel. 

I  Coin  can  be  stored  and  han¬ 
dled  more  rapidly  and  accu¬ 
rately  than  by  any  other 

i  method. 

'  Trays  hold  from  $30  to  $6000, 

according  to  denomination. 

For  sale  by  principal  stationers. 

LAMSON  CONSOLIDATED 
STORE  SERVICE  CO. 

Boston  New  York  Chicago 


Plea'ie  ^yio*>ttnn  The  Business  Man’s  Magazine  when  zvriting  to  advertisers. 
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NEVER  SOILS  OR  SPOILS 


Day’s  White  Paste 

It  s  the  paste  that  sticks,  but  doesn’t  leave  a  sticky  look. 

our  Handy  Paste  Jar,  with  water-well. 
Paste  IS  so  much  nicer  than  mucilage,  and  our  Handy  Jar 
makes  it  a  most  convenient  article  y  jar 

ON  YOUR  DESK,  OR  FOR 

PHOTOS  OR  HOME  USE 

Day’s  is  not  only  as  good  paste 
as  is  made,  but  our  jar  holds  more 
of  It.  Write  us  and  we  will  send  a 

Sample  Free 

You  can  get  your  dealer  to  sup¬ 
ply  you  with  Day’s  25c.  jar,  15c 
jar,  or  in  bulk,  6  lb.  pail,  ^1.00. 


IV e furnish  com¬ 
plete  Telephone 
E  xchanges. 


BURN’S 

ADJUSTABLE 
TELEPHONE 
HOLDER  and 
EXTENSIBLE 
BRACKET 

CL  For  flat  or  roll 
top  desk. 

CL  Has  largest  radius  of  action, 

CL  Write  us  or  your  nearest  supply  house. 

June  Bulletin  C,  Free  for  the  asking'. 

American  Electric  Telephone  Co.,  6400-6600  State  St.,  Chicago,  111. 
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OUR  BUSINESS  STANDING  IS  S-iOWN  BY 
THE  CARDS  YOU  CARRY.  WITH  OUR 

(Bra=Xin  process 

WHICH  EXACTLY  REPRODUCES  COPPER  PLATE  EFFECT, 
WE  ARE  ABLE  TO  FURNISH  A  HIGH  GRADE  CARD  AT  A 
VERY  LOW  PRICE.  AGENTS  WANTED. 

GRAY  CO.,  118  FULTON  STREET.  NEW  YORK 


I  Print  My  Own 


Cards,  Circulars,  etc.,  with  a  $5 
Press.  Small  newspaper  press 
$18.  Money  saved.  Money  mak¬ 
ing  _  business  anywhere.  Type¬ 
setting  easy  by  the  printed  in¬ 
structions  sent.  Write  to  fac¬ 
tory  for  illustrated  catalog  of 
presses,  type,  paper,  etc. 

The  Press  Co.,  Meriden,  Conn. 


TheOmly  Exclusive  House” 

AMER.ICAM 

Loose  Leap 


‘  M  ^ Ct  C 

'  «  new  YORK. 

BILLING  SYSTENS  LEDGER  OUTFITS, 

AND  LOOSE. LEAF  BINDERS,  INDEXES  ETC. 


PATENTS 


SHEPHERD  &  PARKER 

Attorneys-at-Law  and 
Solicitors  of  Patents 

PA-FTTM-rc  j  S**"®**!  Waahinglon,  D.  C. 

PATENTS  and  TRADE  MARKS  secured  promptly.  Hiehest  references 
from  prominent  manufacturers.  Write  for  Inventors' Hand  BooL 


ROLL  PAPER 

FOR  ALL  MAKES  OF 

ADDING  MACHINES 

WE  ARE  MANUFACTURERS, 

WHY  NOT  BUY  DIRECT? 

Per  100 

For  Burroughs,  Universal  or  Pike  2  5/16"  3  15/32" 

No.  50  Book  (extra  quality)...  $7.00  $9.75 

No.  30  Parchment  (very  strong)  6.00  8.50 


2^" 

$4.00 


2%" 

$4.50 

2/8" 

$4.75 


For  Standard  2" 

No.  50  Book  (ruled) .  $3.25 

For  Comptograph 

No.  50  Book  (plain) .  $4.50 

Liberal  Discount  on  500  Roll  Lots 

THE  WHITAKER  PAPER  COMPANY 

CINCINNATI,  OHIO. 

We  furnish  the  paper  on  which  The  Business  Man’s  Magazine 

is  printed. 


Did  You  Ever  Stoop  %  Spill  Your  Pencils  ? 


PRICE 

15^ 


Our  Holder  fits  in  your 
pocket  out  of  sight,  hold¬ 
ing  pencils  tight.  No 
bother,  no  fuss.  Light, 
strong,  durable.  Do  not 
have  to  stop  to  fasten 
your  pens. 


worr . 
not  OUT 


AGENTS  WANTED. 

S  J.  MEYERPETER  &  CO. 

122C  North  Lawndale  Awe.  CHICAGO.  ILL.,  U.  S.  A. 


PARKER’S 

HAIR  BALSAM 

Cleanses  and  beautifies  the  hair. 
Promotes  a  luxuriant  growth, 
l^ver  Fails  to  Eestore  Gray 
Hair  to  its  Youthful  Color. 

Cures  scalp  diseases  &  hair  faUing. 

Pniggiets 

Does  Your  Head  Feel  Like  This?  if  So 

BECKERSON’S 

Columbian  Hair  Tonic 

Will  dojust  what  is  claimed.  It  will  keep 
your  head  from  itching,  prevents  the 
hair  from  falling  out  and  is  a  certain 
cure  for  dandruff.  Guaranteed  to  cure  or 
money  refunded.  Price  $1.00  per  bottle. 

COLUMBIAN  HAIR  TONIC  CO. 
Detroit  Michigan  U.  S.  A. 


Sent  on  60  Days  Trial 

Trial  Balances  Made  Easy.  General  Trial  Balance  taken 

in  ten  minutes  with  10,000 
open  accounts  on  your  books.  Errors  located  without  the  use  of  the 
Key  tigures,  slips,  or  any  additional  work  while  posting.  The 
only  system  that  will  at  any  time  show  a  correct  statement  of  the 
business.  For  descriptive  booklet  on  “Double  Entry  Made  Easy  ” 
Address  J.  F.  DRAUQHON,  NASHVILLE,  TENNESSEE 
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SOULE’S  Philosophic 
Practical  Mathematics 

1016  pp.,8x1i  in. 


SOULE’S  New  Science 
and  Practice  of  Accounts 

Ne-w  Edition  782 pp. 


The  master  works  of  the  age  on  the  sciences  that  hold  commerce 
^d  finance  in  their  orbits.  They  are  revelations  in  Practical 
Mathematics  and  in  Higher,  Expert  and  Corporation  Ac- 

inT«s'jent  FREE  "iddre^  “■ 

OBO.  SOULE.  603  St.  Charles  St.,  New  Orleans.  La. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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dpect.  you  havf  an  English  br”or%es°reTo' create  a“dimfnd"fo?  your'^g'oods 

Man4Va°gaz?ne  tSn  wa""' 

The  Britisher  is  adopting  modern  ideas— he  buys  advertised  goods— he  is  interested  in 

American  ways  of  doing  business.  Appeal  to  him  with, strong  American  adverting  in  hS 
own  Business  Magazine,  and  his  trade  is  yours.  auvcriising  in  nis 

Advertising  Rate  $40.00  a  Page^^Smaiier 
Space  Pro  Rata 

Do  you  want  an  English  agent?  Tell  us  wHat  you  make  and  we  will  put  you  in 
With  a  live  English  representative  who  will  push  the  sale  of  your  goods. 
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I  SELL  PATENTS 


CHARLES  A.  SCOTT 


893  MUTUAL-  L-lFEL  Bl-O’C., 

BUFFALO.  M.V.' 


AAk 

<\yn.v/ 


We  have  taught  hundreds  a  neat,  rapid  legible  hand.  Fine  speci¬ 
men,  prospectus  and  sample  lesson  sent  FREE.  Send  2c.  to  pay 
postage  on  our  beautiful  book,  “The  Oi.en  Uoor  to  a  Successful  Career. 
It  is  full  of  inspiration  for  old  and  young.  It  tells  all  about  fifty  sepa¬ 
rate  courses  of  study.  Correspondence  or  Home  Study  methods.  Address 

YOCUM’S  SCHOOLS,  Home  Office,  Massillon,  Ohio,  U.  S.  A. 


QIOM  I  CTTCDQ  office  windows,  store  fronts  and 
Q  III  If  Ink  I  I  k  11 V  glass  signs— anyone  can  put  them  on. 

WRITE  TO-DAY  FOR  FREE  SAMPLE  AND 
FULL  PARTICULARS 

AGENTS  WANTED  Jisloo™  JloJoS’SL'jr 


METALLIC 
62  North  Clark  Street 


SICN  LETTER  COMPANY 

Chicago,  Illinois 


3,000  Gummed  Labels 

SStVJir  Postpaid  $L00forul 


Send  for  Cata- 


Fenton  Label  Company,  Philadelphia,  Pa. 


BREATHINC 

IS  THE 

VITAL  FORCE  OF  LIFE 

Send  for  my  64-page  illustrated  book.  Lung  and  muscle 
Culture,  the  most  instructive  treatise  ever  published  on  the 
important  function  of  breathing.  Correct  and  incorrect 
breathing  carefully  described  by  diagrams.  Over  200,000 
copies  already  sold.  Book  sent  on  receipt  of  10  cents. 

P.  von  BOECKMAN,  R.  S.,  Room  892,  500  Fifth  Ave.,  New  York 


6  Months  Free 

THE  INVESTMENT  HERALD 

Leading  illustrated  financial  and  investment  paper,  containing  latest 
and  most  important  information  on  mining,  oil  and  other  industries, 
the  most  successful  companies  and  the  best  dividend  pa^ng  stocks. 
It  shows  how  immense  profit  may  be  quickly  and  easily  made  on 
absolutely  safe  investments.  It  gdves  advice  that  may  be  worth 
thousands  of  dollars  to  you.  It  points  out  a  safe  and  certain  road 
to  wealth.  Write  for  it  before  making  any  investments  of  any  kind. 
A.  L.  Wisner  &  Co.,  Publishers,  Dept.  9,  78-80  Wall  Street,  New  York 


The  Aee  Limit  Has  Been 
Set  at  40. 


BOOKKEEPERS 

Be  wise  in  time  and  qualify  for  an  independent  occupation. 
The  profession  of  Auditing  offers  the  best  medium  for  utiliz¬ 
ing  your  experience  and  mental  talents. 

"'..r  PRACTICAL  AUDITINC 

teaches  the  professional  method  of  Auditing  a  cornmercial  set 
of  books.  It  tells  wliat  to  do  and  liow  to  do  it,  from  the 
proper  point  of  beginning  through  to  the  Auditor’s  final  Report. 

The  Controlling  Account,  which  is  the  key  to  short-cut 
Auditing,  is  fully  explained,  as  well  as  all  the  other  details  of 
the  best  practice.  You  Avill  find  in  it  the  information 
you  are  looking  for. 

Price  by  mail,  postpaid,  $2.  Descriptive  circular,  containing 
testimonials,  on  request. 

Ceo.  B.  Renn,  I34i  (B)  Dakin  St.  Chicago,  HI , 


Doubling 
My  Students’ 
Salaries 


by  teaching  them  how  to  plan,  prepare  and  manage 
trade-pulling  advertising. 

Mr.  H.  A.  Springett,  adv.  mgr.  of  the  Manhattan 
Bedding  Co.,  527-541  W.  23rd  St.,  New  York,  and  Us 
parent  company,  the  Rome  Metallic  Bed  Co.  with 
branches  in  Boston,  Phila.,  Baltimore  and  Cleveland, 
just  writes:  '*  During  this  year  sales  have  increased 
from  20  per  cent  to  50  per  cent  per  month,  aver¬ 
aging  35  per  cent.” 

Mr.  H.  B.  Hayes,  adv.  mgr.  of  the  noted  clothing 
house  of  the  A.  J.  Rogers  Co.,  Dallas,  Tex.,  admits 
that  he  owes  his  present  position  “almost  entirely  to 
the  Powell  System.”  In  his  recent  letter  he  adds : 

“I  investigated  several  courses  of  instruction  before 
deciding  on  yours,  and  am  confident  your  System  is 
far  superior  to  any  other  school.” 

The  simple  facts  of  interest  to  the  ambitious  young 
man  or  woman,  who  is  attracted  to  the  advertising 
field  are:  FIRST,  it  is  expanding  constantly; 
SECOND,  the  Powell  System  is  the  only  one  en- 
thusiastically  endorsed  by  the  advertising  authorities 
(I  always  get  the  enrollments  of  their  friends  and 
even  office  workers);  THIRD,  there  are  actually 
jjf  more  Powell  graduates  filling  big  positions  at  salaries 
]  running  from  $1,200.00  to  over  $6,000.00  a  year  than  are 
S  represented  by  all  of  my  so-called  competitors  combined. 

■  If  you  want  to  know  about  the  splendid  openings  await- 
m  ing  Powell  graduates,  and  how  I  enable  them  to  double 

their  salaries  by  teaching  them  to 
double  trade,  I  will  be  glad  to  mail 
my  two  free  books — my  elegant 
new  Prospectus  and  “Net  Results” 
— the  most  explanatory  ever  pub¬ 
lished,  and  important  in  any  busi¬ 
ness  person’s  career.  For  free 
copies  address  me 

GEORGE  li.  POWELL 

174  Metropolitan  Annex 
NEW  V  O  R  IC 
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ALFRED  HENRY  LEWIS 

writes  in  the  September  issue  of  McClure’s  Magazine  on 

“My  Conversion  to  Life  Insurance” 


of  which  the  following  is  an  excerpt 


men  use  the  word,  such  companies  as  The  Prudential  are  sure  ;  since  they  found  them¬ 
selves  on  investments  that  are  as  the  blood  and  sinew  of  the  country.  The  government 
must  fall  before  they  fall ;  and  the  policies  they  issue,  and  the  promises  they  make,  have 

all  the  vital  enduring  qualities  of  a  government  bond.  i  •  r  . 

The  Prudential,  that  Gibraltar  of  Life  Insurance,  attracted  me.  I  had  heard  it  best 
spoken  of.  Besides,  its  controlling  spirit  was  Senator  Dryden— whose  intelligence  had  33 
been  its  architect,  just  as  his  integrity  was  and  is  its  corner-stone. 

This  article,  a  most  interesting  and  valuable  exposition  of  Life 
Insurance,  should  be  read  from  start  to  finish.  A  copy  of  it  will  be  sent 
free  of  charge  to  any  reader  of  this  magazine  who  will  write  the  Company 


The  Prudential 


issues  all  desirable  plans  of  Life  Insur- 
^  ance  suitable  for  varying  conditions 
and  at  reasonable  premium  rates 


PROTECTION 

SECURITY  AND 

PROFIT  FOR 

POLICYHOLDERS 


Write  now  to  Dept. 125 


THE  PRUDENTIAL 

Insurance  Co.  of  America 


Incorporated  as  a  Stock  Company  by  the 
state  of  New  Jersey 


JOHN  F.  DRYDEN 


President 


Home  Office 
New  ark,  N.  J. 
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n&ofX  Historical  Drama 

!n  Four  Acts 


ACT  I — A  young  man  sees  an  advertisement  of 
Goodwin’s  Improved  Bookkeeping  and  Business 
Manual  and  sends  to  J.  H.  Goodwin,  Room  495,  1215 
Broadway,  New  York,  for  a  descriptive  pamphlet  of  this 
book. 

ACT  II — In  due  course  of  time  the  postmaster  of  his 
town  hands  this  young  man  the  pamphlet,  he  reads  it, 
goes  down  into  his  pocket  for  $3.00  (the  price  of  the  book) 
and  sends  this  sum  of  money  on  to  the  above  address  for  a 
copy  of  the  book. 

ACT  III — The  book  is  received  by  this  young  man.  He  is  charmed  with  its  appearance.  He  spends 
just  100  hours  in  a  deeply  interested  study  of  it.  He  finds  it  easy  to  understand. 

ACT  IV — This  young  man  sees  an  advertisement  for  a  bookkeeper.  He  makes  application  for  the 
situation.  It  proves  to  be  a  responsible  position  in  a  large  mercantile  house.  He  passes  through  a  critical 
examination  given  to  him  by  the  head  of  the  establishment.  At  the  close  of  the  examination  the  business 
man  manifests  surprise  at  the  remarkable  fund  of  knowledge  which  the  young  man  possesses  and  at  the 
prompt  and  eminently  practical  answers  which  the  young  man  has  given  to  all  questions.  This  young  man 
seems  to  be  so  well  posted  on  all  affairs  appertaining  to  bookkeeping  and  business  that  the  business  man  is 
curious  to  know  how  the  young  man  became  possessed^  of  so  much  ^  information.  He  thereupon  asks  the 
young  man  how  he  came  to  be  so  old  in  knowledge  while  so  young  in  years.  The  young  man  replies:  I 
learned  all  I  know  of  bookkeeping  and  business  from  ‘GOODWIN’S  IMPRC)VED  BOOKKEEPING  AND 
BUSINESS  MANUAL’”  “Aha!”  exclaims  the  business  man,  “that  accounts  for  the  milk  in  the  cocoanut! 
I  happen  to  possess  a  copy  of  that  book  myself,  which  I  purchased  about  two  years  ago.  I  consider  it  my 
mascot  I  got  enough  valuable  points  out  of  it  to  so  improve  my  system  of  bookkeeping  and  methods  of 
business  as  to  double  my  profits  on  my  last  year’s  business!  I  will  give  you  substantial  proof  of  my  appre¬ 
ciation  of  the  information  which  I  believe  you  possess  by  saying  that  I  ^engage  you  as  my  bookkeeper  at  a 
salary  of  $ioo  a  month,  and  you  may  begin  to-morrow  morning  at  8:30  o  clock. 

5-,^— rAITl  fA  V/^TT  become  a  bookkeeper  at  a  salary  of  $100  or  more  a 

LI  U  Li  LI  I  LI  U  mouth,  or  a  business  man  who  DOIIBLE.S  HIS  PROFITS 
ON  A  YEAR’S  BUSINESS — simply  by  expe^ulins^  $3.00  for  a  certain  book?  If  so,  beg^iu  with 
“Act  I”  (see  above)  and  do  as  that  yoiins  man  did. 


Perfect  Your 
Accounting  System 

Goodwin’s  Improved  Bookkeeping  and  Business  Manual 

will  show  you  how.  It  is  a  complete,  thorough  “course”  in  modern 
bookkeeping — a  series  of  practical  lessons  in  the  actual  applied  end  of 
accounting.  It  deals  not  only  with  theory,  but  also  with  practical 
methods  that  are  being  used  every  day  to  open  and  close  double  entry 
accounts  in  great  corporations  and  business  offices.  In  it  are  crystalized 
the  best  accounting  methods,  the  best  accounting  short-cuts  and  time 
savers,  the  best  calculation  schemes  used  by  expert  auditors.  It  shows 
how  to  open  a  set  of  double  entry  books  in  almost  any  business;  how  to 
keep  them;  how  to  close  them;  how  to  make  monthly  balance  sheets; 
how  to  post  quickly  and  accurately;  how  to  make  partnership  statements  . 

— and  all  that  pertains  to  maintaining  a  complete  set  of  books  for  the  smallest  or  the  largest  business. 
Further  than  this,  it  is  regarded  as  an  AUTHORITY  on  all  matters  relating  to  corporation  accounts  and 
the  opening  of  books  for  stock  companies.  It  has  so  simplified  many  of  the  peculiarities  appertaining  to 
this  class  of  accounts,  that  many  of  the  largest  corporations  in  the  world  have  adopted  it  as  a  reference 
book.  It  will  not  only  give  you  “points” — it  will  teach  you  how  to  become  a  skilled  accountant — an  auditor 
capable  of  handling  any  set  of  books. 

NOT  ONLY  FOR  THE  ACCOUNTANT — BUT  ALSO  FOR  THE  GENERAL  OFFICE  MAN 

You  may  not  be  an  accountant;  you  may  have  little  to  do  with  the  actual  manipulation  of  accounts,  but 
you  cannot  afford  to  be  without  this  book.  If  you  are  in  an  office  at  all  you  ought  to  know  something 
about  accounts.  This  book  will  give  you  a  practical  knowledge  of  accounting — a  knowledge  that  will  enable 
you  to  practice  in  the  profession.  It  will  show  you  HOW  BOOKS  SHOULD  BE  KEPT. 

“Would  not  take  $50  for  the  information  I  have  gained  from  your  article  on  Stock  Companies  alone. 
Your  book  is  by  far  the  most  thorough  and  complete  exponent  of  ADVANCED  BOOKKEEPING  I  have 
ever  seen.” — W.  L.  BARNES,  Secretary  and  Treasurer  of  the  Providence  Coal  Co.,  Providence,  Ky.  (THE 
UNITED  STATES  STEEL  CORPORATION  uses  90  copies  of  this  book;  the  STANDARD  OIL  COM¬ 
PANY,  50  copies;  the  PENNSYLVANIA  RAILWAY  COMPANY,  60  copies — and  so  on.) 

Price,  $3.00.  (Sent,  postpaid,  upon  receipt  of  price.)  24th  edition  (1906)  NOW  READY.  301 
pages;  printed  in  red  and  black;  richly  bound.  83,399  copies  sold  and  8,493  testimonials  received  up  to 
Friday,  September  14,  1906.  You  will  surely  have  to  have  this  book  some  day,  and  you  may  need  it 
SOON!  Send  now  for  descriptive  pamphlet,  or  for — the  book.  iJ2W"Enclose  coupon  foot-note  below  W^ITH 
YOUR  ORDER  and  get  my  “Practical  Instruction  for  Business  Men”  (Price  $1.00)  FREE.  Address 
as  follows 

J.  H.  GOODWIN,  Room  495,  1215  Broadway,  NEW  YORK 
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“victory  =  Wniv&r^at 

I  ^  ^  ,  Adding^achine  Co. 


^  In  January  last,  the  Circuit 
Court  decided  against  us  in  a  pat¬ 
ent  infringement  suit.  This  was 
widely  advertised  by  the  Bur¬ 
roughs  Adding  Machine  Co.  as  a 
legal  victory  for  the  Burroughs. 


^  The  United  States  Circuit 
Court  of  Appeals  has  reversed 
the  Lower  Court’s 

PRINTS  THOSE  RED  FIGURES 

decision,  and  so 
gives  the  Universal 
a  sweeping  victory. 


THE 

CARRIAGE 
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AoDINGyVVACHINE  Co. 

General  Offices  and  Factory 
3805  Laclede  Avenue,  St.  Louis,  Mo. 


Sales  Offices  in  all  Principal  Cities 


make  Universal  AddingMaclii'nes 
to  operate  by  hand  or  electricity 
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Perfect  Visible 
Writing 

Every  OiKer  Feature  that  is  Desirable 

When  you  buy  a  Pox  Visible  Typewriter  of  the 
regular  size  and  find  later  that  the  carriage  is  not 
wide  enough  for  some  special  work  it  is  not  nec¬ 
essary  to  purchase  a  larger  typewriter  to  do  the 
work,  but  simply  a  longer  carriage  which  is  in- 
v')tantly  interchangeable  with  the  one  already  on 
the  machine.  Notice  the  saving  you*  make.  Your 
work  at  any  time  m.ay  be  such  that  a  long 
carriage  is  ^  a  necessity — with  a  Fox  it  is 
easy  to  get  it. 


Every  Fox  Visible  Typewriter  is  supplied  with 
a  tabulator,  no  extra  charge,  its  operation  is  ex- 
tremely  simple. 

Two  Color  Ribbon 
Self  Reversing  Ribbon 
Oscillating  Ribbon 

These  are  only  a  few  of  the  features  j’ou 
secure  when  you  buy  a  Fox.  When  you  buy 
any  other  typewriter,  no  matter  what  kind, 
you  do  not  find  them,  though  they  are 
recognized  as  essential  to  any  high-grade 
machine. 

know 


Carriages  of 
Different  Lengths 


5:  i 


No.  25 — 12  inches  wide  t 
Writes  a  914  inch  line 


No.  26 — 1414  inches  wide 
Writes  a  12  inch  line 


No.  27—1614  inches  wido 
Writes  a  14  inch  line 
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Plumbing  &  Heating  Material 

Sold  to  Consumers  at  Manufacturers  Price 


CniEAGD  HOUSE  WRECKING  CD. 

^Sth  anD  IR.ON  SXREEXS.  CMIC/KCjO. 


Clean— Sanitary — Odorless 
Newest  Designs 
Best  Appliances 
Finest  Nickel  Trimmings. 

We  sell  you  these  modern 
Bath  Room  Outfits  direct — 
you  need  not  pay  exorbitant 
profits  to  your  plumber. 

Prices  for  Outfits 
as  sho<Tvn: 

Number  1,  $37.50 
Number  2,  44.00 

Number  3,  55.00 

Number  5,  110.00 

Satisfaction  guaranteed  or 
money  refunded.  Con¬ 
nections  easily  made.  Any 
ordinary  mechanic  can  in¬ 
stall  with  the  aid  of  our 
comprehensive  working 
plans  and  Instructions. 

Ask  for  Book  hdodern  ^dethods  of  Sanitary  Plumbing  containing  charts,  drawings  and  diagrams, 
showing  how  any  ordinary  mechanic  can  install  plumbing  fixtures  without  wiping  joints.  Also  tells 
how  to  secure  perfect  sanitation.  Price  50c.  We  will  send  it  free  if  you  mention  this  Magazine. 

Heating  Plants  for  Buildings  of  Every  Kind 


W e  can  save 
you  from  30 
to  50  per  cent. 


Send  us  sketch  o  r 
diagram  of  your  house 
for  our  estimate. 


Steam  and  Hot  W^ater 
plants  of  most  modern 
construction. 


MODERN  HEmG  APPARATUS 


CAN  BE  EASILY  INSTALLED  IN  ANY 
BUILDING  •  -WE  Will  MAKE  YOU  PLANS 
AND  FURNISH  FULL  INSTRUCTIONS- 


We  employ  an  efficient 
engineering  department 
that  will  cheerfully  fur¬ 
nish  you  ideas  as  to  the 
correct  method  of  heat¬ 
ing  your  home  or  build¬ 
ing.  W^e  guarantee  satis¬ 
faction.  Any  one  used 
to  handling  tools  can 
install  our  heating  plants 
either  in  a  new  or  old 
building  by  following 
our  complete  yet  simple 
instructions. 


AVrite  for  our  Book  Cold  W^eather  Comfort.  ’  Useful  information  and  heating  guide.  It  tells  you 
every  phase  of  the  heating  question — also  gives  full  and  necessary  information  on  the  care  of  your 
plant.  Mailed  free  to  anyone  mentioning  this  Magazine.  Price  to  others  25  c.  Ask  also  for 
our  general  500-page  Catalog  No.  A.  E.  743  on  merchandise  for  the  Home,  the  Field  and  the^/^orkshop. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


! 


Interruptions  Make  No  Difference 
with  the  Accuracy  of  the  STANDARD 

^  It  FREE 


(We  have  them  in 


Evpr  notice  a  man  interrupted  while  adding 
-up  at  column  of  figures? 

?  Didn’t  look  to  be  enjoying  life— just  that 
moment — did  he? 

If  you  have  a  Standard  Adding  Machine,  inter¬ 
ruptions  make  no  difference. 

It  prints  all  the  figures  where  you  can 
see  them  as  fast  as  they  are  made. 

There  are  just  two  rows  of  keys  and  one 
figure  of  a  kind.  Which  means — no  danger 
of  ^  getting  mixed  up  with  your  amounts. 


from  our  nearest  branch, 
most  important  cities.) 

Use  this  machine  until  you  see  for  yourself 
what  it  will  do.  Find  out  whether  it  will  save 
its  own  cost. 

And,  if  you’re  not  satisfied,  send  it  back 
where  it  came  from.  Pay  nothing.  You  won’t 
be  obligated.  We  shan’t  start  any  unpleasant 
argument. 

That’s  what  we  mean  when  we  say — 

“Test  a  Standard  Adding  Machine  FREE.” 

If  you  don’t  find  it  all  we  claim,  send  it  back 
and — that’s  all. 

If  the  machine  “makes  good” — as  we  know  it 
will — you  will  want  to  keep  it.  For  you  see  how 
it  will  save  its  own  cost  in  short  order.  And 


The  Standard”  is  a  small,  compact  machine  then — begin  saving  for  your  pocket-book. 


—very  simple  in  construction,  so  there  is  no 
danger  of  its  getting  out  of  order. 

And  you  don’t  need  a  truck — nor  a  derrick — 
to  move  it  about. 

Anyone  can  carry  it  with  ease,  and  it  can 
be  used  on  a  slant-top  desk  or  wherever 
your  work  is. 

But — we  don’t  ask  you  to  take  our 
say-so  about  it. 


Don’t  ask  your  bookkeeper  to  wear  out  his 
brains  with  machine  work.  They’re  too  valu¬ 
able.  He  can  use  them  more  to  your  profit 
with  work  of  greater  moment. 

Let  a  Standard  Adder  save  his  time. 

It  costs  less  than  any  other  Adding 
Machine  made — only  $185.00 — and  when 
you  see  for  yourself,  in  your  own  office, 


^e  offer  you  evidence  that  means  what  it  will  do,  you  will  wonder  you  ever 


something. 

We  say — “Test  a  Stand¬ 
ard  Adding  Machine  at 
our  expense  and  risk.” 
Then  you  will  know. 

Just  fill  out  the  FREE 
Trial  Blank  above 
and  mail  it  m  us 


—that  '^ells  how  people 
are  edbnqmizing^-in  dif¬ 
ferent  businesses. 

Read  it.  7.Y 6u  will  Bnd  sugf 
grestiohs  that  will  enabte  you  to 
save  big  money  in  your  business.  today  and  W’e  will 

Fill  in  below,  cutnut  and  mail  to  have  a  machine 
us  today,  and  we  will  send  you  a  delivered  to 

copy  of  this  book  FREE.  You  will  get 
it  postpaid,  by  return  mail. 

Name 


got  on  Without  it. 

If  you  won’t  be  persuaded  to  take  us  at  our  word 
and  test  the  Standard  Adder  at  our  risk,  at  least 
send  for  our  Testimonial  Book. 

It  tells  how  other  people  are  saving  money  in 
their  business,  and  may  show  you  how  to  save 
money  in  yours. 

We  don’t  charge  anything  for  the  book — it  is 
FREE. 

We  send  it  postpaid  with  our  compliments,  upon 
receipt  of  your  request. 

Write  for  it  today  and  find  out  how  a 
Standard  Adding  Machine  saves  brain- 


Busmess 
A  ddre^^ 


}ou  a.  once  time  and  money. 

The  Standard  Adding  Machine  Co. 


3704  Spring  Avenue,  St.  Louis,  Mo. 
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CE,  The  TENGWALL  FILE  is  unlimited  in  its  scope  of  usefulness.  It  is  used  for  Invoices, 
Maps,  Catalogs,  Correspondence,  Directors’  Minutes,  Clippings  and  Meter  Records. 
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Blessed  Be  Drudgery? 


Unnecessary  Drudgery  is  not  Blessed. 

The  Bookkeeper’s  most  disagreeable  duty  is 
the  preparation  of  Monthly  Statements  to  Custo¬ 
mers.  The  usual  method  consumes  too  much 
time — frequently  night  work. 

The  Baker- Vawter  Monthly 

Statement  System 

# 

Promises  the  following  advantages: 

Ledger  Posted  and  Statement  Itemized 
at  One  Writing. 

Statement  Always  Ready. 

Facilitates  Collecting — Helps  Credit  Man. 
Duplicate  Statements  Rendered  Easily. 
Dispenses  with  Pass  Books  in  Retail  Stores. 

Uniform  Statement  for  Either  Long  or 
Short  Accounts. 

Applicable  To  Any  Business 

Wholesale — Retail  — J  obbing — Manufacturing — 
Clubs — Banks — Newspapers — etc.,  etci 

Ask  for  Particulars 

''Why  Should  a  Live  Man  Handle  Dead  Matter?'''' 

Baker-Vawter  Company 


New  York 


Chicago 
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Less  Risk-More  Profit 


Credit  Means  Risk  — 

But  We  Cannot  Do  Business  Without  It  ! 


CL  Ideal  credit  conditions  mean  to  sell  all  who  will  pay,  and  turn  down  all  who  will 
not.  The  nearer  we  come  to  this,  the  greater  the  success  of  the  merchant  and  credit 
man.  In  **The  Credit  Man  and  His  Work”  twelve  successful  men  give  the 
cream  of  their  experiences  to  help  you  in  picking  safe  credits,  in  collecting  bad 
debts  ;  in  organizing  a  retail  or  wholesale  credit  department ;  in  getting  the  money  ; 
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sense  instruction  drawn  from  experience. 

CL  Here  are  just  a  few  of  the  good  things  waiting  for  you  in  this  valuable  book — 
the  most  valuable  you  ever  bought. 
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Form  or  Statements 
Analysis  of  Statements 


A  Short  Retail  System 
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Getting  the  Money 
Credit  Letters 
The  Slow  Pay  Man 
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Weakness  of  the  Agency 
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“American  Industries” 


(Official  Organ  of  the  National  Association  of  Manufacturers) 


is  the  one  paper  which  every  manufacturer  ought  to  have.  It  is  your  paper,  in  fact,  if  you  are  a  manufacturer. 
It  has  the  best  articles  published  on  “Exports,”  “Advertising,”  the  “Labor  Question,”  “System”  in  the  office  and 
in  the  shop.  TWO  GREAT  SERIES  OF  ARTICLES  WILL  BEGIN  IN  THE  DEC.  1  ISSUE : 

“How  to  Get  an  Export  Trade.” 

“  How  to  Get  Results  from  Advertising.” 

Every  one  of  these  articles  is  by  an  expert.  They  will  run  throughout  the  coming  year. 

This  is  our  offer  to  you:  Send  One  Dollar  for  a  year’s  subscription  to 
“American  Industries”  and  we  will  send  you  the  Two  Dollar  Mahin  Advertis¬ 
ing  Data  Book  (1906  edition)  free  with  your  subscription. 


This  offer  is  good  NOW.  On  January  1  the  sub¬ 
scription  price  of  “American  Industries”  is  to  be  increas¬ 
ed  to  Two  Dollars  a  year,  and  no  order  received  after 
that  date  can  be  filled  for  less  than  Two  Dollars. 

Cut  off  this  coupo7i^  pin  One  Dollar  to 
it  and  send  it  in  today. 


COUPON 


190. 


American  Industries, 

810  Maiden  Lane  Building.  New  York  City. 

Please  find  enclosed  One  Dollar,  for  which  send  me  “American 
Industries’*  for  one  year  from  date:  and  also  send  me  free  the  Mahin 
Advertising  Data  Book  (latest  edition). 


Name. 


Address. 


BOOK  is  one  of  the  most  valuable  recent  works  on  advertising.  It  Is  distinctly  the  “hit”  of  the  year. 
1  It  is  pocket  size,  contains  300  pages,  and  is  handsomely  bound  in  leather.  It  is  full  of  facts  about  publi- 
cations,  their  circulation,  rates,  etc.;  population,  street  car  and  bill  posting  facilities  of  the  important  cities 
and  towns  in  the  United  States  and  Canada ;  specimens  of  type  faces  and  composition  tables ;  statistics  relating  to 
advertising,  etc.  Its  price  is  $2  per  copy.  You  get  it  FREE  from  us. 


Please  mention  The  Business  Man’s  Magazine  ivhen  writing  to  advertisers. 
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No  More  Trial  Balances 


h.  '} 


TDE  ABOLITION  OF  THE  TRIAL  BALANCE 

'^HE  TRIAL  BALANCE  has  always  been  the  nightmare  of  the  book-keeper — 
and  this  book  will  relieve  you  of  it  for  ever  more.  The  process  is  so  simple 
that  you  will  wonder  how  you  ever  got  along  without  it.  Heretofore  the  secret  of 
a  few  public  accountants,  we  offer  it  for  the  benefit  of  the  whole  profession.  Get 
a  copy  of  this  book  now  and  be  done  with  the  troublesome  trial  balance  for  good 
and  all. 

Handsomely  Bound.  Price,  $2.00,  Carriage  Paid 


THE  BOOK  =  KEEPER  PUBLISHING  CO.,  Ltd.  DETROIT,  MICH. 
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Elf  Conried=Hammerstein  Opera  Situation 


There’ll  be  three  rings,  probably  four,  in 
the  operatic  circus  in  New  York  this  win¬ 
ter.  It’s  a  pretty  mess.  Mr.  Conried  has  the 
Metropolitan;  Mr.  Hammerstein,  his  Man¬ 
hattan  Opera  House  on  34th  St. ;  Mr.  Sav¬ 
age  will  present  English  Opera ;  and  we  are 
threatened  with  a  fourth  in  the  form  of  the 
San  Carlo  Opera  Company,  of  New  Orleans, 
which  flaunts  Lillian  Nordica  as  its  star. 

What’s  all  the  trouble  about  Puccini’s 
new  opera,  “Madame  Butterfly?”  Who’s 
this  beautiful  daughter  of  an  Italian  scrub¬ 
woman  that’s  going  to  sing  with  Caruso  in 
“Madame  Butterfly?”  What  does  Conried 
mean  by  his  “flying  ballet”  in  Berlioz’s 
“Damnation  of  Faust?”  Why  did  Melba  go 
over  to  Hammerstein?  Is  Bonci,  Hammer- 
stein’s  tenor,  going  to  outstrip  Caruso  in 
popular  favor? 

You  simply  can’t  afford  not  to  know  all 
about  this  operatic  fight-to-a-finish. 

The  whole  story  is  written  down  authori¬ 
tatively  in  The  Broadway  for  November. 


It  stands  to  reason  that  a  magazine  which 
devotes  itself  to  presenting  New  York  life, 
from  a  metropolitan  view-point,  is  the  one 
you  want  if  you’d  keep  in  touch  with  Amer¬ 
ica.  Yes — America.  For  New  York  is  just 
as  much  America,  as  Paris  is  France. 

The  Broadway  Magazine  is  nothing  less 
than  a  leisurdy  stroll  down  Broadway — 
with  all  its  brilliant  lights,  and  bustling 
crowds,  and  importunate  cabbies,  and  gay 
theatres  and  restaurants. 

But  there’s  another  side  to  The  Broad¬ 
way  that  makes  it  just  as  snappily  interest¬ 
ing  and  informative  to  the  reader  who  seeks 
clean-cut,  down-to-the-minute  news  of  seri¬ 
ous  topics.  It  breathes  the  very  life-spirit 
of  New  York  itself — that  inexplicable  feel¬ 
ing  that  makes  the  average  New  Yorker 
nostalgic  the  minute  he  sets  foot  on  a 
ferryboat. 

It  doesn’t  take  much  to  verify  all  that — 
just  get  the  November  issue  on  any  news¬ 
stand. 


15  Cents 
all  Newstands 


MAG  AZIN  E 

$1.50  a  Year  i 

7  W.  :22nci  St.,  IV.  V.  CITV  I 


Send  for  Sample 
Copy 
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The  Difference  in  The 
Pay  Envelope 


THERE’S  a  whole  lot  of  difference  in  the  size  of 
the  pay  envelope  or  pay  check.  For  instance,  the 
book-keeper  who  gets  down  at  7  a.  m.  and  gets 
through  at  9  p.  m.  draws  about  half  as  much  as  the  ac¬ 
countant  who  works  half  as  hard.  It’s  not  what  you  do 
that  you  get  paid  for — it’s  what  you  know.  But  you  must 
really  know.  It  does  not  do  to  think  you  know  or  to 
pretend  you  know.  Some  one  is  sure  to  “call  a  bluff”  of 
this  sort.  Now  our  business  is  the  training  of  accountants 
— the  making  of  expert  accountants  and  auditors.  We 
can  make  an  expert  accountant  and  auditor  of  you. "  We 
can  help  you  to  double  your  salary  and  at  the  same  time 
cut  your  work  in  half.  Look  across  the  road  or  around 
the  corner  and  you  can  pick  out  a  man  who  is  doing  just 
what  I  say  above — drawing  a  salary  on  account  of  what 
he  knows.  Is  he  any  brighter  or  more  capable  than  you 
except  for  his  training?  Aren’t  you  capable  of  doing  what 
he  can  do?  If  you  have  the  ability  we  will  do  the  rest. 
Unless  you  are  ambitious — unless  you  aspire  to  better 
things — our  plan  will  not  appeal  to  you  but  if  you  are 
ambitious — if  you  believe  yourself  capable — we  can  help 
you  to  climb.  Our  plan  covers  a  thorough  training  for 
expert  accounting,  public  accounting,  cost  accounting  and 
auditing  work.  Deny  yourself  a  cigar  a  day  and  the  sum 
saved  will  pay  all  we  charge  you.  You  will  make  a  big 
mistake  if  you  do  not  investigate  at  least.  Ask  to  be  told 
about  our  successful  members  and  about  our  plan  tor 
making  you  more  successful  and  let  us  tell  you  about  our 
“Dim.e  a  Day”  plan. 


The  International  Accountants’  Society,  Inc., 

112  W.  Fort  Street,  Detroit,  Mich. 

Tell  me  your  plan  for  increasing  my  income— the  information  to  be  free. 

Name . 

Address .  . 

Town  and  State . 

Occupation . 

Line  of  Business . 
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The  Journal  of  Accountancy 

Published  Monthly  Under  the  Auspices  of  the  American  Association 

of  Public  Accountants  by 

THE  ACCOUNTANCY  PUBLISHING  COMPANY 

32  Waverly  Place,  New  York  City 


OFFICERS 

President:  John  R.  Loomis,  C.  P.A.  Vice-President :  Elijah  Watts  Sells,  C.  PA. 
Secretary  ajid  Treasurer :  Thomas  Cullen  Roberts,  C.  P.  A. 

Directors  : 

A.  Lowes  Dickinson,  C.  P.  A.  Joseph  E.  Sterritt,  C.  P.  Guy  H.  Kennedy,  C.  P.  .A. 

Franklin  Allen,  C.  P.  A.  Robert  H.  Montgomery,  C.P.  A.  J.  T.  Anyon,  C.  P.  A. 


Subscription  Price:  $3  CC  a  year;  single  number,  25  cents;  postpaid  to  any  address  in  North  America. 
Foreign  subscriptions,  $3.50  a  year;  single  copies,  30  cents. 

Remit  by  express  or  post  office  money  order.  New  York  draft,  postal  note,  or  registered  letter.  One  and 
two  cent  stamps  are  accepted  for  small  amounts. 

Advertising  Rates  :  $30  a  page;  all  other  spaces  in  proportion;  special  positions,  when  open,  25  per 
cent,  additional.  No  discounts  are  allowed  for  time  contracts  or  amount  of  space  occupied.  Rates  for  classi 
tied  advertisements  appear  under  that  heading. 


We  beg  to  announce  that  we  are  prepared  to  furnish  you  with  any  work  issued  by^ 
American  or  foreign  publishers,  at  the  regular  publishers’  prices,  postage  prepaid,  unless 
otherwise  stated.  Below  you  will  find  a  list  of  a  few  of  the  standard  authorities  and  some 
of  the  latest  publications  of  interest  to  manufacturers,  business  men,  office  managers,  and 
accountants.  CL  Prompt  delivery  guaranteed.  CL  We  hope  to  be  favored  with  your  order. 


ACCOUNTING 

Accounting  in  Theory  and  Practice,  by 

George  Lisle . $  6.50 

Advanced  Accounting,  L.  R.  Dicksee...  8.40 

Dicksee’s  Auditing  {A?n.  Edition)  by 

R.  H.  Montgomery .  5.00 

Encyclopaedia  of  Accounting  {6  vols.)  by 
George  Lisle .  48,00 

Good-will  and  Its  Treatment  in  Accounts, 

by  L.  R.  Dicksee..’. .  2.20 

Mine  Accounts  and  Mine  Bookkeeping, 

by  J.  G.  Lawn .  4.25 

Textile  Manufacturers’  Bookkeeping,  by 

G.  P.  Norton .  6.25 

Extended  Bond  Tables,  by  C.  E.  Sprague  10.00 


Accountancy  of  Investment,  by  C.  E. 

Sprague .  2.00 

Accountants’  Guide  for  Executors,  by 

F.  Gottsberger .  5.00 

Accounts  of  Executors  and  Testamentary 

Trustees,  by  J.  Hardcastle .  2.00 

COST  ACCOUNTING 

Cost  Accounts,  by  Milliner .  5.00 

Engineers’  Estimates,  Costs  and  Acc’ts. ...  4.80 

Factory  Accounts,  Garcke  &  Fells .  3.00 

Manufacturers’  Accounts;  Eddis .  3.00 

Complete  Cost-Keeper,  Arnold .  5.00 

Cost  of  Manufactures  and  Administration 

of  Workshops .  5.00 

Factory  Manager  and  Accountant,  Arnold.  6.00 
Cost  Accounts,  by  W.  Hawkins .  2.00 


ADDRESS  ALL  COMMUNICATIONS  TO 

FRED  H.  LANCASTER,  Business  Manager,  32  Waverly  Place,  New  York  City 
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EASY  PURCHASE  PLAN 


A  COMPLETE 

BUSINESS  AND  ACCOUNTING  LIBRARY 
FOR  50  CENTS  A  WEEK 

$32.50  Worth  of  Books  for  $24 


These  Books  Sent  Express  Paid  on  the  ^^EASY  PAY^'  Plan 


General  Book-keeping 

Thorne’s  20th  Centnry  Book-keeping  and  Bus¬ 
iness  Practice .  $3.00 

The  latest,  best  and  most  practical  text  book  on 
the  sulvject.  Short  Methods,  Proving  Work,  Locat¬ 
ing  Errors,  Opening  and  Closing  Books,  Partnership 
Adjustment,  Special  Systems,  etc. 

Goodwin’s  Improved  Book-keeping  and  Busi¬ 


ness  Manual .  3.00 

Averaging  Accounts . .' . 50 


The  book  keeper  will  be  glad  to  have  this  book  in 
his  library  when  called  on  for  complicated  equations. 

Corporation  Accounting 

Keister’s  Corporation  Accounting  and  Auditing  $4.00 

Corporation  Stock  Books,  Formation  of  Corporations 
and  Trusts,  Consolidations,  Bond  Issues,  Sinking  and 


Reserve  Funds,  Corporation  Law,  Difficult  Entries,  etc. 

Pointers  for  Stockholders . 50 

Selling 

Sales  Promotion .  $2.00 

The  Art  of  Business  Getting . 50 

Credits 

The  Credit  Man  and  His  Work .  $2.00 

The  only  practical  book  on  the  work  of  the  Credit 
Department.  ‘ 

Business  Correspondence 

Commercial  Correspondence .  _  $2.00 

A  practical  work  on  Business  Letter  Writing.  A  work 
for  the  business  man,  not  for  the  school  boy. 

Cost  Accounting 

Hall’s  Manufacturing  Cost . .  $2.00 

An  exposition  of  the  general  principles  of  cost  ac¬ 
counting  and  how  they  may  be  adapted  to  the  require¬ 
ments  of  different  industries. 

The  Factory  Manager . 50 


Special  Business  Books 


Accounting  Systems  for  the  Wholesale  Grocery 
and  Hardware  Business . 

Accounting  for  Department  Stores . 

Accounting  for  the  Retail  Business . 

The  Voucher  System . . 

Time  Record  and  Pay  Roll  Systems . 

Numerous  illustrations  of  Time  and  Pay  Roll 
Books  and  Card  Systems. 

Business  Short  Cnts . 

Short  Cuts  and  Pointers  for  Everybody. 

Tabloid  Systems . 

Complete  Systems  for  Hundreds  of  Special  Cases. 
All  profusely  illustrated.  Include  Sectionalization, 
Comparative  and  Departmental  Records,  Columnar 
Accuunt  Books,  etc. 

Hints  to  Stenographers . 

Corporate  Management,  Conyngton . 


$  .50 
.50 
.50 
,50 
,50 


1,00 

1,00 


,50 

3.00 


Checking  or  Proof  Systems 


The  Detroit  Book-keepers’  Balance  System...  $  .50 
How  to  Do  Without  a  Trial  Balance . 50 

All  kinds  of  methods  of  proving  work  on  account 
books  are  explained  and  illustrated  in  these  two  books. 


Auditing 

Duties  and  Procedure  of  Auditors.. .  $1.00 

A  valuable  treatise  on  the  work  required  of  Ac¬ 
countants  in  cases  of  Amalgamation  or  Consolidation 
of  Corporations. 

Science  and  Practice  of  Auditing .  i.oo 

Law 

Burdick’s  Business  Law, . $2.00 


TOTAL,  VALUE  $32.SO 

Send  This  with  a  Payment  of  $2.00  and  the  Full  Set  will  be  Shipped  at  Once 


To  The  Book-Keeper  Publishing  Company,  Ltd. 

Detroit,  Michigan 

Send  me  the  Complete  Library  as  listed  above.  For  this  I  will  pay  you  $24.00.  I  en¬ 
close  $2.00  herewith  and  will  pay  $2.00  each  month  till  I  have  paid  the  entire  $24.00. 

NAME, . 

STREET .  TOWN . 

THE  B00K=KEEPER  PUBLISHlNfl  COMPANY,  Ltd.  DETROIT,  MICH. 
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TO  THE  BUSY  MAN  OF  AFFAIRS 


If  you  want  to  Keep  Well  Informed  on  the  Doings  of  the  Busi¬ 
ness  World,  Every  Business  Day  of  the  Week,  and  Get  Facts  which  will 
Assist  You  in  the  Transaction  of  Your  Business,  it  will  Pay  You  to 
Subscribe  to  the 

New  York  Commercial 

The  Representative  Business  Newspaper  of  America 


CE.  No  publication  in  the  country  contains  as  many  departments 
which  mean  dollars  and  cents  to  its  readers  as  The  New  York 
Commercial. 

CL  No  publication  in  the  country  has  added  within  the  last  year 
as  many  features  of  vital  interest  to  the  business  man  as  The  New 
York  Commercial. 

CL  The  New  York  Commercial  publishes  every  day  in  the  week 
complete  and 

Accurate  News  and  Market  Reports 

of  the  various  trade  exchanges  throughout  the  country.  Included  in 
these  are  Drugs  and  Chemicals,  Groceries  and  Fruits,  Iron  and  Steel, 
Copper  and  Hardware,  Dry  Goods  and  Textiles,  Marine  News,  Grain, 
Breadstuffs  and  Provisions,  Mining  and  Railroad  News,  Insurance 
News,  etc. 

The  Financial  News  published  in  the  New  York  Commercial  is 
known  all  over  the  country  as  being  second  to  none.  It  embraces  the 
entire  range  of  the  financial  centres  of  the  country. 

Ct,  In  addition  to  all  these  particular  features,  the  busy  business  man  can  find  in  the 
columns  of  the  New  York  Commercial  all  the  important  general  news  of  the  day 
published  in  a  brief  and  readable  manner.  The  man  whose  every  minute  means  a 
great  deal  to  him  need  not  waste  his  time  going  through  a  mass  of  unimportant  news 
which  is  of  no  interest  to  him.  In  the  New  York  Commercial  he  can  find  the  news 
“boiled  down.” 

SEND  US  YOUR  NAME  AND  ADDRESS  FOR  A  SAMPLE  COPY 
SO  THAT  YOU  MAY  JUDGE  FOR  YOURSELF. 


THE  NEW  YORK  COMMERCIAL, 


8  SPRUCE  STREET, 
NEW  YORK,  N.  Y. 


Please  mention  The  Business  Man's  Magazine  when  writing  to  advertisers. 
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P  Only  the  man  who  has  built  up  a  well-balanced,  thoroughly  systematized  business 
organization  can  ever  hope  to  have  his  business  at  his  finger  tips.  It  is  system  that  keeps 
a  man  in  touch  with  every  department  and  every  detail  of  his  business. 

g  A  man  s  success  in  business — his  progress — is  measured  by  his  ability  to  system¬ 
atize — to  organize.  Men  who  have  acquired  this  ability — who  know  how — are  in  con¬ 
stant  and  increasing  demand.  The  ability  to  systematize  is  a  profession  in  which  the  average 
income  is  larger  than  in  almost  any  of  the  better  known  professional  lines. 

^  Every  young  man  who  is  ambitious  to  advance  to  an  executive  position  or 
who  wants  to  acquire  an  independent  business,  should  learn  systematizing — the  science  of 
business  organization. 

^  Our  Course  in  Systematizing,  conducted  under  the  personal  direction  of 
Mr.  J.  B.  Griffith,  will  teach  you  how  to  systematize  your  own  or  any  other  business. 
It  has  been  the  stepping  stone  to  a  better  income  for  many  young  men.  We  have  gradu¬ 
ates  in  all  parts  of  the  country  to  whom  we  will  gladly  refer  you. 

^  If  you  would  like  to  know  what  we  can  do  for  you  and  what  others  say  about 
the  value  of  this  intensely  practical  course,  write  to  Mr.  Griffith  to-day  and  ask  him  to 
send  you  a  copy  of  “  Convincing  Evidence.” 

Address  J.  B.  GRIFFITH,  Director 
International  Accountants*  Society,  Inc. 

112  W.  Fort  St.,  Detroit,  Micfe. 
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a  business  man,  need  most  great 


ly  the  relaxation  of  a  good  play 


Have  you  ever  thought  of  having  the  play  with  its  pleas¬ 
urable  associations  brought  to  you,  in  the  comfort  of  your 
easy  chair,  in  your  own  home  ?  Stop  at  your  news¬ 
dealers,  to-night  and  ask  for 


Every  number, 
besides  its 
many  illustra¬ 
tions,  scenes 
from  plays, 
etc.,  carries  a 
superbly  col¬ 
ored  portrait  of 
a  stage  favorite 
a  veritable 
work  of  art, 
eagerly  sought 
by  collectors. 


Rated  by  play¬ 
goers,  play¬ 
wrights,  and  all 
the  best  critics 
—to  be  the 
most  sumptu¬ 
ously  illus¬ 
trated  and  au¬ 
thoritative 
chronicle  of 
stage-life  ever 
published  in 
America. 


d.  Take  advantage  now  of  our  SPECIAL  OFFER  TO  YOU  !  For  $3.00  the  regu-*'^ 
lar  yearly  subscription  price,  we  will  enter  your  name  for  fifteen  months,  giving 
you  thereby  three  months  subscription  free. 

d,  INTRODUCTORY  OFFER !  If  you  are  not  familiar  with  The  Theatre  Maga¬ 
zine,  and  you  want  to  know  what  it  is  like,  for  25  cents  instead  of  75  cents, 
the  regular  price,  we  will  send  you  postpaid  The  Player’s  Gallery,  (as-  our 
patrons  choose  to  call  it)  a  neatly  bound  volume  of  three  current  issues,  one 
hundred  pages  of  The  Theatre  Magazine,  comprising  three  portraits  in  colors  and 
many  in  black  and  white,  size  10  x  13,  220  illustrations  of  leading  plays  and  players, 
enough  in  all  for  a  small  library  and  everyone  interesting  to  you — a  theatre-goer. 


THE  THEATRE  MAGAZINE,  20  West  33rd  St.,  N.  Y 


Address 
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To  Some  Subscriber  of  the 
Business  Man’s  Magazine 

I 

This  “WAYNE”  auto  is  the  acme  of  elegance  and  the  climax  of  scientific 
perfection  in  modern  high-power  Touring  Cars.  It  is  the  famous  “  Model  B,” 
made  by  the  Wayne  Automobile  Company  and  is  sold  for  two  thousand  dollars. 
We  will  give  it  away— absolutely  free  to  one  of  our  subscribers.  No  lottery — write  for 
full  details  at  once.  This  car  will  compare  most  favorably  with  any  of  the  imported 
cars  for  which  twice  the  price  is  asked.  The  motor  is  of  the  latest  type— four-cylinder 
with  the  new  sliding-gear  power  transmission.  With  it  we  will  furnish  two  side  lamps, 
one  tail  lamp  and  a  full  set  of  tools.  It  has  three  speeds  forward  and  one  reverse  and 
is  easily  controlled.  The  mechanism  is  beautifully  simple  and  its  use  can  be  learned  in 
an  hour  or  two  of  actual  practice.  Its  traveling  radius  is  three  hundred  miles.  With 
it  distance  is  annihilated.  Don  t  miss  this  chance  to  get  this  beautiful  car  FREE  OF 
COST.  Full  details  for  the  asking.  Write  for  full  particulars  to 

The  Business  Man’s  Magazine 

113  Port  Street,  West  Detroit,  Michigan 
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Shorthand  Writer 


A  MAGAZINE  FOR  AMBITIOUS  STENOGRAPHERS 

ROBERT  F.  ROSE  and  W.  L.  JAMES,  Editors  and  Publishers 


The  Shorthand  “Writer  is  edited  and 
contributed  to  by  the  most  prominent  of 
expert  court  reporters.  Its  editors  have 
been  the  most  successful  shorthand  report¬ 
ers  in  the  world. 

The  Shorthand  Writer  teaches  legal 
pleadings  and  all  work  to  be  encountered 
in  law  offices,  explaining  fully  all  forms  in 
common  law  and  equity,  and  illustrating 
them  with  the  shortest  and  most  legible 
shorthand. 


reporting  offices.  The  court  reporting  de¬ 
partment  is  fully  illustrated  with  the  most 
contracted  and  legible  shorthand,  written 
by  the  most  expert  reporters. 

The  Shorthand  Writer  teaches  the 
terminology  in  various  lines  of  business,  its 
“Encyclopedia  of  the  Crafts”  department 
detailing  the  method  of  manufacture  of  all 
known  commercial  articles,  explaining  the 
technical  terms  and  fully  illustrating  each 
article  with  the  most  concise  and  easily  read 
shorthand. 


The  Shorthand  Writer  teaches  court 
and  general  reporting,  giving  the  short  cuts 
and  expedients  used  in  this  class  of  work, 
explaining  the  various  forms  and  teaching 
the  methods  employed  in  the  largest  court 

The  Shorthand  Writer  contains  many  more  practical  features  and  costs  but  $2.00 
a  year — 25  cents  a  copy.  Every  stenographer  should  have  it. 


The  Shorthand  Writer  gives  its  readers 
the  benefit  of  the  Employment  Department 
without  cost.  Stenographers  are  placed  in 
positions  throughout  the  United  States, 
Canada  and  Mexico. 


THE  SHORTHAND  WRITERS’  DICTATION  BOOK 

The  most  practical,  up-to-date  and  instructive  dictation  book  ever  published.  It  teaches 
and  explains  shorthand  work  in  all  the  highest  branches.  To  appreciate  it  you  must  see 
it.  Price  $1.50. 

OUR  SPECIAL  OFFER 

We  will  send  The  Shorthand  Writer  for  one  year  and  The  Shorthand  Writers’ 
Dictation  Book  (value  $3.50)  on  receipt  of  $2.75.  If,  on  receipt  of  the  first  copy  of  the 
magazine  and  the  dictation  book,  you  do  not  desire  it,  return  the  dictation  book  to  us 
and  we  will  cancel  your  subscription  to  The  Shorthand  Writer  and  return  your  money 
at  once.  We  absolutely  guarantee  this  magazine  and  book.  If  you  do  not  wish  them, 
after  examining  them,  return  the  book  in  ten  days  after  your  receipt  of  it,  and  we  will 
return  your  money. 

Fill  out  the  coupon  printed  below,  enclose  it  with  $2.75,  and  send  today.  You  run 
no  risks.  Do  it  now.  Mention  this  magazine. 


THE  SHORTHAND  WRITER, 

79  Clark  Street,  Chicago,  HI. 

As  per  your  offer  in  The  Business  Man's  Magazine,  please  send  me  one  copy  of  The 
Shorthand  Writers'  Dictation  Book,  and  enter  my  name  as  a  subscriber  for  The  Shorthand 
Writer  for  one  year.  It  is  understood  that  if  I  am  dissatisfied  with  either  the  book  or  maga¬ 
zine,  and  return  the  book  within  ten  days  from  its  receipt,  you  will  cancel  my  subscription  to 
the  magazine  and  return  the  $2.75,  which  is  enclosed  herewith. 

Name . 

Address . 

City  and  State . 
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BUSINESS  BRINOINfi  LETTERS 

THE  KIND  THAT  GET  THE  MONEY 


COMMERCIAL  CORRESPONDENCE 

A  COMPLETE  COURSE  IN  BUSINESS  LETTER  BUILDING 

t 

Make  your  business  letters  do  business — make  them  sound  as  though  they 
were  alive.  “Commercial  Correspondence”  will  teach  you  how  to  plan 
and  build  the  sort  of  letters  that  get  results.  The  sort  that  make  friends — 
the  sort  that  get  orders — the  sort  that  get  the  money.  Just  one  letter  planned 
and  built  as  this  book  instructs  will  bring  back  its  cost  many  times  over. 

BOUND  IN  HALF-MOROCCO«  PRICE  $2.00  POSTPAID 

THE  BOOK-KEEPER  PUBLISHING  CO.,  Ltd.,  DETROIT,  MICH. 
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CAN 


Shall  We  Send  You  Information  Regarding 


The  Finest  Number 


EVER  ISSUED  BY  AN  EXPORT  PUBLICATION,  WHICH  WILL  BE 

THE  DECEMBER,  1906 

INTERNATIONAL  TRADE  FACILITIES  NUMBER  OF  THE  AMERICAN  EXPORTEI 

advocating  among  other  things  broad  principles  of  reforms  aiiv 
improvements  in  international  shipping,  the  establishment  c 
American  banks  in  South  America  and  uniform  customs  regu 
lations  in  the  different  countries.  Among  the  leading  article: 
will  be  one  on  “South  American  Intercontinental  Traffic  De 
velopment,”  by  Sehor  Armando  Brandenburg,  who  has  livec 
twe-nty-five  years  in  South  America ;  a  profusely  illustrate' 
article  on  “Traffic  and  Commerce  of  Siberia,  by  ]^Ir.  Charlc; 
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'^he  BUSINESS  MAN’S  MAGAZINE 


The  business  world  of  today  demands  that  things 
be  done  quickly — but  it  also  demands  that  they 
be  done  well.  The  man  or  the  concern  which 
cannot  be  both  speedy  and  accurate  will  run  be¬ 
hind  or  run  off  the  track.  Quickly  and  well  has 
a  vastly  different  meaning  today  than  it  had  a 
few  years  ago — or  even  a  few  months  ago.  The 
power  of  yesterday  is  not  the  power  of  today.  The 
methods  of  yesterday  will  not  do  today.  THE 
BUSINESS  MAN’S  MAGAZINE  TE4CHES 
THE  METHODS  OF  TODAY.  Science*  revises 
its  theories  and  its  practice  day  by  day  according 
to  the  latest  discoveries.  The  business  man — the 
merchant,  the  manufacturer — the  foreman — the 
clerk — who  refuses  to  do  the  same  will  soon  find 
himself  so  far  towaid  the  rear  of  the  procession 
that  he  can’t  even  hear  the  band.  Now  no  mat¬ 
ter  what  place  you  occupy  in  the  business  world — 
no  matter  whether  you  are  the  greatest  or  the 
least  in  your  business  connection — let  us  ask  you 
a  question:  Would  it  be  worth  your  while — if 
you  could  afford  it— to  visit  the  best  concerns  in 
your  line  to  talk  to  the  best  posted  men  in  it — 
to  observe  the  methods  of  others — to  be  privileged 
to  select  for  your  own  all  that  was  better  in  what 


you  saw  and  heard?  Of  course  it  would.  If  it 
were  not  worth  while  it  would  not  be  practiced  by 
those  who  can  afford  it  as  it  is.  How  did  JAPAN 
manage  to  make  such  wonderful  industrial  progress 
m  the  course  of  the  last  few  years?  How  did  that 
little  country  manage  to  arrive  at  a  point  where 
she  IS  a  serious  competitor  of  all  the  older  com¬ 
mercial  countries?  Why!  by  systematically  observ¬ 
ing  all  _  that  these  others  were  doing  and  then 
appropriating  the  best  there  was  in  each  as  her 
own.  _  With  this  purpose  in  view  she  had  repre¬ 
sentatives  in  every  school,  in  every  shop,  in  every 
factory  of  note.  No  matter  what  you  are — clerk  or 
manager — you  must  do  the  same  or  fall  out.  You 
cannot  spend  your  time  in  doing  this  in  person 
but  THE  BUSINESS  MAN’S  MAGAZINE  will 
do  it  for  you.  Month  by  month  the  best  business, 
shop,  office  and  factory  practice  will  be  presented 
to  you  in  its  pages.  Month  by  month  you  will 
be  kept  in  touch.  Month  by  month  you  will  be 
kept  from  falling  behind.  To  do  it  in  person 
would  cost  you  many  hundreds  of  dollars.  THE 
BUSINESS  MAN’S  MAGAZINE  will  do  it  for 
you  at  a  cost  of  one  dollar  for  a  whole  year.  Join  our 
hundreds  of  thousands  of  readers  and  do  it  to-day. 


month^f  hf  .MAN’S  MAGAZINE  is  published  monthly.  The  cost  is  one  dollar  the  year.  Every 

month  it  plans  and  business  methods  which  are  worth  a  hundred  times  that  sum.  Every 

rioiin  methods  and  systems  which  have  been  worked  out  at  a  cost  of  thousands  of 

pnli  pqt,  ^  month  is  only  eight  and  one-third  cents.  It  is  not  really  a  question  of 

cost  either  for  what  you  get  in  its  pages  you  could  not  get  elsewhere  at  any  price.  Try  it  for  vourself  and 
you  will  find  this  to  be  true.  Send  for  a  trial  subscription-fifteen  cenfs  in  stamps-L  an  SSr  ment 
Or  send  one  dollar  for  a  full  year  and  we  will  send  THE  BUSINESS  MAN’S  MAGAZINE  eac^h  Cnth 

ONE  DOLLAR  THE  YEAR 

TRIAL— 3  MONTHS— FOR  tS  CENTS  IN  STAMPS 

THE  BUSINESS  MAN’S  MAGAZINE 

112  FORT  STREET  WEST  , , ,  , ,  .  DETROIT.  MICH..  U.  S.  A. 
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Concentrate  the  Vital  Facts 
Eliminate  Estimates ! 


C.  If.  you  are  interested  in  a  manufacturing  plant 
— whether  you  are  proprietor  or  an  employee — 
the  method  of  obtaining  costs  concerns  you.  You 
want  to  know  that  your  cost  system  is  perfect — 
that  it  gives  you  all  of  the  information  a  cost 
system  should  give. 

C  Does  your  cost  system  show  you  the  actual 
value  of  raw  material  on  hand  today? 

C  Does  your  cost  system  show  you  the  actual 
cost  of  the  unfinished  goods  in  your  factory  to¬ 
night? 

C  Does  your  system  show  the  actual  cost  of  all 
finished  goods  in  your  warehouse? 


tL  Is  your  distribution  of  expense  absolutely  ac¬ 
curate  ? 

C,  Can  you  prove  your  cost  figures  by  compari¬ 
son  with  the  general  ledger — just  as  you  prove 
your  cash  balance? 

CL  Unless  you  can  answer  “yes”  to  every  one  of 
these  questions,  there  is  something  lacking  in  your 
cost  system.  The  Improved  Balance  System  of 
Cok  Accounting  will  supply  that  want. 

CL  Would  you  like  to  know  how  to  obtain  these 
results,  no  matter  what  you  make? 

CL  Fill  out  the  coupon,  telling  us  what  you  make, 
mail  it  to  us,  and  the  information  will  be  sent 
immediately. 


THE  INTERNATIONAL  ACCOUNTANTS’  SOCIETY,  Inc., 

102  W.  Fort  St.,  Detroit,  Mich. 

Without  expense  to  me  you  may  tell  me  about  your  plan  of  cost-keeping. 
Name . _ . 

Address . 

Town  and  State . . 

Our  Factory  Makes . . 

My  Position  is .  .  . -  .  .  . 
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Just  as  a  dingy,  dirty  store  window  will  repel  buy¬ 
ers,  so  an  unattractive  cover  will  send  a  catalog  into  the 
waste  basket  without  examination. 

The  store  may  have  high-grade  goods  on  its  counters— may  offer  them  at 
attractive  prices, but  the  unkempt  store  front  will  drive  away  the  buying  public. 

The  catalog  may  offer  the  very  devices  the  recipient  needs  and  at  prices 
he  can  easily  afford  to  pay.  And  the  story  of  the  product  may  be  told  in 
such  a  way  as  to  convince  any  reader.  But  what  matters  how  good  the 
copy,  if  the  cover  fails  to  get  a  man  into  it. 

So  the  selling  ability  of  a  catalog  is  largely  dependent 
on  its  cover. 

Peninsular  Cover  Papers  will  be  found  on  the  catalogs 
of  nearly  all  large  successful  concerns.  You  see  they  have 
been  putting  out  catalogs  for  years  and  have  experimented 
extensively.  They  have  proven  the  Peninsular  product  to 
be  the  best  obtainable.  For  beautiful  distinctive  colors, 
firmness  of  texture  and  strength,  it  is  unequaled. 

If  you  have  occasion  to  issue  booklets  or  catalogs,  it  will  prove  worth 
considerable  to  you  to  secure  and  examine  our  sample  books.  These  not 
only  contain  samples  of  the  paper,  but  they  suggest  dozens  of  beautiful, 
effective  color  schemes. 

These  books  are  far  too  expensive  for  indiscriminate  distribution,  so  we 
must  insist  that  all  requests  come  to  us  on  business  stationery. 

Peninsular  Paper  Company 
Ypsilanti,  Michigan 
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LAIRD  &  LEE’S  GREAT  STANDARD 

Series  of  Dictionaries 


HIGHEST  AWARD  OF  HONOR  THE  WORLD  CAN  BESTOW 


Buffalo  CharlewSton  St.  Louis  Charleston  Portland,  Ore. 

WEBSTER’S  NEW  STANDARD  DICTIONARIES 


Size  6x8  inches 
If  inches  thick 


Size  6J  X  5 


LIBRARY  EDITION.  For  Library,  Home  and  Office  Use.  Dic¬ 
tionaries  of  mythology,  biography,  geography,  biblical,  historical 
and  classical  names,  English  word-building,  rules  in  orthography, 
musical,  legal  and  medical  terms  and  symbols,  foreign  phrases, 
abbreviations,  metric  system,  proofreading,  including  13  special 
encyclopedic  features  in  addition  to  the  dictionary  proper.  900 
illustrations,  30  full-page  plates,  11  in  colors,  784  pages.  Size,  6x8 
inches.  Patent  thumb-indexed.  Full  flexible  leather, 
green  edges,  in  box.  ...... 


polished 

$2.50 


llI^°’WilI  make  a  beautiful  holiday  or  gift  book. 

HIGH  SCHOOL  AND  COLLEGIATE  EDITION.  For  High  Schools, 
Colleges  and  Universities.  Contains  all  special  departments  of 
Library  Edition.  Large,  clear  print.  Proper  nouns  indicated  by 
capital  initials.  Degrees  of  adjectives,  present  participles,  and 
imperfect  tenses  of  verbs,  plurals  of  nouns,  synonyms  and  dia¬ 
critical  marks  foot  of  each  page.  784  pages,  900  text  engravings, 
26  full-page  plates,  6  in  colors.  Half  leather,  gold  stamping,  mar¬ 
bled  edges,  patent  thumb  index.  ....  $1.50 


Size  6x8  inches 


STUDENTS’  COMMON  SCHOOL  EDITION.  Without  medical 
legal  and  mythological  dictionaries.  750  pages,  840  illustrations’ 

19  full-page  plates,  2  pages  colored  maps,  eastern  and  western 

hemisphere,  a  feature  found  in  this  edition  only.  Special  frontispiece 
Black  silk  cloth,  side  and  back  title  in  gold.  .  .  .  yec 

Full  flexible  black  leather,  red  edges,  patent  thumb-indexed.  $1.00 

INTERflEDIATE  SCHOOL  EDITION.  A  new  dictionary.  Hand  com¬ 
position  new  plates  used  exclusively  for  this  edition.  30,000  words  6  000 
synonyms  Proper  nouns  indicated  by  capital  initials.  Degrees  of  adirc- 
tives,  irregular  forms  of  verbs,  plural  of  nouns,  hundreds  of  new  words 
Key  diacritical  marks  foot  of  each  page  Evolution  of  diacritical  mark¬ 
ings  ;  signs  used  in  writing  and  typography.  Vocabulary  words  in  bold 
black  type.  456  pages,  600  text  illustrations,  2  pages  flags  of  nations  in 
colors.  Size,  4|x6i  inches,  IJ  inches  thick.  -- 

gold . 


If  inches  thick 


Black  silk  cloth. 


title  in 
50 


ELEMENTARY  SCHOOL  EDITION.  For  Elementary  Grades.  Root 
words  in  bold,  black  type.  Profusely  illustrated.  Diacritical  markings 
uniform  with  other  school  editions.  416  pages,  20,000  words  and  defini¬ 
tions.  Black  silk  cloth,  side  and  back  title  m  gold.  .  .  30c 


Size  6|x5  inches 


Size  6ix4J  inches 


WARNING  I  The  publishers  emphatically  announce  that  Webster’s  New 
Tiniiiiinui  Standard  Dictionaries  are  not  reprints.  The  entire  series 
covers  over  thirty  copyrights  granted  by  the  Librarian  of  Congress.  In 
other  words,  we  have  the  sealol  the  United  States  Government  confirming 
our  claims  to  originality,  a  sufficient  evidence  in  itself  that  we  have  not 
copied  or  followed  other  dictionaries.  The  general  makeup,  binding  and 
patented  design  and  special  features  stamp  Laird  &  Lee’s  lexicons  as  sepa¬ 
rate  and  distinct  from  any  other  series  on  the  market. 


Size  5ix4|t  ins. 


For  sale  by  all  bookstores,  schooUbook  supply  houses,  news  dealers,  or  sent  direct 

on  receipt  of  price  by  the  publishers. 

LAIRD  &  LEE,  263-265  Wabash  Ave,,  CHICAGO,  U.  S.  A. 
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A  GOOD  office  man  who  commands  an  income  of  $2,000  after  years  of  faithful  service  is  exceptionally  fortunate; 

a  man  of  no  greater  natural  ability  than  any  capable  office  man  possesses,  can  readily  secure  from  twice  to  five 
times  that  income  as  a  specialist  in  auditing,  public  accounting,  and  systematizing. 

No  radical  change  is  involved  nor  even  a  temporary  cessation  of  income;  it  is  a  natural  and  easy  transition  from 
the  present  monotonous  ill-pmd  occupation,  to  independence,  variety,  and  liberal  compensation. 

Our  course  of  meiil  instruction  is  prepared  by  CERTIFIED  PUBLIC  ACCOUNTANTS  in  actual  practice. 
We  provide  you  with  practical  books  written  by  ourselves  from  the  view-point  of  the  practising  accountant,  on  the 
subjects  of  Theory  of  Accounts,  Practical  Accounting,  Auditing,  Commercial  Law,  Book-keeping  and  Business 
Practice.  We  follow  you  up  with  particular  individual  instruction— criticisms  of  your  work  and  valuable  suggestions 
—not  theoretical  but  practical,  and  we  guarantee  results  satisfactory  to  you. 

If  you  will  write  us  which  of  the  above  subjects  particularly  interest  you,  we  will  inform  you  as  to  the  exact  cost 
of  our  course  and  the  nature  of  our  method  which  differs  from  all  others ;  and  we  will  explain  the  advantage  of 
promptness  in  taking  up  this  line  of  work. 


Board  of  Instructors : 


EDWARD  M.  HYANS,  C.  P.  A. 
ARTHUR  WOLFF.  C.  P.  A. 
JOHN  MOULL,  C.  P.  A. 
MEYER  B.  CUSHNER,  LL.  B. 


Members  N.  Y,  State  Society  of 
Certified  Public  Accountants— 
Fellows  of  the  American  Associ¬ 
ation  of  Public  Accountants. 


UNIVERSAL  BUSINESS  INSTITUTE,  Inc., 


Dept.  D,  27-29  East  22nd  Street,  New  York  City 


It  is  as  necessary  today  to  use  Fine  Stationery  as  it  is  to 

employ  all  Modern  Methods  in  the  transaction  of  business. 

♦ 

O  If  one  will  only  stop  and  think,  a  letter  or  statement  in  reality  is,  in  a  measure,  one’s 
representative  and  as  such  should  be  effective. 

€,  In  this  connection  the  following  will  be  of  special  interest:  If  you  average  50  letters 
per  day  and  use  a  type  printed  letter  head  and  envelope,  the  cost  of  stock  and  postage  alone 
is  about  $1.25.  If  you  use  a  steel  die  embossed  letter  head  and  envelope  the  same  quantity 
would  cost  you  10  cents  more.  Wouldn't  the  extra  cost  be  handed  back  to  you  in  the 
increased  business  and  prestige  that  the  steel  die  stationery  would  conwiand? 

C.  To  those  who  appreciate  the  trade  winning  qualities  of  steel  die  stationery  we  will 
gladly  send  our  specimen  book  showing  100  samples. 

The  American  Embossing  Co.,  Seneca  Building,  Buffalo,  New  York 


Please  ntevHnn  The  Pustftesc  Man’s  Magazine  when  writing  to  advertisers. 
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The  Classified  Department 


HE  same  factors  which  have  made  display  advertising  in  The  Business  Man’s 
Magazine  unusually  profitable,  are  bringing  about  the  same  conditions  in 
our  department  of  Classified  Advertising.  That  results  are  satisfactory  is 
attested  by  the  constantly  increasing  number  of  advertisers  using  these 
pages,  and  by  the  repeat  orders  received.  Whenever  an  advertiser  has 
used  the  classified  columns  of  The  Business  Man’s  Maaazine  for  two  or 


more  issues,  he  has  become  a  regular  patron.  Sometimes,  however,  the  wants  of  the  ad¬ 
vertiser  are  filled  as  a  result  of  one  insertion.  In  October  The  Tengwall  Company, 
well  known  manufacturers  of  loose  leaf  systems  advertised  for  several  competent  representa¬ 
tives,  using  4  line  space  for  the  purpose.  When  solicited  for  a  repeat  order,  they  replied : 

“Referring  to  your  communication  of  the  1 0th,  we  will  request  you  not  to  repeat  our  classified  ad. 
in  your  November  number.  We  secured  the  desired  results  from  one  insertion.  Your  magazine  pulls 
the  business  for  us.” 


This  letter  furnishes  ample  proof  of  one  of  the  great  advantages  of  classified  ad¬ 
vertising.  The  man  who  wants  something  can  make  his  wants  known  at  a  small  cost  to 
a  large  number  of  people,  and  the  chances  are  that  among  the  thousands  of  readers  all 
over  the  country  will  be  found  some  one  to  supply  the  want. 

^  On  the  other  hand  the  man  with  something  to  sell — who  is  ready  to  supply  a 
want — finds  an  ever  increasing  clientele  among  the  readers  of  the  classified  department. 
Having  an  article  of  merit,  the  demand  for  which  is  not  local,  the  new  advertiser  who 
desires  to  try  the  experiment  of  advertising  his  wares  in  a  medium  of  national  circulation 
finds  his  opportunity  in  the  classified  department. 

^  You  probably  have  a  want  which  some  reader  of  The  Business  Man’s 
Magazine  can  fill  or  you  are  prepared  to  supply  something  (your  own  services  perhaps) 
which  other  readers  want.  Why  not  get  what  you  want — a  position  or  an  employe ; 
a  customer  for  your  real  estate ;  a  market  for  your  specialty ;  a  new  business  or  a  buyer 
for  your  business.  The  cost  is  small,  only  $4.00  for  a  four  line  ad.,  additional  space  up 
to  1 2  lines,  $  1 .00  per  line.  Fill  m  the  coupon  and  mail  to  us,  with  your  remittance, 
before  November  1  5th  for  the  December  number. 


Date 


CLASSIFIED  DEPARTMENT 

The  Business  Man’s  Magazine,  Detroit,  Mich. 

I  enclose  $ _ for  which  please  insert  my _ 

and  in  the  next - succeeding  issues.  I  will  remit  for  each  insertion  in  advance  of  publication. 

Name - - -  Street  and  No.. _ 


.1906 


-line  ad.  in  your  November  number 


Town. 


Allow  an  average  of  8  words  to  a  line  including  address. 


CORV 


State. 
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Agents  Wanted. 


AGENTS  WANTED — We  want  an  agent  in  every  town. 

A  good  income  and  a  permanent  place  for  a  hustler. 
Work  full  time  or  only  a  part.  High  school  student 
can  make  a  good  living  after  school  hours.  Outfit  free. 
Write  Sales  Manager,  Business  Man’s  Magazine,  De¬ 
troit,  Mich. 


ELECTRIC  Supplies  and  Novelties.  Catalog  of  200  free. 

If  it’s  Electric  we  have  it,  and  we  undersell  all.  Ohio 
Electric  Works,  Cleveland,  O.,  the  world’s  headquar¬ 
ters  for  electric  toys,  books.  Fan  Motors,  Dynamos, 
Batteries.  Fortune  for  Agents. 


MAN  OR  WOMAN  WANTED  by  Mail  Order  Catalogue 
House  to  travel,  collect  and  appoint  agents.  No  capi¬ 
tal  or  experience  required.  $21.00  a  week.  Expenses 
advanced.  Address  Secretary,  Desk  A  13,  381-385 

Wabash  Ave.,  Chicago. 


Architects. 


CONCRETE  BLOCK  HOUSES  costing  from  $1,000  to 
$2,500.  Send  for  sample  plans  for  modern  Colonial 
Designs.  Complete  plans,  details,  specifications,  $5  to 
$25.  Jens  C.  Petersen,  Licensed  Architect,  State  Bank 
Bldg.,  Traverse  City,  Mich.  Begin  your  plans  now. 


Attorneys  and  Collection  Agencies. 


COLLECTIONS — Mercantile  accounts  collected  every¬ 
where  under  up-to-date  methods  on  savings-bank 
basis.  A1  references  and  particulars  furnished.  Joseph 
Mack,  138  Washington  St.,  Chicago. 


Books  and  Magazines. 


TEN  CENTS  A  YEAR — Send  a  dime  today  and  get  the 
Home  Study  Magazine  every  month  for  a  whole  year. 
It  teaches  book-keeping  and  easier  ways  of  doing  your 
work.  Worth  a  dollar — yours  for  a  dime.  Address 
Home  Study,  Detroit. 


THE  MUSICIAN,  for  Lovers  of  Music,  24  pages  music 
in  each  number,  may  be  added  to  any  club  offer  of 
the  Subscription  Agencies  for  $1.50.  Order  of  any 
agency  or  direct  of  us.  Oliver  Ditson  Company,  52 
Mason  St.,  Boston,  Mass. 


MAGAZINES,  Newspapers  and  All  Periodicals  at  lowest 
club  prices.  Our  catalogue  contains  a  list  of  3,000  per¬ 
iodicals  and  combination  offers.  A  handy  magazine  guide, 
40  pages  and  cover,  sent  Free  for  the  asking.  Address 
Bennett’s  Magazine  Agency,  68  LaSalle  St.,  Chicago,  Ill. 


Business  Opportunities. 


A  FEW  DOLLARS  will  start  a  prosperous  mail  order 
business.  We  furnish  catalogues  and  everything 

necessary.  By  our  easy  method  failure  impossible. 

Catalogue  and  particulars  free.  Milburn-Hicks,  703 
Pontiac  Bldg.,  Chicago. 


ARE  YOU  SATISFIED  if  you  are  drawing  a  nominal 
salary,  endangering  your  eyes  and  health  and  not 
making  headway?  Wouldn’t  you  like  to  be  sales  man¬ 
ager  and  organize  a  hustling  crew  of  salesmen  to  sell 
a  work  that  appeals  to  every  household?  We  make 
deliveries  and  collections.  Permanent  business  and  big 
profits.  Write  for  our  new  plan.  Dept.  S,  The  Thomp¬ 
son  Publishing  Co.,  St.  Louis. 


BE  YOUR  OWN  BOSS!  Many  make  $2,000.00  a  year. 

You  have  the  same  chance.  Start  a  Mail  Order  Busi¬ 
ness  at  home.  We  tell  you  how.  Money  coming  in  daily. 
Enormous  profits.  Everything  furnished.  Write  at  once 
for  our  “Starter”  and  FREE  particulars.  Address 
B.  K.  Krueger  Co.,  155  Washington  St.,  Chicago.  Ill. 


BOOK-KEEPERS  AND  ACCOUNTANTS!  A  syndicate 
owning  improved  business  property  in  the  large  cities 
offers  its  preferred  stock  at  par,  payable  in  convenient 
installments — $5  to  $10  a  month,  5  per  cent  guaranteed, 
with  participation  in  excess  earnings.  Principal  and 
interest  protected  by  bond.  A  safe,  conservative  in¬ 
vestment  that  will  bear  the  closest  investigation. 
Permanent  representative  desired  in  every  locality. 
Book-keepers  and  accountants  can  put  in  their  spare 
time  to  good  advantage  on  this  proposition.  Wood, 
Harmon  &  Co.,  251  Broadway,  New  York. 


BUSINESS  OPPORTUNITY  for  men  of  business  inter¬ 
ested  in  a  new  field  for  making  money,  will  find  in 
our  proposition  what  they  are  seeking.  We  have  a 
New  Plan  in  the  Mail  Order  Line  that  will  please  those 
seeking  a  good  investment  with  large  profits.  A  For¬ 
tune  for  the  right  person.  The  F.  H.  Alden  Co.,  150 
East  Fourth  St.,  Cincinnati,  Ohio. 


DO  YOU  NEED  CAPITAL?  Our  large  corporation  busi¬ 
ness  of  20  years  enables  us  to  give  valuable  advice  on 
organizing  companies  and  procuring  capital;  manufac¬ 
turing  or  other.  We  survey,  construct,  finance  steam, 
electrical  propositions,  etc.  Send  for  booklet  on  Modern 
Financing.  C.  F.  Clarke  &  Co.,  Bankers  and  Brokers, 
1328  Chestnut  St.,  Philadelphia,  Pa. 


HAVE  YOU  one  hundred,  five  hundred  or  a  thousand 
dollars  to  invest  where  it  will  be  absolutely  safe,  and 
at  the  same  time  pay  double  dividends  each  year? 
You  can  secure  both — through  m»  One  thousand  dol¬ 
lars  invested  by  me  three  years  ago  has  already  earned 
a  net  profit  of  $2,933.09,  and  the  safety  of  the  invest¬ 
ment  absolute.  If  you  want  to  get  into  this  big  money 
maker — and  you  can — write  me  at  once.  Karl  L. 
Mayers,  Eighth  and  Chestnut  Sts.,  St.  Louis,  Mo.  Re¬ 
member,  it  costs  you  nothing  to  investigate  these  facts. 


IF  Y"OU  do  not  earn  $3,000  a  year,  why  not  prepare  your¬ 
self  to  earn  that  much  or  more.  Our  standard  course  in 
real  estate,  insurance,  etc.,  will  do  it.  Free  book.  Am¬ 
erican  School  of  Real  Estate,  Dept.  H,  Des  Moines,  la. 


IP  YOU  WOULD  LIKE  TO  KNOW  HOW  $521  grew  to 
$13,788,  a  postal  card  to  A.  B.  Pembroke,  54  West  2d 
South  St.,  Salt  Lake  City,  Utah,  will  bring  you  the 
interesting  details. 


“INVESTING  FOR  PROFIT”  is  worth  $10  a  copy  to  any 
man  who  intends  to  invest  any  money,  however,  small, 
who  has  money  invested  unprofitably,  or  who  can  save  $5 
or  more  per  month,  but  who  hasn’t  learned  the  art  of  in¬ 
vesting  for  profit.  It  demonstrates  the  real  earning  pow¬ 
er  of  money,  the  knowledge  finaeiers  and  bankers  hide 
from  the  masses;  it  reveals  the  enormous  profits  bankers 
make  and  shows  how  to  make  the  same  profits;  it  ex¬ 
plains  how  stupendous  fortunes  are  made  and  why  they 
are  made;  how  $1,000  grows  to  $22,000.  ’lo  introduce  my 
magazine,  write  me  now,  and  I’ll  send  it  six  months  free. 
Editor  Gregory,  410,  77  Jackson  Blvd.,  Chicago,  Ill. 


MANUFACTURING  PROPERTY  exclusively.  Any  kind. 
Anywhere.  Write  me  if  you  want  to  buy  or  sell.  I  can 
help  you.  H.  E.  Stafford,  Specialist  in  Manufacturing 
Property,  1126  Banlgan  Bldg.,  Providence,  R.  I. 


PATENTS  SOLD  ON  COMMISSION — If  you  wish  to 
buy  or  sell  a  patent  write  for  my  booklet.  I  have 
now  some  splendid  opportunities  for  manufacturers  and 
investors.  E.  L.  Perkins,  62  Broad  St.,  Boston,  Mass. 


SANITARY  AND  DUSTLESS  HOUSE  CLEANING— For 
Sale— Portable  Compressed  Air  House  Cleaning  Wagons 
and  Machinery  sold  to  responsible  parties  to  operate  in 
cities  of  from  five  thousand  inhabitants  upwards.  Each 
Portable  Cleaning  Plant  has  an  earning  capacity  of  from 
$50  to  $70  per  day,  at  a  cost  of  about  $8  per  day.  Cap¬ 
ital  required  from  $2,000  upwards.  Stationary  Residen¬ 
tial  Plants  also  from  $350  upwards.  Over  100  compa¬ 
nies  operating  our  system.  We  are  the  PIONEERS  in 
the  business,  and  will  prosecute  all  infringers.  State 
references.  Address  Gen’l  Compressed  Air  House  Clean¬ 
ing  Co.,  4416  Olive  St.,  St.  Louis,  Mo. 


START  IN  A  HIGH  CLASS  MAIL  ORDER  BUSINESS. 

Spare  time  or  evening  at  home.  Big  money  in  it. 
We  print  you  either  large  or  small  catalogues  with 
your  name  on  them  and  supply  good  jewelry  at  whole¬ 
sale.  American  National  Jewelry  Co.,  311  Wabash 
Ave.,  Chicago,  Ill. 
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Educational. 


DOES  YOUR  PRESENT  INCOME  SATISFY  YOU? 

You  can  double  it  by  taking  the  SHELDON  SHORT 
CUTS  in  SELLING  and  MANAGEMENT.  Our  salesman 
says:  “You  added  $5,000  to  my  salary  last  year.”  An¬ 
other  states:  “A  single  deal  closed  by  your  method 
netted  50  times  original  cost.”  18,000  others  and  nearly 
1,000  firms  are  using  it  to  increase  sales  and  earnings. 
All  instruction  by  correspondence.  You  owe  it  to  your¬ 
self  to  investigate.  Write  for  more  facts  and  proof. 
SHELDON,  1681  The  Republic,  Chicago. 


HOW  TO  SPEAK  IN  PUBLIC.  New,  practical  self-in¬ 
structor,  with  practice-selections.  Efficiency  quickly  as¬ 
sured.  Get  it  today.  530  pages.  $1.40  postpaid.  Grenville 
Kleiser  (formerly  Yale  Instructor),  1269  Bd’y,  N.  Y. 


ISAAC  PITMAN’S  SHORTHAND  won  the  Gold  Medal 
at  Baltimore  for  speed  and  accuracy.  Send  for  “Short 
Course  in  Shorthand.”  192  pp.,  cioth,  gilt,  $1.25.  Trial 
lesson  free.  Isaac  Pitman  &  Sons,  31  Union  Sq.,  N.  Y. 


LEARN  PLUMBING — A  few  months’  instruction  at  our 
school  will  enable  you  to  earn  regular  plumber’^ 
wages.  We  assist  graduates  getting  positions.  Ulus.  cat. 
FREE.  St.  Louis  Trade  School,  3982  Olive  St.,  St.  Louis. 


MY  MULTIPLICATION  CHART  has  stood  the  test  of 
years  and  still  can’t  be  beat.  Cost  75c.  Robert  S. 
Ayars,  Louisville,  Ky. 


For  Advertisers. 


“ADVERTISERS’  MAGAZINE”— The  Western  Monthly 
should  be  read  by  every  advertiser  and  Mail-Order 
dealer.  Best  “School  of  Advertising”  in  existence.  Trial 
Subscription  10c.  Sample  Copy  Free.  Address  825-A  Grand 
Ave.,  Kansas  City,  Mo. 


EVERY  FIRM  IN  the  mail  order  business  or  contem¬ 
plating  starting  it,  should  have  our  booklet  “Mail 
Order  Advertising,”  32  pages  of  valuable  information 
regarding  plans,  rates,  mediums,  follow-up  systems, 
etc.  12c  postpaid.  Ross  D.  Breniser  &  Co.,  430  Land 
Title  Bldg.,  Philadelphia,  Pa. 


FOR  LIVE  ADVERTISING  NOVELTIES,  specialties,  bus¬ 
iness  souvenirs,  calendars,  signs,  read  The  Novelty  News, 
official  organ  of  the  manufacturers.  Full  of  suggestions. 
Illustrated,  50c  a  year.  173  E.  Washington  St.,  Chicago. 


Games  and  Entertainments. 


GAS  ENGINE  FOR  $3.00.  Attach  a  rubber  tube  to  gas 
burner  and  light  the  gas.  Will  run  several  toy 
machines  at  once.  An  air  cooled  motor.  Send  for 
circular.  Paradox  Gas  Engine  Co.,  Hartford,  Conn. 


High  Grade  Help. 


CLERKS  and  others  with  common  school  educations 
only,  who  wish  to  qualify  for  ready  positions  at  $25 
a  week  and  over,  to  write  for  free  copy  of  my  new 
prospectus  and  endorsements  from  leading  concerns 
everywhere.  One  graduate  fills  $8,000  place,  another 
$5,000  and  any  number  earn  $1,500.  The  best  clothing 
ad  writer  in  New  York  owes  his  success  within  a  few 
months  to  my  teachings.  Demand  exceeds  supply. 
George  H.  Powell,  Advertising  and  Business  Expert, 
244  Metropolitan  Annex,  New  York. 


CLEVER  AMBITIOUS  MEN  can  associate  themselves 
with  an  established  investment  securities  house  in 
local  or  territory  management;  high  grade  offices,  ref¬ 
erences  and  propositions.  Competent  life  insurance, 
bond  investment  or  industrial  stock  salesmen,  as  well 
as  men  of  general  business  experience  can  make 
permanent  and  profitable  connection.  Address  C.  J. 
Eastman,  66  Broadway,  New  York.  Offices:  Los 
Angeles,  San  Francisco,  New  Orleans,  Chicago. 


IF  YOU  WANT  A  FIRST  CLASS  HIGH  GRADE  AC¬ 
COUNTANT  or  cost  man  write  Secretary  Interna- 
for  the  service.  We  guarantee  fitness  of  applicants, 
tional  Accountants’  Society.  Detroit,  Mich.  No  charge 


WANTED — Situation  by  cashier,  bookkeeper;  several 
years’  experience;  also  business  experience;  good  pen¬ 
man,  quick  and  accurate;  A1  references.  George  Haas, 
3531  Bell  Ave.,  St.  Louis,  Mo. 


WANTED — Book-keeper  to  act  as  assistant  to  general 
book-keeper  and  cashier  of  gas  and  electric  com¬ 
pany  in  a  city  of  30,000.  State  salary  expected,  mar¬ 
ried  or  single  and  age.  P,  L.  H.,  care  Business  Man’s 
Magazine. 


Miscellaneous. 


DON’T  BUY  A  MOTOR  CAR  until  you  know  what 
makes  a  good  car.  No  two  automobiles  are  alike. 
“Whys  and  Wherefores  of  the  Automobile”  points  out 
the  differences,  in  everyday,  understandable  English. 
Its  “inside”  advice  aims  to  keep  you  from  making  a 
costly  mistake.  Large  type.  102  illustrations.  Limited 
edition.  Leather  binding  $1,  cloth  50c.,  paper  35c. 
The  Automobile  Institute,  102  Prescott  St.,  Cleveland,  O. 


HAIR  FALLING  OUT?  HAVE  YOU  DANDRUFF? 

Our  Vacuurn  Cap,  used  a  few  minutes  each  day,  stim¬ 
ulates  the  hair  to  a  new,  healthy  growth.  Sent  on  trial 
under  guarantee.  Illustrated  book  and  particulars  free. 
Modern  Vacuum  Cap  Co.,  577  Barclay  Blk.,  Denver,  Colo 


IF  YOU  NEED  WIRE  FENCE  for  farm  or  lawn,  don’t 
buy  till  you  have  sent  for  our  catalog,  which  tells 
about  Page  Pence,  which  has  a  reputation  for  durabil¬ 
ity,  strength  and  economy.  The  Page  Woven  Wire 
Pence  Co.,  Box  860.  Adrian,  Mich. 


PATENTS  THAT  PROTECT— Our  three  books  for  In¬ 
ventors  mailed  on  receipt  of  six  cents  stamps.  R.  S. 
&  A.  B.  Lacey,  Rooms  14  to  24  Pacific  Bldg.,  Washing¬ 
ton,  D.  C.  Established  1869. 


WANTED — Specialties  to  manufacture,  either  by  con¬ 
tract  or  to  manufacture  and  piace  on  the  market  on 
a  royalty.  Metal  ,jpecialties  preferred.  Address  The 
Skinner  Mfg.  Co.,  Canton,  Ohio. 


Office  Equipment. 


TYPEWRITERS — Caligraphs,  $7.50;  Hammond,  $10.00; 

Remington,  $14.00;  visible  writers,  $10.00;  all  guaran¬ 
teed.  Send  for  list.  Typewriter  Co.,  Desk  C,  43  West 
125th  St.,  New  York  City. 


Post  Cards. 


20  SOUVENIR  POST  CARDS  10  CENTS— Special  offer 
not  to  appear  again.  We  will  send  you  our  complete  Il¬ 
lustrated  catalog  of  novelties.  Agents  wanted  everywhere 
—big  money.  Lavery  Novelty  Co..  32  E.  23rd  St.  N.  Y.  city. 


Resorts. 


COME  TO  MIAMI,  FLORIDA,  this  winter  and  enjoy  sum¬ 
mer  weather  until  May;  average  temperature  here  is 
73.65  degrees,  Miami  is  the  sportsman’s  paradise.  Send  to 
Brossler,  Sec.  Board  of  Trade,  for  booklet. 


Real  Estate. 


IF  YOU  want  to  buy  property,  any  kind,  anywhere,  send 
for  our  Monthly.  If  you  have  property  to  sell,  send  de¬ 
scription  and  price.  Northwestern  Business  Agency,  395 
Bank  of  Commerce  Bldg.,  Minneapolis,  Minn 


LEARN  THE  REAL  ESTATE  BUSINESS  FOR  $1.00. 

Send  $1.00  for  “Realty  Science,”  a  splendid  book  of 
reference  on  tliis  profitable  business.  Full  descriptive 
circular  free.  Realty  Science  Pub.  Co.,  Dept.  S,  1101 
Farmers’  Bank  Building,  Pittsburg,  Pa. 
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TRANK  BROAKER,  C.  P.  A.  No.  1 

Has  been  retained  to  instruct  and  supervise  the 

Expert  Accountancy  Course 

Designed  to  qualify,  by  SPECIAL  TRAINING,  for  private  or  public  practice  and  to  pass 
the  C.  P.  A.  EXAMINATIONS  IN  ANY  STATE 

This  Course  is  available  to  ACCOUNTANT  STUDENTS  and  SKILLED  BOOK-KEEPERS  of  Practical  Experience 

PAYMENT  AFTER  RECEIPT  OF  EACH  COMPLETED  LESSON 

For  general  information,  terms,  etc.,  address 

“Ghe  Technique  of  Accountics  (Inc.)  150  Nassau  Street,  New  York 

^“THE  AMERICAN  ACCOUNTANT’S  MANUAL,  professionally  endorsed  as  an  American  Standard  through¬ 
out  the  world.  Price,  $3.00,  delivered.  Booksellers  or  FRANK  BROAKER,  C.  P.  A. 


TEN  DOLLARS 

WORTH  OF  BUSINESS  INFORMATION  AND  BUSINESS  INSTRUCTION  IN 
ACCOUNTING— COST  KEEPING— BOOK-KEEPING  AND  GENERAL  BUSINESS 
METHODS  FOR  ONLY 

TEN  CENTS 


The  Home  Study  Magazine 

A  HANDSOME  MONTHLY  MAGAZINE  OF  THIRTY-TWO  OR  MORE  PAGES 
SENT  TO  YOUR  ADDRESS  FOR  A  WHOLE  YEAR  FOR  ONLY  ONE  DIME. 

IN  STAMPS  TO  HOME  STUDY  MAGAZINE  MICHmAN 

If  the  first  number  sent  does  not  satisfy  you  drop  a  Penny  Postal  in  the  Box  and  say  so  and 
the  Stamps  will  come  back  to  you  by  return  Mail  and  no  questions  asked,  but  do  it  TO-DAY. 


BOUND  TO  ATTRACT  ATTENTION 


Notice  Smooth 
Edge  of  Card 
When  Detached 


WRITE  US  FOR  SAMPLES 
AND  PRICES 


Our  Peerless  Book  Form  Gards 

are  bound  together  in  tabs  of  25  each,  and  when  detached  from 
hook,  all  edges  remain  perfectly  smooth— no  perforation  what¬ 
ever.  When  your  cards  are  carried  loosely  In  case  they  seldom 
have  a  fresh  clean  appearance.  In  book  form  every  card  is 
always  perfect, no  matter  how  long  carried.  It  Is  a  drawing 
card,  because  every  man  who  sees  i  t  detached  from  book,  wants 
to  look  closer  and  examine  It.  Your  card  is  then  laid  aside  for 
future  reference,  and  yo\ir  Interview  is  gained.  Let  us  send  you 
a  sample  tab  of  these  Engraved  Book  Form  Cards.  The  result 
will  surprise  you. 


The  John  B.  Wiggins  Company 

Sole  Manufacturers 

ENGRAVERS  -  PRINTERS  -  DIE  EMBOSSERS 
15-17  East  Adams  Street,  -  CHICAGO 
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Reporting  a  Convention 

Work  of  Shorthand  Men,  in  Reporting  the  New  York  State  Convention, 
which  Nominated  W.  R,  Hearst  for  Governor,  of  the  Most  Exacting  Nature 


To  one  who  reads  a  report  of  the  speeches  made 
at  a  great  political  convention  as  it  appears  in 
the  daily  press  a  few  minutes  after  adjournment, 
the  quick-fire  arguments  of  the  delegates  and  the 
great  confusion  existing  during  the  proceedings, 
have  no  significance  other  than  the  news  which 


ing  on  pads  held  in  the  hand,  and  transcribing 
notes  back  of  the  flies  of  the  theater  in  which  the 
convention  was  held,  while  surrounded  by  excited 
delegates. 

To  perform  this  high  grade  work  requires  the 
most  expert  type  of  shorthand  ability,  and  in  this 


SCENE  DURING  A  SESSION  OF  THE  NEW  YORK  STATE  CONVENTION. 


they  give.  Seated  at  a  small  table  on  the  plat¬ 
form,  or  hurrying  about  the  floor  among  the  del¬ 
egates,  or  squatted  on  their  haunches  beside  some 
excited  delegate  on  the  floor  of  the  convention 
hall,  are  men  to  whom  these  assemblages  mean 
work  of  the  most  exacting  character. 

The  recent  New  York  State  Convention  of  the 
Independence  League,  which  nominated  William 
Randolph  Hearst  for  governor,  was  a  particularly 
difficult  one  for  the  shorthand  man  whose  duty  it 
was  to  supply  continuous  transcripts  of  the  pro¬ 
ceedings  to  the  Associated  Press  and  to  the  four¬ 
teen  Greater  New  York  newspapers,  and  at  the 
same  time  a  complete  parliamentary  report  of  the 
proceedings  for  the  officials  of  the  league.  There 
were  many  tumultuous  sessions,  during  which 
time  the  shorthand  staff  was  kept  busy  writing 
shorthand  of  the  most  expert  character  while  hur¬ 
rying  across  the  floor,  jostled  by  delegates,  writ- 


convention  the  men  who  could  be  depended  upon 
to  correctly  take  in  shorthand,  and  afterwards 
transcribe  the  utterances  of  the  delegates,  no  mat¬ 
ter  at  what  speed  they  were  made,  or  how  trying 
the  circumstances,  were  chosen  to  do  the  work. 

The  youngest  shorthand  expert  on  this  staff 
was  Mr.  Clyde  H.  Marshall  and  on  him  devolved 
this  most  arduous  duty.  Whether  reporting  the 
speeches  of  the  men  who  placed  the  names  of  the 
various  candidates  before  the  convention  for  its 
consideration,  or  taking  the  acrimonious  debate  on 
the  floor,  Mr.  Marshall  proved  equal  to  the  emer¬ 
gency  and  established  for  himself  a  reputation  as 
an  expert  shorthand  reporter,  which  meanS'  for 
him  an  assured  future  and  an  honorable  position 
among  the  experts  of  this  country. 

Like  every  other  man  or  woman  who  is  com¬ 
petent  to  perform  this  most  lucrative  work,  Mr. 
Marshall  received  careful  training  and  instruc- 
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tion  from  the  most  expert  shorthand  writers.  A 
short  time  ago,  he  was  a  commercial  stenographer, 
receiving  the  pay  which  is  given  to  men  and 
women  in  the  lower  branches  of  shorthand  work. 
Today,  he  is  an  expert  court  reporter,  capable  of 
annually  earning  the  thousands  which  men  and 
women  of  his  class  receive  because  of  their  expert¬ 
ness. 

Less  than  a  year  ago  Mr.  Marshall  enrolled  in 
the  correspondence  course  of  the  Success  Short¬ 
hand  School  of  Chicago.  Realizing  that  he  had 
but  an  imperfect  knowledge  of  shorthand,  he  be¬ 
gan  the  study  the  same  as  though  he  had  never 
seen  a  shorthand  book.  In  a  few  short  months  he 
had  progressed  to  such  an  extent  that  he  became 
recognized  even  in  so  great  a  city  as  New  York, 
as  one  of  the  best  shorthand  writers  in  this  coun¬ 
try.  When  Honorable  William  Jennings  Bryan 
was  given  his  great  reception  in  New  York  City, 
Mr.  Marshall  reported  the  meeting  and  to  him  is 
due  Mr.  Bryan’s  possession  of  a  verbatim  report 
of  the  meeting.  Mr.  Marshall  is  now  employed  as 
a  reporter  in  the  criminal  courts  of  New  York 
City,  this  work  being  performed  for  Honorable 
William  Travers  Jerome,  district  attorney  of  that 
county. 

Mr.  Marshall  is  but  one  of  the  many  shorthand 
writers  who  have  gained  distinction  throughout 
the  United  States  and  who  have  been  instructed 
and  trained  by  the  experts  who  preside  over  the 
Success  Shorthand  School.  Here  are  a  few  who 
owe  their  ability  to  the  instruction  given  by  this 
course : 

C.  W.  Pitts,  Alton,  Iowa — Knew  nothing  of  short¬ 
hand  when  he  enrolled;  seven  months  thereafter  was 
holding  a  position  as  official  reporter  of  the  Fourth 
Judicial  District  of  Iowa,  a  position  worth  $3,000  a  year. 

7.  M.  McLaughlin,  care  Court  House,  Burlington, 
Iowa — Official  Court  Reporter  of  the  Twentieth  Judicial 
District  of  Iowa. 

C.  E.  Pickle,  care  Court  House,  Austin,  Texas — 
Official  Court  Reporter.  A  former  Benn  Pitman  writer. 
Speed  in  writing  materially  increased  by  our  corre¬ 
spondence  course. 

Wm.  F.  Cooper,  care  Court  House,  Tucson,  Ariz. — 
Official  Court  Reporter  of  the  First  Judicial  District,  a 
former  Graham  writer. 

W.  7.  Morey,  81  Clark  St.,  Chicago — Private  secretary 
to  Joseph  Leiter,  Chicago  millionaire. 

George  F.  Lahree,  Criminal  Court  Bldg.,  Chicago — 
Formerly  a  commercial  stenographer;  now  member  of 
the  official  court  reporting  corps  of  the  Criminal  Court 
of  Cook.  County.  Worked  on  the  famous  Hoch  murder 
case,  the  Jocko  Briggs  case,  the  John  A.  Cook  case,  and 
all  important  criminal  cases  tried  in  the  last  year  in 
Chicago. 

T.  D.  Kellogg,  1676  Pemberton  Ave.,  Chicago — Private 
secretary  to  John  R.  Walsh,  Chicago  millionaire. 

Dudley  M.  Kent,  Colorado,  Texas — Formerly  a  Benn 
Pitman  writer.  Now  official  reporter  of  the  Thirty- 
second  Judicial  District  of  Texas.  He  was  perfected 
by  our  correspondence  course.  In  a  single  month  Mr. 
Kent  made  $650.25  in  his^  position. 

Sigmund  M.  Majewski,  Journal  Bldg.,  Chicago — 
Knew  nothing  of  shorthand  when  he  enrolled.  Now  one 
of  the  most  successful  court  reporters  in  Chicago. 

Eva  C.  Erb,  Ogden  City,  Utah — Formerly  a  commer¬ 
cial  stenographer,  now  official  reporter  of  the  Second 
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Judicial  District  of  Utah;  trained  through  the  corre¬ 
spondence  course. 

Gordon  L.  Elliott,  Mason  City,  la. — Official  Reporter 
of  the  Twelfth  Judicial  District  of  Iowa,  a  former  Benn 
Pitman  writer.  Now  writes  and  enthusiastically  en¬ 
dorses  Success  Shorthand.  Took  correspondence  course. 

Mary  E.  Black,  Ashland  Block,  Chicago — Formerly  a 
Graham  writer  in  a  commercial  position.  Now  a  court 
reporter  with  a  lucrative  business. 

James  A.  Newkirk,  607  American  Trust  Building, 
Cleveland,  O. — Enrolled  in  correspondence  school  from 
Columbus,  O.  After  graduation  started  in  business  in 
Cleveland  at  above  address  as  a  court  reporter.  During 
the  last  summer  reported  investigation  of  the  Standard 
Oil  Company,  the  famous  Ice  Trust  case,  and  many 
others. 

John  W.  Neukom,  care  Court  House,  St.  Paul,  Minn. — 
Formerly  a  Munson  writer.  Was  perfected  through  cor¬ 
respondence  course  while  working  as  a  commercial  sten¬ 
ographer.  In  the  summer  of  1906  was  appointed  a  mem¬ 
ber  of  the  official  corps  of  stenographers  in  St.  Paul. 

Leonard  P.  Biggs,  Official  Reporter,  Wilmer,  Ark. — 
Former  Benn  Pitman  writer.  Increased  ability  and,  to 
use  his  words,  “Increased  my  income  more  than  25  per 
cent.” 

E.  A.  Ecke,  Private  Secretary  to  John  R.  Wallace, 
former  chief  engineer  of  the  Panama  Canal.  Educated 
by  correspondence  while  residing  at  Auburndale,  Wis. 

Ray  Nyemaster,  Private  Secretary  to  Congressman 
Dawson,  of  Iowa — Studied  while  residing  in  Atalissa, 
Iowa. 

Roy  Bolton,  Private  Secretary  to  Comptroller  of  Illi¬ 
nois  Central  Railroad.  Graduated  from  the  personal 
school  in  Chicago  when  sixteen  years  of  age;  wrote  in  a 
public  test  at  the  rate  of  222  words  a  minute. 

If  you  are  a  young  man  or  a  woman  knowing 
nothing  of  shorthand,  no  matter  where  you  reside, 
this  institution  can  instruct  you  in  the  most  ex¬ 
pert  shorthand  ever  known  by  correspondence,  and 
make  you  an  expert  writer.  If  you  are  now  a 
stenographer  writing  any  system  of  shorthand, 
the  experts  in  charge  of  this  school  can  perfect 
you  for  expert  work,  such  as  that  performed  by 
Mr.  Marshall  and  others  whose  names  are  given. 
The  instruction  is  absolutely  guaranteed,  written 
agreement  being  given  to  each  pupil  to  return 
all  rhoney  in  case  of  dissatisfaction.  Write  at 
once  for  the  handsome  new  44-page  catalogue 
sent  free  on  application,  and  a  copy  of  the  agree¬ 
ment  given  each  accepted  pupil.  If  a  stenographer, 
state  experience  and  system. 

Fill  out  the  coupon  printed  below  and  send  it 
today. 


SUCCESS  SHORTHAND  SCHOOL, 

Suite  211,  79  Clark  St.,  Chicago. 

Send  catalogue,  copy  of  agreement  to  re¬ 
turn  money  in  case  of  dissatisfaction,  and  full 
information  in  regard  to  your  school  to 

Name  . 

Address  . 

City  and  State . 


Note  to  Stenographers:  W.  L.  James  and  Robert 
F.  Rose,  expert  shorthand  reporters,  edit  and  publish 
The  Shorthand  Writer,  the  most  interesting,  instruc¬ 
tive  and  inspiring  up-to-date  shorthand  magazine  in  the 
world.  Subscription  price  $2.00  a  year.  Send  25c  for 
three  months’  test  subscription,  addressing  The  Shorthand 
Writer,  79  Clark  Street,.  Chicago. 
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COMPTOMETER 

THE  ACCURATE 
FIGURING  MACHINE 


NEW  MODEL— PRICE,  $150 

adds,  substracts,  multiplies  and  divides 
with  mechanical  accuracy.  Simple  to 
learn,  easy  to  operate,  saves  two-thirds 
the  time  spent  in  mental  calculation.  As 
necessary  and  economical  in  the  average  business  office  as  the  typewriter. 

From  62  to  185  Comptometers  are  used  by  Western  Electric  Co.,  Carnegie  Steel  Co.,U.  S. 
Navy  and  Marshall  Field  &  Co.,  because  the  Comptometer  is  acknowledged  to  be  the 
speediest,  the  most  durable'and  the  most  satisfactory  mechanical  calculator  ever  made. 

Perhaps  we  do  not  know  the  requirements  of  your  special  business.  But  we  have  installed 
Comptometers  in  the  offices  of  the  Government,  Insurance,  Dry  Goods,  and  Steel  and  Iron 
companies.  Contractors,  Cotton  Brokers,  Engineers,  Creameries,  general  and  local  Railroad 
offices,  and  hundreds  of  other  kinds  of  businesses.and  professions.  Thousands  of  our  cus¬ 
tomers  started  with  one  machine  who  today  use  from  2  to  100. 

WHV  DID  TMEV  BUY  MORB 

Write  us  and  we  will  suggest  places  where  you  can  save  money  and  mistakes  by  using 
the  Comptometer  in  your  own  business. 

WHY  IS  THE  COMPTOMETER  THE  BEST  OF  ALL  ADDING  MACHINES? 

Because  it  is  the  only  machine  on  which  a  simple  key  touch  does  the  work.  Others  have 
a  handle  that  must  be  pulled  for  each  item  added.  It  takes  time  and  labor  to  pull  that 
handle.  Because  it  can  be  advantageously  applied  to  all  your  figuring,  not  to  adding  only. 
It  extends  bills  and  figures  percentages  as  easily  as  it  adds  your  ledger.  No  other  machine  - 
is  practical  for  all  work.  We  have  thousands  of  pleased  customers  who  doubted  this  at  one  time. 
They  tried  it  and  now  see  the  results  in  reduced  expenses.  Suppose  you  try  it?  For  the  mere 
asking  we  will  be  glad  to  send  full  description  or  furnish  a  Comptometer  to  try  for  thirty  days. 

The  use  of  the  most  efficient  labor-saving  equipment  is  one  of  the  main  factors  relied  on 
by  large  combinations  of  capital  to  overcome  competition.  They  are  using  Comptometers — 

thousands  of  them.  You  could  use  it,  too,  and  it 
does  not  cost  too  much.  It  will  save  you  money;  also 
worry.  It  really  does  the  work.  All  you  have  to  do 
is  simply  touch  the  keys  and  read  the  answer;  and 
you  touch  them  in  bunches;  two,  three  or  four  at  a 
stroke,  and  the  answer  will  be  correct  just  the  same. 
Nothing  else  like  it  in  all  the  world. 

It  will  do  all  your  adding,  multiplying,  and  divid¬ 
ing  in  a  mere  fraction  of  the  time  it  takes  to  do  it 
mentally  and  so  easily  and  sureljr  that  you  will 
wonder  why  you  did  not  look  into  it  before.  The 
only  machine  that  is  rapid  on  all  classes  of  adding 
and  calculating,  and  it  is  more  rapid  than  any  other 
on  any  class  of  work.  It  will  take  the  drudgery  out  of  your  work. 

You  do  not  need  to  change  your  office  systems  to  use  the  Comptometer  successfully. 

Some  records  in  adding  500  department  store  checks  on  the  Comptometer,  Madison 
Square  Garden,  New  York,  November,  1905  : 

Miss  May  Maher . 4  min.  19  sec.  Miss  Genevieve  Green . 4  min.  41  sec. 

Miss  Mae  Barclay . 4  “  21  “  Miss  Thea  Swanson . 5  “  43  “ 

Miss  Olive  Crow . 4  “  28  “  Miss  Anna  M.  O’Callahan . 6  “  4  “ 

No  lever  to  pull ;  no  fussing  with  the  paper ;  eyes  on  the  copy  and  fingers  on  the  keys  al 
the  time.  This  means  accuracy  as  well  as  speed. 

Wtiie  for  pamphlet  and  special  trial  offer.  Sent,  express  prepaid,  on  30  days  free  trial  to  responsible  Parties. 

FELT  &  TARRANT  MFG.  CO.,  55  Orleans  St.,  Chicago,  III. 
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Lockmaker  vs.  Lockbreaker 

By  F.  A.  SOUTHWICK,  L.  L.  B. 


HE  eternal  contest  betAveen 
the  lockmaker  and  the  lock- 
breaker  forms  one  of  the  most 
interesting  studies,  not  alone 
of  sociology,  but  of  the  devel¬ 
opment  of  mechanical  ingenuity  under 
stress  of  necessity.  The  desire  to  protect 
one’s  person  and  property  oxi  the  one  hand, 
and  the  determination  to  unlawfully  deprive 
one  of  his  property  on  the  other,  has  given 
rise  to  some  of  the  most  ingenious,  and 
sometimes  marvelous,  achievements  that 
the  world  has  ever  seen.  The  fact  that 
they  are  not  so  well  known  as  some  of  the 
great  revolutionary  inventions,  detracts 
nothing  from  their  merit,  because  from  the 
very  nature  of  things  such  inventions  would 
naturally  be  little  talked  about. 

While  a  study  of  the  development  of  de¬ 
vices  for  safeguarding  life  and  property 
may  be  more  interesting  to  the  mechanical' 
(expert,  still,  when  stripped  of  its  technicali¬ 
ties  it  possesses  much  that  is  of  interest  to 
the  lay  reader.  Our  great  writers  of  fiction, 
■whenever  they  touched  upon  the  matter  of 
locks,  were  woefully  ignorant  as  to  the  true 
facts,  and  some  of  the  stories  of  wax  im¬ 
pressions  of  keyholes,  skeleton  keys  or  se- 
(Crets  of  picking,  when  the  facts  are  known, 
fall  into  the  same  class  as  paintings  of  the 
new  moon  in  the  east,  or  spectacles  upon 
the  nose  of  Moses. 

While  it  is  a  fact  that  many  of  the  locks 
■of  the  present  day  offer  no  real  security-  to 
the  expert  lockbreaker,  it  is  seldom  that 
he  resorts  to  any  of  the  devices  which  are 
commonly  believed  to  be  his  stock  in  trade. 


It  is  also  a  notorious  fact  that  the  safe¬ 
guarding  of  valuables  depends  largely  upon 
the  publicity  of  the  receptacle  and  in  many 
cases  this  is  absolutely  the  only  protection. 

Probably  if  our  bankers  throughout  the 
country  actually  knew  the  inherent  weak¬ 
ness  of  many  of  their  ponderous  vaults,  and 
their  combination  locks  with  millions  of 
changes,  they  would  give  the  police  force  of 
our  cities  much  more  credit  than  they  do. 
For  it  is  well  known  to  the  lockbreaker,  as 
well  as  to  the  lockmaker,  that  often  what 
seems  to  the  eye  to  be  the  utmost  securit}^ 
is  really  the  greatest  weakness. 

When  Shakespeare  said  “Fast  bind  fast 
find”  he  was  probably  sincere.  But  Shake¬ 
speare  was  not  a  lock  expert,  and,  Don¬ 
nelly  to  the  contrary  notwithstanding,  it  is 
not  believed  he  was  a  thief.  Therefore 
he  could  not  be  supposed  to  know  that 
locking  up  valuables  is  not  always  the  way 
to  preserve  them  to  the  owner’s  possession. 
I  doubt  not  that  in  those  days  in  Venice 
there  were  expert  gentry  who  could  walk 
into  Shylock’s  dwelling  with  as  much  ease 
as  did  Lorenzo  the  heart  of  his  daughter. 

The  earliest  locks  of  which  we  have  any 
authentic  knowledge  were  those  used  in 
Oriental  lands,  some  of  which  are  even  in 
use  at  the  present  day.  They  usually  con¬ 
sisted  of  large  and  heavy  wooden  bolts  fast¬ 
ened  to  the  inside  of  the  door,  and  kept 
from  being  removed  by  a  number  of  pegs 
of  different  lengths.  The  pegs  were  ar¬ 
ranged  upon  another  billet  of  wood,  called 
the  key,  which  was  inserted  through  a  hole 
in  the  door,  which,  while  it  would  admit  the 


Copyright  1906,  by  The  Book-Keeper  Publishing  Co.,  Ltd.  All  rights  reserved. 


34 


THE  BUSINESS  MAN’S  MAGAZINE. 


hand  and  arm,  was  sufficiently  far  from 
the  lock  proper  to  prevent  its  being  tam¬ 
pered  with  by  one  not  in  possession  of  the 
proper  key. 

Here,  again,  at  the  very  beginning  of 
things,  the  owner  of  the  house  advertised 
to  the  world  the  secret  of  his  lock,  for  the 
keys  were  so  large  that  it  was  impossible 
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to  carry  them  concealed  about  his  person. 
Often  the  oriental  merchant  or  householder 
could  be  seen  walking  serenely  along  with 
his  keys  slung  over  his  shoulder  and  reach¬ 
ing  down  to  and  even  below  the  waist.  The 
thief  who  possessed  a  good  eye  for  propor¬ 
tions,  and,  be  it  remembered,  such  persons 
are  usually  of  more  than  ordinary  keenness 
of  wit  in  this  direction,  could  easily  prepare 
for  himself  a  similar  key  from  memory  and 
after  a  few  trials  open  the  door  as  easily 
as  the  owner  himself. 

When  the  German  iron  workers  begun  to 
make  locks,  they  produced  what  are  known 
as  warded  locks.  These  used  a  ponderous 
brass  or  iron  key,  and  the  keyhole,  while 
not  large  enough  to  admit  the  hand  and 
arm,  would  admit  the  finger,  or  any  suitable 
picking  tool,  so  that  while  the  large  and 
massive  construction  gave  a  semblance  of 
security,  such  locks  were  in  reality  no  secu¬ 
rity  at  all  to  the  ingenious  or  observing 
thief. 

Illustrated  herewith.  Fig.  1,  are  some  of 
the  more  common  forms  of  warded  locks. 
These  while  seemingly  difficult  of  duplica¬ 
tion,  and  offering  obstruction  to  almost  any 
ordinary  form  of  picking  tool,  in  reality  con¬ 
sist  of  a  single  tumbler,  which  is  operated 
by  the  end  of  the  key.  Any  key  with  a 
blade  which  does  not  conform  to  the  cut¬ 
tings  in  the  blades  of  the  keys  shown  would 
of  course  not  turn  in  the  lock,  and  hence 
could  not  throw  the  bolt.  But  in  No. 
4  is  shown  a  skeleton  key  which  will  open 
any  of  the  locks,  its  shape  being  such  that 
it  clears  all  the  wards  and  reaches  the  tum¬ 
bler.  As  these  wards  were  formed  in  the 
cutting  of  the  interior  case  of  the  lock,  it  is 
evident  that  no  impression  of  the  keyhole 


would  give  the  correct  shape.  But  as  the 
secret  of  warding  locks  did  not  long  re¬ 
main  a  secret,  it  only  necessitated  two  or 
three  keys  with  slight  variations  of  the 
skeleton  blade  to  open  almost  any  of  the 
locks  of  that  day. 

Locks  of  the  present  day  are  divided  into 
three  classes,  (1)  wing  key  locks,  as  has 
just  been  described;  (2)  pin  tumbler  locks, 
and  (3)  dial  or  combination  locks.  The 
higher  type  of  modern  bank  lock,  which 
will  be  described  in  full  later  on,  is  not 
properly  susceptible  of  classification  as  a 
lock,  it  being  an  intricate  automatic  mech¬ 
anism  having  none  of  the  characteristics  of 
the  lock  as  is  ordinarily  known. 

Wing  key  locks,  with  but  little  change 
except  in  the  intricacy  of  the  warding,  con 
tinned  to  be  used  up  to  a  comparatively 
recent  date.  In  the  early  part  of  the  nine¬ 
teenth  century  the  pin  tumbler  lock  was  in¬ 
vented,  this  being  simply  a  return  to  the 
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early  oriental  lock,  but  made  small,  with  a 
key  which  could  easily  be  carried  in  the 
pocket.  The  pins  were  concealed  inside 
of  the  end  of  the  key,  and  the  modern 
methods  of  close  working  in  iron  and  steel 
made  this  key  impossible  of  duplication 
except  by  careful  study. 

For  a  long  time  this  lock  was  really  se¬ 
cure,  but  it  remained  for  a  Yankee  at  the 
court  of  Queen  Victoria,  to  show  to  the 
British  lockrnakers,  who  were  then  the  mas¬ 
ters  of  the  art,  that  their  wonderful  Magic 
and  Infallible  locks  could  be  easily  picked. 

Price,  in  an  old  volume  upon  Fire  and 
Thief  Proof  ^Locks  describes  the  method  of 
ascertaining  the  proper  means  for  picking. 
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Coloring  matter,  printers  ink,  or  some 
similar  agent  was  introduced  into  the  lock 
in  the  owner’s  absence,  or  without  his 
knowledge.  When  the  true  key  was  used  to 
operate  the  lock  this  coloring  matter  was 
by  it  distributed  upon  the  faces  of  the 
tumblers  and  the  path  of  the  key  clearly 
marked  out.  Now  by  inserting  a  bit  of  wood 
covered  with  white  paper,  and  moving  it 
under  the  tumblers  an  impression  would  be 
transferred  to  the  paper  which  would  clearly 
show  the  proper  bitting  of  a  key  that 
would  open  the  lock. 

The  next  important  step  in  lockmaking 


picked  by  some  small  flat  tool  that  would 
enter  the  keyhole  and  again  the  lock- 
breaker  was  ahead  of  the  game.  Not  long, 
however,  for  the  lockmaker  hit  upon  the 
expedient  of  making  the  key  corrugated.  oi 
crimped,  and  the  keyhole  of  a  correspond¬ 
ing  cross-section.  This  precluded  the  in¬ 
sertion  into  the  keyhole  of  any  ordinary 
picking  tool,  but  the  ingenuity  of  the  lock 
picker  soon  invented  a  tool  that  did  open 
it  and  further  improvements  were  forced. 
Yale  locks  are  today  made  with  an  im¬ 
proved  form  of  key  and  keyhole,  which 
while  resembling  very  much  the  corrugatefl 


was  the  so-called  Yale  lock.  This  was 
invented  by  an  American  by  the  name 
of  Yale,  who  made  his  locks  with  a  very 
small  and  narrow  slit  for  a  keyhole.  The 
original  Yale  key  was  a  small  flat  piece  of 
metal  about  one  inch  long  and  half  an 
inch  wide,  with  a  series  of  indentations  like 
saw  teeth  upon  one  edge.  It  was  another 
form  of  the  oriental  pin  tumbler  lock,  the 
indentations  on  the  edge  setting  a  series 
of  pin  tumblers  so  that  the  key  could  be 
turned,  and  with  it  the  bolt  of  the  lock. 
Strange  to  say,  this  earliest  known  form 
of  lock  is  today  in  its  later  perfected  shape, 
the  only  really  secure  key  lock  known. 

It  was  soon  found,  however,  that  the 
Yale  lock  was  in  its  early  form  easily 


key,  still  is  of  such  peculiar  formation  that 
so  far  as  is  known  to  the  writer  no  pick¬ 
ing  tool  has  yet  been  found  to  open  it. 
The  term  Yale  locks  is  commonly  applied 
to  all  locks  having  flat  or  corrugated  keys. 
There  are  many  makers  of  such  locks  and 
their  products  are  not  distinguishable  to  the 
uninitiated.  What  has  been  said  regarding 
the  Yale  locks,  as  regards  security  and 
general  characteristics  holds  good  of  the 
whole  range  of  that  class  of  locks. 

But  while  the  lock  itself  is  practically 
secure  against  picking,  it  really  offers  little 
or  no  security  against  the  determined  lock- 
breaker,  because  manifestly  the  lock  cannot 
be  stronger  than  the  door  upon  which  it 
is  used,  and  this  offers  the  vulnerable  point 
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to  liim  who  would  for  any  reason  force  the 
lock. 

Both  wing  key  and  pin  tumbler  locks  are 
used  upon  all  classes  of  doors  and  recep¬ 
tacles  today,  and  it  is  remarkable  that  for 
some  20  years  no  radical  improvement  in 
either  has  been  made.  This,  too,  in  the 
face  of  the  fact  that  there  is  not  a  single 
form  of  wing  key  lock  that  offers  any  real 
security,  and  most  of  them  can  be  easily 
opened  with  a  buttonhook  or  a  piece  of 
bent  wire. 

When,  however,  we  come  to  consider  the 
question  of  locks  for  use  of  banks  and 
similar  institutions,  the  development  of  the 


Here  intricacy  was  depended  upon  as  a 
means  of  security.  But  it  was  found  that 
no  lock,  however  intricate  or  complex,  was 
proof  against  attack  so  long  as  access  was 
afforded  to  the  interior  of  the  lock  by 
any  form  of  keyhole. 

The  invention  of  the  combination  lock 
marktd  a  decided  step  in  advance,  as  it 
gave  no  access  to  or  hint  of  what  was  on 
the  inside.  Combination  locks,  or  as  they 
are  technically  known,  "dial  locks,”  are  so 
well  known  to  everyone  that  but  little  de¬ 
scription  of  their  exterior  is  necessary.  It 
may  not  be  patent  to  everyone,  however, 
just  how  they  are  operated  and  in  the  illus- 
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present  devices,  and  the  exciting  race  be¬ 
tween  the  lockmaker  and  the  lockbreaker 
reads  like  some  highly  imaginary  romance. 

As  stated  above,  more  than  is  generally 
supposed  the  banks  owe  their  safety  to  the 
fact  that  they  are  so  located  that  at  all 
times  of  night  the  safe  is  in  full  view  of 
the  main  business  street  frequently  pa¬ 
trolled  by  watchful  guardians,  so  that  the 
burglar  dares  not  assume  the  risk  of  de¬ 
tection  at  his  work.  There  are,  however, 
conditions  under  which  the  utmost  public¬ 
ity  will  be  no  protection,  and  it  is  to  meet 
these  conditions,  and  incidentally  perhaps 
to  guard  against  dishonesty  of  some  em¬ 
ploye  that  the  modern  bdnk  locking  devices 
are  used. 

The  earliest  form  of  bank  locks  were,  of 
course,  the  intricate  forms  of  key  locks. 


tration,  Eig.  2,  is  shown  a  dial  lock  with 
the  tumbler  case  removed  to  illustrate  the 
action  of  the  tumblers.  These  it  will  be 
seen  consist  of  a  set  of  discs  mounted  upon 
a  central  arbor.  Each  disc  has  a  notch 
cut  in  its  edge.  Each  disc,  by  a  lug  near 
its  center,  moves  the  one  next  to  it.  Turn¬ 
ing  the  dial  on  the  front  of  the  safe  door 
communicates  motion  to  the  first  tumbler, 
which  in  turn  moves  the  second,  the  second 
the  third  and  so  on.  Numbers  on  the  tum¬ 
blers  correspond  to  the  numbers  on  the 
dial,  so  that  the  operating  lugs  may  be  set 
to  any  combination  of  numbers  desired  and 
by  turning  first  in  one  direction  and  then 
the  other  all  the  notches  are  set  in  align¬ 
ment,  and  the  tail  of  the  bolt  slides  back 
into  the  notches  of  the  tumblers  and  the 
lock  is  open. 
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It  will  be  seen  that  there  is  absolutely 
no  way  to  pick  this  form  of  lock.  •  The 
secret  must  be  known  or  the  lock  is  im¬ 
pregnable  to  picking.  But  so  long  as  secur¬ 
ity  depends  upon  a  secret  there  must  be 
someone  who  will  discover  that  secret  and 
the  security  is  then  gone. 

This  secret  was  gained  in  two  ways. 
First,  by  force,  or  bribery,  from  the  one 
possessing  it,  as  in  the  case  of  the  cashier 
or  other  bank  officer  who  was  seized  in  his 
house,  taken  to  the  bank  and  compelled 
to  open  the  lock.  Again  it  was  found  that 
if  one  possessed  the  sense  of  feeling  to  a 
keen  degree  he  could,  by  turning  the 
spindle,  feel  the  point  at  which 
the  notches  of  the  tumblers 
passed  the  tail  of  the  bolt. 

When  once  this  was  known  it 
was  an  easy  matter  to  open 
the  lock,  and  the  safe  breaker 
was  once  more  the  master  of 
the  situation. 

This  latter  means  was  de¬ 
feated  by  the  invention  of  what 
is  known  as  the  roller  fence 
arbor  and  balanced  fence. 

Briefly  described  this  consists 
in  devices  by  which  the  point 
at  which  the  tumbler  notches 
pass  the  tail  of  the  bolt  can 
not  be  felt.  The  tail  of  the 
bolt  is  carried  further  away  and 
a  part  call’ed  the  fence  inter¬ 
posed  between  it  and  the  tum¬ 
blers.  The  act  of  turning  the 
tumblers  in  the  direction  of  set¬ 
ting  carries  this  fence  entirely 
out-  of  contact  with  the  tum¬ 
blers  until  they  are  all  set  in 
line,  so  that  no  one,  however 
expert,  can  possibly  gain  any 
knowledge  from  the  lock  itself 
as  to  the  proper  combination 
for  opening  it.  It  was  this  invention  which 
frustrated  the  expert  combination  lock 
opener,  and  gave  rise  to  the  masked  burg¬ 
laries  so  common  a  few  years  ago,  and 
which  resulted  in  the  loss  of  millions. 

The  kidnapping  of  bank  officers  soon 
came  to  be  attended  with  extreme  danger 
and  the  enterprising  burglar  had  to  cast 
about  for  other  means.  It  was  soon  found 
in  nitro-glycerine.  Immediately  safe  crack¬ 
ing  became  popular  because  of  the  ease 
and  celerity  of  the  process. 

Having  gained  admission  to  the  bank, 


the  cracker  kept  out  of  sight  until  the  sen¬ 
try  had  passed  on  his  rounds  and  then  in 
a  very  few  moments  the  contents  of  the 
safe  were  at  his  disposal  and  he  wa'^  away 
before  anyone  could  reach  the  scene,  if 
indeed  anyone  should  become  aware  of 
what  IS  going  on.  As  this  method  of  safe 
cracking  is  practiced  to  this  day  on  safes 
protected  alone  by  combination  locks,  it 
may  be  well  to  describe  the  process. 

The  materials  are  a  piece  of  putty,  and 
a  small  piece  of  fuse.  The  safe  cracker  no 
longer  carries  a  kit  of  tools.  A  sledge 
hammer  can  be  easily  stolen  for  each  oc¬ 
casion.  One  blow  of  the  hammer  knocks 
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the  knob  from  the  dial  on  the  outside  of 
the  safe.  A  little  putty  dam  is  then  built 
upon  the  outside  around  the  dial  and  liquid 
nitro-glycerine  is  poured  in  around  the 
broken  spindle.  The  fuse  is  then  adjusted 
with  more  putty,  lighted,  and  in  a  few  sec¬ 
onds  the  door  of  the  safe  is  on  the  floor. 
In  cases  where  the  lock  parts  are  loosely 
fitted  the  dial  is  not  broken  as  the  liquid 
nitro-glycerine  penetrates  the  crevices  eas¬ 
ily.  Often,  also,  the  concussion  is  deadened 
by  wet  blankets  so  that  a  person  standing 
across  the  street  would  hardly  be  conscious 
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of  the  explosion.  It  would  seem  that  at  this 
point  the  safe  cracker  had  the  banks  at  his 
mercy.  So  far  as  the  security  afforded  by 
dial  locks  goes  he  had  indeed,  and  still  ha^. 
A  cheap  combination  lock  is  no  protection  at 
all.  A  good  one  is  secure  only  against 
picking.  There  is  not  a  combination  dial 
lock  known  that  cannot  be  forced  in  a  few 
minutes,  sometimes  seconds,  by  the  expert 
cracksman. 

But  the  lockmaker  could  not  allow  this 
state  of  affairs  to  continue  and  his  studies 
resulted  in  the  invention  of  the  timelock. 
The  credit  of  this  invention  is  claimed  by 
several  persons,  but  from  personal  knowl¬ 
edge  the  writer  is  convinced  that  the  credit 
really  belongs  to  Mr.  Emory  Stockwell,  an 
ingenious  Connecticut  Yankee,  whose  con¬ 
tributions  to  this  class  of  locks  has  done 
more  to  place  within  the  reach  of  bankers 
and  others  means  for  absolute  security  than 
those  of  all  others  combined. 

Stockwell  argued  along  the  well-known 
lines  that  no  lock  was  secure  so  long  as  it 
could  be  reached  by  any  means  whatever, 
and  he  set  about  to  provide  for  placing  be¬ 
yond  the  reach  of  anyone,  honest  or  dis¬ 
honest,  the  means  of  access  to  the  lock. 

He  was  first  induced  to  do  this  from  the 
fact  that  he  recognized  the  ease  with  which 
any  dishonest  officer  could  visit  the  bank, 
open  the  safe  and  abstract  the  contents.  His 
earliest  invention,  therefore,  consisted  in 
certain  mechanism  operated  by  a  dock 
movement,  which  kept  the  combination  lock 
on  guard  until  a  certain  predetermined 
hour,  and  no  one  could  open  it  until  that 
hour.  The  early  form  of  timelock  is 
shown  in  Fig.  3.  There  are  two  high-grade 
watch  movements,  in  front  of  each  of  which 
is  a  dial  with  twenty-four  pins,  twelve 
black  and  twelve  white.  The  black  pins 
denote  the  hours  of  the  night,  the  white 
ones  the  hours  of  the  day.  These  dials 
turn  with  the  movements  in  similar  manner 
to  the  hour  hand  on  the  watch  or  clock. 
The  two  wheels  shown  directly  above  the 
dials  ride  upon  the  rear  ends  of  the  pins. 
If  certain  pins  are  pulled  forward,  when 
these  pins  arrive  under  the  wheels  the 
latter  will  drop  down  into  the  spaces  be¬ 
hind  the  ends  of  the  pins.  This  causes  the 
bar  A  to  drop,  pulling  down  the  right  hand 
end  of  the  bar  B,  which  in  the  illustration  is 
up  and  closing  a  hole  in  the  lock  case  into 
which  the  tail  of  the  bolt  of  the  combina¬ 


tion  lock  slides  when  the  lock  is  opened. 
These  movements  are  kept  running  contin¬ 
uously  and  lock  and  unlock  automatically 
at  predetermined  hours — each  day  except 
Sunday.  On  that  day  it  does  not  unlock, 
blit  goes  over  to  Monday.  If  now  we  as¬ 
sume  that  the  safe  is  locked  at  four  in  the 
afternoon,  and  it  is  determined  that  it  shall 
be  opened  at  nine  next  morning,  all  the  pins 
on  each  dial  are  pushed  in  except  those  be¬ 
tween  9  and  4  on  the  white.  When  No.  9 
arrives  under  the  little  wheel  the  operation 
above  described  takes  place  and  the  lock 
can  be  opened.  When  No.  4  comes  under, 
the  wheels  ride  up  on  the  pins  from  No.  4 
to  9  and  the  safe  is  locked.  The  reason  for 
two  movements  will  at  once  be  evident.  In 
case  one  should  fail  the  other  will  do  the 
work.  One  movement  may  stop  or  become 
deranged.  It  is  almost  certain  that  it  will 
do  so  at  some  time.  Two,  however,  can 
scarcely  be  imagined  to  go  wrong  at  the 
same  time. 

Many  improvements  were  made  in  the 
lock  mechanism,  and  the  certainty  of  opera¬ 
tion  increased  by  further  duplication  of 
movements  each  one  capable  of  performing 
all  the  required  work.  One  of  the  best  is 
the  Quadruple  timelock  shown  in  Fig.  _4. 
This  is  used  both  for  dogging  the  bolt  of 
the  combination  lock,  and  also  in  a  much 
more  highly  improved  form  as  will  be 
shown  later. 

For  reasons  above  stated,  however,  Mr. 
Stockwell  soon  abandoned  the  idea  of 
simply  dogging  the  bolt  of  the  combination 
lock.  Three  points  for  consideration 
brought  the  ingenious  inventor  to  three  sep¬ 
arate  decisions,  viz.,  (1)  Keep  the  burglar 
out  at  all  times  (2)  admit  the  owner  at  the 
proper  time;  and  (3)  in  case  of  attempt 
to  force  the  lock  provide  such  means  that 
the  result  would  be  to  effectually  protect 
the  safe.  He  reasoned  that  it  was  better 
far  that  any  tampering  would  of  itself  com¬ 
pletely  shut  out  the  world  than  that  there 
should  be  any  possibility  of  the  safe  being 
unlawfully  opened.  Thus  it  happens  that  if 
the  safe  is  dynamited  in  the  attempt  to 
destroy  the  lock,  and  this  results  in  stop¬ 
ping  the  lock  or  destroying  the  mechanism, 
the  safe  is  forever  locked  and  the  door  must 
be  torn  out  or  the  safe  destroyed.  How  he 
accomplished  this  will  be  interesting  to 
note. 

The  first  point  for  consideration  was  the 
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isolation  of  the  locking  mechanism  and  bolt 
work  from  all  connection  with  the  exterior 
of  the  safe  or  vault.  This  meant  that  there 
must  be  an  absolutely  solid  wall  and  a  solid 
steel  door,  with  no  place  at  any  point  where 
liquid  explosives  could  be  introduced.  The 
problem  was  not  an  easy  one  as  can  be 
readily  seen  for  it  involved  the  use  of  means 
for  both  locking  and  unlocking  automatic¬ 
ally,  and  with  absolute  certainty,  indepen¬ 
dently  of  the  assistance  of  any  human  be¬ 
ing  whatever. 

The  solution  of  the  problem  was  found  in 
the  now  well-known  Stockwell  devices  for 
automatically  casting  and  retract¬ 
ing  the  bolt  work,  which  was 
formerly  done  with  the  spindle 
through  the  door.  This,  the 
most  marvelously  organized,  and 
at  the  same  time  most  wonder¬ 
fully  simple  and  practical  device, 
has  revolutionized  the  entire  art 
of  safe  and  vault  building  and 
furnished  a  means  of  absolute 
protection  which  as  yet  the 
burglar  has  failed  to  overcome. 

In  .Fig.  5  is  shown  a  safe  door 
fitted  with  the  Stockwell  device. 

This  door  is  provided  with  two 
bolts  A  A,  which  in  the  illustra¬ 
tion  are  shown  shot  forward  as 
when  the  safe  is  locked.  B  is 
the  bolt  operating  motor,  which 
both  locks  and  unlocks  the  bolts. 

1  he  mechanism  is  now  shown  in 
the  locked  position,  as  it  is  set 
before  the  door  is  closed.  At  C 
is  shown  a  small  lever  which 
when  the  door  is  closed  strikes 
against  the  jamb  of  the  safe  and 
releases  that  part  of  the  motor 
which  controls  the  forward  mo¬ 
tion  of  the  bolts,  and  the  latter 
then  shoot  forward  into  the  position  here 
shown.  The  safe  door  is  now  securely 
locked.  There  is  no  communication  with 
the  interior  and  no  one,  whether  dishonest 
or  honest,  can  open  the  safe  until  the  time 
determined  upon  before  the  door  was 
closed. 

At  D  is  shown  the  time  niechanism  which 
controls  the  opening  of  the  door.  Extend¬ 
ing  downward  from  the  case  is  a  small 
hooked  lever  which  holds  the  bolt  operat¬ 
ing  motor  in  the  locked  position.  This  is  so 
accurately  adjusted  that  a  slight  direct  pull 
will  unlatch  it,  but  it  cannot  be  jarred 


loose.  If,  therefore,  any  attempt  to  re¬ 
lease  the  mechanism  by  hammering,  jarr- 
ing,  tipping  the  safe  over,  or  resorting  to 
explosions  of  dynamite  on  the  outer  sur¬ 
face  near  the  lock,  the  lever  still  retains 
its  position.  Should  this  punishment  be  so 
severe  as  to  derange  or  stop  the  time 
movements,  then  the  safe  is  irretrievably 
locked  and  nothing  but  the  destruction  of 
the  door  will  give  access  to  the  contents. 

Upon  the  arrival  of  the  pre-determined 
hour  for  opening,  however,  the  time  move¬ 
ments  operate  to  pull  the  hooked  lever  to 
the  right,  which  releases  the  unlocking  de- 
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vice  and  the  bolts  are  by  it  withdrawn.  The 
door  can  then  be  swung  open  by  a  T 
handle  attached  to  the  outer  plate  of  the  safe 
door.  At  Fig.  6  is  shown  the  same  mech¬ 
anism  in  the  unlocked  position.  It  will  be 

seen  that  the  bolts  are  withdrawn  and  the 
locking  levers  have  fallen  downward. 

While  in  this  position  the  door  can  be 
closed  at  will  without  locking. 

In  the  illustrations  three  time  movements 
are  shown.  This  is  simply  to  guard  against 
the  possible,  though  remote,  contingency 
of  stoppage  of  the  movement.  One  might 
stop,  two  would  hardly  do  so  at  the  same 
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time,  while  it  is  impossible  to  conceive  of 
three  all  going  wrong  at  the  same  time. 
Any  one  of  the  movements  will  perform 
the  required  work  in  releasing  the  locking 
motor,  so  that  in  case  one  should  fail  there 
are  two  more  right  behind  it.  This  dupli¬ 
cation  of  movements  is  sometimes  carried 
still  further  and  four  and  even  six  move¬ 
ments  used.  This  seems  needless,  but  it  is 

in  line  with  the  wise  precaution  that  pro¬ 
vides  for  the  most  remote  chances  of 

trouble  and  seeks  to  eliminate  any  possibil¬ 
ity  of  the  safe  not  opening  at  the  appointed 
time.  Because  if  it  does  not  open  there  is 
no  longer  a  spindle  through  the  door  to 
drill  out  and  release  the  bolts.  The  same 
principle  is  carried  out  in  the  duplication 
of  the  operating  motor,  which  is  also  some¬ 
times  made  double,  so  that  in  case  of  fail¬ 
ure  of  one  there  is  still  another  to  perform 
the  work  of  retracting  the  bolts.  Both  these 
motors  are  operated  by  one  timelock,  the 
latter  having  usually  three  movements  as 
above  described. 

It  will  thus  be  seen  that  at  last  the  lock- 
maker  is  ahead  in  the  game  and  the  enter¬ 
prising  burglar  is  not  burgling  around 
where  timelocks  and  automatic  bolt  motors 
are  employed.  There  are  no  more  masked 
burglaries  in  banks  employing  these  devices 
of  safety  and  security.  Safety  and  security 
alike  to  property  and  person,  for  the  bank¬ 
er  can  now  rest  assured  that  his  valuables 
are  safely  locked,  even  from  himself,  until 
he  shall  be  ready  to  release  them,  and  his 
slumbers  will  not  be  broken  by  a  trip  to 
the  bank  at  dead  of  night  under  escort  of 
a  gang  of  safe  crackers. 

But  the  ingenuity  of  the  inventor  did  not 
stop  here.  His  work,  though  nearly  fin¬ 
ished,  was  not  entirely  completed.  He  had 
for  all  time  baffled  the  burglar  and  pro¬ 
vided  means  of  security  depending  upon  no 
secret,  and  which,  therefore,  called  for  no 
further  element  of  protection. 

There  was  one  more  contingency  to  pro¬ 
vide  for  and  that  this  might  also  become 
necessary  has  been  shown  by  such  experi¬ 
ences  as  Charleston,  Galveston  and  San 
Francisco. 

Having  determined  that  the  safe  should 
be  opened  at  a  certain  hour  of  the  follow¬ 
ing  morning,  the  inventor  foresaw  that 
sometimes  it  might  happen  that  the  proper 
officers  of  the  bank  or  vault  could  not  be 
on  hand  at  that  time.  The  safe  door  was 
of  course  open  to  whoever  should  be  there, 


and  it  can  easily  be  imagined  what  would 
happen  if  this  fact  was  known,  and  the  city, 
or  the  street,  or  even  the  building  be  in  the 
possession  of  a  mob,  or  at  the  mercy  of  a 
gang  of  looters  always  to  be  found  in  the 
wake  of  a  fire  or  earthquake.  It  was 
therefore  determined  by  Stockwell  to  go  a 
step  further  and  provide  means  whereby 
the  safe  would  not  be  opened  at  the  pre¬ 
determined  time,  but  would  be  still  closed 
until  opened  by  other  means. 

This  was  accomplished  by  the  invention 
of  the  Stockwell  Electric  Combination  lock, 
shown  in  Fig.  7. 

The  usual  timelock  A  and  double  bolt 
motor  B,  above  described,  are  provided  as 
in  the  ordinary  manner.  There  is  in  addi¬ 
tion  a  combination  lock,  C,  but  constructed 
upon  an  entirely  different*  plan  from  any¬ 
thing  else  in  that  line.  This  combination 
lock  may  be  set  up,  or  thrown  off,  that  is, 
locked  or  unlocked,  at  any  distance  from 
the  safe.  For  instance,  the  safe  may  even 
be  in  Chicago  and  be  unlocked  from  New 
York. 

If  it  has  been  determined  that  the  vault 
shall  be  opened  at  nine,  the  timelock  will 
release  the  bolt  motor  and  place  it  in  po¬ 
sition  to  retract  the  bolts,  but  this  motor 
cannot  perform  its  work  until  the  electric 
combination  has  been  set.  When  this  is 
done,  the  motor  immediately  retracts  the 
bolts  and  the  door  may  be  opened.  When 
the  time  mechanism  and  the  bolt  motor 
have  in  turn  performed  their  duty  the  set¬ 
ting  of  the  electric  combination  may  be  de¬ 
ferred  for  any  desired  length  of  time,  an 
hour,  a  week  or  a  month.  The  security 
is  unimpaired,  and  no  access  to  the  con¬ 
tents  can  be  had  except  annihilation  of  the 
safe  itself  until  the  electric  combination  has 
been  set  to  release.  This  may  be  done 
from  the  office  of  the  Electric  Burglar 
Alarm  Company,  if  there  is  such  institu¬ 
tion  in  the  city,  or  it  may  be  done  from 
the  police  headquarters,  as  is  frequently 
the  case.  Another  element  of  security  is 
the  fact  that  no  amount  of  tampering  with 
the  electric  combination  while  on  guard 
will  in  any  way  affect  the  rest  of  the  se¬ 
curity  devices,  as  the  timelock  absolutely 
holds  the  key  to  the  situation  and  cannot 
be  bribed  nor  coerced. 

It  will  be  seen,  therefore,  that  the  inten¬ 
tions  of  tffe  inventor  have  been  carried  out 
to  the  letter.  The  door  is  forever  locked 
against  the  burglar.  It  is  equally  inacces- 
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sible  to  the  officers  of -the  institution  until 
the  proper  time,  and  should  the  contingency 
arise  which  demanded  it,  the  safeguarding 
may  he  prolonged  indefinitely. 

In  the  race  between  the  lockmaker  and 
the  lockbreaker,  therefore,  honors  were 
about  even  until  within  the  last  two  de¬ 
cades,  when  the  automatic  devices  above 
described  at  once  and  forever  put  an  end 
to  safe  cracking  wherever  they  are  used 
It  would  seem  that  the  right  has  prevailed 
and  might  is  helpless,  from  which  many 
moral  lessons  might  be  drawn  if  it  were 
the  province  of  this  article  to  point  any 
such  moral. 

There  is  one  circumstance,  however,  that 
may  be  used  to  adorn  the  tale,  as  it  offers 
most  striking  illustration  of  an  inventor 
giving  his  life  for  the  sake  of  his  work. 


In  the  evolution  of  the  details  of  the  elec¬ 
trically  controlled  automatic  bolt  motor, 
there  were  many  serious  obstacles  to  over¬ 
come,  and  many  intricate  problems  to  be 
solved.  It  was  not  the  work  of  a  moment 
nor  of  a  year.  At  last,  however,  all  had  been 
worked  out  to  the  inventor’s  entire  satisfac¬ 
tion  except  one  little  detail.  It  was  a  sim¬ 
ple  matter,  seemingly,  still  it  did  not  seem 
possible  to  bring  it  about.  Several  times 
the  inventor  was  upon  the  point  of  aban¬ 
doning  the  entire  idea,  simply  because  of 
this  one  little  point  which  seemed  to  be  the 
key  to  the  entire  situation.  Finally,  after 
working  steadily  for  several  months  with 
indefatigable  patience  and  study,  Mr. 
Stockwell  stated  one  day  in  the  writer’s 
presence  that  he  was  convinced  that  he 
could  not  solve  the  problem  and  would 
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abandon  the  idea  e^it^ely.  He  left  his 
workshop  at  6  p.  m.  that  night  and  as  he 
afterward  stated,  thought  no  more  about 
his  invention,  and  that  even  up  to  the  time 
of  retiring  it  had  not  again  occurred  to’  him 
to  think  of  it.  He  retired  early  and  slept 
soundly  for  the  first  time  in  months.  In 
his  sleep  during  the  hours  of  early  morning 
he  was  again  in  his  workshop,  and,  mar¬ 
velous  to  relate,  was  putting  the  finishing 
touches  upon  the  very  part  that  had  so  long 
baffled  all  his  skill  and  ingenuity.  So 
vivid  was  the  impression  that  he  awoke, 
and  stepping  to  a  small  table  in  his  room 
where  he  always  kept  pencil  and  paper,  he 
roughly  sketched  the  finished  part  as  he 
in  his  dream  had  seen  it,  donned  his  clothes 
and  went  to  his  workshop.  At  seven  that 
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morning  he  had  his  invention  perfect  and 
complete,  the  problem  successfully  solved, 
and  that  very  day  the  final  papers  in  the 
patent  application  were  forwarded  to 
Washington. 

But  the  master  mind  had  ceased  its  work¬ 
ing.  It  was  the  last  work  the  gifted  genius 
ever  did.  He  never  lived  to  see  the  results 
of  his  labors,  and  only  knew  by  the  fore¬ 
sight  of  faith  what  tremendous  benefit  he 
had  bestowed  upon  the  world.  In  six  weeks 
from  the  night  he  dreamed  out  his  inven¬ 
tion  he  was  dead.  But  though  dead  his 
work  has  continued  to  exalt  his  name,  and 
so  long  as  there  are  banks  and  bank  locks 
so  long  will  the  name  of  Stockwell  stand 
for  all  that  was  latest,  best  and,  in  all  that 
pertains  to  absolute  security,  perfect. 


Feminine  Resource 


E  HAVE  heard  a  good  many 
office-boy  stories  lately,  so  it 
seems  to  be  about  time  to  vary 
things  with  one  about  the  of¬ 
fice-girl.  The  following  comes 
from  Christ  church : 

We  recently  took  on  a  lady  book-keeper, 
and  the  other  day,  as  I  had  a  few  minutes 
to  spare,  I  thought  I  would  have  a  look 
through  her  books  to  see  how  she  was  get¬ 
ting  on.  I  found  that  her  books  were  very 
untidy  (by  the  way,  it  is  peculiar  that,  gen¬ 
erally  speaking,  a  woman  is  very  tidy  about 
a  house  and  untidy  in  her  office  work, 
whilst  a  man  is  just  the  reverse.  I  wonder 
why?)  and  had  occasion  to  point  out  sev¬ 
eral  very  badly  altered  figures  in  the  cash 
book.  The  amount  of  $38.80  had  been  al¬ 
tered  to  $47.19  by  having  the  latter  amount 
plastered  over  the  top  of  the  former.  I 
pointed  out  that  the  correct  way  to  alter 
an  amount  was  to  rule  out  the  wrong  fig¬ 
ures  and  write  the  correct  ones  just  above 
them. 

“Look  at  that,”  I  said,  pointing  to  some 
undecipherable  hieroglyphic  on  the  debit 
side  of  the  book,  “I  am  sure  you  cannot 


tell  me  what  figure  that  is  supposed  to  be.” 

“Oh,  yes,  I  can,”  she  replied.  “That  is 
an  eight.” 

This  rather  disconcerted  me,  but  I 
thought  perhaps  I  could  catch  her  some 
other  way. 

“But  you  would  not  be  able  to  tell  me 
what  it  was  a  month  from  now.” 

“Yes,  I  would,”  she  said,  “because  when 
I  altered  the  amount  I  remembered  notic¬ 
ing  that  the  entry  was  on  the  8th  May,  and 
the  date  would  remind  me  what  the  figure 
was.” 

I  felt  distinctly  nonplussed.  It  would 
never  do  to  let  her  beat  me,  and  I  thought 
hard  for  some  seconds.  At  last  a  question 
suggested  itself  to  me  which  must  bring 
her  down. 

“But  suppose,”  I  said,  “you  were  very 
ill  and  someone  else  had  to  keep  your 
books  for  a  few  weeks;  how  could  he  know 
what  the  figure  was?”  (That’s  got  her,  I 
thought) . 

“Well,”  came  the  answer  as  quick  as  a 
fl.ash,  “he  could  easily  ring  me  up.  We  are 
on  the  telephone.” 

I  gave  her  best. — N.  Z.,  Business  Life. 
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The  Yankee  Crane  Builder  and  His  Conquests 

By  WALDON  FAWCETT 


MERICAN  manufacturers  of 
every  imaginable  commodity 
from  locomotives  to  pocket 
cameras  have  had  their  vic¬ 
tories,  little  and  big,  in  for¬ 
eign  markets,  but  it  is  doubtful  if  there  is 
a  business  romance  in  the  annals  of  inter¬ 
national  trade  more  inspiring  than  the  rec¬ 
ord  of  the  manner  in  which  Yankee  crane 
builders  have,  during  recent  years,  won 
their  way  abroad  in  the  face  of  the  fiercest 
of  competition.  The  nature  of  the  articles 
marketed  and  the  restricted  character  of 
the  field  open  to  them  give  an  especial  sig¬ 
nificance  to  this  masterly  salesmanship. 

In  the  first  place  it  must  be  taken  into 
consideration  that  a  traveling  crane  is  not 
a  moderate-price  article  appealing  to  popu¬ 
lar  taste  but  a  utility  for  shop  equipment 
costing  hundreds  or  thousands  of  dollars 
and  contracted  for  by  purchasing  agents 
who  have  at  their  finger  tips  a  great  fund  of 
technical  knowledge  governing  the  selec¬ 
tion.  Moreover,  the  American-made  cranes, 
when  their  builders  made  bold  to  seek  an 
entering  wedge  to  the  European  market, 
were  pitted  against  a  somewhat  similar  line 
of  products  with  which  the  consumers  were 
presumably  entirely  satisfied. 

In  other  words  the  Yankee  purveyor  of 


cranes  for  use  in  shipyards  and  other  man¬ 
ufacturing  plants  far  from  filling  a  long-felt 
want  in  an  unoccupied  field  was  much  in  the 
position  of  the  man  who  “carried  coals  to 
Newcastle.”  In  short  he  must  displace  a 
home  product  and  every  man  of  affairs  who 
has  assailed  the  European  stronghold  under 
similar  circumstances  knows  how  easy  that 
is.  To  make  matters  worse  the  novelties 
for  which  he  sought  an  opening  were  prod¬ 
ucts  of  iron  and  steel  and  British  and  con* 
tinental  iron  masters  are  particularly  self- 
satisfied  with  their  own  methods.  They 
admit  that  by  reason  of  Uncle  Sam’s  won¬ 
derful  resources  in  the  line  of  coal  and  iron 
ore  and  our  low  transportation  charges 
from  mine  to  furnace  the  American  man¬ 
ufacturers  can  produce  iron  and  steel  at 
rock-bottom  prices  and  for  this  reason  they 
are  willing  to  buy  more  or  less  material  m 
the  United  States  but  they  are  in  most  in¬ 
stances  loath  to  confess  that  anything  good 
can  come  out  of  America  in  the  way  of  ma¬ 
chine  tools,  metal  working  or  handling 
equipment  of  any  kind. 

The  Yankee  crane  builders  were  shrewd 
enough,  however,  not  to  throw  down  the 
gauntlet  to  their  foreign  rivals  on  a  mere 
question  of  price.  Instead  they  introduced 
abroad  a  class  of  cranes  radically  different 
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in  type  form  anything  previously  in  use 
there.  Most  of  the  European  cranes  are  of 
heavy  and  ponderous  construction.  The 
American  built  cranes  which  have  van¬ 
quished  them  are  staunchly  built  and  capa¬ 
ble  of  meeting  all  strains  likely  to  be  im¬ 
posed  upon  them,  but  they  are  of  skeleton 
construction.  Consequently  they  can  be 
quickly  erected ;  they  occupy  a  minimum  of 
space  and  they  are  capable  of  higher  speeds 
in  all  the  functions  of  operations. 

Mtich  of  the  credit  for  the  conquest  of 
the  American  crane  builders  abroad  is  due 
to  Mr.  Alexander  E.  Brown,  of  Cleveland, 
Ohio,  who  was  chiefly  instrumental  in  de- 


immediate  predecessor — a  movable  bridge 
tramway  for  hoisting  and  conveying  hulk 
material  of  every  description — coal,  ore, 
earth,  etc.,  from  vessels,  mines,  and  other 
places  and  transferring  the  commodities  to 
piers,,  warehouses,  stockpiles,  cars,  storage 
bins,  etc.  The  advent  of  the  cantilever 
crane,  proper,  followed  within  a  few  year^. 
In  the  early  days  of  American-made  canti¬ 
lever  machinery  many  prospective  purchas¬ 
ers  stood  aghast  at  the  prices  demanded  for 
the  equipment.  Then  the  manufacturers 
made  one  of  those  daring  strokes  in  sales¬ 
manship  which  has  characterized  the  whole 
selling  campaign  of  Yankee  crane  makers 


AMERICAN  CRANES  AT  PLANT  OF  VICKERS  SONS  &  MAXIM,  IN  ENGLAND. 


veloping  that  unique  type  of  burden-bearer, 
the  balance  cantilever  crane,  which  has 
won  out  so  decisively  in  every  foreign 
country  where  there  are  industrial  plants  of 
such  magnitude  as  to  justify  the  employ¬ 
ment  of  these  cranes.  The  cantilevers  em¬ 
body  entirely  new  features  in  crane  con¬ 
struction  which  allow  long  spans  and  high 
speeds  and  since  the  American  inventors 
had  the  foresight  to  patent  these  perfect 
machines  in  all  foreign  countries  it  has 
come  about  that  all  the  cantilever  cranes 
for  the  world’s  workshops  are  produced  on 
this  side  of  the  Atlantic. 

The  idea  of  the  cantilever  crane  might 
almost  be  said  to  have  had  its  inception 
in  1882  when  Engineer  Brown  invented  its 


They  offered  to  install  the  new-fangled  ma¬ 
chines  with  the  understanding  that  they 
should  be  paid  for  only  when  the  savings 
over  the  old  systems  of  transfer  had  reach¬ 
ed  in  the  aggregate  the  price  demanded  for 
the  new  installation.  It  was  thus  demon¬ 
strated  that  the  improved  machinery  would 
pay  for  itself  in  less  than  a  year. 

The  cantilever  cranes,  which  are  operated 
by  either  steam  or  electric  power,  are  almost 
invariably  mounted  upon  steel  trestles  de¬ 
signed  especially  for  this  service  and  em¬ 
bodying  new  features  in  construction.  This 
enables  the  long  slender  arms  of  the  crane 
to  reach  out  on  either  side  at  great  height 
above  the -ground  and  renders  these  novel 
burden  bearers  particularly  adapted  for  use 


BRIDGE  TRAMWAY 


40 


THE  BUSINESS  MAN’S  MAGAZINE. 


in  shipyards  where  heavy  pieces  of  iron 
and  steel  must  be  lifted  over  and  around 
and  above  ships  under  construction  on  the 
stocks.  The  consequence  is  that  not  only 
are  groups  of  cantilevers  to  be  found  in  the 
most  progressive  Yankee  shipyards — plants 
such  as  the  famous  Cramp  institution  at 
Philadelphia  and  the  plant  of  the  Newport 
News  (Va.)  Ship  Building  and  Dry  Dock 
Co.,  but  that  cranes  imported  from  the 


well-known  manufactory  of  Vickers  Soip 
&  Maxim,  at  Barrow-in-Furness,  England. 

Another  class  of  cranes  which  by  reason 
of  their  efficiency  have  proven  a  powerful 
weapon  in  the  American  manufacturePs 
invasion  of  the  foreign  market  is  found  in 
the  high-speed  gantry  cranes..  These 
cranes  have  their  girders  hung  to  portable 
piers  in  such  manner  that  no  damage  or 
inconvenience  results  if  the  tracks  upon 


FLOATING  DERRICK  ATLAS — LARGEST  IN  THE  WORLD — AT  THE  CRAMP  SHIPYARD. 


United  States  are  doing  the  major  part  of 
the  work  of  fetching  and  carrying  for  the 
conservative  but  economical  British  ship¬ 
builder.  Among  the  leading  foreign  indus¬ 
trial  institutions  where  such  machinery  is 
now  in  use  may  be  mentioned  the  famous 
shipyard  of  Harland  &  Wolff,  at  Belfast, 
Ireland;  the  Stabilimento  Technico  Triest- 
ino,  at  Trieste,  Austria;  the  plant  of  Rob¬ 
ert  Stevenson  &  Son,  at  Newcastle-on- 
Tyne,  England;  Aachener  Huetten  Actien 
Verein,  at  Rothe  Erde,  Germany;  and  the 


which  they  run  get  out  of  parallel  or  out 
of  level  and  this  has  enabled  the  Yankee 
builders  to  produce  cranes  of  dimensions 
far  beyond  the  90-foot  span  to  which  for¬ 
eign  manufacturers  have  been  restricted  by 
their  method  of  construction.  There  are  a 
number  of  these  gantry  cranes  in  use  in 
Austria,  Sweden,  and  other  parts  of  Eu¬ 
rope  and  our  Canadian  neighbors  have  like¬ 
wise  adopted  them  to  some  extent,  notably 
in  the  case  of  the  Collingwood  Shipbuilding 
Co.,  at  Collingwood,  Ontario. 


CANTILEVER  CRANE  OF  THE  TYPE  NOW  MANUFACTURED  EXTENSIVELY  FOR  EXPORT. 
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After  all,  however,  it  is  a  question 
whether  the  greatest  foreign  conquests  of 
American  manufacturers  of  this  interesting 
class  of  time-and  labor-saving  machinery 
have  not  been  achieved  in  the  sale  in  all 
parts  of  the  world  of  bridge  tramway  in¬ 
stallations  of  one  kind  or  another.  The 
bridge  tramway,  as  has  been  explained,  was 
in  its  primary  form,  the  predecessor  of  the 
cantilever  crane,  but  it  has  undergone  ex¬ 
tensive  development  and  has  been  adapted 
to  a  wide  variety  of  uses.  For  all  that,  it 
still  presents  the  basic  principle  of  one  or 
more  “standard  bridges”  of  steel  supported 
on  steel  piers  and  the  whole  structure 
mounted  on  wheels  which  run  on  suitable 
tracks  and  enable  the  apparatus  to  be 
shifted  from  place  to  place  as  is  necessary, 
for  instance,  in  unloading  ships.  On  a 
track  suspended  from  the  bridge  above  men¬ 
tioned  runs  a  trolley  which  carries  a  self¬ 
filling  and  automatically-dumping  grab 
bucket  which  will  mechanically  pick  up  a 
load  of  from  one  to  five  tons  of  ore,  coal 
or  other  bulk  commodity  and  whirl  it  along 
at  a  speed  of  several  hundred  feet  per  min¬ 
ute  to  any  prearranged  destination  where  it 
is  discharged,  the  clam-shell  bucket  or  tub 
returning  of  its  own  accord  for  another 
load. 

Thqre  is  a  plant  of  three  of  these  bridge 
tramways  in  constant  use  in  unloading  coal 
in  the  harbor  of  Havana,  Cuba.  There  are 
several  installations  in  France,  including 
one  on  a  coal  dock  at  Rouen  which  has  a 
span  of  584  feet  in  length.  The  Swedish 
State  Railways  have  several  at  Malmo  and 
the  Egyptian  State  Railways  have  half  a 
dozen  in  use  at  Alexandria,  Egypt.  At 
Haarlem,  Holland,  hoisting  and  conveying 
machinery  of  American  origin  is  in  use  un¬ 
loading  coal  from  ships  and  depositing  the 
fuel  in  the  gas-house  of  the  municipal  gas 
plant,  distant  about  four  hundred  feet. 
There  are  a  number  of  the  machines  in 
Austria ;  they  are  to  be  found  at  the  Krupp 
works  in  Germany  and  three  of  them  un¬ 
load  coal  at  Genoa,  Italy,  Finally,  at  the 
blast  furnaces  of  the  Providence  Russe, 
Mariupol,  Russia,  may  be  seen  several  stor¬ 
age  plants,  patterned  by  the  American 
builders  after  the  similar  installations  at 
the  Carnegie  Steel  Works  and  these  ma¬ 
chines,  operated  by  Russian  workmen,  are 
storing  and  rehandling  iron  ore  and  lime¬ 
stone  with  great  success. 


Going  to  the  other  end  of  the  earth  in 
our  mental  survey  we  find  that  the  Yankee 
missionaries  of  trade  have  sold*  these  ma¬ 
chines  to  the  Queensland  Government  Rail¬ 
ways  in  Australia  and  that  yet  other  plants 
are  in  use  by  the  Kiushiu  Railway  of  Japan. 
Following  up  the  advantages  gained  in  the 
foreign  field  by  the  introduction  of  the 
classes  of  equipment  above  mentioned  the 
wide-awake  Yankee  manufacturers  have 
lately  introduced  abroad  another  group  of 
members  of  the  crane  family,  namely,  fur¬ 
nace  hoists  and  distributers,  the  function 
of  which  is  to  elevate  iron  ore,  limestone, 
coke  and  other  raw  materials  to  the  top 
of  a  blast  furnace  by  means  of  an  inclined 
railway  of  skeleton  steel  construction  and 
to  automatically  dump  the  stock  into  the 
fiery  cauldron,  thus  doing  away  with  the 
old-time,  dangerous  charging  of  furnaces 
by  means  of  human  workers. 

The  iron-mongers  of  Great  Britain  have 
taken  especially  kindly  to  this  novelty,  and 
American-built  hoists  operated  by  steam  or 
electricity  are  today  in  use  at  Jarrow-on- 
Tyne,  Mil]om,*'Carnforth,  Lancashire,  Mid- 
dleborough,  and  Ebbw-Vale,  Monmouth¬ 
shire.  In  Belgium  the  well-known  firm  of 
John  Cockerell  has  taken  up  the  innova¬ 
tion  and  in  France  and  Austria  the  Ameri¬ 
can  invasion  has  been  no  less  effective. 
Even  our  Canadian  cousins  who  in  some 
instances  show  a  disposition  to  outdo  their 
British  brethren  in  conservatism Jiave  been 
converted  to  a  realization  of  Yankee  pre- 
eminence  in  this  field  and  machinery  from 
this  side  of  the  St.  Lawrence  river  is  de¬ 
pended  upon  to  do  much  of  the  heavy  work 
at  the  big  iron  and  steel  works  at  Sydney, 
Cape  Breton., 

While  American  manufacturers  of  cranes 
and  kindred  lines  of  twentieth  century  in¬ 
dustrial  giants  have  every  reason  to  be 
proud  of  their  foreign  conquests  they  can 
also  find  satisfaction  in  the  circumstances 
that  they  have  to  their  credit  here  at  home 
a  number  of  achievements  which  still  fur¬ 
ther  entitle  them  to  distinction  as  the  prem¬ 
ier  crane  builders  of  the  world.  For  in¬ 
stance,  there  is  the  one-hundred  ton  float¬ 
ing  cantilever  crane  “Hercules”  recently 
built  for  the  United  States  navy  and  which 
in  its  design  is  a  radical  departure  from  all 
floating  cranes  heretofore  made.  This 
crane  has  tin  official  rating  of  100  gross 
tons,  but  it  is  capable  of  handling  much 
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lieavier  emergency  loads.  At  the  Cramp 
shipyard  in  Philadelphia  is  the  Atlas, — the 
largest  and  most  powerful  floating  derrick 
in  the  world,  which  is  capable  of  handling 
a  load  of  125  tons.  At  the  Newport  News, 
Virginia,  shipyard  may  be  found  a  third 
masterpiece  of  crane  building  in  the  elec¬ 
trically  operated  150-ton  revolving  derrick 
which  can  swing  this  tremendous  load  in 
a  circle  147  feet  in  diameter. 

The  disposition  of  cranes  and  like  heavy 
types  of  specialized  machinery,  both  at 
home  and  abroad,  is  one  of  the  most  ex¬ 
pensive  selling  propositions  known  to  the 
mercantile  and  manufacturing  world.  For 
one  thing,  it  is  impracticable  in  great  meas¬ 
ure  to  employ  the  regular  channels  for  ob¬ 
taining  foreign  trade,  but  instead  special 
sales  agents  must  be  employed, — represen¬ 


tatives  thoroughly  up  on  the  technical  side 
of  the  questions  involved — and  these  men 
must  be  prepared  to  travel  to  any  point  in 
their  territory  where  a  ‘‘prospect”  may  de¬ 
velop.  The  leading  American  crane  manu¬ 
facturers  have  European  offices  In  London 
and  some  of  them  have  selling  agencies  at 
all  centers  of  trade  from  the  City  of  Mex¬ 
ico  to  Johannesburg,  South  Africa.  Whjle 
the  principal  “killings”  in  the  foreign  trade 
in  cranes  come  with  the  sales  of  the  big 
cantilevers  and  other  expensive  types,  there 
is  also  a  steady  trade  in  the  smaller  cranes, 
— the  five  to  20-ton  electric  travelers,  and 
this  is  the  more  remarkable  when  it  is 
taken  into  consideration  that  these  mod¬ 
erate  price  cranes  must  meet  keener  compe¬ 
tition  from  foreign  manufacturers  than  the 
larger  cranes  of  unique  design. 


Building  Up  Our  Foreign  Shipping 

Trade 


RIZES  aggregating  $1,000  are 
offered  by  the  Merchant  Ma¬ 
rine  League  of  the  United 
States,  at  Cleveland,  Ohio,  for 
the  four  best  essays  on  “How 
To  Build  Up  Our  Shipping  in  The  Foregn 
Trade,”  only  students  in  high  schools,  tech¬ 
nological  schools,  colleges,  and  universities 
in  the  United  States  being  eligible  to  com¬ 
pete.  There  will  be  four  prizes,  viz :  one  of 
$400,  one  of  $300,  one  of  $200,  and  one  of 
$100.  Students  desiring  to  compete  for 
these  prizes  must  register  their  names,  and 
the  institutions  of  learning  which  they  are 
attending,  with  the  League,  in  order  to 
have  their  essays  considered.  The  names 
of  the  judges  will  be  shortly  announced,  at 
which  time  the  prize  money  will  be  on  de¬ 
posit  in  the  Central  National  Bank,  of 
Cleveland,  subject  to  the  order  of  the 
judges  who  will  award  the  prizes.  Essays 
must  not  exceed  2,500  words ;  they  must  be 
typewritten,  on  one  side  of  the  paper  only. 
The  author’s  name  must  not  be  signed  to 
his  essay — only  his  nom  de  plume — which 
latter,  with  his  full  name  and  address,  must 


accompany  the  essay  in  a  separate  sealed 
envelope.  No  limitation  is  set  upon  the 
method  or  plan  that  may  be  advocated ;  it 
may  be  along  the  line  of  protection  or  free 
trade.  The  contests  will  close  about  Nov. 
15,  and  the  prizes  will  be  awarded  about 
Dec.  15,  1906. 

The  up-builcling  of  our  shipping  in  the 
foreign  trade  has  been  a  subject  of  national 
prominence  for  many  years.  It  has  en¬ 
gaged  the  attention  of  Presidents  of  the 
United  States,  Congress,  public  men,  public 
bodies  and  of  the  press,  but  remains  unset¬ 
tled  while  our  shipping  in  the  foreign  trade 
today  is  less  than  it  was  in  1810 — but  one- 
third  what  it  was  in  1861.  Two  years  ago, 
upon  President  Roosevelt’s  recommenda¬ 
tions,  a  Congressional  Commission  was  ap¬ 
pointed  to  investigate  the  subject,  its  vol¬ 
uminous  report  being  a  Congressional  docu¬ 
ment.  The  bill  presented  by  this  commis- 
'sion  to  carry  into  effect  its  recommenda¬ 
tions  passed  the  United  States  Senate  on 
Feb.  14,  and  now  rests  with  the  Merchant 
Marine  and  Fisheries  Commission  of  the 
House  of  Representatives. 
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Uncle  Sam’s  Wireless  School 

By  LILLIAN^:  E.  ZEH 


iE  latest  department  of  in¬ 
struction  in  the  United  States 
is  the  wireless  school  in  the 
Brooklyn  navy  *  yard.  The 
practical  training  of  young 
sailor  electricians  for  this  new  and  import¬ 
ant  branch  of  the  service  is  the  outcome  of 
the  rapid  development  and  the  extensive  ap-- 
plication  to  be  made  by  the  navy  of  this 
subtle  system  of  communication  both  on. 
battleships  and  coast  stations. 

I  The  wireless  school  is  quartered  in  the 
second  "story  of  the  Bureau  of  Equipment 
building  in’-the  Brooklyn  navy  yard,  and  is 
housed  on  board  the  receiving  ship  “Han- 
tcock.”  Lieut,  Commander  Hubbard,  U.  S. 
'N.,  is  executive  officer  of  the  electrical  and 
wireless  school,  and  Chief  Electrician  Rice 
is  the  main  instructor.  The  class  now  be¬ 
ing  drilled  have  come  up  from  the  electrical 
class  located  below,  where  for  three  months 
they  have  been  put  through  a  cource  of 
electricity  in  general,  which  is  especially 
applicable  to  ship  and  station  requirements, 
where  they  are  destined  to  be  sent  for  fu¬ 
ture  duty.  Tn  the  general  electrical  class, 


actual  work  is  given  in  the  handling  of 
electrical  machinery,  dynamos,  and  the 
inanipulating  ofHhe  electrical  switchboard, 
which  ’'  regulates-  the  interior  communica¬ 
tion  of  a  modern  battleship.  After  12 
weeks’  preliminary  work  in  general  elec¬ 
trical  school,  they  receive  their  finishing 
touches  by  going  through  a  month’s  prac¬ 
tical  instruction  in  the  wireless  class.  Af¬ 
ter  completing  four  months  of  thorough 
and  systematic  instruction,  having  obtained 
in  this  interval  a  fair  knowledge  of  adjust¬ 
ing  and  manipulating  the  apparatus,  they 
are  prepared  to  graduate.  An  interesting 
and  picturesque  sight  is  afforded  by  a  peep 
into  this  novel  wireless  schoolroom.  Pass¬ 
ing  down  the  long  corridor  of  the  Equip¬ 
ment  building  and  upon  entering  the  spa¬ 
cious  classroom,  the '  visitor  is  plunged  into 
a  veritable  beehive  community  of  bustle 
and  sound.  Seated  around  long  tables  are 
some  50  bright  appearing  young  sailors, 
each  deeply  absorbed  in  mastering  the  wire¬ 
less  process.  For  a  limited  time  a  squad 
daily  are  drilled  at  the  sending  key ;  the  re¬ 
mainder  at  the  table  with  pen  and  paper 
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are  engaged  in  receiving  and  translating 
the  sound  messages  sent  from  the  trans¬ 
mitting  room.  The  wireless  navy  code  al¬ 
phabet  is  made  up  of  a  series  of  dots  and 
dashes  of  relative  length.  These  are  in¬ 
dicated  by  buzzes  received  in  the  ear 
phone,  -which  must  be  accurately  learned 
by  the  beginner.  They  are  also  printed  by 
the  automatic  Morse  recorder  on  a  tape 
line.  Receiving  by  ear  is,  however,  the 
most  speedy,  and  the  method  generally  em¬ 
ployed  in  active  service  by  operators  on 
ship  and  shore  stations.  On  weekly  exam¬ 
ination  days,  the  instructor  tests  the  ability 
of  each  individual  of  the  class,  who  is 
marked  and  rated  accordingly.  Ten  to  12 
words  per  minute  is  the  average  sending 
capacity.  Experienced  operators  send  from 
12  to  15  words,  and  receive  as  many  as  30. 
Transmitting  is  a  matter  of  power.  Re¬ 
ceiving  depends  entirely  on  delicate  adjust¬ 
ment  of  apparatus,  as  well  as  a  keen  eared 
operator.  Chief  Electrician  Rice  imparts 
the  benefit  of  his  expert  experience  in  the 
taking  apart  and  putting  together  of  all  the 
main  electrical  instruments.  This  is  the 


most  vital  part  of  the  training  of  wireless 
operators,  who  are  destined  to  be  sent, 
most  of  them,  to  remote  localities,  where 
they  must  depend  entirely  upon  their  own 
technical  skill  in  the  case,  and  making  re¬ 
pairs  of  any  breakdown  of  their  apparatus, 
which  is  most  likely  to  occur.  A  novel 
sight  to  see  is  a  section  of  the  class  high 
aloft  on  one  of  the  fighting  masts  of  some 
of  the  battleships  now  at  the  navy  yard, 
being  taken  up  by  the  wireless  officer  for 
an  object  lesson  in  examining  the  method 
of  arranging  the  aerial  wires. 

During  the  30-day  term  with  daily  prac¬ 
tice  of  six  hours,  and  through  scientific 
and  systematic  drilling  the  class  of  wire¬ 
less  aspirants  have  been  so  perfected  in  the 
art,  that  they  are  competent  to  enter  any 
ship  or  shore  station  of  the  navy,  and  to 
flash  a  message  for  100  to  1,000  miles  dis¬ 
tance,  and  receive  and  translate  the  same. 
In  order  to  get  a  fine  body  of  operators, 
the  government  offers  liberal  pay  induce¬ 
ments,  including  rations,  far  in  excess  of 
the  remuneration  given  to  ordinary  sea¬ 
men  recruits.  The  latter  receive  only  $20 
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per  month,  while  the  electrical  boy,  who 
enlists  and  passes  the  preliminary  examin¬ 
ation  in  electricity,  is  rated  as  third-class 
electrician,  at  $30  per  month.  Advance¬ 
ment  is  certain,  if  accompanied  by  consci¬ 
entious  and  ambitious  labor,  up  to  second 
class,  bringing  $40,  and  thence  to  first- 
class,  at  $50  per  month.  The  highest  rat¬ 
ing  of  chief  electrician  amounts  to  $75. 
The  high  efficiency  of  government  wireless 


telegraphs  is  strikingly  illustrated  by  the 
message  recently  received  at  the  Cape 
Elizabeth,  Me.,  navy  wireless  station,  from 
the  dry  dock  Dewey,  which  was  then  being 
towed  to  the  Philippine  Islands. 

The  Dewey  was  more  than  3,000  miles 
away  from  Cape  Elizabeth  when  the  mes¬ 
sage  was  transmitted.  It  is  officially  stated 
that  this  breaks  all  records  for  long  dis¬ 
tance  wireless  telegraph  in  this  country. 


Our  Trade  With  South  America 

By  G.  M.  L.  BROWN 

(Supplementary  to  the  article  by  the  same  author  published  in  this  magazine  in  April  last.) 


RITICISMS  and  suggestions 
such  as  the  following  have 
probably  been  made  a  hun¬ 
dred  times  by  other  writers 
and  travelers,  and  the  excerpts 
:onsular  reports  are,  no  doubt, 
but  echoes  of  previous  reports  from  pre¬ 
vious  consuls.  And  yet,  apparently,  the 
American  manufacturer  and  exporter  will 
not  understand  that  the  situation  is  daily 
becoming  more  acute,  that  a  world-wide 
trade  can  never  be  acquired  by  provincial 
methods,  and  that  foreign  markets  once  lost 
may  be  lost  forever. 

To  show  how  old  the  story  is  let  me 
quote,  briefly,  from  a  musty,  long-forgotten 
volume  of  travel  published  by  one  Colonel 
William  Duane,  of  Philadelphia,  just  80 
years  ago.  It  is  called  “A  Visit  to  Colom¬ 
bia,”  and  informs  us  in  the  preface  that  the 
author  (wise  in  his  day  and  generation) 
“perceived  the  commercial  and  political  im¬ 
portance  of  those  rich  regions  to  the  Unitea 
States.”  Would  that  his  great-grandchil¬ 
dren  might  perceive  it !  Commenting  on 
the  class  of  American  saddles  that  he  saw 
for  sale  in  Caracas,  he  says : 

“They  were  unsuitable  in  pattern,  and 
made  so  feeble,  where  they  should  be 
strong,  as  to  make  them  unmerchantable, 
and  to  spoil  the  market.  The  British,  more 
judicious,  obtain  information  and  patiems, 
and  adapt  the  fabrication  to  the  conveni¬ 
ence  and  the  use  of  the  articles ;  and  unless 
the  manufacturers  of  the  United  States  pro¬ 
vide  suitable  articles  they  will  have  cause  to 


complain  of  disappointment,  which,  as  on 
many  other  occasions,  they  make  a  matter 
of  reproach  to  the  country  which  they  fail  to 
abuse.” 

Of  course  no  one  listened  to  the  colonel, 
and  as  a  consequence  American  saddles  are 
about  as  uncommon  in  Venezuela  or  Loiom- 
bia  today  as  on  the  planet  Mars. 

“I  can  only  repeat,”  says  Vice  Consul 
Cree,  of  Callao,  Peru,  “what  I  have  said  in 
previous  reports,  and  which  seems  to  be  a 
general  complaint  of  all  our  consuls,  that 
the  American  manufacturer  does  not  try 
to  please  the  foreign  consumer  in  studying 
his  requirements  as  closely  as  the  European 
exporter  does,  or  in  giving  the  long  credits 
required  by  the  condition  of  trade,,  or  by 
sending  traveling  salesmen  with  full  lines 
of  samples  to  show  the  superiority  of  Amer¬ 
ican-made  goods.”  Continuing,  he  says  : 

“The  American  exporters  still  continue  in 
their  own  way,  expecting  to  secure  trade  by 
correspondence  with  the  merchants  of  Peru. 
I  have  seen  several  of  the  letters  received 
by  firms  here,  whose  names  I  mentioned  to 
inquirers  from  the  United  States,  in  various 
lines  of  business,  and  among  the  first  things 
to  be  seen  is  :  ‘Terms  of  payment,  cash  with 
order  or  draft  against  bill  of  lading.’  Under 
these  circumstances  the  importers  here  will 
not  purchase,  and  they  go  to  the  market 
where  they  can  get  six  or  nine  months’ 
credit,  as  they  in  their  turn  have  to  give 
credit  to  their  customers.  As  a  matter  of 
course,  the  European  merchant  has  a  great 
advantage  in  the  trade  of  this  country,  as 
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by  giving  merchants  here  an  opportunity  of 
disposing  of  their  goods  the  latter  are  in  a 
position  to  meet  their  bills  when  they  come 
due.” 

“But,”  some  disappointed  exporters  ex¬ 
claim,  “we  do  send  travelers,  and  the  re¬ 
sults  have  been  wholly  disappointing.”  Ex¬ 
actly,  but  what  kind  of  travelers  did  they 
send,  and  what  preparation  did  they  give 
them?  Let  us-  take  a  racy  description  of 
an  American  representative  abroad  as  given 
by  Henry  Harrison  Lewis  in  the  Saturday 
Evening  Post  of  April  29th,  1905.  Mr. 
Lewis  says : 

“On  board  the  Pacific  Steam  Navigation 
Company’s  steamer  which  had  brought  me 
from  Liverpool  was  a  young  American  chap 
making  his  first  trip  to  South  America  as 
a  salesman.  He  represented  a  Boston  shoe 
house  and  had  a  great  deal  to  learn  in  his 
business.  His  previous  experience  had  been 
acquired  in  the  middle  '  Atlantic  states, 
where  nothing  more  Spanish  than  a  cigar 
label  can  be  found.  He  told  me  that  he  had 
taken  ten  Spanish  lessons  at  a  dollar  per 
lesson,  and  from  the  wreck  he  made  of  it,  T 
guess  that  he  lost  money. 

“He  traveled  with  me  to  Buenos  Ayres, 
and  I  tried  to  tell  him  a  few  things  about 
conditions  and  ways  and  means  to  sell  Ins 
stuff.  He  had  letters  to  the  American  min¬ 
ister,  and  the  consul,  and  a  letter  of  credit 
which  was  worth  more  to  him  than  the 
other  two,  but  he  was  about  as  wen 
equipped  for  the  work  as  a  Sioux  Indian  is 
to  hold  a  royal  levee. 

“The  house  that  sent  him  abroad  to  work 
up  their  foreign  trade  made  a  mistake  that 
seems  common  enough.  Notwithstanding 
the  efforts  made  during  the  past  few  years 
to  educate  our  merchants  and  manufactur¬ 
ers  in  the  ethics  of  export  sales  it  is  no  un¬ 
usual  thing  to  see  men  sent  out,  especially 
to  South  and  Central  America,  with  hardly 
enough  experience  to  enable  them  to  sell  in 
the  home  market. 

“A  traveling  salesman  who  represents  an 
exporting  house  must  possess  a  complete 
knowledge  of  the  goods  he  has  to  sell  and 
a  knowledge  of  the  language  of  the  country 
to  which  he  is  sent.  He  must  also  have  a 
sufficient  understanding  of  the  code  of  or¬ 
dinary  manners  and  business  etiquette  of  the 
country  he  is  visiting  to  guard  against  mis¬ 
takes  which,  although  seemingly  unimpor¬ 
tant,  might  affect  the  success  of  his  mis¬ 
sion.” 


All  this  the  writer  can  indorse  from  his 
personal  observations.  He  has  seen  orders 
lost  to  American  houses  through  the  dis¬ 
inclination  of  the  buyer  to  give  his  trade 
secrets  away  to  an  interpreter,  or,  where 
the  traveler  professed  to  speak  the  language, 
through  his  utter  inability  to  “make  good.” 
And  this  brings  up  the  question,  what  are 
the  languages  of  South  America?  Any 
school  boy,  of  course,  could  answer,  and 
yet  I  am  informed  by  a  traveler  ironi 
French  and  Dutch  Guiana  that  those  col¬ 
onies  are  being  flooded  with  circular  mat¬ 
ter  from  American  houses,  in  the  Spanish 
language,  and  the  same  complaint  comes 
from  all  our  consulates  in  Brazil.  As  Bra¬ 
zil  is  nearly  as  large  as  the  United  States  it 
might  be  well  to  emphasize  the  fact  that  its 
language  is  Portuguese,  and  that  while 
Portuguese  and  Spanish  are  similar  they  are 
very  far  from  being  identical.  Moreover 
there  is  a  popular  prejudice  against  Spanish 
in  Brazil  and  many  merchants  look  upon  it 
as  a  downright  insult  to  be  addressed  in 
that  language  by  an  English  or  American 
house.  “Why,”  they  ask,  “do  they  not  ad¬ 
dress  us  in  English? — we  have  to  use  an 
interpreter  in  any  case.” 

It  was  just  the  other  day  that  I  was  in¬ 
formed,  by  a  friend,  of  a  large  exporting 
house  in  New  York  who  have  been  doing 
business  with  Brazil  for  years  under  the 
impression  that  its  language  was  Spanish. 

“We  have  a  Spanish  translator  to  attend 
to  all  our  correspondence  with  our  agents 
there,”  a  member  of  the  firm  explained 
with  pride. 

“But  why  Spanish?”  asked  my  friend. 

“Because  that’s  their  language.” 

“No,  it  isn’t.” 

“Spanish  isn’t  the  language  of  Brazil!” 
said  the  astonished  man,  “then  what  is  it?” 

“Portuguese.” 

“And  aren’t  they  the  same?” 

“Not  at  all — they  are  two  distinct  lan¬ 
guages.” 

Another  partner  of  the  firm  was  there¬ 
upon  called  out  to  be  acquainted  with  this 
important  secret,  and  my  friend,  on  leav¬ 
ing,  received  their  warmest  thanks  for  his 
valuable  aid.  The  translator,  it  appeared, 
was  able  to  read  Portuguese  sufficiently  well 
to  translate  all  correspondence  received  but 
had  discreetly  refrained  from  mentioning 
that  the  replies  went  in  another  language, 
foreign  to  both  parties  concerned. 

Returning  for  a  moment  to  the  choice  of 
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a  traveler  it  might  be  well  to  state  that  ina¬ 
bility  to  speak  Spanish  and  Portuguese  is 
not  the  worst  drawback,  as  Frank  Wiborg 
observes  in  his  recently  published  book,  “A 
Commercial  Traveler  in  South  America.” 
To  quote  from  Mr.  Wiborg: 

“The  progress  of  American  trade  in  South 
America  has  very  often  been  hampered  by 
the  class  of  representatives  that  we  have 
sent.  A  smattering  of  Spanish  or  Portu¬ 
guese  does  not,  in  my  estimation,  make  up 
for  incapacity  as  a  salesman  nor  for  ig- , 
norance  of  the  products  in  hand.  In 
choice  between  an  indifferent  salesman  who 
speaks  the  language,  and  a  good  one  who 
does  not,  I  should  advise  selecting  the  good 
salesman ;  for  with  an  interpreter  he  can 
do  better  work,  or  at  least  less  harm,  than 
the  other  man.  But  neither  Spanish  nor 
Portuguese  are  difficult  languages  to  ac¬ 
quire,  and  a  good  salesman  should  certain¬ 
ly  be  willing  to  add  to  his  efficiency  by  a 
little  hard  study.  A  man  starting  out  with 
an  interpreter  and  studying  in  spare  mo¬ 
ments  should  in  three  months’  time  have  a 
good  conversational  command  of  the  lan¬ 
guage.  So  I  would  say  send  good  men  to 
South  America,  even  if  they  can’t  speak  the 
language,  and  encourage  them  to  study  it  as 
they  would  anything  at  home  which  was 
distinctly  advantageous  to  their '  business 
careers.” 

Continuing,  Mr.  Wiborg  says  : 

“The  men  sent  to  South  America  should 
not  expect  to  use  the  same  business  methods 
that  are  in  vogue  here.  The  American  sales¬ 
man  believes  that  American  business  metn- 
ods  are  the  best  on  earth.  And  so  they  are 
— for  the  American.  But  the  South  Amer¬ 
ican  is  very  differently  constituted  from  the 
American,  and  many  an  argument  that  sells 
goods  in  Chicago  avails  nothing  in  Rio.  For 
instance,  one  of  the  prime  requisites  of  an 
article  in  America  is  that  it  should  be  ‘up- 
to-date.’  Now  this  quality  of  ‘up-to-date¬ 
ness’  appeals  to  the  South  American  buyer 
very  little.  To  something  entirely  new  he 
much  prefers  what  he  has  been  accustomed 
to  use.  German  and  English  salesmen  under¬ 
stand  this  prejudice,  and  are  ready  to  humor 
it  rather  than  spend  their  time  and  energy 
in  efforts  to  change  it.  Consequently  they 
very  often  succeed  where  the  American 
salesman  fails.” 

I  had  not  intended  referring  again  to  the 
matter  of  underpaid  postage,  but  the  com¬ 
plaints  of  foreign  buyers  are  so  frequent 


that  the  warning  must  be  reiterated — do  not 
let  your  office  boy  stamp  the  foreign  mail. 
Give  it  to  an  intelligent  clerk  and  see  that 
he  is  well  informed  as  to  existing  regula¬ 
tions.  Just  the  other  day  I  heard  of  an 
Argentine  importer  who  was  forced  to  pay 
90  cents  on  a  package  received  from  New 
York.  It  was  a  heavy  catalog  mailed  as  a 
letter,  prepaid,  if  I  mistake  not,  with  one 
two-cent  stamp ! 

The  mail  service,  too,  is  bad,  and  causes 
no  slight  loss  to  our  trade.  Reporting  on 
this,  last  year,  from  Rio  Janeiro,  United 
States  Special  Agent  Lincoln  Hutcheson 
says : 

“The  importance  of  a  regularly  timed 
mail  service  is  also  worthy  of  comment. 
At  present  there  is  no  certainty  as  to  the 
arrival  of  mails,  and  this  is  the  fault  at  New 
York  rather  than  here.  Today  letters  are 
posted  at  our  American  post  offices  and 
from  the  New  Yo'rk  office  forwarded  by  any 
steamer  chancing  to  leave  for  these  ports, 
whether  a  cargo  or  a  mail  boat,  and  some¬ 
times  are  sent  indiscriminately  via  England 
or  France.  The  most  of  our  people  have 
little  idea  how  the  letters  get  to  Brazil, 
especially  those  in  the  interior.  I  have  seen 
in  the  last  two  months  several  pieces  of  ig¬ 
norance,  where  an  accumulation  of  Bra¬ 
zilian  mail  matter  has  been  put  on  a  slow 
cargo  steamer,  when  only  two  or  three  days 
afterward  a  direct  steamer  sailed  from  New 
York  which  was  due  to  arrive  three  or 
four  days  before  the  first  boat  could  possi¬ 
bly  make  the  trip ;  or  the  mail  would  be  put 
on  a  Para  steamer  simply  because  she  was 
headed  for  Brazil,  when  -a  little  inquiry 
would  have  brought  out  the  fact  that  Para 
is  about  half  way  to  Rio  Janeiro,  and  that 
the  mails  to  Rio  must  be  transferred  to  the 
local  boats,  which  may  or  may  not  leave 
for  a  week  or  more  and  may  take  15  or  20 
days  for  the  journey. 

“These  are  facts,  and  anyone  familiar 
with  the  business  of  Brazil  will  readily  see 
the  trouble  which  is  occasioned,  to  say  noth¬ 
ing  of  the  loss  in  time.  Goods  arrive  at 
their  destination  long  before  the  mail,  and 
are  not  only  held  in  the  custom  house  at 
heavy  storage  rates,  but  are  subjected  to  a 
fine  if  an  endeavor  is  made  to  make  an 
entry  without  a  consular  invoice.  Goods  for 
trans-shipment  are  even  in  a  worse  predic¬ 
ament,  for  if  there  is  no  connecting  steamer 
they  cannot  -go  forward,  and  there  may  not 
be  another  for  a  month.  Remittances  are  at 
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‘sixes  and  sevens.’  In  fact,  the  entire  system 
is  the  cause  of  untold  trouble  and  loss. 
Even  on  the  present  basis  of  our  facilities 
to  Brazil  a  little  care  and  inquiry  would  ob¬ 
viate  much  of  this  trouble. 

“This  is  one  step  toward  building  up  our 
trade  with  Brazil.  The  merchants  here 
cannot  comprehend  all  this.  They  think  the 
blame  is  with  the  merchants  who  have  filled 
their  orders.  They  send  a  memorandum  of 
their  losses  to  these  merchants  and  find 
there  is  no  remedy,  and  then  they  turn  their 
attention  to  other  and  more  certain  mar¬ 
kets,  and  we  lose  their  trade.  I  have  gone 
into  this  question  of  mails  because  it  is 
really  a  hardship,  and  by  finding  a  remedy 
we  remove  one  cause  of  discontent,  and 
make  business  easier  between  the  two  coun¬ 
tries.  Further  than  this,  it  can  easily  be 
seen  what  a  regular  and  direct  service  be¬ 
tween  United  States  ports  and  Brazil  would 
mean,  in  addition  to  what  has  already  been 
mentioned.” 

This  question  of  the  establishment  of  bet¬ 
ter  communications  has  been  emphasized  in 
my  previous  article,  and  will  probably  re¬ 
ceive  such  attention  at  the  forthcoming 
Pan-American  Congress  at  Rio  Janeiro  that 
some  definite  action  may  be  expected.  It 
is  interesting,  in  this  connection,  however, 
to  read  (in  Section  2  of  the  following)  Min¬ 
ister  Barrett’s  plea  for  a  direct  line  of 
steamers  between  New  York  and  Buenos 
Ayres.  Mr.  Barrett  shortly  before  his  de¬ 
parture  from  that  republic,  summed  up  “the 
principal  influences  needed  to  build  up  the 
trade  and  interests  of  the  United  States  and 
Argentina,”  stated  moreover,  as  he  speci¬ 
fies,  “in  the  order  of  their  importance.”  I 
quote  this  portion  of  the  report  in  full ; 

“1.  The  negotiation  by  the  governments 
of  the  United  States  and  Argentina  of  re¬ 
ciprocal  tariff  treaties.  I  have  no  hesitation 
in  predicting  that  the  trade  between  the  two 
countries  would  be  tripled  in  three  years  if 
both  countries  made  reasonable  reciprocal 
tariff  concessions. 

“2.  The  establishment  of  a  line  of  fast 
mail  and  passenger  steamers  running  twice 
a  month  between  the  River  Plata  and  New 
York.  Vessels  of  this  kind,  averaging  5,000 
'  to  6,000  tons,  with  usual  freight  space, 
might  not  pay  at  first  without  government 
assistance,  but  there  is  an  absolute,  abiding 
necessity  for  them  if  the  United  States 
would  get  into  close  touch  with  this  nation 
and  market.  At  present  there  are  six  lines 


to  Europe,  but  none  direct  to  the  United 
States.  In  this  connection  I  would  point 
out,  in  deference  to  existing  lines,  that  there 
are  good  slow-freight  facilities  from  New 
York  to  Buenos  Ayres,  with  steamers  leav¬ 
ing  once  a  week,  and  small  mail  steamers 
once  a  month  for  Rio  Janeiro,  but  no  reg¬ 
ular  mail  steamers  from  the  United  States 
to  Buenos  Ayres  and  the  River  Plata,  such 
as  other  countries  have  or  as  the  United 
States  has  across  the  Atlantic  and  Pacific 
and  to  the  West  Indies. 

“3.  The  opening  in,  Buenos  Ayres  of  a 
high-class  North  American  bank,  which 
would  be  a  branch  of  one  already  estab¬ 
lished  in  New  York  City  and  London.  Such 
an  institution,  I  am  convinced,  would  pay 
from  the  start  and  be  a  great  agency  for 
the  growth  of  trade  with  the  United  States. 
There  are  constant  inquiries  at  this  legation 
as  to  the  possible  establishment  of  a  North 
American  bank  and  the  majority  of  respon¬ 
sible  American  business  men  in  Buenos 
Ayres  are  ready  to  give  it  support  from  the 
day  it  opens. 

“4.  The  location  in  Buenos  Ayres  of 
branches  or  agencies  of  North  American 
manufacturers,  merchants,  exporters,  and 
importers,  in  their  own  name  or  under  the 
direct  charge  of  competent  men  sent  out 
from  the  United  States  who  can  speak 
Spanish,  and  who  are  suited  to  deal  with  the 
people  of  this  part  of  the  world.  There  are 
a  few  such  houses  here  already,  and  they 
are  doing  sufficiently  well  to  warrant  many 
more  following  their  example. 

“There  are  other  important  considera¬ 
tions,  but  I  shall  leave  discussion  of  them 
to  supplemental  reports.  These  include:  (1) 
Sending  thoroughly  reliable  men,  who  speak 
Spanish,  to  investigate  opportunities  and 
build  up  trade  for  a  firm;  (2)  the  exercise 
of  greater  care  in  packing  for  the  long  jour¬ 
ney  through  the  tropics  from  New  York  to 
Buenos  Ayres ;  (3)  the  use  of  Spanish  only 
in  printed  catalogs,  circulars  and  letters ; 
(4)  the  granting  of  time  payments,  as  is 
done  by  German,  British,  and  French  ex¬ 
porters;  (5)  the  preparation  of  exports 
specially  for  the  peculiar  demands  of  this 
market. 

“Nothing  in  this  report  should  be  inter¬ 
preted  as  reflecting  on  the  knowledge  and 
judgment  of  companies  and  men  who  are 
well  established  in  the  trade  with  Argen¬ 
tina.  There  are  several  American  firms  do¬ 
ing  an  excellent  business  and  who  thorough- 
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ly  understand  the  held.  To  them  special 
credit  is  due.  They  are  themselves  the 
proof  of  what  can  be  done  by  others  work¬ 
ing  along  right  lines.  This  report  is  in¬ 
tended  chiefly  for  general  perusal,  or  par¬ 
ticularly  for  those  who  have  not  yet  made 
a  study  of  Argentina.” 

Many  consuls  and  ministers  in  the  West 
Coast  republics  have  made  similar  reports, 
but  are  awaiting  the  opening  of  the  Panama 
canal  before  urging  the  establishment  of 
fast  steamship  lines  to  Paciflc  ports.  That, 
indeed,  will  be  an 'opportunity  which,  if 
lost,  may  cost  us  dearly  for  centuries ;  but 
all  patriotic  Americans  feel  that  it  will  not 
— must  not  be  lost.  And  yet  we  are  fritter¬ 
ing  away  our  chances  for  trade  in  the  mar¬ 
kets  of  the  Atlantic  republics,  chances  that 
may  not  recur  for  decades,  and  simply  and 
solely  for  the  want  of  enterprise. 

“The  first  step  toward  a  further  expan¬ 
sion  of  our  over-seas  commerce,”  writes 
Winthrop  L.  Marvin  in  the  Review  of  Re¬ 
views  for  December,  1905,  “is  to  follow  the 
example  of  every  one  of  our  mercantile 
rivals — from  Great  Britain  in  1840  down  to 
Germany  in  1885,  and  Japan  in  1896 — and 
that  is  to  create,  by  national  aid,  improved 
facilities  of  transportation.” 

Continuing,  he  says : 

“Just  as  instinctively  as  a  great  depart¬ 
ment  store  provides  itself  with  its  own  men 
and  wagons  to  deliver  its  own  goods  to  its 
customers,  instead  of  leaving  this  indispen¬ 
sable  service  to  the  mercy  of  its  rivals, 
have  the  great  mercantile  nations  of  the 
world  provided  their  own  ships  and  seamen. 
The  United  States  and  Russia  alone  have 
left  the  carrying  of  their  merchandise  chief¬ 
ly  to  their  competitors  in  peace  and  possible 
enemies  in  war.  Now  Russia,  at  any  rate, 
has  learned  her  lesson.  It  is  announced 
from  St.  Petersburg  that  the  czar’s  govern¬ 
ment  will  take  vigorous  measures  to  create 
a  merchant  marine,  and  that  steamship  lines 
with  national  subventions  will  be  started  at 
once  from  both  the  Baltic  and  the  Black 
Seas  to  New  York.” 

Reviewing  the  whole  subject  of  our  trade 
with  the  southern  republics,  A.  J.  Lamour- 
eux,  of  New  York,  writes  in  a  recent  issue 
of  the  Times  of  that  city  as  follows : 

“If  I  were  to  say  that  we  now  have  more 
of  the  trade  of  South  America  than  we  de¬ 
serve,  I  would  be  saying  no  more  than  the 
exact  truth ;  but  that  would  be  a  challenge 
to  the  patriot-militant,  and  I  refrain.  I 
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will  say  this,  however,  that  we  cannot  reas¬ 
onably  deserve  to  enjoy  a  trade  that  we 
do  not  care  to  work  for.  The  same  rules 
apply  in  our  foreign  commerce  that  are  in 
force  in  our  own  home  afifairs,  where  no 
one  thinks  of  using  the  government  to  do 
his  advertising  and  soliciting  while  he  sits 
snug  in  his  office  waiting  for  the  orders  to 
come  on. 

“The  situation  in  South  America  is  a 
very  simple  one.  The  dominant  elements 
there  are  European,  or  of  European  de¬ 
scent;  there  is  a  large  annual  immigration 
from  Europe;  their  education  and  literature 
are  European  in  character;  their  foreign 
trade,  beyond  coffee  and  rubber  exports,  is 
principally  in  the  hands  of  Europeans ;  their 
steamship  communication  is  almost  wholly 
with  Europe ;  their  loans  are  raised  in  Eu¬ 
rope;  the  capital  for  their  railways,  port 
improvements,  gas  works,  water  works,  etc., 
conies  from  Europe;  the  engineers,  con¬ 
tractors,  etc.,  who  carry  these  public  works 
into  execution  are  chiefly  Europeans,  many 
of  their  industries,  perhaps  the  majority  of 
them,  have  been  developed  by  Europeans ; 
and  a  very  great  part  of  the  capital  em¬ 
ployed  in  commerce,  domestic  as  well  as 
foreign,  is  European.  In  short,  what  they 
have  and  what  they  are  is  chiefly  due  to 
European  co-operation. 

“Against  all  this,  what  have  we  to  show? 
The  protecting  aegis  of  the  Monroe  Doc¬ 
trine,  which  they  have  never  asked  for, 
which  they  fear,  and  which  they  do  not  want 
except  on  terms  we  are  unwilling  to  grant. 
They  are  firmly  convinced  that  our  motives 
are  sinister,  and  they  know  that  our  trade 
purposes  are  unfair.  We  ask  favors,  but, 
apart  from  Brazil,  we  are  unwilling  to  grant 
them. 

“Why,  then,  should  we  expect  a  greater 
share  in  their  trade?  Our  merchants  and 
manufacturers  are  not  going  after  it,  nor 
are  they  willing  to  accept  the  conditions  on 
which  it  can  be  gained.  We  even  have  to 
thank  foreign  merchants  for  much  of  what 
we  now  have,  and  we  may  yet  have  to 
thank  them  for  preserving  a  fraction  of  that, 
if  our  present  policy  is  continued.” 

Perhaps  Mr.  Lamoureux  is  slightly  over 
pessimistic.  Before  this  article  is  in  print 
we  will  have  the  full  statistics  for  the  year 
ending  June  30th,  and  if  advanced  rumors 
are  to  be  relied  on  our  gain  has  been  con¬ 
siderable.  Nevertheless  it  will  be  found 
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that  competition  will  grow  apace,  and  that 
our  competitors  will  not  always  be  Germany 
and  England  exclusively,  but  that  a  new 
era  of  manufacturing  is  beginning  in  these 
republics  which  will  force  a  contest  to  which 
the  present  amiable  rivalry  is  mere '"^child’s 
play. 

Let  us  decide,  therefore,  once  for  all,  if 
we  desire  the  lead  in  South  American  trade. 


If  we  do,  now  is  the  time  to  enter  the  mar¬ 
ket — tomorrow  may-be  too  late.  As  Wliar- 
ton  Barker,  of  Philadelphia,  observes  : 

“The  people  of  the  United  States  want 
and  should  have  Ami^)*ican^trade  expansion 
rather  than  Asiatic  al^  European  trade  ex¬ 
pansion  ;  they  want  an  American  rather 
than  an  Asiatic  policy.  Blunder  now  and 
we  blunder  for  all  time.” 


No  Thinking  Here 

By  O.  S.  MARDEN 


PROMINENT  business  man 
told  me  recently  that  his  great 
weakness  was  his  inability  to 
stop  thinking  after  retiring.  In 
this  way  he  is  robbed  of  so 
much  sleep  that  he  feels  all  used  up  the 
next  day.  ^ 

I  advised  him  to  cultivate  the  habit  of 
closing  the  door  of  his  business  brain  at 
the  same  time  that  he  closed  the  door  of 
his  business  office.  “You  should,”  I  said, 
“insist  on  changing  the  current  of  your 
thoughts  when  you  leave  your  business  for 
the  day  just  as  you  change  your  environ¬ 
ment,  or  as  you  change  your  dress  for  din¬ 
ner  when  you  go  home  in  the  evening.  Turn 
your  thoughts  to  your  wife  and  children,  to 
their  joys  and  cares;  talk  to  them,  play 
games  with  them;  read  some  humorous  or 
entertaining  story,  or  some  strong,  inter¬ 
esting  book  that  will  lift  you,  in  spite  of 
yourself,  out  of  your  business  rut.  Go  out 
for  a  long  walk  or  a  ride;  fill  your  lungs 
with  strong,  sweet,  fresh  air ;  look  about 
you  and  observe  the  beauties  of  nature,  or 
have  a  hobby  of  some  kind  to  which  you 
can  turn  for  recreation  and  refreshment 
when  you  quit  your  regular  business.  Be 
master  of  your  mind;  learn  to  control  it 
instead  of  allowing  it  to  control  you  and 
tyrannize  over  you. 

Hang  up  in  your  bed  chamber,  in  a  con¬ 
spicuous  place,  where  you  can  always  see  it, 
a  card  bearing  in  bold  illuminated  charac¬ 
ters  this  motto : 


NO  THINKING  HERE 

Shut  off  all  thinking  process  of  every 
kind  when  you  retire  for  the  night,  relax 
every  muscle,  let  there  be  no  tension  of 
mind  or  body,  and  in  a  short  time  you  will 
find  that  sleep  will  come  to  you  as  easily 
and  naturally  as  to  a  little  child. 

The  habif.  of  thinking  after  going  to  bed 
is  fatal  to  all  freshness  of  brain  work. 
These  men  have  not  learned  to  lock  their 
business  in  their  offices  or  factories  when 
they  quit  for  the  night,,  so  they.dra^  it 
home,  brin^  it  up  at  th^^^inner  ts^le  and 
depress  the^ whole  family.  Or,  if  they  do 
not  talk  about  their  problems,  their  anxiety 
and  absent-ihiindedness  totally  unfit  them 
for  the  pleasant  companionship  of  their 
families.  They  are  so  absorbed  in  the 
problems  of  their  vocations  that  they  do 
not  know  what  is  going  on  around  them. 
They  do  not  know  how  to  relax,  to  unbend, 
to  rest,  so’'  they  lie  down  to  sleep  with  all 
their  burden,  just  as  a  tired  camel  lies  down 
in  the  desert  with  its  greab  burden  still  on 
its  back.  .  -  ^ 

It  is  a  great  art  to  be  able  to  shut  the 
gates  in  the  great  menial  power-house  on 
retiring,  to  control  oneself,  to  put  oneself 
in  tune  with  the  infinite,  to  put  oneself  in 
sympathy  with  those  about  him,  in  harmony 
with  the  world,  to  expel  from  the  mind 
everything  which  jars,  irritates,  all  malice, 
envy,  and  jealousy,  the  enemies  of  our  peace 
and  happiness,  before  we  go  to  sleep. 


CUTTING  DOWN  A  JACKETED  GUN  AT  THE  U.  S.  NAVAL  ORDNANCE  FACTORY. 


ERECTING  A  GUN  CARRIAGE. 


The  Manufacture  of  Guns  For  Our  Warships 

i 

By  WALDON  FAWCETT 


HE  United  States  government 
operates  the  largest  and  best 
equipped  ordnance  factory  in 
the  world  and  its  sole  pro¬ 
duct  is  guns  and  projectiles 
of  one  class  or  another  for  the  fighting 
ships  of  the  American  navy.  Nations 
which  excel  in  naval  strength  the  chief  re¬ 
public  of  the  New  World  are  yet  content 
to  depend  upon  private  manufacturing 
institutions  for  weapons  for  their  warships 
but  Uncle  Sam  with  a  commendably  pro¬ 
gressive  spirit  has  placed  himself  in  a 
position  to  provide  through  the  medium  of 
a  governmental  plant  practically  all  the 
armament  required  by  the  nation’s  floating 
fortresses. 


The  value  and  influence  of  the  govern¬ 
mental  ordnance  factory  in  Yankee  naval 
development  is  best  attested  by  the  accel¬ 
erated  progress  after  the  establishment  of 
the  institution.  Prior  to  the  Civil  War 
the  manufacture  of  naval  ordnance  em¬ 
bodied  few  features  of  unusual  interest. 
During  the  early  years  of  the  nineteenth 
century  the  vessels  of  the  Constitution 
class  were  armed  with  long  24-pounders 
on  the  gun  deck  and  32-pounder  carron- 
ades  on  the  quarter  deck  and  forecastle. 
These  may  be  said  to  have  been  in  a  meas¬ 
ure  superseded  by  the  long  32-pounders 
and  short  eight-inch  guns  which  were  the 
approved  weapons  for  the  frigates  built 
during  the  interval  from  1821  to  1847.  In- 
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cidently,  it  may  be  noted  that  explosive 
shells  were  not  used  until  the  war  with 
Mexico  was  in  progress. 

The  introduction  of  heavy  guns  in  the 
American  navy  may  be  said  to  date  from 
1839  when  Ericsson  brought  to  this  coun¬ 
try  a  12-inch  wrought  iron  gun  which  was 
strengthened  by  the  shrinking  on  of  the 
best  American  three  and  one-half  inch 
wrought  iron  bands,  but  the  explosion  of 
a  gun  of  this  type  on  the  U.  S.  S.  Prince¬ 
ton  in  1844 — the  lamentable  accident  re¬ 
sulting  in  the  dekth  of  the  Secretary  of 
State,  the  Secretary  of  War  and  several 
prominent  officers  who  were  on  board — 
served  to  give  a  setback  to  experiment  in 
this  direction,  and  it  was  not  untib.Mie 
Civil  War  that  ord¬ 
nance  as  heavy  as  the  f’:- 
11-mch  type  was  per-^^  ..vT 
manently  introduced 
in  the  navy. 

The  magnitude  of 
the  government  gun 
'  plant  and  the  perfec¬ 
tion  of  the  systems 
of  manufacture  em¬ 
ployed  there  appear 
the  more  remark¬ 
able  when  it  is  taken 
into  consideration 
that  this  institution 
was  established  less 
than  a  ■  quarter  of  a 
century  ago.  As  late 
as  the  early  80s  there 
was  no  plant  in  the 

United  States  capable  of  making  forg¬ 
ings  for  a  modern  rifle  of  more 
than  six-inch  caliber,  while  steel  shafting, 
torpedos,  armor  and  machine  guns  had  to 
be  purchased  abroad — a  situation  inviting 
grave  consequences  in  the  event  of  war 
with  any  European  power. 

In  1883,  however,  the  first  step  was 
taken  looking  to  government  ordnance 
manufacture  in  the  introduction  in  the 
United  States  Senate  of  a  bill  providing 
for  the  establishment  of  a  government 
foundry.  At  that  time  the  nation  possess¬ 
ed  practically  no  ordnance  of  any  kind 
save  the  cast  iron  guns  which  were  the 
legacies  of  the  Civil  War.  In  1884  Con¬ 
gress  followed  up  its  action  of  the  previous 
year  by  stipulating  that  guns  should  be 
made  of  hydraulic-forged  open-hearth 
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steel,  breech  loading,  chambered  and  of 
caliber  ranging  from  six  to  16  inches,  and 
from  30  to  35  calibers  long.  Thereafter 
the  development  of  the  industry  was  rapid 
and  today  the  United  States  possesses 
hundreds  of  high  power  steel,  breech-load¬ 
ing  rifles,  all  of  these  guns  having  been 
constructed  by  the  now  well-known  com¬ 
bination  of  tube,  long  jacket  and  several 
layers  of  hoops,  the  various  elements  being 
shrunk  into  place. 

The  evolution  of  the  modern  approved 
type  of  naval  ordnance,  reflecting  as  it  has 
the  constant  struggle  between  the  makers 
of  guns  of  high  pressure  and  the  manufac¬ 
turers  of  armor  designed  to  be  impen¬ 
etrable  has  been  most  interesting,  the  more 

so  since  this  develop¬ 
ment  has  paralleled, 
if  it  has  not  induced, 
the  extension  of  the 
activities  at  the  U. 
S.  Naval  Ordnance 
Factory  and  the  im¬ 
provement  of  meth¬ 
ods  and  machinery 
adopted  there.  With¬ 
al  the  showing  has 
been  distinctly  cred¬ 
itable  to  American 
inventive  genius 
which  has  been  re¬ 
sponsible  for  the  cre¬ 
ation  of  many  of  the 
appliances  which 
have  contributed  to 
the  results  attained. 

The  guns  of  the  Civil  War  period  were 
smooth-bore  and  fired  a  spherical  shot. 
Their  pressure  resistance  was  low  and 
the  powers  of  penetration  comparatively 
feeble.  As  armour  increased  in  toughness 
and  thickness,  however,  it  became  necessary 
to  devise  some  means  to  penetrate  the  sides 
of  an  iron-clad  vessel.  By  elongating  and 
pointing  the  projectiles  fired  the  power  of 
penetration  was  augmented  in  the  desired 
degree,  but  to  keep  the  missile  head  on  in 
its  flight  presented  a  graver  problem  and 
was  only  solved  finally  by  making  a  radi¬ 
cal  change  in  the  gun.  The  means  adopted 
was  to  cut  spiral  grooves  in  the  bore  of 
each  gun  and  to  place  projections  on  each 
projectile  which  would  engage  the  grooves 
just  mentiojied.  To  hurl  the  oblong  agents 
of  destruction  when  projectile  and  gun  bar- 
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BORING  A  LARGE  GUN, 


rel  thus  interlocked  required,  however, 

much  greater  pressure  than  had _ been 

necessitated  in  the  old  style  ordnance  and 
to  meet  these  severe  new  exactions  guns 
were  built  on  what  is  known  as  the  “built- 
up”  principle  and  of  a  length  nearly  three 
times  that  of  the  smooth-bore  type. 

In  the  “built-up”  gun  the  bore  is  formed 
by  a  tube  of  accurate  uniform  diameter 
and  then  several  layers  of  hoops  or  bands 
are  shrunk  on  by  making  each  part  some¬ 
what  smaller  than  the  one  it  embraces,  ex¬ 
panding  it  by  heat  and  allowing  it  to  cool 
in  its  place  in  the  gun.  The  parts  of  the 
gun,  beginning  with  the  tube,  are  in  a 
state  of  compression,,  which  decreases 
gradually  outward  until  the  outer  layers 
are  under  tension.  The  pressure  of  force 
of  the  explosion  when  such  a  gun  is  fired 
first  overcomes  the  compression  of  the 
tube,  and  then  puts  it  under  tensile  stress, 
at  the  same  time  being  communicated  to 
the  outer  layers,  each  of  which  bears  its 
share.  The  shrinkage  or  original  differ¬ 
ence  in  diameter  between  a  hoop  and  the 
part  on  which  it  fits  is  so  calculated  that 


the  tube  is  not  compressed  beyond  its  elas¬ 
tic  limit,  nor  is  the  outer  hoop  under  such 
tension  that  it  will  pass  the  limit  of  its 
elasticity. 

The  foundation  of  a  “built-up”  gun  is, 
as  has  been  explained,  a  tube  of  uniform 
exterior  diameter,  which  contains  the 
powder  chamber  and  the  entire  bore.  A 
large  sleeve,  called  the  jacket,  of  about 
three-fifths  the  length  of  the  tube,  is 
shrunk  on  the  rear  portion  of  the  tube  and 
extends  sufficiently  far  to  the  rear  to  con¬ 
tain  the  breech  mechanism.  Three  layers 
of  chase  hoops  are  shrunk  on  the  chase,  or 
portion  of  the  tube  extending  from  the 
jacket  forward,  and  a  locking  band  is 
screwed  on  the  tube  to  hold  the  foremost 
chase  hoop  in  place.  The  jacket,  likewise, 
is  embraced  by  a  layer  of  jacket  hoops. 
The  chase  hoops  interlock  with  the  tube 
and  with  each  other,  thus  nreventing  the 
forward  portion  of  the  tube  from  being 
blown  apart  from  the  rear  portion.  The 
jacket  and  forward  jacket  hoop  are  similar¬ 
ly  interlocked  and  a  locking  band  is  screw¬ 
ed  over  the  joint  between  the  series  of 
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chase  hoops  and  the  forward  jacket  hoop 
to  lock  them  together,  thus  effectually  pre¬ 
venting  the  gun  from  breaking  through 
transversely. 

The  bore  -of  a  heavy  piece  of  ordnance, 
as  produced  at  the  U.  S.  governmental 
manufactory,  is  provided  with  52  rifling 
grooves,  which  decrease  in  width  as  they 
approach  the  muzzle.  The  grooves  are 
straightforward  at  the  rear  of  the  bore,  but 
gradually  turn  until,  at  the  muzzle,  they 
give  the  projectile  one  turn  in  25  calibers. 
In  the  overhanging  portion  of  the  jacket  is 
the  screw  box  into  which  is  locked  the 
breech  plug  which  closes  the  rear  end  of 
the  gun.  The  breech  plug  is  cylindrical  in 
form,  and  its  surface  is  provided  with  a 
heavy  screw  thread.  This  thread  is  cut 
away  in  six  equal  spaces  and  the  cylindri¬ 
cal  surface  of  the  screw  box  is  correspond¬ 
ingly  formed,  so  that  in  screwing  the 
breech  plug  home  it  is  necessary  only  to 
place  the  thread  sections  on  the  block 
opposite  the  blank  spaces  of  the  screw  box 
and  slide  the  breech  plug  clear  in,  when  a 
turn  of  one-twelfth  will  engage  the  two 
systems  of  thread  and  lock  the  breech  plug 
in  place. 

The  process  of  manufacturing  heavy 
ordnance — some  of  the  large  rifles  weigh'* 
ing  145,000  pounds  each — is  a  most  inter¬ 
esting  one.  The  principal  parts  of  the  gun 
are  made  from  cast  steel  tempered  in  oil 
and  carefully  and  repeatedly  tested  for 
tensile  strength  and  elasticity.  The  hoops 
and  jackets  are  cast  solid  and  then  a  hole 
is  bored  through  each  casting  to  admit  a 
mandrel  on  which  it  is  forged  to  elongate 
and  enlarge  it. 

One  of  the  most  interesting  steps  in 
ordnance  manufacture  is  found  in  the  turn¬ 
ing  of  the  partly  built  up  gun  to  receive  the 
successive  layers  of  hoops.  The  gun  is 
clamped  to  the  face  plate  of  the  head-stock 
spindle  and  its  muzzle  is  fitted  with  a  plug, 
in  which  is  a  conical  hole  that  fits  over  the 
dead  center  of  the  tailstock  at  the  outer  end 
of  the  guides.  Rests  or  goose-neck  sup¬ 
ports  are  placed  at  intermediate  points  on 
the  guides  to  take  part  of  the  weight.  As 
the  gun  revolves  the  cutting  tool  with  its 
carriage  is  moved  slowly  along  the  guides 
by  a  large  screw.  In  turning  the  outer  sur¬ 
face  of  one  of  the  jacket  hoops,  the  tool  in 
going  across  from  end  to  end,  travels  12 
miles  and  occupies  56  hours’  time  in  the 


operation.  In  turning  the  inside  of  the 
hoop,  the  hoop  is  clamped  in  ring-like  sup¬ 
ports  fastened  on  the  tool  carriage  and  the 
tool  is  secured  in  an  arm  or  a  mandrel  or 
bar,  clamped  to  the  head  spindle  and  sup¬ 
ported  on  the  dead  center.  As  the  tool 
cannot  move  along  the  guides  the  hoop  is 
moved  slowly  past  the  tool  by  causing  the 
tool  carriage  to  move  along  the  guides. 

The  turning  of  the  outer  surfaces  of  the 
tube,  jacket  and  hoops  is  accomplished  in 
the  same  manner  but  the  bore  and  inner 
surface  of  the  jacket  are  finished  by  the 
use  of  boring  heads  or  cylindrical  heads 
having  four  center  cutters  fastened  in  their 
segments  of  wood,  fitted  in  grooves  in  its 
surface  and  when  it  is  forced  into  the  re¬ 
volving  tube  or  jacket  by  the  boring  bar  on 
which  it  is  carried  the  wood  is  squeezed, 
holding  the  head  in  the  bore  rigidly,  com¬ 
pelling  it  to  travel  in  a  perfectly  straight 
line  while  the  cutter  acts  and  insuring  a 
perfect  bore.  Such  is  the  accuracy  attained 
in  this  branch  of  the  work  *^bat  the  bore 
although  3214  feet  in  length  is  seldom  more 
than  .002  of  an  inch  out  of  a  straight  line. 

The  prevailing  practice  at  the  U.  S. 
Naval  Ordnance  Factory  in  assembling  a 
gun  is  to  first  bore  the  tube  and  finish  its 
outer  surface  and  then  finish  the  inside  of 
the  jacket  and  shrink  it  on  the  tube.  The 
shrinking  of  a  jacket  is  the  chief  spectacular 
feature  of  gun  manufacture.  As  a  prelim¬ 
inary  the  jacket  is  heated  to  a  temperature 
of  600  degrees  Fall,  in  a  cylindrical  furnace 
built  in  a  large  pit  40  feet  deep.  Air,  blown 
through  a  tubular  furnace,  maintained  at 
white  heat  by  the  combustion  of  sprayed 
oil,  is  forced  through  and  around  the  jacket 
for  29  hours.  The  burning  blasts  of  oil 
make  a  roaring  that  drowns  voices  and 
therefore  the  entire  operation  must  be 
directed  by  signals  and  without  a  word 
being  spoken. 

When  the  heating  operation  has  been 
concluded  to  the  satisfaction  of  the  fore¬ 
man  an  overhead  traveling  crane  raises  and 
lifts  aside  the  iron  cover  of  the  jacket 
heating  furnace.  Then  a  second  crane,  by 
means  of  chains  hooked  to  trunnions  on  a 
ring  clamped  to  the  end  of  the  jacket,  raises 
from  its  casing  this  huge  mass  17  feet  in 
length  and  weighing  40,000  pounds.  To 
ascertain  whether  all  parts  of  the  jacket  are 
evenly  heated  to  the  proper  degree  the  fore¬ 
man  rubs  the  surface  as  it  rises  from  the 
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furnace  with  rods  composed  of  alloys  that 
melt  at  certain  known  temperatures. 

As  the  next  step  in  the  undertaking  a 
star-shaped  gauge  is  thrust  through  the 
bore  of  the  jacket  to  demonstrate  that  the 
heat  has  enlarged  it  sufficiently  to  enable  it 
to  pass  over  the  tube.  If  this  is  found  to 
be  satisfactory  the  interior  is  cleaned  out 
with  canvas-covered  sw'abs  and  the  crane 
carries  the  jacket  to  the  tube  over  which  it 
is  carefully  centered.  Four  men  with 
asbestos  gloves  steady  the  jacket  as  it  slowly 
closes  over  the  tube.  The  crane  employed 
in  this  work  is  of  perhaps  75  tons  capacity 
yet  it  is  capable  of  such  delicacy  of  manipu¬ 
lation  that  the  jacket  is  centered  within 
one-thirty-second  of  an  inch  and  is  lowered 
at  the  rate  of  but  one  foot  per  minute. 
After  the  jacket  has  cooled  and  shrunk  on 
the  tube  its  outer  surface  is  finished  on  the 
lathe  and  the  hoops  are  shrunk  on.  The 
outer  surface  of  each  part  is  finished  after 
it  is  in  place  on  the  gun. 

The  rifling  of  the  gun  is,  of  course,  an 
important  operation.  The  piece  of  ord¬ 
nance  is  placed  in  a  rifling  lathe  and 


blocked  up  in  line  with  the  rifling  bar  to 
which  a  rifling  head  is  attached.  The 
rifling  head  is  cylindrical  and  fits  the  bore 
accurately.  It  carries  four  cutters  in  the 
shape  of  the  rifling  grooves,  and  the  rifling 
bar  has  a  groove  in  its  surface  which  has 
just  the  twist  desired  for  the  rifling 
grooves  and  a  stationary  pin  which  engages 
the  groove  in  the  bar,  causing  it  and  the 
head  to  turn  in  the  proper  manner  to  form 
the  rifling.  When  four  grooves  have  been 
finished  by  the  employment  of  this  apparat¬ 
us  the  rifling  head  is  turned  the  required 
distance  and  four  new  grooves  are  cut. 
After  this  the  breech  mechanism,  which 
has  been  made  in  a  separate  shop,  is  at¬ 
tached  to  the  gun. 

Finally,  the  finished  gun  is  placed  in  the 
sleeve  of  its  mount  and  all  parts  of  the 
mount  are  put  in  place,  or  else  an  equiva¬ 
lent  weight  is  attached.  The  whole  mass 
is  then  raised  and  placed  on  steel  wedges, 
supporting  the  large  lugs  on  the  sides  of 
the  sleeve  from  which  the  trunnions  are 
to  be  formed.  These  lugs  are  made  suffi¬ 
ciently  large  to  allow  the  trunnions  to  be 
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so  located  as  to  perfectly  balance  the  gun. 
If  the  gun  is  accurately  balanced  the  power 
necessary  to  elevate  and  depress  it  is  com¬ 
paratively  small,  and  so  the  wedges  are 
tried  back  and  forth  until  they  are  finally 
so  placed  that  the  gun  muzzle  can  be  raised 
and  lowered  by  a  slight  touch  of  the  hand. 
The  position  of  the  trunnions  can  be  cal¬ 
culated  within  one-tenth  of  an  inch,  and 
the  whole  ponderous  weapon  is  as  accurate 
in  all  its  parts  as  a  high  grade  watch. 

The  naval  ordnance  factory,  which  not 
only  manufactures  heavy  guns  of  every  de¬ 
scription,  but  also  has  a  capacity  for  turn¬ 
ing  out  3,000  projectiles  per  day,  gives  em¬ 


ployment  to  more  than  4,000  men,  who  are 
paid  by  the  government  wages  aggregating 
about  a  quarter  of  a  million  dollars  per 
month.  Of  late  years  the  factory  has  been 
working  continuously  day  and  night  the 
greatest  number  of  workmen  who  could 
be  employed  to  advantage.  The  equipment 
includes  the  finest  types  of  electrically  op¬ 
erated  lathes  and  other  machine  tools  to 
be  found  in  America,  including  many  val¬ 
uable  pieces  of  apparatus  invented  and  con¬ 
structed  by  the  mechanics  in  the  gun  fac¬ 
tory.  The  general  direction  of  the  naval 
ordnance  factory  is  in  the  hands  of  Capt. 
E.  H.  C.  Leutze,  a  most  capable  officer. 


Origin  of  the  Symbol  $,  or  the  United 

States  Dollar  Mark* 

With  interesting  illustrations  taken  from  the  Federal  Arithmetic  published  in  1797 

By  E.  L.  WILSON 


HE  origin  of  the  symbol  $  or 
the  United  States  dollar  mark, 
has  been  ascribed  to  several 
sources.  By  some  it  is  sup¬ 
posed  to  represent  the  U 
written  upon  the  S,  denoting  U.  S.  (United 
States).  Some  think  it  is  a  modification  of 


the 


figure 


8,  having  reference  to  8  reals, 


or  a  piece  of  8,  as  the  dollar  was  formerly 
called;  others  that  it  represents  the  “Pillars 
of  Hercules,”  which  were  stamped  on  the 
Pillar  Dollar ;  and  others,  still,  that  it  is 


a  combination  of  the  initials  P.  &  S.,  from 
the  Spanish  Peso  Duro,  signifying  Hard 
Dollar.  Again,  as  it  is  used  in  Portugal 
to  note  the  thousands’  place,  it  is  held  by 
some  that  it  originated  in  that  country :  a 
mil-reis,  or  thousand  reis,  being  written 


thus  1$000. 

At  the  time  of  the  adoption  of  the  decimal 
currency  by  Congress  in  1786,  each  state 
had  its  own  currency,  which  was  in  the 
denominations  of  pounds,  shillings,  and 
pence,  but  of  different  and  fluctuating  value; 
and  there  were  besides  considerable  quan¬ 
tities  of  English,  French,  Spanish,  Cana¬ 
dian,  Irish,  or  other  gold  and  silver  coin  in 
current  circulation.  All  these  varying 
moneys  had  constantly  to  be  changed,  re¬ 


duced,  or  valued  in  the  other,  for  which 
purpose  the  English  pound  sterling  was 
used  as  the  standard  of  value  into  which 
the  others  were  reckoned. 

That  our  present  symbol  for  the  dollar 
was  originally  an  adaptation  of  the  English 
mode  of  noting  pounds,  shillings  anu 
pence,  and  was  the  form  at  first  used  to 
represent  not  dollars,  but  cents,  will  ap¬ 
pear  from  the  tables  and  illustrations 
shown  below,  taken  from  the  “American 
Accomptant”  or  “Federal  Arithmetic”  pub¬ 
lished  in  1797,  a  large  part  of  which  is  de¬ 
voted  to  rules  for  reducing  the  many  forms 
of  currency  then  in  use  into  one  another, 
and  into  federal  currency.  The  advan¬ 
tages  of  the  decimal  system  of  notation  as 
applied  to  the  computation  of  money  are 
not  only  shown,  but  the  same  method  is 
recommended  for  computing  all  the  other 
measures  of  weight,  quantity,  time,  etc.,  and 
the  prediction  is  made  that  the  federal 
currency  will  take  the  place  of  all  those 
then  in  use. 

As  will  be  seen  from  the  illustrations, 
mills,  dimes,  cents,  and  dollars  were  sep¬ 
arately  "pointed  off ;  and  the  mills  being 
represented  by  a  single  oblique  bar  or 
stroke,  the  dimes  by  two  such  bars,  the 
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Explanation  oj  fundry  Marks  and  Jigns  ufed  in  this 

Compendium. 

=TC'wO  horizontal  parallel  lines  are  the  figti  of 
ec^uality  ;  as  i—  ^\o—// \  oo—j  tooo  *,  t.  e.  i  dollar 
equals  i  o  dimes,  which  ctjuals  loo  cents,  whichcquals 
1000  niills. 


Of  Federal  Monty. 


to  Mills make  I  Cent. 
10  Cents  .  -  •  t  Dime.' 
to  Dimes  «  i  Dollar. 
10  Dollars  •  -  i  Eagle.’*'' 


Chataderifiics, 

// 

iK. 

f. 


X.XAMP  LES. 

MJfl/ / 

Reduce  24.7.5.6  into  Mills. 
j4n/.  24756  Mills 

Reduce  ^24  into  Dimes,  Cents  G  Mills 

- 

//  2400 
/ 24000 


^*  //  /  in 

82)31.71  2(38  6 


—  *  %  % 

7“  95)  743.i^9(  2345)28754.19  6( 

323)  826.6oo(  5432)69245.78  9{ 

552  I  147)8968.07  of  3254)89694.45  ji 

- i83)5096.009(  4523)48962.87  5( 

Rem.  {60)  2i2(9i25.ooo(  1765)98765.43  2( 

lefs  than,  a  mill. 

For  the  mutual  dtvifioit  of  Decimal  mixed  quantities^  the 
learner  is  referred  to  the  divijion  of  Decimal  Fraftions, 
in  the  Third  Part, 


cents  by  two  bars  overwritten  with  a  curv¬ 
ed  line,  or  S,  and  the  dollars  by  two  bars 
with  two  curved  lines  drawn  across  them. 
The  use  of  a  curved  line  instead  of  a  hori¬ 
zontal  bar  w^ould  seem  to  have  been  used 
to  distinguish  these  marks  from  the  symbol 
for  the  pound  sterling  when  badly  written, 


and  also  from  the  form  used  in  mark¬ 
ing  and  numbering  goods.  The  perpendic¬ 
ular  stroke  may  have  been  suggested  by 
the  custom  of  indicating  shillings  and 
pence  when  taken  together  by  writing  the 
number  on  each  side  of  an  oblique  line, 
as  5/6. 


Geographical  Indexing 

■Location  Indexing  is  growing  in  popularity  and  is  a  natural  sequence  of  vertical  filing 

By  WM.  J.  MULLIN 

Manager  Educational  Department,  Yawman  &  Erbe  Mfg.  Co. 


EOGRAPHICAL  or  Location 
indexing  has  not  yet  had  suf¬ 
ficient  appreciation  from  those 
to  whom  it  is  available — and 
they  are  legion — as  nearly  ev¬ 
ery  manufacturer  or  jobber  who  sells  his 
products  to  dealers  away  from  his  home 
town  can  use  it,  and  once  adopted,  no  other 
method  of  filing  data  relating  to  customers 
will  ever  be  tolerated. 

Despite  opposition  from  quarters  where 
its  merits  are  not  fully  known,  location  in¬ 
dexing  is  steadily  gaining  ground  in  this 
somewhat  formative  period  in  office  eco¬ 
nomics,  and  its  course  cannot  be  stayed— 
for,  location  indexing  does  for  filing  in 
general  exactly  what  the  single  vertical 
folder  does  for  it  in  particular.  The  latter 
contains  ail  papers  relating  to  one  individ¬ 
ual,  concern,  or  subject,  the  former  groups 
all  of  these  individual  folders  according  to 
their  geographical  position,  and  therefore 
logically  follows  the  law  of  centralization. 
This  grouping  of  the  segregated  information 
into  one  unit,  as  it  were,  is  the  factor  that 
sooner  or  later  is  going  to  compel  the  seller 
of  goods  seeking  markets  away  from  his 
home  town,  to  adopt  the  system. 

Time  was  when  a  manufacturer  or  job¬ 
ber  was  satisfied  if  he  found  at  the  end 
of  his  annual  inventory  that  he  had  a  sur¬ 
plus  of  assets  left  after  deducting  expenses 
for  the  whole  of  his  business.  Little  did  he 
concern  himself  as  to  whether  this  depart¬ 
ment,  or  that,  stood  on  its  own  profit-bear¬ 
ing  footing.  But,  with  the  progression  into 
his  field  of  competitive  features,  together 
with  the  peculiarly  American  fever  of  get¬ 
ting  hold  of  every  dollar  available,  came 
the  necessity  for  factory,  store  and  office 
economics,  which  brought  to  the  fore  de¬ 
partment  individuality,  cost  systems,  im¬ 
provements  in  labor-saving  machinery,  me¬ 
chanical  devices  for  doing  the  things  in 
the  office  heretofore  the  work  of  brain  and 
hands,  and  the  numberless  other  additions 
vital  to  accomplish  ends  striven  for. 


As  our  country  develops  in  population, 
wealth,  and  consumptive  power,  there  is  a 
constant  incentive  for  new  competition  to 
spring  up  in  any  line,  the  sale  of  which 
promises  to  be  more  or  less  large.  It  fol¬ 
lows  that  those  who  are  already  engaged  in 
the  trade  of  articles  which,  by  their  sale, 
entice  others  to  engage  in  their  production, 
must,  while  covering  generally  the  entire 
scope  of  the  market  to  which  their  goods 
appeal,  look  closely  into  the  circumstances 
surrounding  each  and  every  portion  which 
goes  to  make  up  their  general,  or  whole  field 
of  sale. 

The  seller  who  has  installed  centralization 
methods  in  his  factory,  store  and  office, 
looking  to  economy  of  production,  must 
then,  logically,  look  closely  into  the  avenues 
where  what  he  markets  is  consumed,  as 
the  perpetuation  of  his  whole  business  ex¬ 
istence  is  at  once  imperilled  by  inattention 
to  the  buying  field,  in  these  days  of  tense 
rivalry.  If  a  manufacturer,  doing  business 
in  New  York  state,  discovers  that  Buffalo, 
which  consumes  $75,000  worth  of  his  class 
of  goods,  is  only  buying  $5,000  worth  from 
him,  he  is  naturally  solicitous  as  to  why 
this  fact  prevails.  Knowing,  first,  that  alh 
data  regarding  Buffalo  is  filed  in  his  office, 
how  is  he  to  arrive  at  a  true  sizing  up  of 
the  situation  by  the  probably  existing  mode 
of  filing  all  of  his  papers  by  the  alphabet¬ 
ical  method,  even  with  numerals  in  conjunc¬ 
tion,  under  the  surnames  of  his  customers 
and  prospectives  ?  For,  after  all,  filing  in¬ 
formation  by  the  latter  method,  so  far  as 
referring  to  it  is  concerned,  is  much  like 
having  a  treatise  on  rotation  of  crops  scat¬ 
tered  in  parts  through  a  hundred  volumes 
covering  as  many  subjects.  You  know  all 
of  the  information  is  in  the  set,  but  you  skip 
important  data  in  the  fifteenth  and  seventy- 
fourth  books,  and  your  plan  is  lame  to  that 
extent.  To  illustrate :  A  certain  large  cor¬ 
poration,  mu^ch  in  the  public  eye,  whose 
methods  compelled  them  to  keep  close  tab 
on  events  in  every  locality  occupied  by  them, 
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attempted  to  file  all  matters  pertaining  to 
their  trade,  alphabetically,  under  individual 
and  firm  names.  A  certain  contingency  arose 
wherein  it  was  imperative  to  learn  what 
concerns  in  a  town  were,  or  were  not, 
friendly.  Several  of  the  important  ones 
were  overlooked — with  disastrous  results. 
Geographical  indexing,  being  brought  to  the 
corporation’s  notice,  was  immediately 
adopted,  and  when  the  next  condition  arose, 
all  matter  pertaining  to  the  town  in  ques¬ 
tion  was  at  hand  at  a  second’s  notice. 

It  might  be  asked,  “Why  need  we  give 
consideration  to  ‘Boston’  when  we  are  only 
looking  for  the  letters  from  ‘John  Robinson’ 
there?”  I  answer:  Because  “John  Robin¬ 
son”  is  identified  owing  to  there  being  a 
city  or  locality  where  he  had  environment. 
It  naturally  follows  that  had  there  been  no 
“Boston”  there  would  have  been  no  “John 
Robinson”  for  you  to  do  business  with — 
therefore,  “John  Robinson”  is  merely  inci- 


tlental  to,  and  subordinate  to,  the  primary 
head,  “Boston.”  The  town,  itself,  is  the 
essential  thing  in  bringing  us  the  business 
of  those  of  our  patrons  residing  therein. 

Concerns  who  are  seeking  to  extend  their 
trade  are  handicapped  if  they  use  in  their 
offices  any  other  than  this  location  index¬ 
ing,  which  is  the  panacea  for  most  filing 
ills.  The  proper  disposition  of  the  writ¬ 
ten  records  in  the  office  is  just  as  impera¬ 
tive  to  the  success  of  a  business  as  is  any 
other  factor,  and  any  appendage  to  an  in¬ 
dustry,  whether  in  the  manufacturing  or 
selling  end,  succeeds  only  in  proportion  as 
support  is  forthcoming  in  office  detail. 

This  is  an  age  of  specialism  in  every¬ 
thing,  and  humanity  reaps  the  benefits. 

To  those  who  are  responding  to  the  im¬ 
pulse  for  system,  set  going  a  few  years  ago, 
location  indexing  should  appeal,  as  it  spe¬ 
cializes  for  us,  in  grouping  where  we  can 
find  it,  the  data  we  want  ever  ready. 


Working  Overtime 

A  proper  system  of  arranging  the  work,  and  a  competent  executive 
control  of  the  office  employes  renders  overtime  unnecessary 

By  W.  T.  CHILDS 


R.  TOMKINS,”  began  Wolfe, 
“I  have  had  occasion  to  re¬ 
turn  to  the  office  as  late  as 
nine  o’clock  on  several  even¬ 
ings,  since  I  have  been  the 
secretary  of  the  Commonwealth  Chemical 
Company,  and  I  have  been  surprised  to  find 
a  number  of  the  clerks  still  at  work.” 

“That’s  strange,”  answered  the  president 
of  the  corporation,  “the  office  hours  are 
from  eight  a.  m.  to  five  p.  m.” 

“Furthermore,”  continued  Wolfe,  “last 
Saturday  afternoon,  I  returned  at  four 
o’clock,  and  found  the  entire  force  at  work.” 

“We  close  on  Saturdays  at  one  o’clock.” 

“I  have  made  inquiry,”  Wolfe  said,  “and 
learn  that  it  is  seldom  any  of  the  clerks 
leave  the  office  before  seven-thirty  in  the 
evening,  and  that  it  is  generally  after  six 
o’clock  when  the  doors  are  locked  on  Sat¬ 
urday.” 

“This  must  be  remedied,  at  once,  Wolfe !” 


said  the  president.  “I  want  you  personally 
to  take  the  matter  in  hand.  If  the  men  are 
unable  to  do  the  work  in  the  regular  office 
hours,  I  authorize  you  to  employ  additional 
clerks ;  and  if  there  is  anyone  in  the  office 
who  retards  the  work  of  others,  replace  that 
one  with  a  competent  man.” 

“All  right,  Mr.  Tomkins,”  answered 
Wolfe,  “I’ll  confer  with  Jackson,  the 
chief  clerk,  today.” 

The  chief  clerk  was  the  best-posted  man 
in  the  office;  he  was  thoroughly  familiar 
with  the  work  of  each  desk  in  the  office ;  he 
had  a  remarkably  retentive  memory;  and  if 
any  employe,  not  excepting  the  president 
or  the  secretary,  was  undecided  about  any 
detail  of  the  corporation’s  business,  the 
chief  clerk  was  consulted. 

Notwithstanding  these  accomplishments, 
he  had  allowed  himself  to  get  into  a  rut.  It 
would  have  been  impossible  for  any  man, 
however  efficient,  to  have  completed,  in  the 
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eight  working  hours  of  any  clay,  all  the 
duties  the  chief  clerk  had  assumed.  He 
had  no  time  to  supervise  the  work  of  the 
office  force ;  he  was  constantly  tied  down  to 
his  own  desk.  He  took  the  stand  that  it 
was  easier  to  do  a  thing  himself  than  to 
tell  another  how  to  do  it. 

He  had  started  with  the  corporation  as 
office  boy,  and,  in  advancing  from  desk  to 
desk,  until  he  finally  became  the  chief  clerk, 
instead  of  relinquishing  to  each  successor 
all  that  pertained  to  the  subordinate  posi¬ 
tion,  he  had  carried  with  him  to  each 
higher  desk  duties  which  he  was  not  ex¬ 
pected  to  perform.  In  fact,  he  had  allowed 
himself  to  become  a  willing  horse,  and  he 
was  working  himself  to  death. 

The  newly-appointed  secretary  had  no 
sooner  broached  the  subject  with  the  chief 
clerk  than  the  latter  began  to  labor  under 
the  misapprehension  that  imputation  had 
been  cast  upon  his  ability. 

“Every  man  is  overtaxed  now,”  he  con¬ 
tended,  even  before  Wolfe  had  outlined  any 
plan  for  relief,  “an4  it  is  simply  impossible 
to  close  the  office  at  the  proper  hour.” 

“Mr.  Jackson,”  answered  Wolfe,  kindly 
but  firmly,  “we  must  close  this  office  at 
five  o’clock  every  evening  and  at  one 
o’clock  on  Saturdays !  I  want  you  to  study 
over  the  situation  and  let  me  know  how  we 
might  accomplish  the  desired  result.  If  the 
force  is  inefficient,  get  competent  men,  and 
if  insufficient,  we  will  employ  more  men.” 

Jackson  left  Wolfe’s  private  office,  con¬ 
vinced  that  the  secretary’s  views  were  the¬ 
oretical  and  decidedly  impractical. 

At  the  end  of  the  week,  after  consulting 
a  number  of  the  senior  clerks,  who  were 
unanimous  in  the  opinion  that  the  force 
should  be  increased,  Jackson  suggested  to 
Wolfe  the  employment  of  four  additional 
clerks. 

Three  weeks  later,  Wolfe  had  another 
conference  with  the  chief  clerk. 

“I  have  noticed  a  decided  improvement 
since  our  last  conference,  Mr.  Jackson,”  he 
said,  “but  I  am  not  satisfied  yet.” 

“Well,  I  have  done  everything  in  my 
power  to  better  conditions !”  Jackson  an¬ 
swered. 

“I  have  not  limited  you,”  replied  Wolfe. 
“I  have  told  you  that  we  are  prepared  to 
spare  no  expense  in  this  matter.  You  have 
added  four  new  men  to  the  force;  if  neces¬ 
sary,  we  will  add  four  more.” 

“And  we  must  institute  a  system  for  fil¬ 


ing  our  correspondence  and  of  following  up 
quotations  and  inquiries,”  continued  Wolfe. 

“System!  What  do  we  want  with  sys¬ 
tem?  Why,  I  keep  all  those  things  in  my 
head  I” 

“Ah,  there’s  the  trouble.” 

“I  don’t  understand  you,  sir  1”  impetu¬ 
ously  answered  Jackson.  “Have  I  ever 
overlooked  any  quotation  or  inquiry,  or 
mislaid  any  correspondence?” 

“Not  to  my  knowledge.  But  don’t  you 
understand,  Mr.  Jackson,  how  easy  it  would 
be  for  you  to  forget  something,  when  your 
memory  is  taxed  with  so  many  details,  and 
when  you  give  attention  to  your  multitud¬ 
inous  duties?  Suppose  you  should  be  sick,, 
or,  now  don’t  think  I  am  hard-hearted,  sup¬ 
pose  3^ou  should  die?” 

“You’d  have  to  get  another  man  in  my 
place  1” 

“Exactly  I  But  would  not  your  successor 
be  seriously  handicapped?  He  would  never 
come  up  with  all  the  details  that  you  keep 
in  your  head.  I  believe  a  man’s  work 
should  be  in  such  shape  that  another  could 
take  it  up  at  the  shortest  possible  notice.” 

“Such  a  system  would  cost - 7” 

“There  you  are  on  the  wrong  track 
again!”  interposed  Wolfe.  “I  tell  you 
again,  and  finally,  that  you  are  not  to  con¬ 
cern  yourself  about  the  cost  of  the  pro¬ 
posed  improvements.  The  president  will 
hold  me  personally  liable  if  my  plans  fail.” 

“All  right,  sir,  if  you  are  willing  to  spend 
the  money,  I  should  like  to  employ  four 
more  clerks  at  ten  dollars  each  a  week.” 

“Employ  them  at  once!”  unhesitatingly 
answered  Wolfe. 

Before  the  lapse  of  three  months,  the 
office  force  of  the  Commonwealth  Chem¬ 
ical  Company  presented  a  much  changed 
aspect.  Few  men  were  at  their  old  desks. 
Ten  new  clerks  had  been  added  and  seven 
inefficient  ones  had  been  dropped.  The 
total  increase  in  the  pay  roll  was  $40  a 
week. 

Promptly  at  five  o’clock  every  evening, 
the  men  began  to  clear  their  desks,  and 
before  a  quarter  after  five,  every  man  was 
out  of  the  office.  The  janitor  had  com¬ 
pleted  his  work  and  was  able  to  lock  up  at 
six  o’clock.  It  was  only  occasionally  that 
Jackson  remained  until  six  o’clock,  in  order 
to  attend  to  some  matters  which  he  had 
been  unable  to  dispose  of  during  the  day, 
because  of  his  many  interruptions. 

Jackson  was  now  the  chief  clerk  in  real- 
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ity  as  in  name.  He  no  longer  did  any  of 
the  detailed  work,  but  supervised  the  work 
of  the  force.  The  secretary  had  seen  in 
him  a  valuable  man,  if  once  set  straight, 
hence  his  patience  to  get  him  out  of  the 
rut. 

Jackson  had  time  to  improve  the  corre¬ 
spondence  system.  Instead  of  filing  letters 
alphabetically  under  the  name  of  the  writer, 
all  correspondence  was  registered  and  num¬ 
bered.  The  daily  inquiries  and  quotations 
were  systematically  recorded  and  followed 
up,  orders  were  shipped  promptly,  and 
many  labor-saving  devices  were  instituted. 

In  referring  to  the  subject,  Wolfe  gave 
out  the  following  statement :  “When  I  ap¬ 
proached  the  president,  it  was  simply  be¬ 
cause  I  believed  in  doing  the  men  justice. 
I  realized,  that  in  taking  on  new  men,  we 
told  them  our  hours  were  from  eight  a.  m. 
to  five  p.  m.,  and  when  we  compelled  them 
to  remain  at  the  office  two  or  three  hours 
longer  every  day,  without  additional  pay, 
we  were  simbly  robbing  them  of  that  much 
time.  If  they  had  reported  to  us  at  ten  or 
eleven  o’clock  in  the  morning,  instead  of 
eight,  we  would  have  demanded  an  im¬ 
provement  with  the  first  offense.  Why  ? 
Because  we  were  in  a  position  to  enforce 
our  rights.  On  the  other  hand,  few  em¬ 
ployes  can  exercise  their  independence. 

“Furthermore,  we  do  not  even  overwork 
our  machinery  or  our  horses.  We  have 
duplicate  engines,  duplicate  dynamos  and 
duplicate  furnaces  and  boilers.  We  do  not 
run  a  dynamo  two  days  continuously;  the 
one  that  runs  today  is  not  worked  tomor¬ 
row.  Suppose  we  had  but  one  and  that  one 
broke  down,  we  would  be  put  to  incon¬ 
venience,  delay  and  expense,  until  it  was 
repaired.  The  same  principle  applies  to 
our  horses.  Now,  suppose  the  health  of  one 
of  our  employes  broke  down  from  the 
strain  of  overwork,  it  would  be  our  duty 
to  continue  his  salary  during  his  absence 
from  the  office,  and  also,  we  might  be 
forced  to  employ  a  substitute  at  additional 
expense. 

“There  was  no  sentiment  whatever  in  my 
action.  It  was  simply  from  a  business 
standpoint,  though  it  was  just.  After  the 
innovation,  our  business  actually  increased 
ten  per  cent,  so  that  the  increase  in  the 
pay  roll  of  $40  a  week  and  the  cost  of  the 
labor-saving  devices  were  nothing  in  com¬ 
parison. 


“Of  course,  we  expect  to  be  so  busy  at 
times  that  we  will  have  to  work  a  little  over¬ 
time,  but  for  such  overwork,  the  men  are 
fully  compensated  by  their  two  weeks’  va¬ 
cation,  with  full  pay,  in  the  summer.” 


Set  in  a  New  Frame. 

The  secretary  of  the  American  Manufac¬ 
turing  Company  had  been  working  early 
and  late  ever  since  the  corporation  has  been 
organized,  and  now  that  everything  seemed 
to  be  going  smoothly — the  finances  in  good 
shape — the  department  managers  all  steady 
on  their  feet — the  wheels  all  moving  rhyth¬ 
mically — he  felt  that  it  was  time  to  die. 

“Medicine  won’t  help  you,”  said  the  doc¬ 
tor  ;  “you  need  a  complete  rest  and  change 
of  life  for  a  while.  Go  to  the  mountains, 
eat  and  drink  nourishing  foods,  and  smoke 
just  one  cigar  a  day.” 

A  month  later  the  sick  man  returned  to 
the  physician’s  office,  looking  well  and 
strong,  and  the  latter  complimented  him  on 
his  appearance  and  on  the  benefit  of  the 
advice  he  had  followed. 

“Yes,  doctor,”  said  the  patient,  “your  ad¬ 
vice  was  all  right  except  the  cigars — 1 
couldn’t  manage  them  no  matter  how  I 
tried,  so  I  gave  them  away.” 


On  a  Matter  of  Business. 

A  new  story  about  absent-mindedness  is 
being  told  on  a  West  Philadelphia  man. 

At  his  office,  in  a  big  Broad  street  build¬ 
ing,  every  sort  of  safeguard  is  taken,  and 
he  is  a  difficult  person  to  see,  except  by 
appointment.  On  this  occasion,  however, 
he  was  not  in  his  office,  but  at  home,  alone 
in  his  library,  awaiting  with  some  trepida¬ 
tion  the  course  of  events  upstairs,  where 
great  things  were  happening.  Despite  his 
anxiety,  however,  his  mind  wandered  and 
he  fell  to  speculating  as  to  how  he  should 
enlarge  his  business  so  as  to  make  it  fit  the 
approaching  amplification  of  his  domestic 
establishment. 

Just  then  there  was  a  knock  at  the  door. 
“Come  in,”  said  the  financier.  A  white 
capped  nurse  stuck  her  head  around  the 
edge  of  the  door.  “It’s  a  boy,  sir,”  she  said. 
The  financier  raised  himself.  “Kindly  ask 
him  to  state  the  nature  of  his  business,”  he 
replied. — Philadelphia  Record. 
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MODERN  OFFICE 
.  EttUIPMENT 


HIGH  GRADE 
TYPEWRITER  SUPPLIES 


Cosmos  Exhibit  at  the  Royal  Agricultural  Hall 

London,  England 


Held  from  July 

HE  Cosmos  Company  of  73a 
Queen  Victoria  street,  E.  C., 
and  3  Rue  de  Grammont, 
Paris,  Modern  Office  Equip¬ 
ment  and  Business  System 
House,  well  sustained  their  title  with 
this  exhibit,  which  consisted  of  every¬ 
thing  for  the  office,  from  paper  clips  to 
the  most  elaborate  and  artistic  display 
of  letter  filing  cabinets  and  card  index  sys¬ 
tems.  Electric  and  hand  envelope  sealers, 
commercial  graphophones,  and  every  up-to- 
date  office  device  was  shown,  such  as  sev¬ 
eral  makes  of  typewriters,  rotary  Cosmo- 
style  duplicators,  rotary  letter  copying  ma- 


1 4th  to  3 1  st  Inclusive 

chines,  including  also  The  Business  Man'.s 
Magazine  and  the  entire  line  of  their  sys¬ 
tem  and  office  publications.  In  the  writer’s 
opinion,  the  exhibit  was  one  of  the  best  he 
has  seen  at  any  exhibition,  and  he  has  had 
the  pleasure  of  visiting  several. 

The  gentleman  on  the  left  is  Mr.  Kark- 
linnis,  city  manager  of  the  Cosmos  Com¬ 
pany,  and  on  the  right,  Mr.  John  Ferguson, 
general  manager  of  The  Business  Man’s 
Publishing  Co.,  Ltd.,  who,  with  the  as¬ 
sistance  of  the  staff  of  both  companies, 
were  able  to  give  a  complete  and  satisfac¬ 
tory  demonstration  of  all  articles  on  the 
exhibit  during  the  period  of  the  show. 


Chicago’s  New  Mechanical  Post  Office 


By  R.  R.  SHUMAN 


^  This  graphic  description  of  the  mechanical  appliances  which  have  made  possible  the  handling 
of  a  greater  voluine  of  mail  than  is  handled  in  any  other  Post  Office  in  the  United  States,  —and  this  in 
a  building  that,  with  ordinary  methods,  affords  inadequate  space  for  handling  one-half  of  the  vast  ton- 
nage  proves  beyond  question  that  at  least  one  branch  of  the  Government  service  is  alive  to  the  ad¬ 
vantages  of  economical  modem  business  systems. 

^  Of  greatest  value  to  Business  Man’s  Magazine  readers,  however,  are  the  suggestive  features  of 
this  article.  How  the  more  than  four  million  pieces  of  mall  passing  through  this  great  Post  Office  every 
day  are  mechanically  conveyed  and  delivered  at  the  exact  point  desired  ;  the  perfection  of  the  system 
that  delivers  in  thirteen  minutes  mail  originating  at  a  distance  of  six  and  one  half  miles;  how  outgoing 
mail  is  delivered  at  the  very  door  of  the  mail  car  through  underground  tubes,  suggests  vast  possibilities  in 
the  adaptation  of  these  appliances  to  commercial  use. 

^  Although  brought  to  a  high  state  of  efficiency  in  individual  cases,  the  mechanical  transmission  of 
materials  in  manufacturing  and  other  industrial  establishments  is  yet  in  its  infancy.  In  this  regard 
Chicago’s  Mechanical  Post  Office  offers  the  business  world  an  object  lesson  in  economy. 


NOTABLE  example  of 
American  ingenuity  in  finding 
a  way  to  overcome  seemingly 
imsurmountable  difficulties  is 
found  in  the  mechanical  equip¬ 
ment  of  the  new  post  office  in  Chicago. 

The  building  itself,  300  by  370  feet  in 
dimensions,  is  of  a  striking,  though  typi¬ 
cally  governmental  style  of  architecture, 
ponderous  and  massive,  rising  280  feet  to 
the  top  of  the  dome.  It  is  a  monument  in 
granite,  typifying  the  dignity  of  the  gov¬ 
ernment  doubtless,  but  inadequate  to  the 
enormous  demands  that  are  now  made 
upon  it.  The  original  plans  were  drawn 
and  work  begun  11  years  ago.  Even  at 
that  time  the  space  designed  by  the  archi¬ 
tects  for  post  office  purposes  was  none  too 
great,  but  the  postal  business  in  Chicago 
has  more  than  doubled  during  the  yea^  in 
which  the  building  was  being  constructed, 
multiplying  handicaps  to  a  tremendous  ex¬ 
tent.  When  it  is  considered  that  at  the 
present  time  the  rate  of  increase  of  mail 
matter  to  be  handled  is  20  per  cent  a 
year,  the  reader  can  understand  how  seri¬ 
ous  was  the  Chicago  problem 

VAST  TONNAGE  HANDLEP 

To  give  an  idea  of  the  magnitude  of  the 
plant,  for  plant  it  is,  the  following  figures 
will  be  interesting : 

The  Chicago  post  office  handles  more 
mail  than  any  other  office  in  the  United 
States,  if  not  in  the  world.  More  than 


700  tons  of  mail  matter  are  received  and 
distributed  each  day.  This  means  that 
more  than  4,000,000  pieces  must  be  handled, 
not  once  but  many  times,  by  the  4,500  em¬ 
ployes  of  the  mail  service  in  Chicago. 
Stated  another  way :  8,000  pouches  and 
sacks  are  received  and  about  14,000  sent 
out  every  24  hours.  About  a  million  letters 
alone  are  postmarked  every  day,  while  ap¬ 
proximately  200  tons  of  newspapers  or 
periodicals  entered  as  second-class  matter 
is  the  daily  average ;  also  as  a  matter  of 
fact  on  Fridays  and  Saturdays,  the  day  for 
publication  of  most  weekly  periodicals,  this 
tonnage  may  be  triplicated  or  quadrupled. 
During  the  holidays,  at  Easter  time  and  at 
other  periods  of  the  year,  the  increase  over 
the  normal  amount  of  mail  to  be  handled 
is  almost  appalling,  and  the  mechanical 
equipment  for  handling  this  great  bulk  of 
mail  must  be  equal’  to  the  greatest  emer¬ 
gency. 

Much  of  this  mail  matter,  possibly  half 
of  it,  is  “through  mail,”  neither  originating 
nor  having  its  destination  in  Chicago,  but 
must  at  the  same  time  be  handled  in  the 
Chicago  post  office  because  Chicago  is  the 
great  focal  point  at  which  nearly  all  the 
railway  trunk  lines  have  their  termini. 
Even  European  mail,  intended  for  Asiatic 
and  Pacific  Island  points,  is  received  at 
Chicago  to  be  distributed  according  to  rail¬ 
way  routes. 

GENERAL  PLANS. 

The  post  office  department  occupies  the 
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basement,  first  and  second  floors  of  the 
federal  building,  the  upper  floors  being 
used  for  governmental  departments.  On 
the  Dearborn  street  side  of  the  building 
there  are  13  steel  chutes,  each  provided  with 
weighing  hoppers.  First-class  or  letter 
matter  collected  by  wagons  from  thousands 
of  letter  boxes,  are  dumped  into  these 
weighing  hoppers  in  sacks  and  satchels  and 
lowered  to  the  basement  floor,  being 
weighed  in  transit.  They  are  then  loaded 
on  to  moving  belts  which  convey  them  to 
huge  bucket  elevators  that  carry  their  tons 
of  mail  more  than  60  feet  vertically  to  the 
second  floor.  Here  they  are  dumped  by 
the  elevator  on  to  a  platform  and  are 
opened  by  attendants,  who  load  the  letters 
into  large  steel  cars,  each  car  containing 
three  compartments.  There  are  two  of 
these  cars,  each  running  on  its  separate 
track  elevated  high  above  the  steel  facing 
tables.  Above  the  tables  are  steel  hoppers 
from  which  the  facing  clerks  draw  their 
supply  at  will.  The  attendant  who  con¬ 
trols  the  movements  of  the  distributing  car 
can  readily  see  which  hoppers  require  re¬ 
plenishing  and  sets  an  ingenious  mechani¬ 
cal  device  on  the  car  so  that  each  compart¬ 


ment  is  dumped  automatically  as  prede¬ 
termined  by  the  starter,  and  the  car  having 
fulfilled  its  mission  returns  without  further 
attention  to  be  refilled. 

POSTMARKING  AND  CANCELING. 

There  are  seven  of  these  facing  tables 
and  the  operators  do  nothing  but  face  let¬ 
ters ;  that  is,  arrange  them  in  bunches  with 
the  addresses  toward  the  front  of  the  table, 
sliding  each  handful  along  to  a  rectangular 
trough  which  runs  along  the  edge  of  the 
table  three  or  four  inches  below  its  sur¬ 
face.  At  the  bottom  of  this  trough  is  a 
moving  belt,  its  surface  being  parallel  with 
the  surface  of  the  table,  and  the  letters  are 
carried  on  their  lower  edges  to  motor- 
driven  stacking  machines  at  the  ends  of 
the  tables.  Each  one  of  these  stacking  ma¬ 
chines  handles  from  500  to  600  letters  a 
minute.  From  the  stackers  the  letters  are 
taken  to  the  canceling  machines  which 
cancel  the  stamp,  printing  the  postmark 
with  the  time  of  cancellation.  The  letters 
are  then  transferred  to  the  primary  sorting 
tables.  Here  scores  of  skilled  clerks  sort 
the  letters  into  cases  or  pigeon  holes  ac¬ 
cording  to  groups  of  states.  This  is  what 
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is  known  as  “coarse”  distribution.  Other 
clerks  are  constantly  at  work  removing 
from  the  boxes  or  pigeon  holes  the  mail 
thus  sorted  and  packing  it  into  trays  or. 
cars  seven  and  a  half  inches  wide,  30 
indies  long  and  five  inches  deep.  At  the 
front  of  each  tray  is  a  bar  numbered  from 
one  to  fourteen  and  provided  with  a  slid¬ 
ing  guide  which  can  be  set  at  any  one  of 
these  numbers,  each  of  which  represents  a 
station.  The  loaded  trays  are  then  placed 
on  a  moving  belt  which  traverses  three 
side  of  the  second  floor  of  the  building 
where  the  secondary  distributing  cases 
are  located.  When  the  car  arrives  at  the 
station  corresponding  to  the  number  at 
which  the  guide  had  been  set,  it  is  auto¬ 
matically  switched  off  of  the  main  line  to  a 
little  siding  or  shelf  where  the  clerks  seize 
it  and  dump  its  contents  on  the  table  be¬ 
fore  them.  It  is  a  very  interesting  sight 
to  see  these  loaded  cars  darting  swiftly  on 
their  way,  each  picking  out  its  own  proper 
destination  with  absolute  accuracy.  The 
empty  cars  are  returned  on  the  lower  side 
of  the  belt  and  are  automatically  switched 
off  on  to  the  canceling  tables. 


ROUTING  THE  MAIL. 

A  secondary  distribution  consists  of  sort¬ 
ing  the  mail  received  at  each  of  the  14  sta¬ 
tions  mentioned  above  into  railway  post- 
office  routes  on  the  one  hand  and  local 
mail  on  the  other.  Letters  are  distributed 
in  cases  as  above  according  to  routes,  and 
tied  up  in  bundles  not  exceeding  four 
inches  in  thickness  and  loaded  on  to  a 
moving  belt  conveyor  which  travels  in  the 
opposite  direction  from  the  tray  conveyor 
just  described.  This  belt  conveyor  carries 
its  thousands  of  string-bound  packages  in 
an  uninterrupted  stream  to  a  centrally 
located  receiving  table  from  whence  it  is 
delivered  into  the  great  chutes  which  lead 
to  the  dispatching  station  of  the  under¬ 
ground  pneumatic  tube  system  on  the  floor 
below  or  into  pouches  which  are  conveni¬ 
ently  located  near  the  table.  The  mail  re¬ 
ceived  through  the  chutes  is  divided  ac¬ 
cording  to  the  pneumatic  service  trunk 
lines,  one  of  which  leads  to  the  Illinois 
Central  station,  another  to  the  Chicago  & 
Northwestern,  another  to  the  LaSalle 
Street  station,  and  a  fourth  to  the  Union 
station. 
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UNDERGROUND  PNEUMATIC  SYSTEM. 

The  pneumatic  tube  sending  and  receiv¬ 
ing  station  where  the  mail  deposited  in  the 
chutes  just  described,  is  delivered,  is  illus¬ 
trated  in  Fig  (?).  An  almost  continuous 
stream  of  cartridges  is  discharged  from  the 
receiving  tube,  the  speed  being  retarded  by 
an  air  cushion  in  the  machine.  Loaded  cart¬ 
ridges  to  be  sent  are  simply  dropped  into 
the  inclined  receiver,  the  weight  of  the 
cartridge  being  sufficient  to  make  it  pass 
the  air  valves.  These  cartridges  or  car¬ 
riers  are  7x24  inches  inside,  each  holding 
an  average  of  500  letters.  The  system  in¬ 
cludes  19  miles  of  eight-inch  cast  iron  pipe, 
through  which  a  continuous  current  of  air 
is  pumped,  giving  an  average  speed  of  over 
30  miles  an  hour  to  the  cartridges  which 
move  through  it.  The  longest  line  is  from 
the  post  office  to  the  Stock  Yards  station, 
six  and  a  half  miles  distant,  the  trip  being 
made,  including  necessary  transfers,  in  15 
minutes.  Each  of  the  trunk  lines  has  re¬ 
lays  located  at  branch  post  offices,  at  which 
cartridges  are  both  received  and  sent.  This 
pneumatic  tube  service  carries  only  first- 
class  or  letter  mail  and  in  fact  all  the  ap¬ 


pliances  described  thus  far  in  this  article 
are  devoted  to  letter  mail. 

NEWSPAPERS  AND  PACKAGES. 

Considerably  more  than  half  the  tonnage 
of  mail  handled  by  any  post  office  is  second, 
third  and  fourth-class,  or  in  other  words, 
newspapers  and  packages.  The  devices  for 
handling  this  bulk  of  matter  are  equally  in¬ 
teresting,  although  not  so  complex.  The 
mail  in  question  is  received  at  the  weighing 
hoppers  on  Dearborn  street  and  is  weighed, 
conveyed  and  elevated  in  the  same  way  as 
the  first-class  mail.  On  the  second  floor 
an  overhead  trolley  system,  which  makes  a 
circuit  of  the  building,  carries  the  incoming 
sacks  of  second,  third  and  fourth-class  mail 
matter  to  the  15  stations  which  are  served 
by  this  system,  and  the  operator  who  loads 
the  sacks  regulates  their  delivery  at  any 
one  of  these  15  stations,  so  that  the  opera¬ 
tion  is  automatic.  The  cable  which  travels 
about  the  room  is  provided  with  cars,  each 
one  having  hooks  which  engage  with  loops 
on  the  mail  sacks  as  they  pass  by  the  load¬ 
ing  frame,  a  device  which  lifts  the  sacks 
into  the  proper  position,  at  the  same  time 
the  operator  moves  a  pointer  to  a  number 
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corresponding  to  the  station  at  which  he 
desires  the  sack  delivered.  This  mechan¬ 
ism  sets  a  number  upon  the  car  and  when 
the  sack  comes  to  the  station  in  question 
the  hook  is  released  and  the  sack  drops 
on  to  a  curved  chute  in  front  of  the  opera¬ 
tor.  After  this  mail  receives  its  final  dis¬ 
tribution  into  outgoing  sacks  for  various 
delivery  points  it  is  conveyed  to  the  base¬ 
ment  where  it  is  loaded  into  wagons  for 
delivery  to  the  various  railway  stations. 

CITY  MAIL. 

One  of  the  large  wings  on  the  main  floor 
is  devoted  to  city  mail.  Here  more  than 
1,000  carriers  receive  their  mail  in  bulk, 
sort  it  according  to  the  convenience  of 
their  route  and  then  deliver  it.  The  im¬ 
mense  increase  in  the  bulk  of  Chicago’s 
mail  would  make  it  impossible  to  have 
handled  this  city  mail  in  twice  the  amount 
of  space  that  is  allotted  it  were  it  not  for 
the  ingenious  mechanical  devices  that  have 
been  installed  here.  While  the  clerks  are 
sorting  the  city  mail,  hundreds  of  letters 
are  found  that  are  either  misdirected  or 
not  clearly  or  fully  addressed.  These  have 
to  be  sent  to  the  head  clerk  for  redistribu¬ 


tion  or  reference  to  the  directory  depart¬ 
ment  for  proper  addresses.  This  class  of 
mail  is  called  “overs,”  and  the  usual  pro¬ 
cedure  has  formerly  been  for  the  clerk  to 
allow  this  mail  to  collect  until  the  par¬ 
ticular  delivery  he  was  working  on  had 
been  made  up  and  then  take  it  personally 
to  the  head  clerk  for  correction  or  redis¬ 
tribution,  after  which  he  takes  his  delivery 
sack  and  starts  on  his  route.  As  all  the 
other  carriers  follow  the  same  course  it 
will  be  seen  that  the  letters  which  the  car¬ 
rier  has  taken  to  the  head  clerk  just  be¬ 
fore  he  leaves  to  make  his  delivery,  must 
wait  for  the  next  delivery.  Those  that  are 
taken  to  the  clerk  at  the  end  of  the  last 
distribution  must  be  carried  over  night,  and 
when  Sunday  intervenes  these  letters, 
which  sometimes  amount  to  as  many  as 
5,000,  are  carried  over  until  Monday.  In 
order  to  avoid  this  delay,  a  system  of  con¬ 
veyors  is  arranged,  having  shelves  or  sta¬ 
tions  just  above  the  cases,  upon  which  the 
“overs,”  either  letters  or  packages,  are  laid 
from  time  to  time  as  they  are  sorted  out 
bv  the  carriers.  Traveling  cars  automati- 
callv  collect  all  matter  that  is  placed  upon 
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these  shelves  and  deliver  it  at  the  clerk  s 
desk,  making  a  collection  every  minute  or 
two,  and  as  fast  as  the  mail  arrives  at  the 
clerk’s  desk  it  is  taken  care  of  at  once,  so 
that  when  the  carriers  start  out  on  their 
routes  they  have  practically  every  piece  of 
mail  that  should  go  on  that  delivery. 

HOUSE  TUBE  SYSTEM. 

In  addition  to  the  various  systems  for 


ing,  requiring  more  than  two  miles  of 
tubing  altogether.  In  addition  to  this 
tliere  is  an  independent  pneumatic  tube  line 
connecting  the  weather  bureau  on  the  roof 
of  the  building  with  the  telegraph  offices 
a  block  or  two  away.  This  is  the  loftiest 
pneumatic  tube  line  in  existence. 

The  central  station  of  this  house  system 
is  a  busy  place.  Cartridges  fly  through 


OVERHEAD  TRADE  CONVEYOR  AND  CHUTE. 


carrying  and  transferring  mail  there  is  a 
pneumatic  tube  system  which  ramifies 
throughout  the  whole  great  building,  con¬ 
necting  all  the  offices  of  the  postal  depart¬ 
ment  as  well  as  the  other  federal  officials 
who  are  located  there,  with  the  central  re¬ 
ceiving  and  sending  station  on  the  main 
floor  of  the  post  office.  This  local  system 
comprises  16  lines  of  four-inch  brass  tub- 


these  tubes  at  the  rate  of  30  miles  an  hour 
and  each  cartridge  is  provided  with  a 
designating  ring  or  collar  which  may  be 
set  at  any  one  of  the  16  numbers  corres¬ 
ponding  to  the  various  stations  in  the  post 
office.  The  number  showing  through  the 
aperture  in  the  collar,  indicates  to  the  cen¬ 
tral  operator  for  which  receiving  station 
the  cartridge  is  destined,  and  without  be- 
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ing  opened  it  is  inserted  in  the  proper 
sending  tube.  This  system  is  used  for  in¬ 
tercommunication  between  offices  and  for 
delivery  to  the  post  office  of  outgoing  offi¬ 
cial  mail  as  well  as  the  private  mail  which 
employes  desire  to  dispatch. 

ECONOMIES  IN  SPACE,  TIME  AND  LABOR. 

The  Lamson  systems,  as  installed  in  the 
Chicago  post  office,  were  primarily  intended 
to  save  room  and  to  make  space  adequate 


on  some  fast  mail  train.  How  wonderful 
this  is,  is  appreciated  only  by  those  who 
realize  the  vast  number  of  handlings  which 
that  letter  must  receive  in  the  process.  The 
foregoing  descriptions  have  given  an  idea 
of  the  receipt,  weighing,  facing,  canceling, 
coarse,  intermediate,  and  fine  distributions 
which  intervene,  but  only  a  surface  idea. 
The  average  letter  is  handled,  classified, 
sub-classified  and  routed  at  least  15  times 
in  the  process  of  going  through  the  Chi- 


for  the  demands  upon  it  that  would  other¬ 
wise  be  out  of  the  question,  but  it  has  been 
discovered  that  in  addition  to  saving  floor 
space  the  systems  have  considerably  re¬ 
duced  the  number  of  clerks  neces¬ 
sary  and  consequently  the  expense  of 
handling  the  mails.  More  important 
than  this,  the  time  saved  is  a  very 
considerable  item.  A  letter  may  be 
deposited  in  a  letter  box  five  miles  away 
from  the  central  post  office  and  within  30 
minutes  from  the  time  it  is  dropped  at  the 
street  corner  it  is  steaming  out  of  Chicago 


cago  post  office,  and  when  it  is  considered 
that  some  4,000,000  pieces  are  put  through 
the  processes  every  day  it  is  a  marvel  that 
errors  are  not  more  frequent  than  they 
are. 

In  spite  of  all  criticisms  to  the  contrary 
those  who  best  know  it  are  a  unit  in  de¬ 
claring  that  the  United  States  postal  sys¬ 
tem  is  the  most  marvelous  example  of 
highly  systematized  work  in  existence.  An 
almost  military  obedience  to  instructions 
and  a  marked  degree  of  loyalty  pervades 
the  whole  system. 


Export  Agency  Business 

It  is  very  essential  to  have  a  proper  record  of  prices  arranged  and  fig¬ 
ured  in  the  currency  of  the  country  where  the  sales  are  being  made 

By  JARDINE  WALLACE  " 


HIS  heading  is  a  little  bit  ob¬ 
scure,  and  it  may  be  treated 
in  two  ways,  (1)  as  the 
agency  representing  the  Am¬ 
erican  manufacturers,  (2)  as 
the  agency  representing  the  foreign  buyers, 
and  filling  orders  by  buying  in  the  cheapest 
market. 

REPRESENTING  THE  MANUFACTURERS. 

In  all  cases  it  is  essential  for  an  export 
agency  to  have  its  prices  so  arranged  and 
figured  in  the  currency  of  the  country  where 
he  is  selling  that  he  can  cable  an  offer 
abroad,  or  receive  an  order  from  abroad, 
and  tell  at  once  what  price  he  can  afford  to 
pay  the  manufacturer. 

We  will  take  for  an  example  shoes,  of 
which  several  grades  are  made  by  one  firm 
and  exported. 

The  agency  adopts  a  code  word  say,  “Se¬ 
curity,”  which  means  “Assorted  Sizes  Lad¬ 
ies’  Fine  Shoes.”  and  he  has  a  cost  card 
on  this  style : 

“Security.” 

Assorted  sizes,  ladies’  fine  shoes,  24  pr.  to 

a  case,  at  $1.50  a  pr . $36.00 

Freight  to  Liverpool,  a  case .  50 

Cartage  in  New  York .  25 

Insurance  to  Liverpool .  37 

Total  cost — delivered  Liverpool . $37.12 


Or,  at  $4.82. 


£7  14  0 


When  the  agency  receives  a  cable  from 
Liverpool  ordering  10  cases  “Security”  at 
i7-14,  he  immediately ,  knows  that  he  can 
pay  the  manufacturer  $1.50  a  pair,  deliv¬ 
ered  in  New  York,  less  the  usual  commis¬ 
sion,  10  per  cent.  If  this  offer  is  accepted 
the  agency  immediately  passes  a  sale  note 
in  a  form  like  this : 

New  York,  10th  November,  1905. 

No.  1760. 

Sold  for  account  of  the 

Taunton  Shoe  Mfg.  Co., 

Taunton,  Mass., 

To  John  Wilson  &  Sons, 

Liverpool,  England. 

10  cases  ladies’  fine  shoes,  assorted  sizes. 


at  $1.50  a  pr . $360.00 

Commission,  10  per  cent . $36.00 

Delivered  in  N.  Y. 

(Signed)  . 


If  the  agency  uses  a  carbon  for  this  sale 
note  the  carbon  becomes  his  bill  book,  or 
charge  book,  from  which  he  posts  to  his 
ledger  a  debit  of  $36  to  the  account  of 
the  Taunton  Shoe  Mnfg.  Co.,  or  in  a  simple 
business  like  this,  the  agency  may  keep  its 
commission  account  as  under : 

This  account  is  very  simple,  and  as  an 
agency  business  is  often  run  by  a  man  and 
a  boy  these  entries  are  sufficient  to  show 
him  anytime  how  much  he  has  made,  and 
how  much  is  due  him. 


C  oryfA'i'*  ion  Accofiijl 
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Seci;rity  S\)oe 


LeTfer 

Latest  f\et>orT 

Price  Quoted 

Con\rviss  loq 

EiyqTon  Sl^oe  Mf<jCa 

E 1  ite  SEjoe Co. 

500  Cases 

StriKe  117  j-cictory 

1.50  del’d  N  y 

I07o 

Peter  dopes  ^  Co, 

2.50  Cases,  apxioys  to  sell 

1  45  try  lower 

10  7a 

Alex  Co 

loo  Cases,  inferior  cjyality 

135 

10  7a 

REPRESENTING  THE  BUYER. 

This  is  really  a  more  attractive  business 
for  the  agent  has  to  keep  in  touch,  not 
merely  with  one  manufacturer  of  shoes,  but 
with  all  the  manufacturers  of  that  kind  of 
shoe  which  he  wishes  to  buy. 

When  he  receives  an  order  to  buy  10 
cases  of  “Security,”  he  has  to  shop  around. 
From  his  file  he  finds  that  there  are  per¬ 
haps  50  concerns  making  this  shoe,  and  he 
has  to  know  the  conditions  in  which  they 
are.  Some  may  be  oversold,  and  cannot 
deliver  on  time,  others  may  have  on  hand 
“almost  as  good”  shoes,  but  not  quite  up 
to  “Security.”  Others  may  have  a  strike 
in  their  factories,  etc.,  the  price  has  to  be 
considered  also,  for,  acting  for  the  buyer 
he  has  to  buy  the  very  best  for  the  least 
possible. 

The  seller  generally  pays  the  commission, 
so  that  the  commission  account,  as  outlined 
above,  will  suit  this  case  also. 

However,  the  agency  representing  the 
buyer  does  not  always  give  the  buyer’s 
name  to  the  seller,  as  frequently  the  seller 
will  go  direct  to  the  buyer,  giving  him  the 


commission.  This  is  a  pernicious  habit, 
and  brings  discredit  on  any  manufacturer 
doing  it. 

The  invoice  would  be  sent  to  the  agent 
and  he  would  pay  same,  billing  in  turn  to 
his  Liverpool  buyer,  making  his  invoice 
out  in  sterling — thus  : 

10  cases  “Secuity”  Shoes,  at  $1.40  a  pair.  .$336.00 


Insurance  .  3.36 

Cartage  in  N.  Y . . .  2.50 

$341.86 

At  $4.82  per  £ . £70  18  6 

Freight  payable  in  Liverpool. 


In  keeping  price  cards,  I  recommend  a 
system  by  which  the  agency  can  tell  off¬ 
hand  all  particulars  in  regard  to  certain 
shoes,  and  to  keep  this  classified  under  the 
name  of  the  style  of  shoe. 

The  remarks  on  this  card  may  be  put  in 
pencil,  as  they  may  change  any  day.  These 
cards  are  of  no  use  for  an  article  like  flour, 
— or  provisions — which  are  bought  on  the 
market  on  daily  quotations,  but  are  only  in¬ 
tended  for  a  manufactured  article  which 
does  not  fluctuate,  changing  perhaps  once 
a  year,  or  only  under  exceptional  circum¬ 
stances. 


System  for  the  Retailer 

A  series  of  special  articles  contributed  by  John  A.  Manson,  who  is 
a  Director  of  the  New  England  Hardware  Dealers’  Association 


YSTEM  is  the  great  factor 
that  enables  manufacturers, 
jobbers,  department  stores 
and  catalog  houses  to  do  bus¬ 
iness  on  close  profits.  Safe¬ 
guard  methods  are  in  use  by  them  which 
insure  thoroughness  and  quick  action  all 
along  the  line  and  goods  do  not  get  away 
from  them  without  being  properly  booked, 
nor  is  credit  given  indiscriminately.  In 
these  days  of  sharp  competition  the  retailer 


JOHN  A.  MANSON. 


must  do  busines  systematically — everlast¬ 
ing  application  and  knowledge  of  business 
are  bound  to  win  out  for  him,  and  were  he 
awake  to  conditions  20  years  ago  as  he  is 
today,  the  mail-order  catalog  house  would 
not  have  made  the  inroads  on  his  business 
that  it  has  in  many  places. 

The  retailer  has  all  kinds  of  competition 
to  meet — for  many  manufacturers,  jobbers 
and  catalog  houses  go  direct  for  his  trade. 
Notwithstanding  this  the  retailer  is  bound 
to  be  the  main  distributor  and  introducer 


of  goods  direct  to  the  consumer  and  will 
command  the  cream  of  the  trade  in  his 
locality,  by  doing  business  in  a  thoroughly 
modern  way,  by  being  well  equipped  witii 
capital,  carrying  stock  well  adjusted  to  the 
demands  of  his  trade,  goods  classified,  con¬ 
veniently  and  attractively  arranged,  dis¬ 
played  and  priced  and  giving  careful  atten¬ 
tion  to  extending  credit  and  collecting.  Sell¬ 
ing  high  grade  goods  at  legitimate  prices, 
standing  back  of  them  and  giving  satisfac¬ 
tion  to  his  customers.  Doing  business  thor¬ 
oughly,  promptly  and  safely — learning,  im¬ 
proving  and  doing  something  all  the  time. 
He  should  be  a  judicious  advertiser  and,  in 
addition  to  newspaper  and  circular  adver¬ 
tising,  use  his  store  windows  and  store  in¬ 
terior  to  good  purpose. 

The  successful  retailer  must  be  a  master 
of  details,  for  the  nature  of  his  business  is 
indeed  varied — local  orders  by  telephone 
to  be  delivered  or  called  for,  orders  taken 
by  clerks,  some  of  which  are  charged, 
some  paid  for  and  some  to  be  paid  for 
when  delivered  or  called  for.  Many  or¬ 
ders  received  to  be  shipped  by  freight,  ex¬ 
press  or  mail.  Other  orders  received  for 
odd  goods  to  be  ordered  specially  and  often 
made  to  order,  and  other  orders  for  goods 
to  be  shipped  direct  to  customers  from  fac¬ 
tories.  He  certainly  needs  modern  busi¬ 
ness  methods  in  use  to  safeguard  these 
varied  transactions  and  insure  prompt, 
definite  and  positive  results — cash,  credit 
and  delivery  methods  that  are  thorough  in 
detail  and  from  which  records  are  obtained 
showing  that  no  goods  are  being  delivered 
without  having  been  charged  or  paid  for. 

Stock  should  be  carefully  watched  and 
new  goods  ordered  in  good  season — the 
systematic  use  of  a  want  book  is  important. 


Mr.  John  A.  Manson  is  the  head  of  the  firm  of  John  A.  Manson  &  Co.,  wholesale  and  retail 
dealers  in  hardware,  mill  supplies,  paints,  etc.,_  Burlington,  Vt.  He  has  21  years’  experience  in  the 
business  and  his  store  has  the  reputation  of  being  one  of  the  best  arranged  and  best  stocked  in  New 
England.  .  .  ,  . 

Mr.  Manson  is  a  director  of  the  New  Eng  land  Hardware  Dealers*  Association,  and  a  member 
of  the  National  Retail  Hardware  Association,  and  is  an  experienced  contributor  on  store  arrangement 
and  trade  topics  to  the  trade  magazine. 
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Copies  of  all  orders  placed  should  be  kept 
and  shipments  hurried  accordingly.  Many 
merchants  have  interchange  accounts  with 
competitors — when  goods  are  so  obtained 
they  should  be  recorded  so  that  a  check-off 
can  readily  be  obtained  when  bills  are  re¬ 
ceived.  Invoices  of  goods  purchased  should 


be  carefully  checked,  priced  and  figured 
and  a  clear  record  kept  of  all  freight  re¬ 
ceived  and  the  charges  on  same.  Some 
merchants  consider  freight  as  expense — on 
many  lines  of  merchandise  freight  charges 
are  five  to  ten  per  cent  of  cost  and  should 
be  considered  as  additional  cost  of  goods. 


Salesmanship 

Showing  why  the  six  dollar  clerk  can  earn  thirty-six  if  he  or  she  will 

By  H.  L.  HALL 


ALESMANSHIP,  the  selling 
of  goods,  is  both  an  art  and 
a  science.  It  can  be  taught 
just  as  any  other  thing  can 
be  taught.  Yet  not  everyone 
can  learn  it  any  more  than  everyone  could 
learn  to  be  a  finished  musician  or  a  finished 
artist.  One  may  be  born  with  mental  and 
physical  qualities  which  make  for  success 
in  salesmanship  but  these  qualities  merely 
assist  toward  success,  they  do  not  make  it. 
We  hear  of  the  “born”  salesman;  this  is 
all  nonsense.  We  might  just  as  correctly 
speak  of  the  “born”  bricklayer  or  the 
“born”  teamster.  The  star  salesman  may 
be  born  with  an  appetite  for  hard  work, 
but  even  this  is  doubtful  for  this  appetite 
for  work  is  a  thing  to  be  taught  and 
learned.  To  teach  it  you  must  catch  ’em 
young  for  it  is  only  in  the  earlier  years 
that  a  love  of  work  is  to  be  easily  acquired. 
This  appetite  for  work,  by  the  way,  is  the 
foundation  stone  of  the  whole  structure. 

A  lazy  person  will  rarely  succeed  any¬ 
where  except  by  accident — and  those  acci¬ 
dents  are  rare.  The  lazy  clerk  will  never 
be  a  success  under  any  circumstances. 
Hard  work  and  ambition  go  hand  in  hand. 
Ambition  breeds  hard  work  and  the  two 
breed  achievement.  Hard  work  need  not 
mean  drudgery — in  fact  it  must  not  mean 
drudgery,  for  the  minute  your  work  be¬ 
comes  drudgery  your  liking  for  it  has 
gone  and  no  success  is  possible  without 
the  enthusiasm  bred  of  a  genuine  liking. 
Good  work — the  sort  that  counts — is  con¬ 
stant,  well-considered  and  consistent  ef¬ 


fort.  Effort  applied  to  a  point  where  it 
will  do  some  good — where  it  will  produce 
results. 

A  school  for  salesmen  could  profitably 
be  maintained  by  every  employer.  The  idea 
sounds  like  philanthropy  but  it  is  not.  The 
ordinary  merchant  will  scout  the  idea, 
claiming  that  to  educate  salesmen  at  his 
expense  will  be  to  educate  them  for  some¬ 
one  else.  This  is  what  the  process  would 
amount  to  unless  he  took  steps  to  prevent 
it.  Such  a  result  will  inevitably  follow — 
your  good  salesmen  will  go  elsewhere  un¬ 
less  you  are  wise  enough  to  divide  the  re¬ 
sults  obtained  with  them.  Given  a  young 
man  with  average  intelligence,  average  ap¬ 
pearance,  average  ambition  and  a  willing¬ 
ness  to  work  and  work  hard,  a  good  sales¬ 
man  can  be  produced  by  teaching.  It  will 
cost  time  and  effort  and  perhaps  a  little 
money,  but  think  of  the  returns,  There  is 
scarcely  a  store  of  your  acquaintance  where 
the  sales  could  not  be  doubled  if  the  right 
sort  of  salesmanship  were  to  be  practiced. 

Look  into  conditions  in  some  of  the 
stores  which  are  held  up  commonly  as 
models  of  business  excellence.  Take  the 
big  Wanamaker  store  in  New  York,  for 
example.  Go  into  that  store  and  note  what 
sort  of  service  will  be  offered'  you  by  the 
sales-people.  I  do  not  mean  that  you  shall 
compare  the  service  with  the  service  you 
get  in  other  places.  Compare  it  with  what 
it  ought  to  be  and  then  ask  yourself 
whether  you  would  not  go  out  of  ^our 
way  to  buy  there  again  if  you  were  shown 
the  sort  of  attention  that  dollars  anxious  to 
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be  spent  should  be  shown.  The  Wana- 
maker  store  is  no  worse  than  a  hundred 
others,  but  that  is  not  the  point ;  it  is  no 
better. 

If  the  clerk  in  a  country  store  should 
treat  a  customer  in  the  way  customers  in 
this  or  any  other  big  store  are  treated  he 
might  not  lose  his  job,  but  he  would  be 
pretty  sure  to  get  a  good  thrashing — and 
he  would  have  it  coming  to  him.  Ask  the 
manager  of  such  a  store  why  he  does  not 
get  salesmen  instead  of  dummies; — and 
impudent  dummies  at  that — and  he  will  tell 
you  that  he  gets  the  best  he  can.  Un¬ 
doubtedly  he  does.  But  that  is  not  enough. 
What  does  he  do  to  make  them  better 
salesmen?  Usually  nothing,  I  am  sure.  If 
he  did  ever  so  little  an  improvement  would 
be  manifest  in  short  order.  Go  into  that 
store  and  have  the  manager  pick  out  his 
best  salesman.  Ask  him  how  much  better 
that  one  is  than  the  rank  and  file — mostly 
rank.  Then  ask  him  what  would  happen 
if  he  had  a  force,  each  member  of  which 
was  as  good  as  the  ‘‘star.”  It  would  mean 
a  doubling  of  the  sales  of  the  establish¬ 
ment.  What  would  it  mean  to  the  indi¬ 


vidual  salesman  when  his  sales  were  dou¬ 
bled?  It  would  mean  that  the  six-dollar 
clerk  would  soon  find  his  six  prefixed  by  a 
“one”  or  a  “two”  or  possible  a  “three.” 

The  salesman  who  increases  his  daily 
sales  and  who  keeps  them  up  will  not  have 
to  wait  until  next  year  for  the  result  to 
his  pay  envelope  if  the  employer  is  wise. 
And  it  is  possible  to  make  them  increase. 
It  is  not  a  thing  of  chance  or  a  thing  of 
mystery.  It  is  simply  a  knowledge  of 
salesmanship  which  means  a  knowledge  of 
what  you  have  to  sell  plus  a  knowledge  of 
how  to  sell  it.  Most  of  us  are  willing  to 
pay  for  having  things  done  when  we  want 
them  done  and  as  we  want  them  done.  It 
is  another  case,  as  the  song  has  it:  “I  want 
what  I  want  when  I  want  it.”  Get  busy. 
Weed  out  the  lazy,  the  idle,  the  incompe¬ 
tent,  the  indifferent,  and  keep  the  rest. 
Teach  them  what  to  do  and  how  to  do  it. 
And  having  taught  them  this — pay  them 
for  doing  it.  It  will  cost  more  both  ways, 
but  think  what  you  will  get  for  it.  Let 
your  clerks  know  that  there  is  still  room  at 
the  top  and  the  elevator  will  always  be 
found  running. 


A  Frenzy  of  Justice 

By  JAMES  HAY,  Jr. 


One  more  unfortunate, 
Greedy  for  cash, 

Gambler  importunate. 
Roguishly  rash; 

Guilty  of  robbery, 

Slick  in  his  jobbery, 

High  in  his  snobbery — 
Lord,  what  a  crash ! 

See  the  immutable 
Proof  of  his  gain. 

Watch  his  inscrutable 
Look  of  disdain  1 
Scorning  the  judges. 

He  never  budges. 

Saying,  “Two  fudges! 

You  give  me  a  pain!” 

Picture  his  palaces. 

Write  up  his  wealth, 

Air  all  his  fallacies. 

Tell  of  his  stealth — 
Scorning  the  masses. 

Calling  them  asses. 

Taking  his  passes. 

He  travels  for  health. 

Lawyers,  investigate 
How  it  was  done; 

Experts,  you  estimate 
Where  the  sums  run ; 
Witnesses,  hurry 
All  in  a  flurry 
Trying  to  worry 

The  man  with  the  “mon.” 


Chuck  out  his  brother. 

Fire  his  aunt. 

Leave  not  another 
Cousinly  “plant” — 

Write  a  report  on  him. 
Roughly  cavort  on  him. 

Get  in  some  sport  on  him. 
Curse  him  and  rant! 

Let  the  whole  city  full 
Know  of  his  game. 

No  one  be  pitiful 
Tho’  he  talks  tame; 

Cry  out  for  lawfulness. 
Weep  for  his  awfulness. 
Frown  at  his  flawfulness. 
Mash  him  with  blame! 

Then,  don’t  indict  him. 

Call  him  not  slob. 

Don’t  even  fright  him 
Turning  a  knob; 

Try  to  placate  him. 

Dare  not  to  hate  him — 
Just  legislate  him 
Out  of  his  job. 

Take  him  out  tenderly. 

Oust  him  with  care. 
Honored  so  slenderly. 

Rich  and  so  fair! 

Praise  with  intensity 
Money’s  immensity — 

Graft’s  a  propensity 
Many  men  share! 


The  Value  of  System 

The  busy  merchant  too  often  does  not  appreciate  the  value  of  efficient  and  economical 
systems  but  considers  every  suggestion  a  reflection  on  his  ability  as  an  office  manager 

By  J.  A.  FINNIGAN 


HIDE  business  methods  ,  and 
systems  have  undergone  great 
changes  in  recent  years  and 
while  a  large  percentage  of 
our  business  men  are  willing 
to  acknowledge  and  use  loose  leaf,  card 
and  other  systems,  it  is  a  fact  that  few 
of  them  can  be  interested  in  methods  look¬ 
ing  to  the  systematic  handling  of  orders. 

Why  this  should  be  the  case  is  very  easy 
to  understand.  We  are  all  more  or  less 
egotistical  and  to  have  an  outsider  call  at¬ 
tention  to  glaring  errors  in  our  business 
methods  is  a  rap  at  one’s  pride,  especially 
when  such  a  method  has  heretofore  been 
found  satisfactory.^ 

Mr.  Busyman,  who  does  not  care  a  rap 
about  the  value  of  time,  will  still  keep  in 
his  well-worn  track  and  stick  to  obsolete 
methods  of  billing,  entering  and  filling  or¬ 
ders,  ordering  goods  and  making  quota¬ 
tions. 

Systems  are  all  well  enough  in  their 
place,  the  loose  leaf  has  its  advantages,  so 
has  the  card  system  and  so  has  the  bound 
book,  but  too  much  system  and  too  little 
brain  thought  will  tend  to  make  any  busi¬ 
ness  man  disgusted  with  innovations. 

We  outline  a  few  suggestions  for  hand¬ 
ling  routine  work  in  conjunction  with  or¬ 
ders,  quotations,  etc,,  that  the  average  man¬ 
ufacturer  and  dealer  will  find  to  his  ad¬ 
vantage. 

ENTERING  OFFICE  ORDERS. 

The  best  and  quickest  method  for  hand¬ 
ling  orders  going  through  a  shop  or  factory 
is  a  bound  order  book  with  a  manifolding 
copy,  the  original  copy  staying  in  the  or¬ 
der  book  and  the  duplicate  (printed  on 
strong  tag)  sent  through  the  factory.  The 
order  and  instructor  should  be  numbered 
and  it  should  contain  all  the  information 
regarding  the  particular  job  or  order,  vi2., 
“By  whom  ordered,”  “to  whom  shipped,” 
“customer’s  order  and  requisition  number,” 
‘^how  shipped,”  etc.  The  duplicate  when 


it  is  torn  from  the  book  can  be  stapled  on 
the  ends  by  a  small  hand  stapling  machine, 
and  your  order  or  instructor  is  a  small  en¬ 
velope,  size  6x9,  into  which  can  be  placed 
your  quotation,  “order  from  customer” 
correspondence  or  any  data,  sample,  etc., 
relating  to  this  particular  order. 

Illustration  1  will  give  an  idea  on  which 
this  can  be  made  up.  ^ 

On  the  back  of  your  envelope  or  in¬ 
structor  can  be  printed  the  data  regarding 
factory  cost,  etc,,  which  will  tell  at  a  glance 
how  much  labor,  etc.,  has  been  expended 


ESTIMATE 

FROM 

STANDARD  INDEX  CARD  COMPANY 

Philadelphia, . 190 

.  Please  refer  to  No ... , 


In  compliance  with  your  request  of . 

we  take  pleasure  in  quoting  you  as  follows  : 


Trusting  that  the  prices  in  question  will  be  found 
satisfactory  and  awaiting  your  further  favors  we  beg 
to  remain  Yours  very  truly, 

Standard  Index  Card  Co. 

Per . . 

Form  3. 

on  the  particular  order.  Entries  to  the 
day  book  can  be  made  from  the  order  or 
instructor,  after  the  order  has  been  filled 
and  when  the  order  has  been  finished  it 
can  be  filed  numerically  or  alphabetically 
in  a  card  index  drawer. 

CROSS  INDEX  (for  OFFICE  ORDERS). 

It  is  an  absolute  necessity  to  have  a  con¬ 
cise  and  accurate  method  of  referring  to 
orders.  Her'etofore  reference  has  been 
made  by  referring  to  the  ledger  folio  of 
the  customer  and  from  there  to  the  day 
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Address 

ORDtRS  ENTERED 

OVR 

order  no. 

CU6TOMtRa 
OROSR  NO. 

CUSTOMERS 
REO.  NO. 

Ho5« 

Goe4» 

LV<rfvc9 

nisceuANEoos 

Destination 

DATE 

shipped 

MONTH 

day 

YEAf? 

Form  2. 


book,  where  after  a  needless  expense  of 
time,  you  would  perhaps  find  what  you 
were  looking  for  after  10  or  15  minutes’ 
hunting.  In  a  business,  which  is  to  a  great 
extent  local,  and  when  you  probably  have 
10  or  15  orders  from  one  concern  during 
the  course  of  a  day  a  cross  indexing  system 
is  required.  For  this  purpose  I  would  sug¬ 
gest  a  loose  leaf  book  about  8^  inches 
high  by  11  inches  wide  indexed  alphabeti¬ 
cally.  Have  the  page  ruled  so  it  will  hold, 
say,  60  to  70  orders.  All  that  is  really  re¬ 
quired  is  the  date  of  entry,  customer’s  num¬ 
ber,  “Customer’s  requisition  number,”  your 
order  number,  “shipping  date”  and  a  con¬ 
densed  memo,  of  orders.  This  will  enable 
you  to  refer  directly  to  your  cross  index 
for  the  customer’s  number,  and  you  can 


then  refer  to  your  office  copy  of  the  order 
to  see  how  the  order  stands.  A  system  of 
cross  indexing  will  be  of  great  assistance 
in  re-ordering;  for  instance,  you  get  an 
order  from  your  customer  “Duplicate  our 
order  No.  26785.”  All  that  is  necessary  is 
to  refer  to  the  cross  index.  Illustration  2, 
and  you  can,  at  a  glance,  find  your  previous 
order  number. 

QUOTATIONS. 

Quite  a  few  business  men  still  stick  to 
the  letter  system  of  quotations.  A  printed 
form  as  Illustration  3  will  prove  a  simpler 
method  of  replying  to  inquiries  and  will 
save  a  great  deal  of  time  in  dictating.  The 
original  “Quotation”  is  mailed  to  the  per¬ 
son  making  the  inquiry.  (In  this  connec¬ 
tion  it  would  be  well  to  suggest  a  distinc- 


Purchase 
Order  No. 


STANDARD  INDEX  CARD  CO. 

707  and  709  Arch  Street 
PHILADELPHIA 


To . 

Please  send  to 


the  following  and  bill  to  this  office. 


- X - 

Required  for  Instructor  No 


Bill  passed . . .  STANDARD  INDEX  CARD  CO. 

By .  By . 


Put  this  Order  No.  on  your  Bill  as  otherwise  we  cannot  check. 


Foum  4. 
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tive  color  for  the  original,  blue  is  a  good 
color  to  pick  out.)  The  duplicate  or  of¬ 
fice  copy  is  punched  for  an  arch  (Shannon 
file)  and  is  filed  alphabetically.  In  the 
lower  left  hand  corner  of  the  duplicate  a 
follow  up  memo,  can  be  made.  If  the  quo¬ 
tation  is  favorably  received  by  the  party 
quoted,  you  can  file  the  duplicate  in  your 
order  envelope.  If  it  is  not,  you  can  write 
the  “Inquirer”  in  five  or  ten  days  to  see 
how  the  matter  stands. 

ORDERING  GOODS. 

Form  4,  illustrated  herewith,  is  an  or¬ 
der  system  in  triplicate,  two  carbon  copies 
and  the  original  in  indelible  lead  pencil 
purchased,  the  duplicate  to  the  receiving 


department  (who  makes  the  necessary  no¬ 
tations)  and  the  triplicate  is  kept  in  the  of¬ 
fice  for  the  purpose  of  “jogging  up”  the 
party  from  whom  the  goods  are  ordered. 
The  office  and  shipping  department  copies 
of  the  order  are  filed  on  arch  files. 

In  having  your  quotation  or  in  fact  any 
form  made  up,  use  the  best  quality  of  paper 
obtainable.  A  letter  or  quotation  is  as 
closely  scanned  by  the  recipient  as  a  sales¬ 
man’s  appearance.  And  in  these  days  of 
competition  it  does  not  pay  to  make  a 
cheap  appearance. 

The  few  suggestions  in  this  article  are  in 
practical  use,  saving  not  only  money  but 
time  and  annoyance  in  handling  orders, 
quotations,  etc. 


The  Retail  Merchant  and  His  Show  Window 

How  much  rental  could  you  get  for  your  show  window?  Unless  you 
make  good  use  of  the  space  it  is  just  so  much  money  thrown  away 

By  H.  L.  HALL 


HE  properly  used  show  win¬ 
dow  is  the  best  advertising 
medium  within  the  reach  of 
the  retail  merchant,  and  yet, 
curiously  enough,  it  seems  to 
be  the  least  appreciated  of  all  the  means  he 
uses.  His  show  window  is  his  best  medium 
because  it  will  sell  goods  for  him  at  a  less 
percentage  of  cost  than  any  other  means  at 
his  command.  I  say  that  it  is  the  least  ap¬ 
preciated  because  of  the  fact  that  it  is  so 
very  generally  neglected.  Most  retail  mer¬ 
chants  have  not  yet  learned  its  true  value. 
Many  of  them  seem  to  think  that  it  is 
merely  a  space  which  must  be  filled  up  with 
something — it  does  not  really  matter  what 
or  how.  All  this  is  wrong. 

Your  department  store  manager  appreci¬ 
ates  his  window  space  and  makes  good  use 
of  it.  If  you  do  not  believe  that  he  consid¬ 
ers  window  space  valuable,  go  to  him  and 
try  to  rent  one  of  those  he  is  using.  You 
will  soon  get  a  larger  idea  of  its  value.  The 
big  store  even  goes  to  the  length  of  employ¬ 
ing  an  artist  who  spends  all  his  time  and 
thought  in  getting  up  and  executing  attrac¬ 


tive  window  displays.  And  these  window 
displays  sell  goods  enough  to  make  the 
window  dresser  and  his  big  salary  a  good 
investment.  We  called  these  window  trim¬ 
mers  artists,  and  many  of  them  are  nothing 
less,  as  an  inspection  will  soon  show,  but  it 
is  not  enough  that  a  display  shall  please 
the  eye.  It  must  sell  goods  or  it  is  not 
successful.  The  big  store  demands  that 
there  shall  be  a  material  increase  in  the 
sale  of  a  displayed  article  while  it  is  in 
the  window,  and  if  the  increase  does  not 
come  the  fact  is  chalked  up  against  the 
window  dresser  in  the  records  of  the  man¬ 
ager. 

In  show  windows,  the  acme  of  achieve¬ 
ment  is  to  be  found  in  the  big  stores  on 
Broadway  and  State  street,  and  there 
are  not  lacking  those  who  will  whisper 
that  the  latter  is  in  the  lead.  The  other 
extreme  is  to  be  found  in  the  window  of 
the  little  store  in  a  side  street  where  the 
sole  decorations  consist  of  a  smoky  lamp 
or  a  flaring  gas  jet  and  a  choice  collection 
of  fly-specks.  And  the  latter  has  just  as 
great  a  relative  value  as  the  former  if  the 
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ilege  of  exhibiting  your  announcement  in  a 
place  where  a  given  number  of  people  will 
pass.  It  is  up  to  you  to  make  your  an¬ 
nouncement  in  such  a  manner  that  these 
people,  or  a  goodly  number  of  them  will 
stop  to  see  what  you  have  to  say.  It  is 
just  the  same  with  your  show  window.  No 
matter  what  your  location,  there  will  be 
about  so  many  people  pass  your  window 
each  day,  and  it  is  your  task  to  make  that 
window  catch  and  hold  their  attention  to 
such  an  extent  that  some  of  them  will  feel 
a  want  of  what  you  there  offer. 

There  is  no  line  of  merchandise  of  which 
an  attractive  window  display  may  not  be 
made.  As  an  illitstration  of  the  way  in 


bird  and  am  not  easily  caught  by  the  ad¬ 
vertiser.  On  my  way  home  I  pass  three 
grocery  stores.  When  I  am  in  need  of  a 
stated  article  I  stop  at  the  one  where  I 
habitually  trade — for  all  of  us  have  our 
preferences.  The  store  where  I  trade  has 
ordinarily  attractive  windows,  but  nothing 
which  deserves  special  mention.  There  is 
another  of  the  stores,  however,  which  al¬ 
ways  makes  a  special  display  in  its  windows 
no  matter  what  the  season.  It  is  much  fur¬ 
ther  from  my  home  than  the  one  where  I 
usually  trade,  and  as  a  consequence  I  have 
further  to  carry  any  purchase  I  may  make 
there — and  yet  I  very  frequently  stop  there 
and  buy  something  just  because  the  win- 
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which  these  displays  sell  goods,  I  might 
instance  my  own  case — for  I  am  a  seasoned 
merchant  did  but  know  it.  The  advertis¬ 
ing  agent  of  your  local  opera  house  knows 
the  value  of  show  windows,  for  he  is  will¬ 
ing  to  exchange  seats  worth  money  for  the 
privilege  of  hanging  his  lithographs  in  your 
window,  and  I  cannot  conceive  of  him  do¬ 
ing  it  unless  your  window  has  a  real  value 
to  him — and  if  to  him,  why  not  to  you? 

The  real  potential  value  of  a  show  win¬ 
dow  lies  in  the  number  of  people  who  will 
pass  it  within  a  given  space  of  time.  Its 
value  may  be  computed  on  the  same  basis 
as  that  used  for  the  computation  of  the 
value  of  any  other  means  of  publicity.  Mag¬ 
azines  charge  so  much  a  line  per  thousand 
of  circulation.  If  you  buy  space  in  the 
pages  of  a  magazine  you  pay  for  the  priv- 


dow  display  makes  me  think  I  want  what 
is  there  shown.  The  purchase  is  almost 
always  an  extra — something  which  I  had 
no  idea  I  wanted  until  the  display,  reminded 
me  of  my  need,  or  created  the  need  which 
is  better  still.  In  other  words  the  window 
sold  the  goods. 

There  are  any  number  of  people  walking 
the  streets  of  your  town  whose  money 
burns  in  their  pockets  fairly  yearning  to  be 
spent.  Show  them  something  to  spend  it 
on  and  make  them  think  they  want  it  and 
the  trick  is  done.  These  are  the  people  to 
whom  your  window  should  sell  goods. 

A  glaring  case  of  the  wanton  waste  of  a 
show  window  came  to  my  notice  a  few 
days  since  in  my  own  city.  A  very  promi¬ 
nent  building  was  to  be  torn  down  to  make 
room  for  a  larger  and  more  modern  struc- 
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ture.  The  location  was  on  a  corner  easily 
one  of  the  most  prominent  in  the  city 
which  was  one  of  some  four  hundred  thous¬ 
and  inhabitants.  Thousands  of  people 
passed  the  place  every  hour.  The  daily 
papers  had  given  a  vast  amount  of  pub¬ 
licity  to  the  fact  that  the  building  was  to 
come  down,  and  to  the  fact  that  all  the 
merchants  doing  business  therein  would  be 
compelled  to  move.  The  fact  that  some  of 
them — mentioned  by  name — would  sell  off 
their  stocks  and  retire  was  also  commented 
upon.  One  of  the  retiring  merchants  was 
a  dealer  in  men’s  furnishings,  and  having  a 
big  stock,  he  made  very  material  reductions 
in  his  prices  to  effect  a  quick  sale.  His 
windows  were  a  magnificent  means  for  ef- 


cliisive  window  trimmer,  but  the  chances 
are  that  there  is  someone  within  reach  who 
can  do  many  times  better  than  he  is  now 
doing  with  the  means  at  his  command.  It 
may  be  his  clerk  or  porter.  It  may  be  his 
wife  or  daughter.  The  proper  thing  to  do 
is  to  experiment  till  he  finds  the  right  one 
and  then  let  that  one  do  his  best.  Window 
trimming  is  an  art,  but  like  most  other  arts 
it  can  be  studied  and  acquired.  Get  out  on 
the  street  and  study  other  windows.  An¬ 
alyze  the  ones  which  appeal  to  you  as  be¬ 
ing  above  the  average.  Learn  what  it  is 
which  makes  them  better  than  most  of  the 
others.  Pick  out  the  good  points  and  em¬ 
ulate  them.  Pick  out  the  faults  and  avoid 
them.  I  do  not  mean  to  advise  copying. 


fecting  his  purpose,  and  yet  he  deliberately 
threw  away  the  chance. 

This  man  actually  covered  his  windows 
with  a  huge  canvas  monstrosity  of  a  sign 
done  in  black  and  red  announcing  the  fact 
that  he  was  closing  out — a  fact  that  every¬ 
body  knew.  So  deserted  and  bare  did  this 
thing  make  the  store  appear  that  he  had  to 
put  signs  on  the  door  announcing  that  the 
place  was  still  open  for  business  for  many 
people  glanced  at  the  place  and  took  it  for 
granted  that  the  place  was  already  closed. 
By  a  proper  use  of  his  windows  this  mer¬ 
chant  could  have  sold  three  stocks  the  size 
of  the  one  he  had,  yet  he  wasted  the  chance 
through  his  lack  of  appreciation  of  the  show 
window  as  a  sales  maker. 

Of  course  the  average  retail  merchant 
cannot  afford  to  pay  a  big  salary  to  an  ex- 


but  we  can  learn  from  the  mistakes  and 
successes  of  others  without  copying. 

It  is  at  night  when  the  outside  world  is 
dark  that  your  window  will  look  the  most 
attractive.  Hence  the  best  time  for  win¬ 
dow  display  is  in  the  fall  and  winter  when 
the  evenings  are  longest.  For  this  reason, 
too,  it  follows  that  one  of  the  first  things  to 
be  seen  to  is  that  the  window  must  be  well 
illuminated.  Nothing  so  surely  kills  off  a 
windoy^  display  as  poor  lights.  And  at  the 
same  time  it  may  be  stated  that  there  is  no 
other  investment  which  will  pay  a  merchant 
so  weir  as  good  lights  throughout  the  store 
as  well  as  in  the  window,  but  if  the  lights 
must  be  cut  down  anywhere,  let  it  not  be 
in  the  windows. 

The  chief  fault  of  the  ordinary  window 
display  is  crowding.  Don’t  try  to  put  your 
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entire  stock  in  your  windows,  but  leave 
room  for  an  effective  arrangement  of  what 
you  do  put  there.  Too  much  stuff  will  de¬ 
feat  your  purpose,  which  is  to  call  atten¬ 
tion  to  the  items  displayed  with  enough 
force  to  make  the  gazer  want  to  buy.  The 
handsomest  and  most  effective  window  the 
writer  has  seen  in  a  long  time  was  at  the 
same  time  the  simplest.  At  the  season  of 
beautiful  window  displays — Christmas — 
this  one  was  easily  the  best.  It  was  in  the 
window  of  a  shoe  store.  The  back  and 
sides  of  the  window  were  finished  in  plain 
wood  of  a  dark  shade,  and  in  the  window 
were  three  pedestals  about  fourteen  inches 
high.  Over  these  pedestals  were  draped 
three  skins,  one  white,  one  red  and  one 
blue.  On  the  top  of  each  was  a  single  slip¬ 
per,  matching  in  color  the  skin  under  it. 
In  the  center  of  the  window,  on  a  white 
mat,  was  placed  a  single  shoe,  one  of  a  new 
pattern.  This  shoe  was  marked  “Our 
Marquise  Shoe — 3.50.”  I’ll  ^yvarrant  that 
the  display  sold  that  brand ';pf  shoes  and 
sold  plenty  of  them. 

There  is  one  more  point.  Do  not  expect 
a  window  display  to  sell  goods  indefinitely. 
Those  who  pass  your  place  will  get  tired  of 
seeing  the  same  thing  day  after  day.  Give 
them  something  new  to  look  at  once  in  a 
while.  Let  them  get  into  the  habit  of  look¬ 
ing  to  see  what  you  are  going  to  offer  them 


next.  Sooner  or  later  you  will  catch  the 
fancy  of  the  regular  gazer  and  sell  him,  or 
her,  something.  If  your  offerings  are  made 
on  the  basis  of  attractive  prices,  make  the 
price  a  part  of  the  display.  In  most  cases 
It  is  well  to  do  this  anyway  as  the  combina¬ 
tion  of  the  article  and  the  price  together 
sometimes  make  an  irresistible  combination 
to  the  vagrant  fancy  of  the  window-gazer. 

One  word  more  and  I  am  done.  Wash 
your  windows.  Is  this  an  unnecessary  sug¬ 
gestion?  Not  so  much  so  as  it  might  be 
as  you  will  see  if  you  will  take  a  walk 
along  any  street  you  like,  for  I  will  war¬ 
rant  that  you  will  find  at  least  half  the 
windows  you  pass  would  be  all  the  better 
for  a  little  attention  from  the  porter.  It 
is  a  big  job  to  wash  windows  frequently 
when  other  work  presses,  but  do  not  allow 
yourself  to  fall  into  the  habit  of  letting  it 
go  till  a  more  convenient  season.  Even  if 
you  do  not  do  it  foi-  the  benefit  of  the  win¬ 
dow  display,  do  it  anyway  for  the  sake  of 
the  appearance  of  the  store  generally.  If 
nothing  better  is  possible  cover  the  floor 
of  your  window  with  clean  paper  of  a  light 
color.  It  looks  much  better  than  stained 
and  blotched  boards.  A  little  attention  to 
your  windows  will’  pay  well  for  all  the 
time  and  trouble  it  will  cost  you  as  you  will 
soon  find. 


Correspondence 


O  outward  expression  of  any 
business  is  of  greater  import¬ 
ance,  or  of  more  vital  conse¬ 
quence  to  a  business  house, 
than  the  correspondence  that 
daily  goes  forth  from  its  various  de¬ 
partments.  The  spirit  of  the  business 
clearly  shows  in  what  is  said  and  the 
manner  in  which  it  is  said.  There 
should  never  be  any  falling  into  grooves, 
and  never  any  stereotyped  phrases  or 
machine-like  work.  Constant  self-discipline 
is  necessary  on  the  part  of  anyone  hand¬ 
ling  a  large  correspondence,  in  order  to 
give  to  his  dictation  life  and  interest.  One 


must  needs  be  familiar  not  only  with  the 
business  itself  in  all  of  its  ramifications, 
but  must  possess  knowledge  of  men  and 
the  every-day  affairs  of  the  world — must 
exercise  a  nice  intelligence,  with  tact  and 
courtesy,  in  a  manner  that  will  prove  his 
fitness  to  perform  the  responsible  work  of 
a  correspondent. 

Discourage  the  custom  of  addressing  busi¬ 
ness  letters  to  individuals  instead  of  to  the 
firm.  Absence  from  business  of  the  per¬ 
son  addressed  is  likely  to  cause  delay  and 
complications.  If  the  particular  attention 
to  some  person  is  required,  that  person’s 
name  should  be  mentioned  in  the  letter. 


Why  Commercial  Motor  Car  Users 
Sometimes  Lose  Money 

By  E.  RALPH  ESTEP 


ID  you  ever  stand  by  the  open 
door  of  some  large  power 
plant  and  marvel  at  the 
scrupulously  clean  engine 
and  the  exacting  care  given 
its  every  factor  by  intelligent,  well-trained 
and  well-paid  men?  A  certain  manufac¬ 
turing  company  which  shows  every  visitor 
its  engine  room,  as  the  chief  pride  of  a 
modern  works,  recently  purchased  a 
motor  truck  for  the  conveyance  of  raw  ma¬ 
terial  and  finished  product  between  the 
factory  and  railway  freight  houses.  This 
truck  was  turned  over  to  a  mechanically 
ignorant  teamster.  In  three  months  it 
was  discarded  and  cursed.  In  all  of  that 
three  months  its  machinery  had  been  given 
actually  no  attention  except  when  break¬ 
down  necessitated  a  visit  to  the  repair 
shop.  It  had  been  an  expensive  and  dis¬ 
appointing  experiment  in  modern  traffic, 
and  its  failure  was  charged  to  experience. 


The  inconsistency  of  expecting  a  vehicle 
which  combines  a  power  plant  and  a  run¬ 
ning  gear  to  withstand  the  abuse  of  hard 
traffic  on  rough  streets  under  all  kinds  of 
operating  conditions  without  even  decent 
care,  whereas  a  stationary  engine  plant 
erected  solidly  on  stone  and  cement 
foundation,  and  running  slowly  and  stead¬ 
ily  under  an  even  load,  is  given  the  most 
careful  attention  money,  labor  and  brains 
can  yield,  is  the  common  inconsistency 
which  is  the  direct  and  most  important 
reason  why  some  users  of  commercial  mo¬ 
tor  cars  lose  money. 

Without  even  considering  the  element  of 
special  attention  due  a  peculiar  piece  of 
machinery,  if  users  of  power  wagons, 
would  give  them  just  the  ordinary  atten¬ 
tion  that  is  commonly  accorded  any  other 
machine,  they  would  be  surprised  at  the 
degree  of  efficiency  of  such  wagons. 

The  care  of  a  commercial  car  means 
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washing.  Washing  the  exterior  is  essential 
to  a  general  habit  of  cleanliness  on  the 
part  of  the  mechanic  in  charge  of  the  ve¬ 
hicle.  It  induces  the  habit  of  keeping  the 
running  and  allied  mechanical  parts  of  the 
vehicle  clean.  Oiling  and  adjustment  save 
dollars  in  the  ratio  of  minutes  expended. 
In  pleasure  automobile  use  the  great  sin 
of  omission  is  proper  oiling,  and  in  com¬ 
mercial  use  the  same  condition  exists.  Too 
little  oil,  too  much  oil  or  the  wrong  oil 
tends  toward  inefficient  running.  Adjust¬ 
ment  means  the  proper  relation  of  working 


parts.  It  means  life  of  the  machine.  Care¬ 
less  adjustment  or  inattention  to  the  ad¬ 
justment  can  only  result  in  a  wear  and 
tear  that  leads  straight  to  the  repair  shop. 

The  time  to  find  out  whether  a  machine 
is  well  adjusted  and  well  cleaned  and  well 
oiled  is  immediately  after  its  day’s  work 
is  over.  When  such  investigation  and  ac¬ 
companying  work  is  delayed  until  just  be¬ 
fore  the  start  of  the  next  day’s  work,  it  is 
often,  if  not  generally,  laid  over  until  the 
car,  in  actual  service,  “lies  down”  and 
gives  its  own  warning  too  late.  Fire  de¬ 
partment  methods,  even,  are  not  too  strict 
to  be  profitable.  In  a  hose  house,  horses 


arc  rubbed  down  and  machinery  made 
ready  for  business  immediately  a  run  is 
over.  It  then  stands  able  to  work  effi¬ 
ciently  upon  a  moment’s  call. 

Lack  of  proper  care  also  often  includes 
procrastination  in  making  small  repairs. 
There  are  scores  of  small  features  in  a 
motor  car’s  working  make-up  that  may 
Tjecome  slightly  out  of  repair  without 
rendering  the  machine  unusable.  Hence 
the  car  is  continued  in  service  until  the 
small  ailment  becomes  a  large  and  dis¬ 
astrous  one.  The  time  to  fix  a  “knocking” 


engine  is  when  the  “knock”  first  becomes 
apparent;  not  after  it  has  developed  into 
a  serious  trouble.  If  a  car  is  used  so  con¬ 
stantly  and  through  such  long  hours  that 
the  driver  cannot  fairly  be  expected  to 
give  it  the  deserved  mechanical  attention 
in  the  stable,  the  owner  of  the  car  simply 
wastes  money  by  refusing  to  hire  an  extra 
man  to  care  for  the  machine. 

The  regular  abuse  of  a  business  motor 
vehicle  is  an  easy  way  to  create  loss  where 
there  should  be  gain  in  the  use  of  the 
wagon.  -The  writer  has  known,  personally, 
of  several  concerns  which  have  purchased 
motor  trucks  and  delivery  wagons,  and 


THE  BUSINESS  MAN’S  MAGAZINE. 


95 


without  delay  put  them  into  constant  ser¬ 
vice  carrying  loads  50  to  100  per  cent 
greater  than  they  were  made  and  intended 
to  haul.  For  a  month  these  owners 
shouted  the  praises  of  vehicles  that  would 
never  tire  in  night  and  day  hauling  of  im¬ 
possible  loads.  Then,  after  a  few  months, 
came  a  change.  Cars  were  run  constantly 


of  the  motor  car  in  comparison  with  the 
horse  vehicle  is  so  much  in  its  favor  under 
any  and  all  circumstances,  that  it  simply 
invites  trouble  to  try  to  drive  commercial 
cars  at  pleasure  car  speed,  or  to  drive  a 
five-ton  truck  at  the  gait  of  a  light  parcel 
delivery. 

A  less  apparent,  but  equally  import¬ 


ing  repair  shops  and  sometimes  pulled  in. 
Expenses  ran  up,  cars  ran  down.  Praise 
became  disgust.  The  vehicles  were  dis¬ 
carded. 

Abuse,  such  as  over-load  and  over-work 
in  respect  to  hours  in  service,  is  plain  fool’s 
play  with  a  valuable  and  expensive  piece 
of  property.  There  are  times,  even,  when 
users  have  brought  expense  upon  them¬ 
selves  by  not  under-loading  their  cars.  A 
normal  load  is  an  over-load  under  some 
street  conditions.  A  car  may  be  driven 
anywhere,  but  there  are  some  freight  yards 
at  certain  times  of  the  year  and  other 
hauling  routes  which  are  so  abominable  and 
create  such  awkward  hauling,  that  the 
drivers  of  horse  wagons  do  not  think  of 
putting  on  the  regular  full  loads.  Why 
should  the  motor  car  carry  its  normal  load 
under  the  same  conditions? 

Over-working  a  car  is  paralleled  in  in¬ 
jurious  effect  by  over- running  it.  Some 
drivers,  carelessly,  intentionally  or  in  ab¬ 
solute  ignorance,  drive  their  loaded  cars 
faster  than  they  should  be  driven.  Manu¬ 
facturers  are  in  some  instances  to  blame 
for  gearing  their  cars  to  provide  greater 
speed  than  is  desirable.  The  rate  of  speed 


ant  cause  of  loss  in  motor  car  usage,  is  the 
selection  of  the  wrong  pattern  of  vehicle 
for  a  certain  purpose.  The  selection  of 
type  of  motive  power  and  kind  of  me¬ 
chanical  construction  is  not  as  important 
as  the  choosing  of  the  right  style  of  rig 
for  the  particular  use  to  which  it  is  to  be 
put.  This  refers  to  body  building  as  well 
as  to  running  gear.  There  is  no  more 


sense  in  buying  a  fairly  powerful  car  with 
a  small  body  than  there  is  in  buying  a 
light  car  with  a  body  that  is  too  large  for 
it.  In  the  former  case  there  may  not  be 
space  enough  to  allow  the  car  to  carry  its 
full  capacity  load,  and  hence  it  is  oper¬ 
ated  inefficiently.  This  was  demonstrated 
some  time  ago  in  a  commercial  test  in 
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New  York  in  express  service.  It  was 
found  that  many  of  the  vehicles  did  not 
have  enough  carrying  space  to  receive 
trunks  and  other  baggage  up  to  their 
rational  weight  capacity.  Oppositely,  a 
car  too  large  for  its  service  simply  means 
corresponding  lack  of  economy. 

It  must  also  be  considered  that  often 
users  of  power  wagons  do  not  know 
whether  or  not  they  are  losing  money. 
Few  merchants  know  how  much  their 
horse  traffic  costs.  They  compare  the  cost 


of  operating  one  motor  wagon  with  the 
cost  of  operating  one  horse  wagon,  and 
throw  up  their  hands  without  stopping  to 
reckon  upon  the  greater  amount  of  work 
done. 

The  whole  situation — lack  of  proper 
care ;  inattention  to  repairs ;  abuse  by  over¬ 
load,  over-work  and  over-running,  and 
poor  judgment  in  the  selection  of  a  ve¬ 
hicle — is,  when  taken  broadly,  simply  one 
of  misunderstanding.  Good  sense  and 
education  are  the  elements  of  success. 


Cost  Accounts  for  a  Jobbing  Machine  Shop 

A  valuable  and  comprehensive  system  of  cost  records  for  a  busi¬ 
ness  where  only  special  orders  are  taken  at  agreed  prices,  and  in¬ 
cluding  up-to-date  balancing  methods  with  the  main  office  books 

By  WESLEY  A.  FINK 


SUCCESSFUL  business  man 
must  be  thoroughly  and  con¬ 
stantly  in  familiar  touch  with 
the  conditions  of  his  business, 
and  intelligent  results  of  all 
transactions  should  be  frequently  laid  be¬ 
fore  him.  No  business  man  is  properly 
equipped  for  the  handling  of  his  affairs  who 
is  not  thoroughly  familiar  with  the  condi¬ 
tion  of  his  assets  and  liabilities,  and  fre¬ 
quently  furnished  with  figures  showing  the 
results  of  all  his  transactions. 

The  books  of  account  should  be  kept  in 
a  manner  which  will  show  clearly  at  any 
time,  not  only  what  is  owing  for  goods 
purchased  and  what  is  due  from  custom¬ 
ers,  but  also  what  the  business  is  worth, 
the  value  of  the  stock  on  hand,  value  of 
work  in  progress,  the  cost  and  selling  price 
of  each  individual  transaction,  and  the  profit 
or  losses  of  the  business.  It  is  not  difficult 
once  a  year  after  a  stock  taking  to  present 
this  aggregate  information,  but  by  a  proper 
system  of  cost  accounting  and  a  record  of 
stores  received  and  issued,  and  a  proper  dis¬ 
tribution  of  wages  and  material  consumed, 
a  statement  of  the  results  of  business  trans¬ 
actions  can  be  made  at  the  close  of  any 
month  or  period  desired,  without  waiting 


for  stock  taking  time,  although  at  period¬ 
ical  times  an  actual  inventory  of  stock 
should  be  taken  to  correct  any  errors  or 
waste  that  may  occur. 

Special  forms  of  accounts  are  the  result 
of  necessity  arising  from  the  peculiar  re¬ 
quirements  of  each  business,  and  it  is  the 
object  of  this  article  to  describe  a  system 
of  accounting  for  recording  accurately  and 
intelligently  all  the  transactions  of  a  job¬ 
bing  machine  shop.  Jobbing  machine  shops 
belong  to  the  class  of  contractors  who  only 
make  articles  or  manufacture  on  orders, 
which  have  already  been  sold  (or  as  termed 
in  law  “executory  sales”),  at  an  agreed 
price  or  upon  jobbing  rates  for  labor  and 
material  as  peculiar  to  the  trade.  Hence 
the  cost  accounts  of  a  jobbing  machine 
shop  take  a  prominent  place  in  the  financial 
records  and  form  an  integral  part  thereof. 
The  general  principle  to  bear  in  mind  is, 
that  accounts  are  opened  in  the  general  or 
impersonal  ledger  dealing  in  totals  with  the 
items  posted  in  detail  to  the  contract,  job¬ 
bing  and  stores  ledgers. 

The  three  most  important  accounts  of  a 
cost  system  are.  Wages,  Stores  and  Ex¬ 
pense. 

Wages  account  includes  all  wages  paid 
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The  Great  Difference  in  Life 
Insurance  Companies 

Is  not  revealed  by  their  names  nor  their  claims.  The  day  before  the  San 
Francisco  disaster,  all  Fire  Insurance  Companies  seemed  alike  to  the 
thoughtless;  there  was  a  great  difference  nevertheless,  and  when  the  test  came, 
some  quibbled,  some  defaulted,  while  others  drew  on  the  reserve  funds  which 
they  had  ready  for  such  a  contingency,  paid  the  large  amounts  due,  and  went 
right  on. 

q  It  is  because  for  years  the  money  it  has  received  from  its  policyholders 
has  been  invested  with  unusual  skill  and  care — always  safe,  always  growing, 
always  ready  for  the  hour  of  need — that 

The  Mutual  Life 
Insurance  Company 

Is  the  strongest  and  staunchest  Life  Insurance  Company  in  the  world.  Read 
these  figures  as  to  the  Mutual  reserve. 

q  At  the  close  of  1905,  the  Mortgage  Loans  amounted  to  $109,771,163.16,  on 
which  more  than  four  and  one-half  millions  have  been  received  in  interest 
during  the  year,  and  less  than  fifteen  thousand  dollars  of  interest  was  overdue 
at  its  close.  Most  of  this  trifling  amount  was  paid  in  within  a  few  days.  The 
sum  of  $28,198,278.84  was  loaned  on  the  Company’s  policies,  and  $18,195,000.00 
was  loaned  on  other  collateral,  no  interest  whatever  being  overdue  on  either 
item.  Bonds  and  Stocks  costing  $239,986,702.05  and  having  a  market  value  on 
December  31,  1905,  of  $265,301,867.38  were  held  by  the  Company,  and  on  this 
enormous  amount  not  one  dollar  of  interest  was  overdue  and  unpaid,  and  but 
one  stock  failed  to  pay  a  good  dividend  in  1905,  this  stock  being  that  of  a  new 
company,  subsequently  sold  at  a  profit  over  cost.  When  it  is  borne  in  mind 
that  no  such  aggregation  of  purely  investment  securities  has  ever  been  brought 
together  elsewhere,  the  absolutely  clean  and  indeed  perfect  quality  of  these 
immense  investments  excites  praise  and  wonder,  felt  and  expressed  most 
strongly  by  those  who  know  most  as  financiers  of  the  dangers  and  pitfalls 
attending  the  care  of  large  investments.  This  remarkable  showing  also  appeals 
to  the  plain  people  whose  money  comes  slowly,  who  value  safety  and  who 
understand  that  security  like  the  above  makes  “insurance”  insurance  indeed. 

q  If  you  would  like  to  know  for  yourself  the  latest  phases  of  Life  Insurance, 
or  wish  information  concerning  any  form  of  policy,  consult  our  nearest  agent  or 
write  direct  to 

-  The  Mutual  Life  Insurance  Company,  New  York,  N.  Y. 
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for  productive  labor,  whether  it  be  for 
piece  or  day  work,  and  comprises  the  rec¬ 
ord  of  time  spent  by  the  various  workers 
upon  each  job  or  contract.  Productive 
wages  only  should  be  charged  to  this  ac¬ 
count. 

Stores  account  is  charged  for  all  mate¬ 
rials  purchased,  and  credited  with  all  mate¬ 
rials  withdrawn,  and  the  balance  of  this  ac¬ 
count  should  at  all  times  represent  the 
value  of  stores  on  hand.  Certain  kinds  of 
goods  are  usually  kept  in  stock,  instead  of 
being  purchased  '  specially  for  each  job  or 
contract.  The  stores  account  can  be  sub- 
diyided  so  that  the  quantity  in  stock  of  each 
kind  of  materials  may  be  shown.  In  a  large 
and  important -  business  this  is  really  im¬ 
perative,  but  in  a  small  concern,  it  is  un¬ 
necessary  and  sometimes  impracticable.  No 
stores  should  be  issued  except  in  exchange 
for  written  requisitions  signed  by  the  fore¬ 
man  or  proper  authority,  and  bearing  the 
number  of  job  or  contract  order  to  which 
the  material  is  to  be  charged.  All  stores 


issued  should  be  charged  up  daily  in  the 
‘'Stores  Issued  Book”  and  afterwards  priced 
at  the  cost  price  of  the  goods  without  de¬ 
ducting  cash  discounts. 

Shop  Expenses  include  wages  of  foremen 
not  chargeable  to  any  particular  job  or  con¬ 
tract;  wages  which  may  be  classified  as 
unproductive  labor;  such  as  work  cleaning 
up,  oiling  machinery,  etc.;  also  materials 
and  supplies  and  wages  for  repairs  and 
renewals,  and  all  expenses  of  the  shop  not 
chargeable  to  any  job  or  contract. 

The  cost  accounts  contains  the  records 
of  all  charges  for  wages  and  materials  con¬ 
sumed  on  any  job  or  contract,  stock  man¬ 
ufactured  or  workshop  expense.  Each  job 
or  contract  is  charged  in  the  cost  ledger, 
with  any  materials  or  wages  consumed,  as 
will  be  described  further  on. 

The  principal  subsidiary  books  renuired 
are : 

Register  of  Estimates. 

Register  of  Orders  Received. 

Order  Books. 
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Build  What  You  Build,  Well 

Build  your  body  cell  by  cell,  WELL.  Use  properly  selected  FOOD.  That  is  the  material, 
and,  as  the  builder  of  a  building  selects  the  best  brick  and  mortar,  so  you  should  select  the  very 
best  material  the  world  affords  from  which  to  build  your  body. 

Nowadays  we  have  that  material  right  at  hand  chosen  by  an  expert. 

Qrape=Nuts 

food  is  made  from  the  certain  selected  parts  of  Wheat  and  Barley  which  supply  the  Phosphate 
of  Potash  that  assimilates  with  Albumen  and  makes  the  soft  gray  matter  in  the  nerve  cells  and 
brain  to  perfectly  rebuild  and  sustain  the  delicate  nervous  system  upon  which  the  whole  structure 
depends,  and  the  food  is  so  prepared  in  manufacture  that  babe  or  athlete  can  digest  it. 

“There’s  a  reason”  and  a  profound  one  for  QRAPE=NUTS. 
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Stores  Received  Books. 

Purchase  Journal. 

Stores  Issued  Book. 

Stores  Returned  Book. 

Stores  Ledger. 

Wages  and  Time  Books. 

Contract  and  Jobbing  Cost  Books. 

Sales  Books. 

Register  of  Estimates — This  book  can  be 
an  ordinary  journal  ruled  day  book,  and 
should  contain  an  alphabetical  index  so  that 
the  estimates  can  be  readily  referred  to.  In 
this  book  a  detail  copy  of  all  estimates  sent 
out  should  be  kept,  showing  how  the  prices 
are  arrived  at.  A  full  list  should  be  entered  of 
all  the  materials  estimated  to  be  required, 
and  the  labor  necessary  to  complete  the  job, 
with  the  price  of  each  item  extended,  so 
that  if  the  job  or  contract  is  secured,  the 
actual  cost  of  the  work  can  be  compared 
with  the  estimated  cost  as  the  job  is  being 
completed.  A  carbon  or  letter  press  copy 
should  also  be  kept  of  all  estimates  as  sent 
out. 

Register  of  Orders  Received^Orders  for 
jobbing  machine  work  are  best  kept  track 
of  by  serial  numbers.  When  an  order  is 
received  it  should  first  be  entered  in  the 
“Register  of  Orders  Received  Book”  and 
given  a  number,  as  in  Fig.  I. 

After  the  order  is  entered  in  the  “Register 
of  Orders  Received  Book,”  duplicate  copies 
of  the  order  are  made  on  small  tickets,  and 
one  is  placed  in  a  rack  in  the  office,  and 
the  other  is  sent  to  the  shop  foreman,  who 
places  it  in  a  similar  rack  over  his  desk. 
Only  tickets  of  unfinished  jobs  are  kept  in 
these  racks,  and  it  is  easy  to  see  at  a  glance 
what  jobs  are  unfinished,  as  in  Fig.  2. 

When  an  order  is  completed,  the  foreman 


takes  his  ticket  for  that  order,  marks  it 
“Finished,”  and  sends  it  to  the  office,  where 
the  duplicate  is  taken  out  of  the  office  rack, 
and  after  the  bill  for  that  order  is  sent  out 
or  mailed  the  tickets  are  destroyed. 

Order  Books — No  goods  should  be  pur¬ 
chased  except  a  written  order  has  been  is¬ 
sued  for  the  same.  All  invoices  received 
should  contain  the  number  of  the  order 
authorizing  the  purchase.  Manifold  order 
books  or  loose  printed  order  blanks  put 
up  in  tablet  form  and  interleaved  with  ma- 
nilla  leaves  for  taking  a  carbon  copy  at 
the  time  of  writing,  are  best  adapted  for 
this  purpose.  After  an  order  is  made  out 
for  goods  wanted,  the  number  of  job  for 
which  the  articles  are  intended  should  be 
marked  on  the  manilla  copy  retained,  or  if 
the  articles  are  purchased  for  stock  or  other 
purposes,  it  should  be  so  designated.  When 
the  goods  and  invoices  are  received,  they 
can  be  compared  with  the  original  order, 
and  charged  to  the  proper  account  or  job, 
A  glance  at  the  order  duplicates  at  any 
time  will  show  just  how  many  orders  are 
filled  and  unfilled,  and  if  for  any  cause  an 
order  is  delayed  by  an  unreasonable  length 
of  time  through  inability  to  fill,  etc.,  it 
can  be  looked  into  or  canceled. 

Stores  Received  Books — All  goods  re¬ 
ceived  should  be  delivered  to  storeroom, 
and  should  be  accompanied  by  a  delivery 
slip  or  if  not  one  should  immediately  be 
made  out.  After  the  delivery  slips  have 
been  checked  up,  they  should  be  placed  on 
file,  until  towards  the  end  of  the  day,  or 
first  thing  on  the  next  morning,  when  they 
should  be  compared  with  the  order  book, 
and  then  entered  in  the  “Stores  Received 
Book,”  as  in  Fig.  3. 
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All  leading  dealers  keep 


Business 
Helps 
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The  Tag  Makers, 

Boston,  26  Franklin  St  \ew  York,  15  John  St 
Philadelphia,  1007  Chestnut  Street, 

Chicago,  128  Franklin  Street 
St.  louis,  413  North  4th  St 


rol  man  you  probably  know  ar.d  use  Dennison's 

Ss  ‘bu/’doT^  Tags,  Gummed  Labels  and 

ea.s,  but  do  you  know  that  Dennison  also  manufactuies  a  thou 

d  necessities?  For  nstance-Sealing  Wax' 

cd^'p  Factory  Tags,  Coin  Cards,  Pin  Tickets’ 

A/f  P^per,  Gummed  Paper,  Price  Tickets’ 

ChLk^'j  ’  Checks,  Baggage  Checks,  Coatroom 


fnr  c  business  and  home  there  is  urcrent  need 

A  Dictionary  of  Business  and  Home  Helps. 

i7e7i.TTi  1’“'^  i  of  all  it  is  se//- 

n  ,;T  f-’  °"oe  just  what  you  want  with- 

tration^s"  P^^®?  accurate  illus- 

trations,  many  of  them  being  in  colors. 

Of  course  such  a  book  is  worth  money,  but  we  believe  it 

*  chartfL  *o  Kood  business  men  free  of 

Dennkon’dw  ‘  ^°u  o'^"  letterhead, 

l>  Dictionary  will  be  forthcoming  by  return  mail 

I  Address  Department  45- at  our  nearest  store 
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Glue,  Paste  and  Mucilage 
In  Patent  Pin  Tubes. 

Will  keep  a  hiiudred  years.  No  brush 
required.  iTxll  out  the  pin  and  put  it 
in — that’s  all.  No  muss  or  fuss.  The 
only  perfect  way  ever  invented  for 
keeping  and  using  an  adhesive. 

10  cents  n,  f^Klre  everyvi'lier*'. 
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All  invoices  for  goods  received  should  be 
checked  with  the  entries  in  this  book.  At 
the  same  time  the  prices  can  be  extended 
to  the  outer  columns  of  the  “Stores  Re¬ 
ceived  Book.”  The  entries  for  the  stores 
ledgers  are  also  posted  from  this  book,  and 
debited  to  the  various  stores  account. 

Purchase  Journal — All  invoices  for  pur¬ 
chases  of  every  description  are  recorded  in 
this  book,  whether  for  tools,  machinery,  for 
materials  used  on  various  jobs,  or  for  goods 
received  into  stores.  The  voucher  system 
Affords  the  best  method  for  recording  pur¬ 
chase  invoices,  with  the  least  labor.  After 
the  invoices  have  been  approved  by  the 
store-keeper,  or  checked  up  with  the  “Stores 


Received  Book,”  and  the  prices  and  exten¬ 
sions  verified  by  the  book-keeper,  the  in¬ 
voices  are  filed  away  alphabetically  until 
the  end  of  the  month.  An  ordinary  box  file 
can  be  used  for  holding  the  “current 
month’s  bills.”  On  the  first  day  of  the 
month,  the  invoices  for  the  preceding  month 
are  taken  from  the  file  and  arranged  ac¬ 
cording  to  dates,  those  of  each  firm  being 
together.  After  the  invoices  have  been 
checked  up  with  the  monthly  statements  re¬ 
ceived,  a  voucher  blank  is  then  filled  out  for 
each  account,  and  all  invoices  belonging  to 
same  attached  to  it. 

{To  be  continued.) 


Maturing  Shares  in  Loan  Associations 


By  ED.  L.  DAVIS 

Author  of  the  Standar.l  Mit-urit-,’  Tahh: 


HE  time  for  maturity  of  shares 
in  savings  and  loan  associa¬ 
tions  is  susceptible  of  accurate 
calculation  under  exact  and 
known  conditions.  The  un¬ 
certain  and  fluctuating  position  of  this  de¬ 
sired  period  in  actual  practice  is  caused 
by  the  many  varying  idiocyncrasies  peculiar 
to  such  organizations.  What  these  are  and 
how  they  effect  the  maturity  period  will 
not  be  considered,  as  the  only  object  here 
is  to  illustrate  how,  under  absolutely  ideal 
circumstances,  such  a  result  may  be  accom¬ 
plished. 

Taking  for  example  a  $1  monthly  pay¬ 
ment  on  a  $200  par  value  share,  with  a 
loaning  rate  of  six  per  cent  and  no  premium, 
required  the  time  to  maturity.  Under  these 
conditions  the  investor  pays  $1  monthly  for 
each  share  taken,  and  the  borrower  pays  $2 
monthly  for  each  $200  borrowed,  that  is,  $1 
for  his  share  payment  (for  each  borrower 
in  a  loan  association  is  also  an  investor), 
and  $1  as  monthly  interest  on  his  loan  of 
$200.  The  method  employed  for  the  com¬ 
putation  is  assuming  a  time  for  the  ma¬ 
turity  of  shares  in  the  first  series  and  pro¬ 
ceeding  exactly  as  in  actual  loan  associa¬ 
tion  accounting,  carrying  through  all  the 
subsequent  serial  operations  to  the  assumed 


period  for  the  maturity  of  shares  in  Series 
No.  1,  at  which  time  profits  are  appor¬ 
tioned,  pro  rata,  to  all  shares  to  determine 
whether  the  instalment  shares  in  the  first 
series  have  reached  their  par  value.  The 
time  assumed  for  the  maturity  of  the  shares 
is  138  months. 

In  this  miniature  association  there '  ar^ 
210.842  shares,  distributed  among  seventeen 
shareholders,  comprising  eight  series  with 
three  shareholders  in  the  first  series  and 
two  each  in  the  remaining  series,  .  divided 
into  investors  and  borrowers,  as  explained. 
The  operations  are  spread  over  a  term  of 


eleven  and  one-half  years,  but  are  so  con¬ 
densed  by  averaging  that  the  accounting 
and  tabluations  are  kept  within  a  reason¬ 
able  and  comprehensible  limit.  In  order 
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The 

Short  Way 
To  Find  Papers 
Is  To  Adopt  The 
S/w  Way  To  File  Them. 

The  dlobe^Vi^rnicke  Vertical  Filing 
Cabinets  are  made  for  most  every  size  of 
commercial  paper  manufactured  and  in¬ 
clude  Bill,  Letter,  Cap,  Report,  Document, 
and  Card  Index  files.  You  can  obtain  these 
Cabinets  in  the  Klastic”  Horizontal  Units  or  in 
the  Upright  Sections  with  skeleton  or  finished 
ends.  Our  new  booklet  on  S/*w  Vertical  Filing  Equip¬ 
ment  is  an  exhaustive  treatise  on  the  subject,  demonstrating 
the  advantages  of  the  system  and  containing  copious  illustra¬ 
tions  of  complete  equipments  used  by  Concerns  of  National 
reputation. 

Copy  sent  on  request.  Write  for  “No.  95  W”  and  Catalogues. 

Carried  in  stock  by  Agents  in  all  of  the  principal  towns  and  cities  of 
the  United  States! 

Where  not  represented  we  ship  on  approval,  freight  paid.  Uniform  prices 
everywhere. 

3T)e  Slobc-^crnieKc  Co. 

CINCINNATI. 

BRANCH 

STORES: 


New  York 

380-382  Broadway,  Cor.  White. 


Chicago 

224-228  Wabash  Ave. 


Boston 

91-93  Federal  St. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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to  simplify  the  calculations,  the  time  for 
instalment  payments  is  considered  as  being 
made  in  the  middle  of  the  month,  thus 
making  the  equated  time  of  the  payments 
one-half  of  the  actual  time.  The  arrange¬ 
ment  in  the  number  of  shares  held  by  the 
shareholders  is  such  that  the  exact  amounts 
available  in  each  sefies  are  entirely  and  im¬ 
mediately  loaned  out. 

Summary  A  shows  the  serial  develop¬ 
ment,  the  investor’s  and  borrower’s  ac¬ 
counting,  the  total  dues  and  interest  paid, 
and  the  amount  of  loans  and  to  whom  made. 
At  the  end  of  the  eleven  and  one-half  years 
the  total  dues  paid  is  a  capital  investment 
of  $18,057.61  and  the  $9,856.57,  paid  as  in¬ 
terest  by  borrowers  on  their  loans,  is  a 
profit  to  be  apportioned  among  the  share¬ 
holders. 

Summary  B  shows  the  serial  and  indi¬ 
vidual  shareholder’s  apportionment,  the 
equated  time  of  each  serial  investment  be¬ 
ing  reduced  to  its  value  for  one  month, 
making  the  total  equated  value  of  the  ac¬ 
tual  capital,  $18,057.61,  which  has  been  paid 
in  instalments  during  stated  intervals  of 
eleven  and  one-half  years,  equivalent  to 
$1,494,244.41  invested  for  one  month.  This 
equated  capital  sum  divided  into  the  profit, 
$9,856.57,  gives  a  monthly  rate  of  .00658, 
which,  applied  to  each  one’s  share  of  their 
equated  capital  investment,  determines  their 
profit,  as  is  indicated  in  the  “Profit  Appor¬ 
tioned”  column.  The  total  values  of  the 
shares  in  the  various  series  and  the  out¬ 
standing  balances  on  the  borrower’s  loans 
are  shown  in  designated  columns,  followed 
by  a  statement  of  resources  and  liabilities 
at  the  end  of  the  assumed  period. 

The  final  table  indicates  the  value  of 
shares  in  the  first  series  and  shows  that 


the  instalment  shares  have  attained  their  par 
value,  conclusively  proving  that  the  as- 
.mmed  time  for  maturity  was  the  correct 
one. 

In  order  that  there  may  be  a  satisfactory 
amount  to  loan  at  the  beginning;  A,  an 
investor  in  50  shares,  prepays  the  entire 
amount  for  138  monthsr  making  $6,900, 
which  is  loaned  to  B,  a  borrower  on  34.5 
shares.  C,  an  investor  at  this  time  in  six 
shares,  completes  Series  No.  1. 

B’s  and  C’s  monthly  payments — 


B’s 

dues . 

. $34.50 

B’s 

interest . 

.  34.50 

C’s 

dues . 

.  6.00 

for  138  months,  equivalent  to  the  full 
amount  of  $10,350,  in  69  months  (one-half 
of  138  months,  when  it  is  assumed  that  it 
is  all  paid),  is  loaned  to  D,  a  borrower  on 
51.75  shares.  E  at  this  time  invests  in  1.5 
shares,  completing  Series  No.  2. 

D’s  and  E’s  monthly  payments — 

D’s  dues . $51,751 

D’s  interest .  51.75  }-=$lU5 

E’s  dues .  1.50J 

for  69  months,  equivalent  to  $7,245  in  34p2 
months  (one-half  the  remaining  69  months) 
is  loaned  to  F,  a  borrower  on  36.225  shares. 
G  at  this  time  invests  in  nine  shares,  com¬ 
pleting  Series  No.  3. 

F’s  and  G’s  monthly  payments — 

F’s  dues . .$36.2251 

F’s  interest .  36.225  V — $81.45 

G’s  dues .  9.00  J 

for  34^2  months,  equivalent  to  $2,810  in 

17J4  nionths  (one-half  the  remaining  34^^ 

months),  is  loaned  to  H,  a  borrower  on 

14.5  shares,  who,  with  I,  an  investor  in 

three  shares,  completes  Series  No.  4. 

H’s  and  I’s  monthly  payments — 

H’s  dues . $14,501 

H’s  interest .  14.50  V — $32 

I’s  dues .  3.00 J 

for  17^4  months,  equivalent  to  $552  in  8.62 
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Getting  the  right  perspective  is  vital.  If  you 
decide  against  buying  Old  Hampshire  Bond  for 
your  correspondence,  because  the  (quantity  of  letter 
heads  you  use  seems  to  demand  a  cheaper  paper, 
you  have  lost  the  perspective. 

It’s  the  man  who  receives  the  letter,  rather 
than  the  one  sending  it,  who  must  be  considered. 
He  sees  but  ONE  of  the  many,  and  in  that  one 
IS  contained  the  story  of  yourself  and  your  business. 
That’s  why  you  ought  to  use 


OU  HAMKMIi 


''Look  for  the  Water  Mark" 


Old  Hampshire  Bond  is  “made  a 
little  better  than  seems  necessary” 
and  is  used  to  carry  earnest,  sincere 
messages  from  men  who  take  pride 
in  themselves  and  their  business.  A 
handsome  specimen  book  showing  the 
paper  may  be  had  by  writing  us  on 
your  letter  head. 


Hampshire  Paper  Company 

The  only  paper  makers  in  the  world  making"  bond  paper  exclusively 

South  Hadley  Falls,  Massachusetts 


I  lease  menlton  The  Business  Man’s  Magazine  zvhen  writing  to  advertisers. 
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months  (one-half  the  remaining  1714 
months),  is  loaned  to  J,  a  borrower  on  2.76 
shares,  who,  with  K,  an  investor  in  four 
shares,  completes  Series  No.  5. 

J’s  and  K’s  monthly  payments — 

J’s  dues . $2.7Gl 

J’s  interest . .  .  2.76 

K’s  dues . 40  J 

for  8.62  months,  equivalent  to  $51  in  4.31 

months  (one-half  the  remaining  8.62 

months),  is  loaned  to  L,  a  borrower  on  .255 

share,  who,  with  M,  an  investor  in  .89 

share,  forms  Series  No.  6. 

L’s  and  M’s  monthly  payments — 

L’s  dues . $0.2551 

L’s  interest . 255  >-=:$1.40 

M’s  dues . 89  J 

in  4.31  months,  equivalent  to  $6  in  2.15 

months  (one-half  the  remaining  4.31 

months),  etc. 

The  formation  of  the  remaining  series 
will  be  readily  understood  from  the  fore¬ 
going  explanation  of  the  previous  ones  and 
reference  to  Summary  A. 

LOANING  AND  EARNING  RATES. 

There  is  no  connection,  mathematically, 
between  loaning  and  earning  rates.  The 
interest  rate,  that  rate  which  regulates  the 
charge  for  the  use  of  money  in  an  associa¬ 
tion,  and  which  is  more  properly  designated 
as  the  loaning  rate,  is  only  used  as  an  aid 
in  determining  what  instalment  sum  shall 
be  paid  by  the  borrower  as  interest,  and 
that  having  been  ascertained,  it  ceases  to 
be  a  factor  in  all  subsequent  calculations. 

When  profits  have,  at  any  time,  been  ap¬ 
portioned,  the  method  for  computing  the 
rate  earned  is  by  the  use  of 


DAVIs’s  EARNING  RATE  RULE. 

1.  Multiply  the  gain  per  share  by  12. 

2.  Multiply  the  cost  of  the  share  by  one- 
half  the  number  of  months  the  share  has 
run  plus 

3.  Divide  the  product  of  the  first  by  the 
product  of  the  second  and  the  result  will 
be  the  rate  earned. 

This  rule  applies  to  payments'  (as  is 
usually  the  case)  made  at  the  beginning  of 
the  month.  When  they  are  made  in  the 
middle  of  the  month,  as  they  are  represent¬ 
ed  to  have  been  made  in  the  accounting 
under  consideration,  the  “plus  portion 
of  the  rule  should  be  omitted. 

The  problem  then  presented  is,  what  rate 
has  been  earned  on  one  share  of  a  matured 
value  of  $200.65,  on  which  $138  has  been 
paid  in  as  many  months.  The  application 
of  the  rule  gives  this  resulting  equation : 
200.65— :38=62.65X12-^  (138X39)  =7.8+per 
cent. 

This  calculation  determines  not  only  the 
earning  rate,  but  also  verifies  the  correct¬ 
ness  of  the  assertion  previously  made  that 
there  is  no  collateral  relation  between  loan¬ 
ing  and  earning  rates,  for,  with  a  six  per 
cent  loaning  rate,  we  have  an  earning  rate 
of  nearly  eight  per  cent,  which  is  the  simple 
interest  wate,  the  only  one  readily  calcul¬ 
able  or  necessary  for  practical  requirements, 
for  with  its  aid  the  time  for  maturity  may 
be  accurately  forecasted  at  any  previous 
period  to  such  maturity,  when  the  said  rate 
has  been  properly  ascertained  and  in  con¬ 
nection  with  suitable  earning  rate  tables. 
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Health-Your  Capital 

Individual  Instruction,  BY  MAIL,  in 

THE  “PERFECT  SYSTEM”  OF  EXER¬ 
CISE,  Diet,  Hygiene,  etc.,  and 

Natural  Treatment  of  Disease 

SUCCESS  IN  BUSINESS 

,  Mmd  and  Body  ; 

btren^th,  Energy  and  Endurance  to  meet  the  exacting 
requirements  of  modern  business;  Strong,  Steady  Nerves  to 
properly  control  your  body;  a  Clear,  Active  Brain  to  direct 
your  actions.  Have  you  got  them  ?  If  not,  your  every 
interest— even  life  itself— is  in  constant  danger  of  sacrifice 
and  you  are  but  half  a  man. 

Disease,  Weakness  and  General  Physical  Deterioration 
are  staring  the  average  Business  Man  squarely  in  the  face. 

The  great  problem  of  Health  and  Strength  has  at 
last  been  solved  by  the 

Nafloui  Physical  Culture  Institute 

Our  instruction  meets  the  crying  need  of  today  for  a 
means  of  getting  and  keeping  Health  in  its  fullest  sense.  It 
is  scientific,  intelligent  and  natural,  and  will  bring  you  Vigor 
and  Health  r^;ver  before  known.  What  we  have  dug  out  in 
years  of  actual  experience  and  study  we  will  apply  to  your 
case  and  teach  you  in  a  surprisingly  short  time.  All  we  ask  is 


Our  instruction  is  so 
plain,  rational  and  easily 


Just  15  Minutes  a  Day  in  Your  Own  Home. 

toliowed  that  there  is  no  inconvenience  or  loss  of  time  No  Dru^r  ni' 

r-  common  diseases  as  Dyspepsia,  Indigestion,  Constipation 

Catarrh,  Obesity,  Emaciation,  Nervousness,  Loss  of  Vigor  and  Energy,  and  many 
others,  our  Individual  Instruction  and  Treatment,  by  Mail,  will  quickly  cure  you  and  set 

physically,  with  a  GOOD  MUSCULAR  DEVELOPMENT 

THROWN  IN. 

You,who  thmkyouare  well  need  our  instruction  as  “Health  Insurance”  to  insure 

greater  Health  and  Strength,  and  to  prevent  what  is  sure  to  follow  without  it _ Weakness 

and  Uisease. 

NdtUrG  of  Instrucfion  mstmet  you  individually— according  to  your  con- 

iiniuic  Ul  llldllMWIlUlli  dition  and  needs— in  a  PERFECT  SYSTEM  OF 

EXERCISE  ;  tell  you  just  what  food  you  should  eat,  and  what  to  avoid;  how  to  properly 

breathe  and  bathe,  and  prescribe  such  Natural  Treatment  of  Disease  as  may  be 

necessary.  Understand,  our  instruction  is  strictly  individual  ;  and  much  time  thought 
and  work  are  put  upon  your  case.  The  System  of  Exercise  is  absolutely  perfected— 

unlike  the  so-called  ‘  Swoboda  or  other  systems.  ^  ^ 

Proof  Positivo  methods  have  been  thoroughly  investigated  and  are  indorsed 

riywi  rWDIIITC.  by  eminent  physicians,  high  U.  S.  Army  officers  and  prominent 
Dusiness  and  professional  men,  whom  we  number  among  our  patients.  Write  to-dav  for 
interesting  and  valuable  booklet^  literature  and  letters  which  are  sent  Free  These  will 
convince  yo\x  our  instruction  is  Just  What  You  Need  and  Must  Have.  In  writing  exp'ain 
your  condition  and  needs  and  we  will  give  you  our  opinion  of  your  case,  without  charee 
Kemember,  just  15  minutes  a  day.  Rates  moderate— terms  reasonable  ' 

A  signed  guarantee  insures  satisfactory  results  or  the  return  of  your  money. 

National  Physical  Culture  Institute,  Dept.  7,  Washington,  D.  C. 

Please  meniioji  The  Business  Man’s  Magazine  zvhen  ivriting  to  advertisers. 


Bills  Receivable  as  Collateral 


N  Indiana  correspondent  asks 
us  to  explain  the  operations 
of  companies  that  issue  col¬ 
lateral  trust  notes  against 
bills  receivable.  The  first 
step  in  the  operation  is  to  have  the  bills 
receivable  properly  assigned  to  the  com¬ 
pany  which  proposes  to  issue  collateral 
trust  notes,  and  the  second  step  is  to  reas¬ 
sign  the  same  to  a  trustee.  The  character 
of  collateral  trust  notes  issued  against  bills 
receivable  is  similar  to  the  form  of  collat¬ 
eral  notes  in  common  use.  Following  is 
one  of  the  forms  used  by  the  Manufactur¬ 
ers’  Commercial  Company  of  New  York: 

“New  York,  . ,  190. . 

. ,  after  date  for 

value  received.  Manufacturers’  Commercial 
Company  promises  ito  pay  to  the  order  of 

.  . . .  at  the 

office  of  the  Knickerbocker  Trust  Com¬ 
pany,  66  Broadway,  New  York  City,  Five 
Thousand  Dollars  ($5,000). 

“This  note  is  one  of  a  series  of  two  hun¬ 
dred  (200)  notes  issued,  or  to  be  issued, 
of  like  tenor  and  amount,  all  of  which 
notes  are  equally  and  ratafily  secured  by  a 
deposit  with  and  assignment  to  Knicker¬ 
bocker  Trust  Company  of  the  City  of  New 
York,  under  a  trust  agreement,  as  trustee 
for  the  holders  of  all  of  said  notes,  equally 
and  without  distinction,  of  an  amount  of 
certificates  representing  guaranteed  ac¬ 
counts  receivable  against  selected  mercan¬ 
tile  concerns  in  good  standing,  made  pay¬ 
able  to  said  trustee,  equal  to  $6,000,  in  such 
accounts  receivable  for  each  note  of  $5,000 
of  this  series,  the  issue  of  which  is  certi¬ 
fied  to  by  the  said  trustee,  subject  to  all 
the  terms  and  conditions  of  which  agree¬ 


ment  this  note  is  issued  and  held.  The  Manu¬ 
facturers’  Commercial  Company  shall  have 
the  right  to  substitute  new  guaranteed  ac¬ 
counts  receivable  in  place  of  those  paid  off 
at  maturity;  and  agrees  to  keep  at  all 
times  the  same  proportion  of  accounts 
receivable  or  cash  on  deposit  as  security 
for  these  notes;  and  further  agrees  to  pay 
to  the  trustee  in  cash  or  by  certificates  re¬ 
presenting  other  like  guaranteed  accounts 
receivable  not  yet  due  the  full  amount  of 
any  account  receivable  not  paid  to  said 
trustee  30  days  after  the  due  date  thereof. 
In  case  of  depreciation  of  any  securities 
which  may  be  at  any  time  held  by  said 
trustee  as  security  for  this  note,  a  payment 
shall  forthwith  be  made  on  account  or 
additional  accounts  receivable  be  given  by 
the  Manufacturers’  Commercial  Company 
to  the  trustee,  so  that  the  actual  value  of 
the  collateral  shall  always  be  20  per  cent 
in  excess  of  the  amount  of  the  outstanding 
notes  of  this  series.  In  case  any  default 
shall  be  made  in  the  payment  of  any  note 
of  this  series,  v^hen  due,  or  in  performing 
or  complying  with  any  other  agreement, 
or  condition  of  any  such  note,  or  of  said 
trust  agreement,  and  such  default  shall 
continue  for  five  days  after  the  trustee 
shall  have  requested  the  Manufacturers’ 
Commercial  Company  to  pay,  or  to  per¬ 
form,  or  to  comply  with  such  agreement 
or  condition,  then  and  in  every  such  case 
this  note  and  all  other  notes  of  this  series 
shall  forthwith  become  due  and  payable, 
anything  herein  contained  to  the  contrary 
notwithstanding;  and  the  trustee  is  there¬ 
upon  hereby  invested  with  full  right,  power 
and  authority,  without  further  demand  or 
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Just  a  Gillette  Safety  Razor 

soap  and  brush — and  in  2  to  5  minutes 
'  the  harshest  beard  can  be  ♦'smoothly 
shaved  from  the  tenderest  skin,  with  greater  com-  Jfl 
fort  than  you  have  ever  experienced  from  your 
pet  razor  or  your  favorite  barber. 

Yet  the  cost  is  less  than  2  cents  a  week  for  a 
p_e^rfect  shave  every  day  in  the  year.  Think  of  the  H 
iHoney  and  time  the  Gillette  Razor  saves  its  ONE 
MILLION  satisfied  users  I 


Exact 
Size 
of  the 
Gillette 
Safety 
Razor 
Ready  for 


NO  STROPPING  NO  HONING! 
ALWAYS  SHARP 

^  Gillette  double-edged  wafer  blades 
gives  an 


r  -  ,  are  so  hard  and  keen  that  each  blade 

average  of  more  than  20  perfect  shaves.  When  dulled,  throw  away  as  a 
used  pen.  A  new  blade  inserted  in  a  second.  Extra  blades  cost  50  cents  for^ ten 

THE  FINEST  RAZOR  IN  THE  WORLD 

Gillette  Razor  is  built  like  a  watch,  and  its  sturdy  frame  will  last  a 
lifetime.  B  you  could  visit  the  Gillette  Factory  and  see  the  minute  care  with 
then  ^E^i^dual  blade  is  tempered,  ground,  honed,  stropped  and 

then  tested  with  human  hair  as  a  barber  tests  his  blade,  you  would 
understand  why  the  Gillette  Razor  is  no  to  be  C( 
other  razor  ever  made. 

holder  and  12  tested  blades  (24 
Standard  combination  set  with  triple  silver- 
holders.  $7.50.  Other  sets  in  gold  and  silver.  Extra  blades.  10  for 


Triple 

Silver 

Plated 


Gillette 

Playing  Cards. 

For  25c. 

silver  or  stamps  and  the 
name  of  a  friend  who  does 
not  use  the  Gillette  Razor, 
we  send  to  any  address  post¬ 
paid  a  full  pack  of  50-cent 
playing  cards;  round  cor¬ 
ner,  gold  edges,  celluloid 
nmsh,  in  handsome  gold 
embossed  leatherette  tele¬ 
scope  case.  Send  today. 


Please  mention  The  B 


sers. 


NO  5TROPPINC,NO  HONING 
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notice,  to  sell,  assign  and  deliver  the  whole 
or  any  part  of  such  securities,  substitutes 
or  additions,  at  any  broker’s  board,  or  at 
public  or  private  sale,  at  its  option,  at  any 
time  or  times  thereafter  without  adver¬ 
tisement  'Or  notice  to  the  Manufacturers 
Commercial  Company,  with  the  right  on 
the  part*  of  said  trustee,  or  the  holders 
of  said  notes,  to  become  purchasers  thereof 
at  any  such  sale  or  sales  freed  and  dis¬ 
charged  from  any  equity  or  redemption, 
or  the  said  trustee  may  proceed  'to  collect 
said  accounts  receivable  and  to  distribute 
the  proceeds  ratably  among  the  holders  of 


all  the  notes  of  this  series;  all  interest 
and  legal  or  other  costs,  charges  and  ex¬ 
penses  for  collection,  sale  and  delivery 
to  be  deducted  from  the  proceeds,  and  the 
residue  applied  on  the  liability  or  indebt¬ 
edness  under  said  notes  and  agreement; 
the  overplus,  if  any,  to  be  paid  to  whoso¬ 
ever  may  be  lawfully  entitled  to  receive 
the  same.  If  there  be  any  deficiency,  the 
undersigned  shall  forthwith  liquidate  the 
same.  All  the  provisions  of  this  instru¬ 
ment  shall  insure  to  the  benefit  of  the  hold¬ 
ers  or  assigns  thereof.” — The  Bulletin  of 
The  American  Institute  of  Bank  Clerks. 


Interest  on  Bank  Deposits 
By  J.  L.  DAVIS 


In  “Interest  by  a  Wall  Street  Expert,” 
July  issue,  your  correspondent  states  “the 
rule  of  this  method  is  to  simply  divide  the 
number  of  days  by  six,  the  rate,  multiply 
the  result  by  the  principal  and  point  off 
three  places  from  the  right.” 

:  This  wording  is  misleading  in  that  it 

s  makes  it  appear  you  divide  by  six  because 
!  six  is  the  rate.  That  is  not  the  reason. 

I  In  interest  calculations,  outside  of  gov- 
!  ernment  transactions,  the  commercial  prac- 
'  tice  is  to  figure  oil  a  basis  of  30  days  to 
the  month,  or  360  days  to  the  year,  and  the 
amount  of  the  principal,  multiplied  by  the 
number  of  days  and  divided  by  one  thou¬ 
sand,  gives  the  interest  at  36  per  cent.  Con¬ 
sequently,  after  multiplying  the  amount  by 


the  number  of  days,  and  setting  the  deci¬ 
mal  point  three  places  to  the  left,  you  di¬ 
vide  by  six  when  computing  at  six  per  cent. 

Here  in  California  the  method  is  used  by 
most  of  the  savings  banks,  many  of  which 
carry  the  product  of  the  dollars  multiplied 
by  days,  in  a  column  parallel  with  the  de¬ 
posits,  on  the  customers’  ledger  cards,  and 
at  the  end  of  the  term  divide  the  total  ol 
the  numbers  by  9  or  by  12,  to  get  the 
amount  of  interest  at  foiir  per  cent  or  three 
per  cent,  respectively,  the  ruling  rates  on 
term  and  ordinary  deposits. 

I  have  used  this  plan  of  figuring  interest 
for  15  years,  and  have  heard  it  spoken  of 
as  the  Erench  method,  so  I  presume  the 
French  people  stumWed  upon  it  before  we  did 


Methods  of  Recording  Cash  Sales 


A  very  simple  plan  for  a  small  business 
is  to  have  a  separate  till  for  all  cash  re¬ 
ceived  in  respect  of  cash  sales  during  the 
day.  The  cash  as  it  comes  in  is  put  into 
this  till  or  cash  box,  and  at  the  end  of  the 
day  is  counted  and  the  amount  entered  in 
the  cash  book.  This  method  is  a  very  crude 
plan,  but  is  suitable  enough  when  the  owner 
of  the  business  is  always  on  the  spot.  In 
many  cases,  however,  where  it  is  desired 
to  have  a  check  on  the  cash  drawer  dur¬ 
ing  the  day,  a  duplicate  slip  book  is  given 
to  each  of  the  persons  who  sells  the  goods, 
and  the  amount  of  each  sale  is  entered  on 
these  slips ;  one  is  torn  out  and  handed 
to  the  cu-stomer,  while  the  duplicate  is  kept. 


There  is  also  usually  provided  in  such 
duplicate  slip  books  a  sheet  at  the  end  of 
the  book  to  which  the  various  totals  are 
carried,  and  this  summary  is  added  up  at 
the  end  of  the  day,  and  the  total  of  all  the 
salesmen’s  books  is  reconciled  with  the  cash 
in  the  till.  It  is  also  customary  when  a  sale 
takes  place  for  a  salesman  other  than  the 
one  making  the  sale  to  initial  the  slip  when 
he  has  satisfied  himself  that  the  amount  is 
correct.  This,  to  a  certain  extent,  provides  > 
against  error  or  fraud  except  where  the 
salesmen  are  acting  jointly  in  a  fraudulent 
misappropdation  of  cash. 

Another  very  usual  way  of  keeping  an 
account  of  cash  sales  is  by  means  of  a 
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time’ 


"Th?. 
shows  how 
Kytags  are 
"Applied  to 
leaF 


It  finds  your  place 
in  any  book 
instantly 


ti  Size,  Paper  Jb'aced 


2  Inch  Size,  Paper  Faced 


Size,  Paper  Faced 


Description  Steel  clips,  enclosed  in  leather 
~  tabs,  on  which  any  inscription 

may  be  written  or  printed.  They  can  be  instantly 
slipped  on  a  leaf,  or  card,  and  hold  with  a  vise- 
like  grip,  but  do  not  tear  or  mark  the  leaf.  They 
can  be  quickly  removed  to  another  page  or  to  a 
different  book  if  you  wish.  ^ 

Tags  that  you  can 
write  on 

are  made  in  six  sizes,  to  fit  books  of  any  size, 
and  allow  for  inscriptions  of  any  length. 

^  Plain  Leather  Tags  are  light  tan 
in  color  and  present  a  good  surface  to 
write  on  with  ink. 

Paper  Faced  Tags  have  over  the 
leather  a  facing  of  Buff  Scotch  Linen 
Ledger  Paper,  which  gives  the  most  de¬ 
sirable  surface  known  for  writing  with  pen 
or  pencil.  It  is  very  durable  and  will 
stand  sevQral-  erasures  and  re-writings. 

When  the  paper  faces  are  entirely  worn 
new  papers  can  be  obtained.  Although 
we  carry  in  stock  over  1,000  kinds  of  print- 
ed  tags,  the  sales  of  the  paper  faced  tags 
are  more  than  all  the  others  combined. 

The  Printed  Tags  include  al¬ 
phabets,  months,  numbers,  accounts, 
cities  and  states.  We  print  to  order, 
promptly,  and  at  moderate  cost,  tags 
with  special  inscriptions. 

We  Guarantee  every  tag  to  be  perfect  in 
material  and  construction,  and  to  pay  for  itself 
in  the  time  saved  by 
its  use. 


2 


%  Size,  Paper  Faced 


%  Inch  Size,  Paper  i-aced 


- - - Leather 


We  prepay  transporta¬ 
tion,  and  will  send  tags  to 
any  responsible  person  or 
firm  on  trial,  to  be  returned 
if  not  found  profitable. 


“"d  but  few 

S)0  small  out  that  at  least  a  few  of  our  taes  could  he 

ruffe', 

sLple^tTgfor^sTents^^^ 

hiJL  CHAS.  C.  SMITH,  ^ 

EXETER.  NEBRASKA 


Cut  off  here  and  mall  TO-DAY-Don't  Delay 

Dept.  A,  Chas.  C.  Smith,  Exeter,  Nebraska 

^9“*'  circulars  and  price  list  free  En¬ 
closed  IS  5  cents  for  sample  tag.  lll)6 


.State. 


State  What  You 
Wish  to  Index  .. 
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mechanical  cash  register.  The  customer 
gets  a  ticket  showing  the  amount  of  the 
sale,  and  the  register  while  making  out 
this  ticket  also  records  on  the  sheet  pro¬ 
vided  the  amount  of  the  sale.  This  sheet 
which  is  in  the  machine  is  added  up  at  the 
end  of  the  day,  and  the  cash  in  the  till 


should  agree  with  the  amount  recorded  on  - 
the  sheet. 

Modern  devices  of  this  kind  are  now  so 
arranged  as  to  show  the  sales  of  each  de¬ 
partment,  or  each  salesman  separately,  so 
that  a  recapitulation  may  be  made  with 
facility. — Exchange. 


What  Do  the  Banks  Say  to  This  Suggestion? 


By  J.  H. 

Under  the  heading  Typewritten  Checks 
you  ask  “What's  the  answer?” 

A  plan  to  protect  the  drawer  of  a  check 
has  several  times  occurred  to  me,  and  type¬ 
writing  them  seems  to  solve  the  problem. 
In  having  checks  printed  have  a  triplicate 
form  made,  either  one  sheet  folded  twice, 
or  three  sheets  placed  in  the  machine  at 
one  time,  and  when  issuing  them  a  sheet  of 
several  checks  could  be  written  at  one  time. 
The  original,  of  course,  going  to  the  payee, 


SMITH 

the.  duplicate  to  the  bank  on  which  the 
check  is  drawn,  and  the  triplicate  being 
filed.  This  will  do  away  with  the  check 
book  and  stub,  and  the  bank  will  know 
what  the  original  amount  was,  should  the 
check  be  raised,  when  presented  for  pay¬ 
ment.  Whether  or  not  this  would  do  away 
with  check  raising  is  a  question,  but  it 
seems  to  me  that  it  would  relieve  the 
drawer  of  payment  in  case  a  check  was 
raised. 


An  Up-to-date  Form  of  Stock  Ledger 

By  A.  U.  FUCHS 

Explanation  of  Use 


The  first  column  gives  the  date  of  each 
transfer,  whether  stock  transferred  is 
bought  or  sold. 

The  second  column  gives  the  number  of 
each  transfer,  as  shown  by  the  transfer 
book. 

The  third  column  gives  the  number  of 
the  old  certificate  received,  when  stock  is 
purchased. 


The  fourth  column  gives  the  name  of  the 
party  from  whom  stock  is  purchased,  or  to 
whom  sold. 

The  fifth  column  gives  the  number  of  the 
new  certificate  issued  to  the  party  whose 
name  stands  at  the  head  of  the  account. 
When  the  certificate  is  subsequently  sold 
and  transferred  to  another  party,  a  red  line 
is  ruled  through  the  number,  and  date  en- 
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When  you  eat  rolled  oats,  be  sure  it  is  Quaker  Oats. 
There  is  a  delicacy  of  flavor— a  delicious  goodness — about 
Quaker  Oats  that  you  do  not  find  in  any  other  kind.  The 
reason  is  simple. 

Quaker  Oats 

is  made  by  a  process  that  has  taken  years  to  perfect.  It  is  the  quality 
of  the  white  oats  used  and  the  completeness  of  the  process  of  man¬ 
ufacture,  that  gives  this  distinctly  different  flavor  to  Quaker  Oats. 
The  surest  proof  of  the  superior  goodness  of  Quaker  Oats 
is  for  you  to  order  a  package  today  and  try  it  yourself. 
The  proof  is  in  the  eating. 

At  grocers  everywhere.  Large  package  10c. 

Made  by  The  Quaker  Oats  Company, 

Chicago,  U.  S.  A. 
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terecl  on  same  line  in  next  column,  i.  e.,  the 
sixth. 

In  the  seventh  column  the  account  is 
debited  with  the  number  of  shares  sold  and 
transferred  to  other  parties.  • 

In  the  eighth  column  the  account  is  cred¬ 


ited  with  the  number  of  shares  received  in 
transfer. 

The  ninth  column  shows  from  day  to  day 
the  balance. 

The  tenth  column  is  for  any  remarks  re¬ 
garding  the  stock,  or  subscriber.' 


Vouchers 

By  EVERETT  B.  VARIAN 


Here  is  the  best  form  of  voucher  that 
I  have  ever  found,  being  a  combination 
of  several  common  forms. 

All  of  the  matter  bearing  on  the  settle¬ 
ment,  from  the  requisition  to  the  approved 


invoice,  is  attached  to  the  upper  part'of  the 
form  and  remains  in  the  office,  and  when 
the  voucher  comes  back  through  the  bank 
it  is  placed  on  the  same  file,  and  the  record 
is  complete. 
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Cost  of  Keeping  Horses 


By  DR.  ROBERT  GRIMSHAW 


In  order  to  keep  a  sharp  lookout  over  the  such  as  is  shown.  Any  difference  in  any 
items  of  fodder,  etc.,  so  that  they  may  not  item  is  promptly  detected,  and  the  reason, 
get  too  high  or  too  low  a  blank  is  hllcd  our,  may  be  at  once  sought. 
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OLLARS 


Make  Money  in 
Real  Estate 


C.  We  want  you  to  write  to  us 
to-day  for  our  new  free  book  which 
tells  all  about  the  science  of  real 
estate  investment.  It  tells — 

How  to  invest  small  sums  in  real  estate. 

How  to  choose  real  estate  judiciously. 

What  class  of  properties  grows  in 
value  most  rapidly. 

How  long  to  hold  a  property. 

When  and  where  to  buy. 

The  cause  of  growth  in  population,  etc. 

C,  This  book  is  not  an  advertisement  of 
any  particular  investment,  but  is  the  con- 
■  densed  expert  testimony  of  some  of  the 
•^^ibest  known  real  estate  men  in  the  country. 
This  book  will  interest  everyone  who  has 
15.00  or  more  to  invest  and  wants  to  invest 
it  where  it  will  be  safe  and  where  it  will 
earn  more  than  an  ordinary  3  or  4  per 
cent,  interest. 

CE.  Along  with  it  we  will  send  particulars 
of  the  best  real  estate  investment  we  ever 
offered  our  clients — an  investment  where 
every  dollar  will  be  as  safe  as  a  govern¬ 
ment  bond  and  where  the  investment  should 
increase  in  value  from  50  to  100  per  cent, 
yearly  for  a  long  term  of  years  to  come. 

a  Write  us  a  postal  saying,  send 


“DOLLARS  IN  DIRT.”  You  will  re¬ 
ceive  the  book  by  return  mail. 


W.  M.  OSTRANDER  (Inc.) 


134  North  American  Bldg.  Suite  134,  25  West  42nd  St. 


Philadelphia 


New  York  City 


RT 
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Fitting  the  College  Man  for  Business. 

EFERRING  to  some  recent 
comment  of  ours  on  the  sub¬ 
ject  of  the  advantage  of  aca¬ 
demic  and  college  training  to 
those  who  enter  the  commer¬ 
cial  field,  the  new  course  in  Industrial 
Chemistry  announced  by  The  New  York 
University  School  of  Commerce,  Accounts 
and  Finance  appears  to  be  based  on  the 
expression  of  very  much  the  same  idea  as 
that  indicated  in  our  editorial,  viz.,  that 
the  regular  college  courses  in  industrial 
chemistry  do  not  teach  anything  of  prac¬ 
tical  use  to  the  student  of  business  life. 

In  discussing  the  subject,  the  Scientific 
American  states  that  the  need  of  such  a 
course  as  that  offered  by  The  School  of 
Commerce,  Accounts  and  Finance  is  ob¬ 
vious  to  anyone  who  has  ever  been  con¬ 
nected  with  any  manufacturing  establish¬ 
ment,  and  quotes  Prof.  Rosanoff,  the 
instructor  appointed  for  the  course,  as 
follows : 

“It  seems  to  me  that  we  ought  to  dis¬ 
criminate  between  a  knowledge  of  the 
essentials  of  a  subject  and  an  exhaustive 
knowledge  of  both  fundamental  principles 
and  details.  Just  this  lack  of  discrimina¬ 
tion  makes  the  education  of  many  men 
one-sided.  Being  afraid  to  ignore  any¬ 
thing,  they  start  out  to  acquire  a  general 
education,  with  the  apparent  intention  of 
learning  everything  about  everything.  The 
result  is  that  they  generally  miss  just  the 
information  and  training  that  would  do 
them  most  good.  In  the  course  of  indus¬ 
trial  chemistry  planned  for  The  School  of 
Commerce  an  earnest  attempt  will  be  made 
to  guide  the  students  in  learning  essential 
facts  which  a  thoroughgoing  business  man 
ought  to  know,  and  in  avoiding  the  pitfalls 
of  fruitless,  desultory  study.  We  are  not 
expecting  to  develop  scientists  or  practical 


chemists,  but  we  do  expect  to  give  useful 
and  needed  help  to  many  a  young  man  who 
is  ambitious  to  increase  his  technical  or 
commercial  efficiency.” 


Home  Study  and  The  Book-Keeper. 

In  this  interesting  little  magazine  for 
October  the  subject  of  costs  is  again  taken 
up,  with  particular  reference  to  the  princi¬ 
ples  on  which  over-head  expense  or  burden 
should  be  distributed. 

Ill  this  number  we  also  commence  the 
publication  of  special  charts  of  classifica¬ 
tion,  arranged  with  a  view  to  eliminating 
the  trial  balance  in  different  kinds  of  busi¬ 
nesses. 

The  Forum  contains  a  number  of  valuable 
illustrated  articles  by  prominent  contribu¬ 
tors  from  the  ranks  of  The  International 
Accountants’  Society,  Inc.  No  such  value 
was  ever  offered  in  the  shape  of  a  tech¬ 
nical  magazine  for  a  subscription  price  of 
10  cents  per  year,  and  that  offer  will  not  be 
continued  very  much  longer. 


Irregularly  Earned  Profits. 

In  Great  Britain  the  laws  governing  lim¬ 
ited  liability  corporations  are  much  more 
arbitrary  and  much  more  strictly  enforced 
than  those  of  the  United  States.  Every 
possible  contingency  is  apparently  provided 
for,  and  it  is  therefore  not  surprising  to 
find  that  if  in  the  former  country  a  corpor¬ 
ation  happens  to  make  a  profit  between  the 
date  of  incorporation  and  the  date  it  is  en¬ 
titled  to  commence  business,  or  between  the 
date  it  actually  commences  business  and  the 
date  of  incorporation,  such  profits  must  not 
be  distributed  among  the  stockholders  but 
must  be  capitalized. 

We  fail  to  see  the  advantage  or  justice 
of  any  such  rule,  as  in  the  great  majority 
of  cases  where  such  conditions  might  occur, 
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SEE  THE  PONIES? 

-  THIS  TRADE  MARK  IS  FOUND  ON  EVERY  - 

McLOUD 


Adjustable  Back  Chair 


We  are  proud  of  the  PONIES;  we  are  proud  of  the  CHAIR  —  they  repre¬ 
sent  STRENGTH  and  COMFORT— A  CHAIR  FOR  EVERY  BACK. 


ARE 


LOOK 
AT  THE 
ADJUSTABLE 
BACK 


OUR 

CHAIRS 


THIS  IS 
ONE  OF  THE 
POPULAR 
STYLES 


^  It  fits  where  you  want  it 
to  fit.  It  follows  your  every 
movement,  giving  a  maxi¬ 
mum  of  comfort. 

^  No  backaches ;  no  tired 
feeling  to  the  persons  that 
uses  any  one  of  our  forty 
varieties  of  chairs. 

^  The  comfort  of  the  chairs 
is  their  strong  point  —  they 

rest  the  back  they  are  especially  desirable  for  the  office  man,  the'  stenographer,  or  anyone 
whose  duties  require  them  to  sit  at  their  work  throughout  the  day. 

^  deliver  free  and  guarantee  satisfaction,  or  you  are  welcome  to  return  them  at  our  expense. 
^  Our  catalog  is  free  for  the  asking,  it  describes  forty  different  kinds  of  chairs,  all  of  them 


PROPERLY 

NAMED 

THE 

“BACK... 

RESTERS” 


THE  DAVIS  CHAIR  CO. 

MARYSVILLE,  OHIO,  U.  S.  A. 
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the  parties  who  made  the  profit  would  be 
the  stockdiolders  who  should  be  entitled  to 
receive  them,  as  in  the  case  of  parties  pur¬ 
chasing  a  business  right  out,  taking  immedi¬ 
ate  possession,  and  carrying  it  on  as  a 
going  enterprise  while  taking  the  necessary 
proceedings  to  incorporate. 

Legal  supervision  of  so  minute  a  char¬ 
acter  seems  to  us  to  be  more  vexatious  than 
wise,  and  it  is  to  be  hoped  that  the  business 
men  of  this  country  may  always  be  spared 
from  any  such  restrictions. 

What’s  to  Hinder  Them? 

The  Michigan  Tradcsinan  calls  attention 
to  a  situation  which  now  exists  in  connec¬ 
tion  with  the  railroad  service  given  a  subur¬ 
ban  town  near  Grand  Rapids.  This  subur¬ 
ban  station  is  called  Mill  Creek. 

Thirty  years  ago  this  was  established  as 
a  railroad  station.  A  few  years  later,  by 
the  completing  of  a  branch  of  the  G.  R.  & 
I.  R.  R.  from  Grand  Rapids  to  Muske¬ 
gon,  and  by  the  completing  of  the  G.  T. 
branch  of  the  P.  ]\I.  R.  R.,  a  raihvay  junc¬ 
tion  was  establishefk  I'or  a  goorl  many 
vears  the  trains  from  these  roads  stopped 
at  the  junction.  This  condition  seemed  to 
prevail  until  the  West  Michigan  Eair 
located  close  to  that  spot.  ""This  brought 
the  street  railway  out  from  Grand  Rapids 
and  incidentally,  it  brought  a  number  of 
stores,  factories,  residences  and  so  on,  mak¬ 
ing  a  thriving  little  village  of  the  junction. 

It  didn’t  take  the  traveling  public  long  to 
find  out  that  they  could  save  both  time  and 
money  by  buying  their  tickets  from  the 
north  and  west  to  Mill  Creek  and  then 
going  into  town  on  the  street  cars.  This 
again  helped  the  village  of  Mill  Creek; 
seemingly,  the  railroads  did  not  like  it,  so 
the  G.  R.  &  I.  and  P.  M.  cut  out  Mill  Creek 
as  a  stopping  point — practically  wiping 
Mill  Creek  off  the  map. 

Protests  were  made,  of  course,  and  as  a 
result  a  committee  from  the  Board  of  Trade 
met  the  Michigan  Railroad  Committee  in 
conference  and  the  G.  R.  &  T.  promised  to 
be  good  and  put  the  village  back  on  the 
map.  They  played  even,  however,  by  mav- 
ing  their  station  one-half  mile  up  the  track 
^so  as  to  give  their  patrons  a  good  long 
walk  for  their  money  if  they  patronized  the 
street  cars.  The  P.  M.  re-established  train 
service,  but  soon  got  tired,  and  since  then 
they  have  had  no  service  at  that  point. 

Now  this  is  pretty  tough  on  Mill  Creek, 


and  incidentally  on  a  whole  lot  of  citizens 
who  wanted  to  use  that  point  for  boarding 
the  trains.  We  offer  our  hearty  sympathies 
to  them;  but  our  purpose  in  calling  atten¬ 
tion  to  this  case  is  to  ask  what  there  is  to 
prevent  a  combination  of  the  railroads  from 
wiping  any  city  off  the  map  if  they  chose. 
Given  similar  circumstances,  and  a  similar 
freedom  from  contradiction  by  the  authori¬ 
ties  there  would  seem  to  be  nothing  to 
prevent  the  railroad  companies  from  refus¬ 
ing  to  run  trains  into  any  town  or  city.  It 
looks  as  though  they  might  even  run  their 
trains  right  through  a  town  without  there 
being  a  chance  of  compelling  them  to  do 
otherwise.  Isn’t  it  about  time  that  a 
definite  enough  control  of  tlie  situation  be 
given  the  authorities  to  prevent  a  repetition 
of  such  a  circumstance  as  this,  somewhere 
else  ? 

The  Retail  Dealer  and  the  Parcels  Post. 

Where  does  the  retail  merchant  stand  in 
relation  to  the  demand  for  the  percels  post 
and  in  relation  to  the  opposition  which  is 
made  to  the  idea?  There  has  been  a  vast 
deal  of  talk  about  the  matter  but  the  major 
portion  of  the  talk  has  come  from  those 
who  may  have  an  “axe  to  grind.”  We 
would  like  to  have  an  expression  of  opinion 
from  the  man  most  interested — the  retailer 
himself.  To  every  merchant  who  will 
write  to  the  Editor  of  The  Business 
Man’s  Magazine  expressing  his  views  we 
will  send  an  interesting  booklet  with  our 
compliments.  We  want  to  know  where  the 
retailer  really  stands — what  he  really 
thinks  of  the  proposition,  whether  he 
thinks  it  will  be  a  good  thing  for  him  and 
his  community  or  not.  These  opinions  are 
not  for  publication,  but  for  the  purpose  of 
telling  us  whether  all  the  talk  has  been  in 
accord  with  his  views  or  not.  Write  to  the 
Editor  and  say  where  you  stand  on  this 
question.  Steps  are  sure  to  be  taken  this 
winter.  What  do  you  want  them  to  be — 
for  or  against? 

Some  Unique  Inquiries. 

Among  the  peculiarities  noted  in  connec¬ 
tion  with  our  inquiry  department  may  be 
mentioned  the  case  of  an  unfortunate  milk 
dealer,  who  appeals  for  a  system  of  records 
which  will  overcome  the  following  diffi¬ 
culty  : 

Our  subscriber  says :  “1  find  where  so 

many  fail  in  this  business  is  in  collecting 


nuve  nrst=ciass  men  in  our  office,  but  the 
BURROUGHS  is  easily  the  BEST  man  of 
them  all.  hagen  ratcuff  &  company. 

Wholesale  Grocers,  Huntington,  W.  Va. 
Ul  Almost  any  clerk  who  has  used  a  BURROUGHS  will  cheerfully  make 


/\tter  getting  used  to  it  he  can  contemplate  Trial  Balance  Time  with 
indifference.  He  can  Prove  his  Postings,  his  Cash  book,  his  Sales  book, 
eposits  and  do  it  all  in  one-sixth  the  time  he  takes  by  the  hand-and- 

I  way.  Over  30.000  concerns,  big  and  little— and  it  would  surprise  you 
now  how  little — use  more  than 

40,000  (Oct.  5-06)  BURROUGHS  AODliXO  and 
UlSTilXG.  IVlACHirVBS 
7,804  WERE2  SOl^O  DURIINO  IQ05 
7,e>51  SOU,D  SIINC^B  <JAINUARV  I,  IQ06 

Thus  the  BURROUGHS  is  convincing  more  and  more  concerns  that 
it  is  a  commercial  necessity  and  not  a  luvurv  •  ale, _ 


7?^ 
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the  tickets  when  delivering  milk.  They  get 
to  talking  with  the  customer  and  forget  to 
collect  tickets,  and  the  next  day  the  cus¬ 
tomer  will  look  the  milk  dealer  in  the 
eye  and  declare  she  gave  him  a  ticket.” 

Nothing  pleases  us  so  much  as  to  be  of 
assistance  to  our  subscribers,  but  how  can 
we  suggest  something  that  will  remedy  the 
foolishness  of  milk  dealers  who  talk  too 
much  on  the  one  hand,  and  furnish  the 
customer  with  honesty  on  the  other? 

A  young  lady  from  Massachusetts  desires 
suggestions  as  to  keeping  a  set  of  books. 
She  has  just  taken  them  over  from  a  pre¬ 
decessor  who  was  none  too  careful. 

She  proceeds ;  “The  ledger  is  a  loose 
leaf  device,  the  cash  book  is  a  journal-like 
affair,  which  I  have  to  rule,  and  the  trial 
balance  is  another  journal-like  book  which 
requires  no  extra  ruling,  and  it’s  an  ex¬ 
tremely  easy  matter  to  fix  the  cash  book  and 
ledger  to  secure  a  trial  balance,  if  the  dif¬ 
ference  is  not  very  large.” 

Note  the  significant  words  “if  the  differ¬ 
ence  is  not  very  large.” 


Mathematical  Machines. 

The  short-comings  and  general  lack  of 
business  sense  displayed  by  some  book¬ 
keepers,  who  strongly  complain  about  the 
low  salaries  they  receive,  could  not  be  bet¬ 
ter  illustrated  than  by  the  following 
inquiry  received  from  a  subscriber  who 
finds  it  necessary  to  employ  several  book¬ 
keepers  in  his  business : 

“Kindly  inform  me  to  what  extent  an 
all-around  book-keeper  is  supposed  to  inter¬ 
est  himself  in  the  cutting  down  of  general 
expenses,  allowances,  etc.,  etc.,  in  the  con¬ 
duct  of  business.  I  find  many  book-keepers 
who  take  little  or  no  interest  in  this  feature 
of  their  work,  seeming  to  think  that  their 
entire  duty  is  covered  by  seeing  that  bills, 
items  and  expense,  etc.,  etc.,  as  rendered, 
are  mathematically  correct.  If  the  latter 
view  is  correct,  then  the  average  book¬ 
keeper  is  little  more  than  a  mathematical 
machine,  who  is  ever  ready  to  become  in¬ 
flated  over  the  discovery  of  a  mathematical 
error,  for  which  he  seems  to  think  some 
“special”  recognition  is  due  him.  As  an 
employer,  am  I  entitled  to  more  than  this? 
I  am  inclined  to  think  I  am.” 

The  book-keeper  should  naturally  be  the 
conservator  of  his  employer’s  interests  gen¬ 


erally,  and  those  who  do  not  appreciate 
this  must  not  bo  surprised  if  they  fail  to 
obtain  that  pleasant  recognition  of  service 
which  leads  more  confidence  and  better 
remuncrario'.. 

Bank  Examiners  and  Their  Examina¬ 
tions. 

The  feeling  of  indignation  in  regard  to 
bank  examinations  which  are  utterly  inef¬ 
ficient  is  rapidly  spreading  and  The  Ameri¬ 
can  Banker,  in  calling  attention  to  the  fact 
that  there  are  only  85  national  bank  exam¬ 
iners  to  examine  6,000  banks  in  the  United 
States,  says : 

“Under  the  present  system  a  bank  exam¬ 
ination  cannot  detect  any  trouble  unless  it, 
be  so  very  flagrant  that  a  child  could  see 
it  with  his  eyes  shut.” 

There  is  every  reason  why  the  examina¬ 
tion  of  private  banks  should  be  more  thor¬ 
ough  than  that  of  national  and  state  banks, 
because  the  proprietors  are  more  apt  to 
consider  themselves  sole  owners  of  the 
funds  deposited  in  their  care.  An  interest¬ 
ing  instance  of  this  kind  is  quoted  where, 
after  a  recent  bank  failure,  it  was  found 
that  each  of  the  two  partners  carried  what 
they  called  a  “counter-book.”  When  a 
partner  was  in  need  of  funds,  he  took  them 
out  of  the  depositors’  cash,  solemnly  en¬ 
tered  the  amount  in  his  counter-book,  and 
at  certain  intervals  footed  up  his  with¬ 
drawals  and  gave  his  note  to  the  bank  for 
the  amount. 


A  Literary  Treat. 

The  world  is  promised  a  treat.  Our  own 
“Mark  Twain”  is  writing  his  memoirs.  This 
will  be  a  work  worth  reading,  but  few  of 
us  can  hope  to  possess  it  for  our  very  own 
for  he  says  of  it :  “I  told  Howells  that  this 
autobiography  of  mine  would  live  a  couple 
of  thousand  years  without  any  effort,  and 
would  then  take  a  fresh  start  and  live  the 
rest  of  the  time.  *********  jf  j 

should  live  long  enough  the  set  of  volumes 
could  not  be  contained  merely  in  a  city, 
it  would  require  a  state,  and  that  there 
would  not  be  any  time  during  its  existence 
when  there  would  be  a  multi-millionaire 
alive  who  would  be  able  to  buy  a  full  set 
except  on  the  instalment  plan.”  This 
would  be  a  sad  outlook  for  us  if  Carnegie 
libraries  were  not  abroad  in  the  land. 
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Grand  Rap 

FIRST  NATIONAL  BANK,  Hanover.  Pa. 

Enclosed  find  draft  on  the  National 
Bank  of  Commerce  New  York,  for  ($15.00) 
amount  of  bill  for  adding  machine  stand,  and 
would  say  In  remitting  that  when  your 
representative  was  here  we  had  not  the 
inclination  to  even  have  the  stand  put  on 
trial,  as  we  had.  a  stand  that  we  thought 
answered  the  purpose  fully,  but  after  trying 
yours  wo  wore  not  long  In  deciding  to  keep 
It,  as  It  is  so  easily  moved  around  from  one 
desk  to  the  other,  while  before  it  was  our 
custom  to  move  the  books  to  the  adding 
machine. 

(Signed)  H.  E.  Hoke.  CashiJr 


THE  BUCKEYE  STATE 
BUILDING  &  LOAN  CO 
Columbus.  O 

We  are  pleased  with  your  No.  3-B-C 
Adding  Machine  Stand,  shipped  us  on  ap¬ 
proval  by  your  company,  and  after  using  it 
for  a  few  days  find  it  so  superior  In  every 
way  to  the  one  we  formerly  used  that  we 
have  decided  to  buy  it.  We  hand  you  our 
check  No.  1  6925  for  $  1 5.4 1  inpayment  of 
same.  Please  acknowledge  receipt. 

The  Buckeye  State  Building  &  Loan  Co 
(Signed)  B.  C.  Blachley,  Secy 

THE  CENTRAL  SAVINGS 
AND  TRUST  CO. 

Arkon.  Ohio. 

We  find  it  very  convenient  and  a  big 
improvement  over  any  other  stand. 

Jos.  S.  Renner  Secretary 

COUNTY  TREASURER 
Bellefontalne,  Ohio. 

The  stand  came  Friday  the  23rd. 
Find  it  a  great  Improvement  over  the  old 
one.  Issac  C.  Miller.  Troas.  Logan  Co. 


id*r,  Michigan, 


Nov.  l8t.,  1906. 


DO  YOU  KNOW 


That  to  Adding  Machine >  Typewriter 
Bill  of  Lading  Machine,  Phonograph 
Dun  or  Bradstreet  Book,  Autograph¬ 
ic  Register,  Telephone,  Card  Cabi¬ 
net  users,  there  isn't  anything  in  i/ 
the  world,  that  will  give  you  as  much  real  benefit 
and  convenience  as  these  Stands  of  ours. 

Results  count  -  don't  they?  Look  at  the  letter 
from  the  First  National  Bank,  of  Hanover,  Pa  - 

looks  as  though  we  dictated  that  letter  oiirselves  - 
does'nt  it? 

Tell  us  what  appliances  you  use,  and  we  will 
se^  illustrations  to  suit  your  needs  -  we  can  sat¬ 
isfy  YOU  as  completely  as  we  have  these  users. 

OvT  files  are  full  of  endorsements  like  these. 
Let  us  talk  it  over  with  you  -  you  will  be  lust 
as  well  pleased  as  they  are. 

Yours  very  truly, 

ADJUSTABLE  TABLE  COMPANY. 


P.S.  You  can  get  the  Adding  Machine  Stands  from 
the  Adding  Machine  Agents  and  Salesmen. 


THE  NATIONAL  BANK  OF  WESTFIELD,  Westfield  New  York 
We  are  very  much  pleased  with  the  Stand  and  believe  we  will  be  able  to  make  our  adding  machine  more  useful  on  account  of  having  it. 

•  Yours  very  truly,  (S(gnsd)  G.  S.  Flagler,  Cashier. 

THE  TOLEDO  GRAIN  AND  MILLING  CO.  Toledo  Ohio. 

,  The  Toledo  Grain  and  Milling  Co. 

ALLEGHANY  NATIONAL  BANK.  Pittsburgh.  Pa. 

We  are  In  receipt  of  your  Adding  Machine  Stand  which  proves  very  satisfactory.  Kindly  send  ui  one  more  of  the  same  kind  ( 1  No.  -3-B-C)  and  send  us  bill  for  both.  ^ 

W.  Montgomery.  Cashier. 

^  ^  ^  ^  '""^ST  NATIONAL  BANK  OF  THE  THOUSAND  ISLANDS,  Ale.xandria  Bay.  New  York 

,  t  irn  recommended.  Please  receipt  enclosed  bill 

F.  F.  Cornwall.  Asst.  Cashier 

THE  EQUITABLE  BUILDING  CO..  Zanesville.  Ohio 
We  are  well  pleased  with  the  Stand.  We  enclose  our  check  for  $15.00  In  payment  for  the  same. 

The  Equitable  Building  Co.,  Zanesville.  O.  (Signed)  H.  E.  Buker.  Secy. 


AUDITOR  AUGLAIZE  COUNTY  Wapakoneta,  O. 
Received  your  Stand  all  O.  K  and  Is  very  satisfactory.  Enclosed  find  draft  for  S 1 5.40  in  payment  of  same. 

THE  GEO.  RENNER  BREWING  CO..  Arkon.  Ohio. 
We  are  very  much  pleased  with  the  Adding  Machine  Stand.  You  can  draw  on  us  for  the  amount  when  due. 


W.  H.  Meyer,  County  Auditor, 
The  Geo,  Renner  Brewing  Co. 


COUNTY  AUDITOR,  Yankton.  S.  D. 

1  enclose  you  draft  for  $15.00  in  full  settlement  of  your  claim  against  Yankton  County  for  one  adding  machine  stand.  The  stand  meets  with  our  hearty  approval. 

(Signed)  Ralph  Case.  County  Auditor. 

COUNTY  AUDITOR’S  OFFICE.. Washington,  C.  H.  Ohio. 

Adding  Machine  Stand  came  all  O.  K.  "Its  the  best  out."  Enclosed  warrant  for  same  (Signed)  A.  D.  Chaffin,  Co.  Aud. 
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The  Home  Study  Magazine. 


E  have  not  said  a  great  deal 
about  Home  Study  as  yet — 
we  have  been  too  busy  get¬ 
ting  it  where  we  wanted  it 
to  talk  about  it — but  you 


should  send  in  your  dime  for  a  3^ear’s  sub¬ 
scription  and  see  for  yourself  how  much 
you  can  get  for  ten  cents  a  year.  It  is 
better  worth  a  dollar  than  most  of  the 
business  magazines  offered  you,  even  if  ten 
cents  a  year  is  all  we  ask  for  it.  There 
was  not  room  enough  in  The  Business 
XTan^s  Magazine  for  all  the  educational 
matter  we  had  to  offer  the  business  public 
so  we  launched  this  “overflow”  magazine 
last  January.  Without  its  being  adver¬ 
tised  over  25,000  readers  are  already  on 
its  lists.  Send  in  a  dime  and  try  it  for 
yourself.  It  is  a  complete  course  of  busi¬ 
ness  education  at  home. 


A  Bid  for  Married  Men. 

It  is  stated  that  Swift  &  Co.  are  offering 
wedding  presents  to  those  in  their  employ 


who  will  marry  ;  the  presents  being  gifts  of 
cash  ranging  from  $50  to  $200.  They  claim 
this  is  good  business  because  a  married  man 
is  more  reliable  and  is  willing  to  work 
harder  than  a  single  man  and  that  he  can 
be  trusted  to  a  greater  extent  in  financial 
matters. 

It  is  stated  that  they  prefer  men  with 
large  families  because  the  larger  the  fam¬ 
ilies  the  more  faithful  the  service.  This  is 
probably  true,  for  a  man  with  a  big  family 
does  not  dare  to  stop  work  to  look  for  an¬ 
other  job;  he  cannot  afford  it. 


Package  Goods  in  the  Retail  Store. 

The  retail  merchant  who  pushes  the  sale 
of  package  goods  is  deliberately  hurting 
his  own  business.  There  are  but  three 
things  which  can  be  used  as  inducements 
to  make  steady  customers  of  the  chance 
buyers.  These  are  good  goods,  good  ser¬ 
vice  and  good  prices.  When  you  sell  pack¬ 
age  goods  you  cannot  claim  to  give  better 
goods  than  any  other  merchant  who  sells 
the  same  brand.  Neither  can  you  give 
better  prices,  for,  as  a  rule,  the  price  per 
package  is  fixed.  This  leaves  only  the 
chance  of  giving  better  service  where  you 
ought  to  have  all  three  to  offer.  It  is  a  lit¬ 
tle  easier  for  your  clerk  to  hand  out  a 
package  of  coffee  than  to  do  up  a  package 
from  your  stock,  but  the  goods,  if  satisfac¬ 
tory,  can  be  had  just  as  easily  elsewhere 
next  time  and  there  is  no  reason  why  the 
buyer  should  come  back  to  you  for  the 
next  lot.  If  you  must  have  package  goods 
have  them  put  up  under  your  own  name  so 
that  a  satisfied  customer  will  have  to  come 
back  to  you  for  more.  Every  time  you  sell 
a  manufacturer’s  package  you  advertise 
the  manufacturer  and  not  yourself — a  thing 
which  you  cannot  afford  to  do.  Package 
goods  are  notoriously  less  in  quantity  or 
poorer  in  quality  than  you  can  supply  for 
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Not  the  Price 

But  Something  Better  in 

Metal  Sectional 
Steel  Filing  Cabinets 

OUR  ONE  IDEA  in  bringing  out  a  New  Line  of  Filing  Cabinets  at  this  time  was  to  build 
for  Quality  in  every  particular— to  meet  the  demand  for  “Something  Better.” 

To-day,  Metal  Steel  Filing  Cabinets  are  what  we  started  out  to  make  them— abso¬ 
lutely  the  best.  The  price  is  very  reasonable,  as  you  will  find  upon  inquiry  and  comparison. 

And  no  expense  has  been  spared  in  experiments,  preparation  of 
special  tools,  selection  of  suitable  material,  and  in  securing  the  most 
skilled  workmen. 


Sales  Department 


The  Metal  Sectional  Furniture  Company 


Department  1,  Benton  Harbor,  Michigan 


How  We  Build  Them 


Our  Offer  show  you  the  cabinets  and  prove 

V  ji^gy  most  desir¬ 

able,  the  most  economical  in  practical  ways,  and  the  best 
made.  We  will  go  anywhere  to  do  this  and  satisfy  you 
by  any  reasonable  demonstration  or  trial.  * 

We  Invite  Inquiries  and  to  our  customers  we  gladly 

—  offer  the  benefit  of  our  experience  of  years,  which  is  not  for  sale,  in  the  planning  and  preparation  of  filing 
systems.  Inquiry  is  solicited  and  will  receive  prompt  attention,  SEND  FOR  BOOKLET, 


“  Unequaled  capacity,  minimum  floor  space." 


Built  of  Steel.  Steel  iframes,  steel  backs,  steel  tops,  steel  side  panels,  drawers  and  drawer  fronts— 
——————  steel  throughout  and  not  a  sliver  of  wood  anywhere.  Thev  cannot  burn,  and  they  are 

built  with  rigid,  independent  steel  frames  to  give  the  greatest  solidity.  Nor  will  they  shrink  or  swell 
from  heat,  cold  or  damp.  They  are  perfectly  rigid. 

Absolute  Security.  Besides  being  stronger  than  any  other  filing  cabinets,  the  security  of  the  con- 
■■  '  ■  —  tents  is  made  complete  by  every  cabinet  being  equipped  with  our  special 

improved  lock  which  fastens  every  drawer  with  one  turn  of  the  key. 

Unequaled  Capacity.  From  25  to  so  per  cent  greater  capacity  than  wooden  ;  files  25  per  cent 
'  greater  in  a  single  file;  50  per  cent  when  you  use  them  in  combination,  as 

our  exclusive  extra  draw¬ 
er  and  removable  side 
panels  are  important  fac¬ 
tors  in  increasing  capa¬ 
city  for  a  given  floor 
space.  And  each  drawer 
is  larger. 


Expansion  is  provid- 

-  ed  for  at 

a  minimum  cost  and  saves 
floor  space  because  the 
metal  sectional  idea  in¬ 
cludes  removable  side 
panels  and  interlocking 
frames.  There  are  no  fill¬ 
ers  or  extra  panels  to  pay 
for  or  take  room  when 
your  needs  require  addi¬ 
tional  sections. 


Easy  of  Operation. 

Not  a  sllTJer  of  steel  drawers  run  on 

wood  anywhe7'e"  •■oiler  bearings.  No  exas- 

perating  sticking,  like 
wooden  cabinets.  No 
binding.  The  “quick  action”  followers  allow  instant 
adjustment  at  any  point. 


Handsome  Finish,  in  olive  green  enamel,  striped 
— —■  '  with  the  finest  French  gold. 
Solid  brass  drawer  handles  and  label  holders,  both 
large.  No  “dipped”  work,  but  coat  after  coat  of  the 
finest  enamels  brushed  in,  baked  at  high  temperature 
and  rubbed  down  by  hand. 
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the  same  price  from  open  stock.  If  you 
will  teach  your  customers  this  fact  and 
“deliver  the  goods”  you  will  have  a  better 
chance  of  holding  a  steady  trade. 


The  Expiration  of  Your  Subscription. 

Is  your  subscription  about  ready  to  ex¬ 
pire?  Renew  it  at  once  and  the  acknowl¬ 
edgment  which  will  be  sent  you  from  this 
office  will  surprise  you.  We  are  not  going 
to  tell  you  here  what  form  this  acknowl¬ 
edgment  will  take,  but  this  we  will  say — 
you  will  be  as  pleased  as  you  are  surprised. 
Send  in  your  name  for  another  year  and 
be  sure  to  mention  this  notice. 


The  English  Edition. 

Our  English  Edition  (published  in  Lon¬ 
don,  England)  is  meeting  with  great  suc¬ 
cess.  It  has  already  attained  to  a  circula¬ 
tion  of  over  20,000  copies  monthly  and  is 
meeting  with  words  of  praise  on  all  sides. 
The  London  office  is  located  at  231  and  232 
Strand,  where  our  London  readers  are  in¬ 
vited  to  call.  V 


Our  Most  Successful  Book. 

“Tabloid  Systems”  is  unquestionably  the 
most  successful  book  we  have  ever  pub¬ 
lished.  Over  30,000  copies  have  been 
placed  in  the  hands  of  our  readers  and 


they  unite  in  saying  that  the  book  is  full  of 
solid  meat.  If  your  subscription  to  The 
Business  Man's  Magazine  is  about  to 
expire  you  may  have  a  copy  (208  pages, 
substantially  bound)  without  cost  if  you 
will  mention  this  notice  when  sending  in 
your  order. 


A  Cover  for  Your  Magazine. 

We  have  had  made  for  us  by  The  Flex¬ 
ible  Back  Ledger  Co.  a  cover  for  The 
Business  Man's  Magazine  which  is  just 
about  the  prettiest  and  neatest  thing  you 
ever  saw.  This  cover  is  finished  in  red  Russia 
grain  and  is  practically  indestructible.  It 
will  keep  your  current  issue  clean  and 
whole  no  matter  how  much  it  is  handled, 
and  leave  it  in  shape  to  be  bound  later  on. 
It  will  hold  any  magazine  of  standard  size 
and  the  cover  may  be  put  on  or  taken  off 
with  a  touch.  The  price  is  $1.10  each. 


Some  Oil. 

We  have  received  a  curt  note  from  the 
National  Refining  Co.  (successors  to  the 
Indiana  Oil  Tank  Line),  of  Indianapolis, 
discontinuing  their  subscription.  We  won¬ 
der  why.  Can  it  be  possible  that  this  is 
another  branch  of  that  concern  which  hates 

to  hear  the  truth — the  Standard - 

but  no !  It  cannot  be. 


A  $2,000  Automobile  Free 


One  of  our  subscribers  is  going  to  get  a  present— a  $2,000  automobile,  completely 
equipped.  We  want  our  subscribers  to  help  us  to  get  trial  subscriptions,  three 
months  for  20  cents.  To  awaken  interest  in  the  effort  we  offer  this  automobile  and 
a  host  of  other  very  valuable  prizes  to  those  who  assist  us.  Write  at  once  for  full 
details. 


THE  BUSINESS  MAN’S  MAGAZINE. 


125 


W 


E  have  an  expert  stenographer  at  your  instant  disposal  who  will 
remain  at  your  desk  twenty-four  hours  of  the  day  every  day 
in  the  year. 

He  will  register  your  dictation  2^0  words  per  minute  (uid  nez’cr  tfuike  u  7iiistdke . 
This  remarkable  stenographer ”  is  the 

Commercial  Graphophone 

The  Commercial  Graphophone  offers  the  only  correct  and  economical 
system  for  handling  your  correspondence. 

The  Commercial  Graphophone  enables  you  to  “unload.” 

The  Commercial  Graphophone  does  all  that  your  human  stenographer  can  do. 

The  Commercial  Graphophone  does  niorej  since  it  saves  much  of  '^our  time 
besides  doubling  the  working  capacity  of  your  typist. 

Thousands  of  the  greatest  business  houses  of  the  country  use  the  Com¬ 
mercial  Graphophone.  Many  more  are  used  by  individuals  in  their' 
offices  and  in  their  homes.  Will  you 

‘‘Tell  |t  to  the  Graphophone” 

Let  us  “show”  you.  That’s  what  we  are  in  business  for.  We  have  “shown” 
The  Westinghouse  Company.  We  have  “shown”  The  Larkin  Company. 
We  have  “shown”  Sears,  Roebuck  h  Company  each  to  the  tune  of  more 
than  several  hundred  machines. 

May  we  “show”  you  ? 

COLUMBIA  PHONOGRAPH  CO.,  Gen*l 

Commercial  Department 

90  and  92  West  Broadway,  New  York  City 

London,  E.  C.,  England:  No.  89  Great  Eastern  Street. 

Sydney.  N.  S.  W.:  No.  25  Failing  Building. 

Grand  Prix,  Paris,  1900  Grand  Prize,  Milan,  1906 
Double  Grand  Prize,  St.  Louis,  1904 


Tear  out  this  pagre— write  your 
name  and  address  on  the  margin  and 
mail  to  address  above.  He  will 
promptly  "sho”'’  you  free. 
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Computing  Profits  in  the  Retail  Trade. 

In  an  article  published  in  The  Eli  Grocer 
and  General  Merchant,  which  we  under¬ 
stand'  is  a  reprint  of  an  article  previously 
appearing  in  The  Cleveland  Plain  Dealer, 
an  “expert  on  making  money”  states  that 
to  figure  the  profit  on  any  article  correctly 
the  formula  is  to  subtract  the  cost  from  the 
selling  price,  the  difference  being  the  profit; 
divide  the  latter  by  the  selling  price  and  the 
result  will  be  the  true  profit.  He  proceeds 
to  say  that  the  highest  profit  that  can  be 
made  in  business  is  100  per  cent,  and  this 
can  be  done  only  when  one  gets  something 
for  nothing  and  having  sold  it  for  some¬ 
thing  the  entire  transaction  is  a  profit. 

The  writer  indicates  that  his  objection 
to  figuring  profit  on  cost  is  that  the  mer¬ 
chant  in  computing  his  percentage  of  profit 
in  this  way  overlooks  the  expense  of  hand¬ 
ling  and  selling  the  goods.  The  whole  dis¬ 
cussion  would  be  absurd  were  it  not  for 
the  fact  that  several  retail  trade  papers 
seem  to  take  it  seriously  and  perceive  no 
error  in  computing  a  percentage  on  an 
amount  that  contains  the  factor  which 
governs  the  percentage. 

The  stand  taken  by  the  expert  is  only  to 
be  accounted  for  by  an  incorrect  interpreta¬ 
tion  of  the  ordinary  accounting  side  of  the 
question.  The  grocer  purchases  an  article 
for  $5.  He  has  carefully  figured  out  what 
it  will  cost  him  to  handle  his  business  and 
to  give  him  a  sufficiently  remunerative  net 
profit  on  which  to  live.  He  finds  that  it 
costs  him  $5  for  every  $100  of  goods  turned 
over  (the  turnover  being  the  cost  of  goods 
sold). 

The  grocer  therefore  makes  the  follow¬ 
ing  computation : 

Cost  of  goods,  $100 

Cost  of  handling  same,  5 

Required  profit,  10 

$115 

What  percentage  of  profit  must  be  added 


to  the  $5  article  in  order  to  obtain  the 
proper  proportion  of  profit? 

Answer^ — 15  per  cent,  making  the  selling- 
price  $5.75. 

What  advantage  can  it  be  to  the  grocer 
to  say  that  this  15  per  cent,  or  $15  on  each 
$100,  is  13  4/100  per  cent  of  the  selling 
price  ? 

We  partially  submitted  this  proposition 
to  the  critical  observation  of  the  subscribers 
to  Home  Study  by  means  of  the  following- 
question,  and  append  some  of  their  answers  : 

'To  settle  an  argument,  will  you  kindly  tell  me 
which  solution  of  the  following  example  is  correct: 

The  cost  to  manufacture  a  certain  article  is  $1 
and  the  selling  price  $2.  What  is  the  gain  per 
cent? 

A  says  $2.00=selling  price. 

1.00=cost, 

Cost  $1.00,  $1.00=gain. 

100  per  cent,  answer. 

B  says  $2.00==selling  price. 

1.00=:cost, 

Selling  price  $2.00  $1.00=:gain. 

50  per  cent,  answer. 

“Regarding  the  computing  of  percentages 
on  cost  versus  selling  price,  I  think  the 
problem  offers  the  best  kind  of  proof  that 
percentages  should  be  computed  on  cost. 
The  manufacturer  has  $1  which  he  puts 
into  the  article.  Then  he  sells  the  same 
for  $2,  so  where  he  had  but  $1  before  he 
now  has  $2  or  just  as  much  again,  which  is 
100  per  cent,  which  by  figuring  the  per¬ 
centages  on  cost  we  find  to  be  correct.  If 
the  man  with  $1  makes  50  per  cent  or  in¬ 
creases  it  50  per  cent  he  has  only  $1.50;  if 
he  increases  it  100  per  cent  he  has  $2, 
which  is  just  what  the  manufacturer  had 
after  selling  his  article,-  yet  to  figure  his 
percentages  on  selling  price  would  show  a 
gain  of  only  50  per  cent,  though  he  has 
doubled  his  money.  According  to  B’s  argu¬ 
ment,  if  he  were  to  sell  the  article  for  ten 
times  its  co^t,  or  $10,  he  would  only  make 
a  gain  of  90  per  cent,  although  he  has 
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An  Extraordinary  Offer 

To  Advertise  and  Introduce 

TheDupligraph 

aH  (Trade  Mark) 

The  20th  Century  Marvel  in  Office  Equipment. 

FREE  TRIAL 


W^e  Send  the 

Dupligraph  a 
Week's  Free  Trial 

Thp  fill  nil  nK  in  every  detail.  It  embodies 

apil  all  latest  improvements  in  Its  construc¬ 
tion, making  it  the  most  reliable  and  simple  Duplicating  Machine  in  use. 

A  Complete  Printing  Shop  In  Itself.  It  reproduces  perfecliy 
one  hundred  copies  from  Pen  Original  in  ten  minutes.  Equally  speedy 
with  Typewritten  Copy,  reproduces  Lead  Pencil  copy,  duplicates  per¬ 
fectly  on  plain  paper,  cardboard,  etc.,  in  as  many  colors  (in  one  opera¬ 
tion)  asyou  desire.  The  color  printing  is  oneofits  many  great  advantages 

YOU  CANNOT  AFFORD  TO  MISS  THIS  FREE  TRIAL  OFFER.  SEND 
FOR  THE  MACHINE  AT  ONCE  AND  GIVE  IT  A  FAIR  TRIAL 

We  are  making  this  special  offer  to  boost  and  advertise  The  Dupligraph,  as  we 
believe  if  you  buy  one,  you  will  be  the  means  of  our  selling  other  machines.  We 
have  had  The  Dupligraph  on  the  market  for  some  time  and  have  thousands  in 
use  with  some  of  the  largest  firms  throughout  the  country,  and  now  that  the 
machine  has  made  good,  we  are  going  to  make  The  Dupligraph  the  most 
widely  used  Duplicator  in  this  country,  or  any  other,  and  this  is  one  of  the  plans 
we  have  adopted  for  doing  so.  Get  your  order  in  early  and  at  once. 

The  Dupligraph  quickly  pays  for  itself.  You  Reuuire  the  Duplie'raph 

It  Sa,VGS  mODAV  wllATlAVPf*  VAll  o 


It  saves  money  whenever  you  require  quickly  a  number  of 
copies  of  Notices,  Invoices,  Bills  of  Fare,  Drawings,  Music, 
Offleeand  Factory  Estimates.  Examination  Papers,  Circulars 
Architectural  Drawings,  Plans  Maps,  Programs,  Manifests, 
Discount  Sheets,  etc. 

The  Dupligraph  Is  the  best  Duplicator  on  the 


No  Washing. 
No  Ink  Holler. 
No  Stencils. 


market  because  it  requires 

No  Wetting.  No  Waiting  for  Copies  to  Dry. 

No  Dotted  Lines.  No  (  leaning. 

No  Expensive  Supplies.  No  Priming  Ink. 

It  leaves  no  dirt  and  no  odor. 


All  it  needs  to  make  it  work  is 
Dry  Paper,  Pen  and  Ink  or  Type-written 
Original  —  and  it  is  ready  for  use. 


Ifyou  are  a  teacher,  to  get  out  examination  papers,  musi¬ 
cal  exercises,  monthly  reports,  etc. 

Ifyou  are  a  nilnlftter  or  Sunday  school  superintendent, 
for  use  in  printing  church  and  scliool  readings,  lesson  work, 
programs  for  church  entertainments,  etc. 

Ifyou  are  a  merchant,  to  send  out  circulars  to  your  cus¬ 
tomers  soliciting  trade.  It  brings  better  results  than  mis¬ 
cellaneous  newspaper  advertising. 

If  you  are  a  hotel  or  restaurant  keeper,  for  use  In 
printing  bills  of  fare. 

Ifyou  are  a  railroad  ofiicial,  for  the  issuing  of  orders, 
tariffs,  instructions  to  agents,  etc.  « 

Ifyou  are  a  secretary  of  a  lodge  or  society,  for  printing 
notices  of  meetings,  Informing  members  of  general  business 
transacted,  etc.  By  this  method  absolute  secrecy  may  be 
preserved. 


EASY  TO  USE 


EASY  TO  BUY 


It  is  so  Simple  to  Use — Any  Child  can  Operate  it 


The  Dupligraph  in  Several  Popular  Sizes  and  Sells  From  $5.00  up 

Tell  US  the  character  of  work  you  wish  to  do  on  The  Dupligraph  and  we  will 
write  you  fully  about  the  size  and  character  of  machine  we  would  recommend 
for  your  use.  W^rite  us  today,  you  need  The  Dupligraph  in  some  part  of  your 
business.  It  will  make  room  for  itself,  it  will  save  you  money.  You  will  very 
soon  find  plenty  of  work  for  its  use.  Remember,  it  is  so  simple  to  operate  that 
a  child  can  run  it.  We  give  as  reference  The  Peoples’  Savings  Bank  of  this 
city  and  Bradstreet's  Commercial  Agency. 


THE  DUPLIGRAPH  COMPANY 

Main  Office  and  Factory,  47  State  Street.  Detroit,  Michigan 
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doubled  his  money  five  times.  In  fact,  fig¬ 
uring  percentage  on  selling  price  it  would 
be  absolutely  impossible  to  show  a  gain  of 
100  per  cent  though  the  article  sold  for  a 
thousand  times  its  cost,  and  who  will  say 
that  it  is  impossible  for  a  manufacturer  to 
make  a  gain  of  100  per  cent  no  matter  how 
large  a  price  he  receives  for  his  goods?” — 
W.  H.  Griffin. 

‘T  believe  that  it  is  necessary  for  com¬ 
merce  to  base  its  profit  on  the  cost  of  an 
article,  because  it  must  base  its  selling  price 
on  the  cost  of  the  article. 

“A  merchant  will  figure  that  his  goods 
cost  him  so  much  to  buy  or  make,  there¬ 
fore  he  must  base  his  selling  price  and 
profit  on  the  cost;  he  does  not  fix  his  selling- 
price  on  the  goods  and  then  try  to  buy 
them  as  low  as  possible  in  order  to  make 
as  much  profit  as  possible.  I  realize  that  a 
merchant  will  often  buy  goods  for  retailing 
with  the  selling  price  in  view,  and  I  have 
often  been  up  against  the  proposition  where 
the  merchant  says,  T  must  buy  for  about 
such  a  figure  in  order  to  meet  the  competi¬ 
tion  of  John  Smith,  who  sells  for  such  and 
such  a  price,’  and  on  investigation  you  will 
find  that  this  condition  is  brought  about  by 
the  fact  that  this  competitor  is  dealing  with 
a  firm  who  manufacture  cheaper  or  put  out 
a  cheaper  line,  etc.,  and  which  places  this 
competitor  in  the  position  of  being  able  to 
sell  cheaper;  the  fact  remains  that  the  sell¬ 
ing  price  and  the  profit  are  still  based  on 
cost. 

‘Tt  is  equally  true  that  if  $2  is  the  selling 
price  and  $1  the  cost,  that  both  cost  and 
profit  are  50  per  'cent  of  the  selling  price, 
but  under  such  conditions  you  are  ‘looking 
backwards.’  One  dollar  is  50  per  cent  of 
what?  It  is  50  per  cent  of  a  sum  that  you 
have  to  compute  from  the  basis  of  $1. 
Therefore  the  principle  of  basing  the  profit 
on  the  selling  price  is  wrong.  You  do  not 
say  that  one  is  a  half  of  two,  using  two  as 
the  basis,  but  you  do  say  that  ONE  is  the 
basis,  and  that  twice  one  are  two,  and  the 
difference  between  one  and  two  is  one,  or 
the  difference  between  your  cost  and  your 
selling  price  is  your  profit.  You  cannot  sell 
goods  until  you  buy  or  make  them ;  under 
all  business  principles  and  the  rules  of 
business  you  cannot  fix  your  selling  price 
until  you  know  what  the  goods  are  going  to 
cost  you. 

“If  you  have  $100  or  $10,000  it  is  your 
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capital,  or  it  is  to  you  100  per  cent;  if  you 
double  it  you  double  your  100  per  cent,  or 
make  100  per  cent.” — G.  E.  Hutchison, 


Depreciation  and  Repairs. 

Question. — Our  business  is  a  steel  and 
iron  machine  shop.  What  method  would 
you  advise  in  the  treatment  of  depreciation, 
and  what  percentage  of  depreciation  would 
be  correct?  The  following  is  the  method 
pursued  : 

We  depreciate  plant  account  a  certain 
per  cent  each  year.  The  plant  account  re¬ 
mains  at  the  original  figure  and  we  carry 
a  depreciation  reserve  account.  An  equip¬ 
ment  account  is  carried  to  which  we  charge 
all  renewals  and  repairs,  such  as  new  ma¬ 
chinery,  belting,  hangers,  pulleys,  etc.  In 
fact  everything  that  goes  toward  keeping  in 
repairs  is  charged  to  this  equipment  ac¬ 
count.  Thus  if  at  the  end  of  the  year  the 
equipment  account  equals  the  depreciation 
account,  there  has  really  been  no  deprecia¬ 
tion.  Is  this  right? 

E.  W.  Smith. 

Answer. — The  establishment  of  a  depreciation 
reserve  is  the  best  plan  to  adopt,  but  we  do  not 
approve  of  charging  repairs  and  renewals  against 
this  reserve.  The  renewals  and  repairs  should 
be  charged  against  revenue  each  year  and  the 
depreciation  reserve  should  be  kept  intact  for 
the  purpose  of  substituting  new  machines  for  the 
old,  after  the  latter  have  become  obsolete  or  worn 
out. 


Public  Assembly  Records. 

Question  :  We  have  undertaken  the 
management  of  two  or  three  public  assem¬ 
bly  halls,  and  will  be  glad  of  advice  as  to 
the  proper  way  of  keeping  the  accounnng 
records  in  connection  with  same. 

Any  suggestions  you  may  offer  will  be 
thankfully  received.  M.  C. 

Answer':  We  understand  from  your  inquiry 
that  you  have  charge  of  the  proper  maintenance 
of  the  halls,  and  must  account  for  all  revenues 
derived  from  same. 

Separate  accounts  should  be  kept  with  the  hall, 
covering 

(a)  Maintenance. 

(b)  Expense. 

(c)  Revenue. 

Maintenance  would  include  all  repairs,  renew¬ 
als  and  janitor  service  in  keeping  the  hall  in 
good  order. 

Expense  would  include  all  expenditures  incur¬ 
red  in  running  the  business  generally. 

Revenue  account  would  contain,  as  its  title  in¬ 
dicates,  all  receipts  derived  from  letting  the  hall, 
for  whatever  purpose  it  is  used.  If  it  is  desired 
to  distinguish  the  different  sources  of  revenue  this 
account  may  be  sectionalized. 

If  there  are  several  halls  each  hall  should  have 
its  separate  set  of  accounts,  especially  if  they 
belong  to  different  owners. 

It  will  not  be  necessary  to  carry  separate  sets 
of  books  but  a  combination  cash  journal  may  be 
provided  with  separate  sets  of  columns  as  may 
be  found  convenient  in  order  to  obtain  the  de¬ 
sired  information. 
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Bank  Reforms 


Recent  bank  failures  have  developed  a  desire  to  surround  the  management 
of  banks  with  greater  safeguards  against  robbery,  rash  or  unwise  speculation, 
or  incompetence.  The  prompt  and  vigorous  action  of  the  Chicago  Clear¬ 
ing  House.  The  day  of  perfunctory  bank  examinations  has  passed 


By  HAMILTON  BURKE 


IME  was  when  the  laws  at 
present  on  the  statutes  of  the 
various  states  served  every 
purpose,  so  far  as  they  per¬ 
tain  to  banking  operations. 
But  the  modern  complexities  of  business 
procedure  and  method,  since  the  evolution 
of  so-called  “trusts”  and  immense  com¬ 
binations  of  capital,  have  also  affected  the 
banking  business,  and  nearly  every  state 
in  the  union  is  waking  up  to  the  fact  that 
its  banking  laws,  once  adequate,  are  now 
becoming  obsolete  and  insufficient  in  scope. 

Thanks  to  the  activities  of  the  bankers 
themselves,  the  legislatures  of  several 
states  are  considering  new  codes  of  bank¬ 
ing  laws  more  modern  in  breadth  and 
scope,  and  which  conform  more  closely  to 
up-to-date  needs.  The  banking  laws  of 
Illinois,  for  example,  seem  to  be  insuffi¬ 
cient  for  the  protection  of  both  the  bank¬ 
ers  and  their  customers,  and  some  efforts 
are  talked  of  to  remedy  this  Weakness. 
The  laws  of  Indiana  as  to  private  banking 
are  likewise  said  to  be  inadequate,  and 
public  discussion  is  tending  to  bring  about 
the  necessary  reforms. 

The  government  likewise  hnds  the  Na¬ 
tional  Bank  Act  somewhat  antiquated  and 
rheumatic  in  certain  of  its  joints,  and  Con¬ 
gress  has  held  numerous  consultations  with 
bank  experts  in  the  attempt  to  find  rem¬ 
edies  for  the  “old  fellow’s”  ailments.  The 
recent  amendment  permitting  national 
banks  to  loan  10  per  cent  of  their  capital, 
and  10  per  cent  of  their  surplus  combined 
to  one  individual,  not  in  excess  of  30  per 
cent  of  the  capital  stock  of  the  bank,  is 
one  remedy  the  National  Bank  Act  has 
needed  for  some  time  past.  The  present 
bill-of-lading  controversy  is  also  likely  to 
produce  much  needed  reforms. 

STRICTER  BANK  EXAMINATIONS  NEEDFUL. 

The  recent  crop  of  bank  failures,  em¬ 


bezzlements  and  defalcations,  however, 
would  seem  to  indicate  that  both  state  and 
national  bank  laws  are  in  crying  need  of 
somewhat  radical  attention.  More  stringent 
requirements  should  be  made  as  to  the 
method  and  scope  of  bank  examinations. 
Chicago,  for  instance,  shows  a  large  num¬ 
ber  of  bank  failures  in  quick  succession — 
the  Pan-American  Bank,  Chicago  National, 
Plome  Savings,  Equitable  Trust,  Bank  of 
America,  Jackson  Trust  &  Savings  Bank 
(the  latter  saved  from  total  ruin  by  a  gen¬ 
erous  director),  and  lastly,  the  dastardly 
wreck  of  the  Milwaukee  Avenue  State 
Bank  followed,  as  it  was,  by  the  subse¬ 
quent  failure  of  the  Garfield  Park  Bank, 
a  small  institution.  The  worst  feature  of 
most  of  these  failures  was  that  bank  ex¬ 
aminations  had  been  made  by  government 
or  state  officials,  and  nothing  wrong  dis¬ 
covered  until  the  crash  came,  or  until  it 
was  too  late  to  save  the  bank.  What  ap¬ 
pears  to  be  particularly  needful,  therefore, 
is  methods  of  bank  examination  that  will 
disclose  the  thief  in  the  stable,  before  the 
horse  is  stolen.  Locking  the  barn  door 
afterwards  does  not  serve  to  pacify  angry 
depositors,  whose  faith  in  banks  is 
wrecked,  together  with  the'  loss  of  their 
hard  earned  savings. 

WATCH  OVER  “tRUSTED”  EMPLOYES. 

Hard  as  the  saying  is,  the  best  plan  for 
l)ank  officials  to  pursue  is  to  regard  every 
man  in  the  bank  as  a  “wolf  in  sheep’s 
clothing,”  until  death  proves  him  to  have 
been  “an  honest  man  and  a  gentleman.” 
In  other  words,  the  experience  of  recent 
months,  and  of  all  time,  with  its  frequent 
lootings  of  the  bank  treasury  by  employes 
from  messenger  to  paying  teller,  and  by 
bank  officials  from  cashier  to  president, 
has  shown  that  bank  examinations  must 
be  devised  by  each  of  the  sets  of  officials 
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“higher  up”  that  will  disclose  the  wrong¬ 
doing  at  once  of  those  under  their  charge. 

A.  R.  Chisholm,  paying  teller  of  the  First 
National  Bank,  of  Birmingham,  Ala.,  was 
recently  arrested  charged  with  embezzling 
$100,000  of  the  bank’s  funds.  This  went 
to  local  brokers  for  gamblings  in  cotton 
futures,  although  this  fact  is  not  so  pert¬ 
inent  to  the  present  discussion  as  that  his 
shortage  was  discovered  while  Chisholm 
was  on  his  vacation.  Chisholm  used  the 
bank  reserves  in  the  vaults  under  his 
charge  for  his  cotton  operations.  If  he 
had  not  been  given  a  vacation,  it  is  pos¬ 
sible  he  would  have  looted  the  bank  of  all 
its  cash  reserves  before  he  was  detected. 
The  lesson  is,  add  annual  vacations  to  the 
other  safeguards  employed  against  the 
pilfering  of  minor  employes. 

Mississippi  bankers  took  another  lesson 
to  heart  from  this  episode — they  have  is¬ 
sued  strict  orders  that  funds  of  the  bank 
shall  not,  under  any  circumstances  and 
regardless  of  the  security  offered,  be 
loaned  to  persons  engaged  in  cotton  specu¬ 
lation.  They  cite  the  Birmingham  case 
as  evidence  of  the  wisdom  of  this  rule. 

In  general,  the  rule  for  bank  executives 
to  follow  in  regard  to  employes  would 
seem  to  be — Have  no  “trusted”  clerks, 
inspect  pass  books,  records,  cash  items  and 
vaults  at  freauent  and  unexpected  inter¬ 
vals,  and  insist  on  annual  vacations.  This 
policy  need  not  be  laid  down  with  a  sledge 
hammer,  but  the  iron  hand  within  the 
glove  should  be  ever  present. 

BANK  OFFICERS. 

Here,  it  is  necessary  to  tread  delicately. 
We  desire  to  qualify  everything  we  say 
carefully  and  sincerely  by  stating  that, 
taken  as  a  body  of  men,  bankers  are  the 
most  upright,  able,  honest  and  intelligent 
of  business  men.  There  is  no  question  of 
this ;  there  is  also  no  doubt  of  the  fact  that 
there  are  fewer  “black  sheep”  among  them 
than  in  anv  other  profession.  Facts  and 
figures  might  be  quoted  to  prove ,  this  as¬ 
sertion.  ^ 

But,  unfortunately,  there  are  .  “black 
sheep”  among  bankers  even  in  the  offices 
“up  front.”  Bigelow  was  '  one,  the  more 
notorious,  because  he  was  not  only  presi¬ 
dent  of  the  most  powerful  and  influential 
bank  in  the  northwest,  but  also  because  he 
had  been  president  of  that  most  relentless 
enemy,  as  an  organization,  to  bank  crim¬ 


inals,  within  and  without  the  fold — the 
American  Bankers’  Association.  Stens- 
land,  president  of  the  Milwaukee  Avenue 
State  Bank,  was  another — the  more  ter¬ 
rible  an  example,  because  his  .depositors 
were  mainly  poor  people,  whom  he  de¬ 
liberately  defrauded,  while  he  deceived  his 
directors  and  looted  his  own  bank.  No 
punishment  can  be  too  great  for  such  a 
man  as  he,  and  bankers  are  the  first  to 
say  as  much ;  he  deserves  the  fate  of  a 
sea  captain,  who  could  deliberately  scuttle 
his  ship  and  le.ave  his  passengers  to  their' 
fate.  ,  ' 

Two  safeguards  are  orovided  against, 
such  robberies,  however — one,  the  board 
of  directors;  and  the  other,  the  national,' 
or  state  examiners.  Chicago  provides  a, 
third,  the  clearing  house  examiner. 

A  bank  examiner  should  use  as  much, 
tact  as  he  is  possessed  of,  but  he  can  allow 
no  half  way  measures.  Judging  from  the 
record  of  the  Illinois  State  Auditor’s  De-. 
partment,  as  well  as  the  Banking  Depart-, 
ment  of  other  states,  there  should  be  some 
penalty  attached  to  a  bank  examiner’s  fail¬ 
ing  to  discover  a  bank’s  insolvency,  or  its 
officials’  shortages,  where  crime,  exists. 
The  implication  should  be  either  incom¬ 
petence,  or  connivance — which,  or  both,  to 
be  determined  by  trial  in  the  state  or  fed¬ 
eral  courts,  as  the  case  may  be.  Such  a 
provision,  with  a  penalty  of  dismissal  from 
the  service,  if  found  guilty  of  the  first;  and 
of  imprisonment,  or  fine,  if  guilty  of  the 
second,  might  create  much  opposition  on 
the  ground  of  being  too  stringent,  but  it 
would  produce  examiners,  who  would  ex¬ 
amine,  and  who,  for  their  own  protection, 
would  devise  ways  and  means  of  detecting 
frauds,  before  the  solvency  of  a  bank  be¬ 
came  imperilled  beyond  rescue. 

CLEARING  HOltSE  AIDS. 

It  is  only  necessary  to  hold  up  the  ac¬ 
tion  of  the  Chicago  Clearing  ’House  to 
view  to  disclose  the  merits  of  this  plan.  It 
should  be  put  into  operation  in  every  finan¬ 
cial  center.  Since  the  Stensland  failure, 
the  Chicago  Clearing'  House  Association 
has  ordered  an  investigation  into  every 
bank,  hon-members  included,  who  make 
use  of  the  privileges  of  the  Clearing 
House.  That  such  investigations,  made  by 
bankers  for  their  own  protection,  will  be 
honest  and  thorough,  goes  without  saying. 

PERSONAL  INTEGRITY,  THE  REAL  SAFEGUARB. 
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But,  in  the  hnal  analysis,  there  is  only 
one  absolute  safeguard  against  bank  fail¬ 
ures  through  crime,  and  that  is — the  per 
sonal  integrity  of  the  bankers  themselves. 
If  every  bank  man,  from  messenger  to 
teller,  from  cashier  to  president,  and  from 
director  to  state  and  government  officials 
prove  themselves  at  all  times  to  be  men 
of  honor,  living  uprightly  every  day,  bank 
failures  through  embezzlements  and  fraud 
could  never  happen.  The  only  cause  of 
failure  would  then  be  bad  management, 
panic,  or  burglary  with  explosives.  The 
latter  two  occur  infrequently,  and  bankers 
are  the  shrewdest  business  men  in  the 
country  as  a  class.  As  one  of  them  well 
said,  “Robbery  is  the  onlv  .thing  that  can 
wreck  a  well-managed  bank.” 

Amid  the  general  prosperity  of  today, 
therefore,  bank  officials  have  one  great 
duty — to  guard  themselves  against  the 
temptation  to  “take  chances”  on  question¬ 
able  transactions  on  exchange,  or  other¬ 
wise,  that  promise  “fat  returns.”  Now, 
more  than  ever,  conservative  methods 
should  be  employed,  lest  the  banker,  who, 
is  both  honorable  at  heart  and  of  good 
reputation  in  his  community,  shall  entangle 
himself  in  a  web  of  self-deceit  and  unwise 
investments  of  his  bank’s  funds  that  will 
wreck  himself  and  his  institution.  Con¬ 
servatism  and  integrity  are  the  best  mod¬ 
ern  safeguards  against  bank  failures  and 
looting. 

THE  BOARD  OF  DIRECTORS. 

The  directors’  duties  are  more  or  less 
perfunctory.  The  law  requires  of  them 
“ordinary  care.”  They  should  meet  week¬ 
ly — in  some  cases,  monthly — pass  on  loans, 
the  general  policy  of  the  bank,  receive  and 
investigate  the  president’s  report,  and 
otherwise  assure  themselves  of  the  sound 
condition  of  the  institution  over  which  they 
p^side.  But  the  law  does  not  anticipate 
that  they  need  to,  or  shall  constitute  them¬ 
selves  a  body  of  Pinkerton  detectives.  If 
the  character  of  the  bank  officials  is  above 
suspicion,  that  is  as  far  as  they  need  go. 

And  yet,  if  the  directors  of  the  Stens- 
land  bank  had  really  investigated  the 
actual  securities  of  the  institution,  they 
would  have  at  once  discovered  forgeries 


of  their  own  names.  Stensland  was  taking 
chances,  but  he  knew  his  board  of  direc¬ 
tors. 

There  is  a  simple  and  practical  way  for 
boards  of  directors  to  make  close,  criti¬ 
cal,  and  competent  investigations  into  the 
condition  of  their  institution,  if  they  will, 
and  furthermore,  the  plan  cannot  possibly 
give  offense  to  the  bank’s  officials — by  em¬ 
ploying  the  services  of  an  audit  comoany. 
Costly?  Not  a  bit  of  it.  The  auditors 
report  will  be  the  best  advertising  the  bank 
can  have,  and  the  expense  will  therefore 
be  money  well  invested. 

THE  BANK  EXAMINERS. 

In  too  many  cases  these  functionaries 
are  mere  figureheads.  They  stalk  into  the 
bank,  “jolly”  the  president,  smoke  one  of 
his  “big,  fat  cigars,”  glance  over  the  state¬ 
ment  provided  for  their  inspection,  the 
bank  having  been  notified  in  advance  of 
their  coming,  perfunctorily  examine  the 
securities  and  cash  drawer  of  the  bank, 
pocket  their  $10  a  day  and  trot  off  to  the 
next  victim.  The  result  of  such  “examina¬ 
tions”  is  anything  but  conducive  to  con¬ 
servative  banking  on  the  part  of  those 
who  wish  to  manage  their  banks  other¬ 
wise. 

Of  course,  some  examiners  go  to  the 
opposite  extreme.  They  bully  the  cashier, 
treat  everybody  with  suspicion  and  scorn, 
and  leave  behind  resentment  and  hard 
feelings. 

It  is  obviously  the  examiner’s  duty  to 
discover  crime,  if  there  is  any ;  insolvency, 
if  it  exists ;  and  to  otherwise  protect  the 
interests  of  the  public  he  represents.  The 
examiner  must  be  above  bribe  taking,  di¬ 
rectly,  or  indirectly,  if  he  finds  the  presi¬ 
dent  or  any  other  official  to  be  criminally 
involved,  no  matter  if  these  officials  are 
governors  of  states  and  “higher  up”  gen¬ 
erally  ;  he  must  use  common  sense  and 
sound  business  judgment,  if  the  bank  is  in¬ 
volved,  for  good  and  sufficient  reasons,  and 
has  a  chance  of  recovering  itself,  if  given 
opportunity ;  but  it  is  also  up  to  him  to  see 
that  the  bank  takes  immediate  measures  to 
guarantee  its  solvency,  or,  upon  failure  to 
do  this  within  a  reasonable  length  of  time, 
a^noint  a  receiver. 
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200  Account  Sh  e  ets 


3  Sets  of  Indexes 
Choice^  of  Forty C40) 
Special  Record  BlanKs 
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After  trying  it  ten  days,  at  our  epense,  you  may  either  send  us  One  Dollar,  in  full  payment,  or  return  the  Outfit,  and  we  will  pay 
all  express  charges.  You  take  no  risk,  and  incur  no  obligation  to  keep  it. 

The  book  opens  flat ;  records  may  be  removed  or  inserted  instantly,  and  the  sheets  are  just  as  securely  held  as  in  a  bound  book.  It  is 
simple  to  operate,  strong,  durable  and  or  neat  appearance. 

Any  particular  record  sheet  can  be  found  quickly,  and  notations  made  on  it,  without  removing  it  from  the  Binder.  This  advantage 
alone  places  our  Methods  far  m  advance  of  Card  Index  Systems. 

T ry  one  of  th^  books,  and  you  will  certainly  want  to  keep  it.  That’s  our  only  reason  for  making  it  so  easy  for  you  to  get  one.  Just  say,  on 
your  business  stationery,  that  you  are  willing  to  examine  it ;  tell  us  what  record  forms  you  wish,  and  we  will  ship  the  following  Outfit,  prepaid, 
to  any  express  office  in  the  United  States. 

(NOTE:  We  cannot  ship  this  Outfit  into  Canada  or  foreign  countries,  unless  remittance  is  made  with  order,  duty  and  transportation  charges  to  be  as¬ 
sumed  by  consignee.)  •'  r-  & 


One  complete  Loose  Leaf  Binder,  covered  with  imported  Buckram,  size  sH  in.  high,  8^  in.  wide,  in.  thick,  filled  with  200  Record  Forms,  printed  on  a 
fine  quality  of  white  Bond  Paper,  your  choice  of  5  Ledger  Rulings  or  any  of  the  40  different  forms  listed  below,  with  one  complete  set  of  25  Alphabetical  Index 
Sheets,  together  with  25  Plain  Movable  Metal  Markers  for  indexing  the  records  by  dates.  One  Special  Set  of  12  Monthly  Indexes.  Also  our  FREE  BOOK, 
“Moore  s  Modern  Methods” — 160  pages  of  complete  information  on  the  subject  of  Loose  Leaf  Accounting. 

Center  Ruled  Ledger  Forms  No.  1170 


Extra  Debit  Ledger  Forms  No.  117D 
Petty  Ledger  Forms  No.  117 
Standard  Ledger  Forms  No.  117B 
Double  Ledger  Forms  No.  117E 
Advertising  Contracts  No.  150 
Advertising  Returns  No.  135 
Cost  of  Production  No.  115 
Catalogue  Indexing  No.  151 
Cash  Book  Ruled  Sheets  Nos.  126-128 


Duplicating  Requisition  Blanks 
Dentists’  Records  No.  107 
Employees’  Records  No,  143 
Following  Up  Collections  No.  145 
Freight  Claims  No.  110 
Horizontal  Ruled  Forms  [Five  Colors] 
Household  Expense  Records  No.  161 
Installment  Accounts  No.  123 
Insurance  Office  Records  No.  199 
Insurance  Solicitors’ Records  No.  155 


Journal  Ruled  Sheets  Nos.  126-128 
Lawyers’  Collection  Docket  No,  137 
Library  Indexing  No.  159 
Lodge  or  Society  Records  No.  127 
Mortgage  and  Loan  Records  No.  132. 
Monthly  Time  Sheets  No.  121 
Orders  Received  Blanks  No.  130 
Price  List  Blanks  No.  133 
Publishers’  Subscription  List  No.  217 
Physicians’  Records  No,  140 


Purchasing  Agents’  Forms  No.  157 
Prospective  Customers’  List  No.  104 
Quadrille  Ruled  Forms 
Quotations  Given  No.  109 
Quotations  Received  No,  111 
Real  Estate  Records  No.  197 
Recapitulation  Blanks  No.  102 
Salesmen’s  “Follow  Dp”  No.  153 
Stock  on  Hand  Record  No.  113 
Weekly  Time  Sheets  No.  119 


JOHN  C.  MOORE  CORPORATION,  459  Stone  St,  Rochester,  N.  Y. 


Our  Goods  are  NOT  Sold  by  Dealers. 


Makers  of  Everything  la  the  Line  of  Blank  Books,  Loose  Leaf  Binders  and  Special  Blanks. 


in  units  to  fit  inside — and  made  interchangeable  one 
with  the  other.  Not  only  the  most  compact  but  the  most  flexible 
filing  system  ever  produced — every  combination  a  finished  cabinet. 
New  requirements  may  be  met  instantly  by  a  re-arrangement  of  the 
filing  units  without  destroying  uniform  appearance  of  the  cabinet— 
the  shell  remains  the  same.  Quarter  Sawed  Oak.  Velvet  Golden 
Finish.  Cast  Brass  Trimmings. 

ONE  OF  MANY, 

This  No.  18  Cabinet  combines  three  filing  drawers  for  folded  legal 
documents;  six  legal  blank  drawers  each  with  two  compartments  for 
twelve  different  forms;  four  card  index  drawers,  size  4x6;  one  ver¬ 
tical  file  in  legal  cap  size,  making  a  complete,  compact  and  practi¬ 
cal  arrangement  for  an  up-to-date  Law  Office. 

Price,  Complete,  $26.50 

Through  dealers  or  direct  from  factory,  freight  jiaid  east  of  Montana,  Wyoming, 
Colorado  ami  New  Mexico.  To  points  in  and  west  of  these  states  add  15  per  cent. 

ASK  FOR  FREE  CATALOGUE  No.  Z-4206 

RETAIL  STORES: 

New  York  ...  343  Broadway 
Chicago  .  80-82  Wabash  Avenue 
Boston  .  .  49  Franklin  Street 

Philadelphia  1017  Chestnut  St. 


GRAND  RAPIDS  ,  MICHIGAN 

Foomerly  the  FRED  MACEY  CO.,  Lid. 


Please  mention  The  Business  Man’s  M agazine  when  zvriting  to  advertisers. 


Competitors  must  sign  their  articles  and  give  address — not  necessarily  for  publication  but  as  an 
evidence  of  good  faith. 

Competitors  are  requested  to  send  their  photographs,  carefully  marked.  All  forms  should  be  drawn 
on  separate  sheets  and  carefully  numbered.  Write  on  one  side  of  the  paper  only.  Address  everything. 
Competition  Editor. 


Accounting  for  a  Retail  Furniture  Business* 

By  J.  D.  SAGE 


HE  first  thing  to  consider  is 
the  proper  system  of  orders 
in  connection  with  the  pur¬ 
chase  of  goods  for  stock. 

The  orders  should  be  in 
triplicate,  each  copy  carrying  the  order 
number,  one  copy  going  to  the  wholesaler, 
one  copy  to  receiving  clerk  and  one  copy 


J.  D.  SAGE. 


remaining  bound  in  book  serving  as  post¬ 
ing  record  for  stock  ledger. 

When  furniture  is  received  it  is  tagged 
by  the  receiving  clerk  with  tag  giving  stock 

*Books  required — Stock  ledger,  loose  leal  gen¬ 
eral  ledger,  loose  leaf  customers’  ledger,  vt>ucher 
records,  clieck  register,  dei)osit  register. 


number  (this  being  same  as  the  order 
number) . 

After  the  receiving  clerk  has  checked  and 
tagged  furniture  he  should  O.  K.  his  copy 
of  original  order  and  return  same  to  office. 

Form  1  shows  a  convenient  form  for 
stock  ledger.  This  book  should  be  loose 
leaf. 

Stock  ordered  is  posted  daily  to  stock 
ledger  from  copy  in  order  book. 

Stock  received  is  posted  to  stock  ledger 
from  receiving  clerk’s  O.  K.’d  copy  of 
original  order. 

This  O.  K.’d  copy  is  attached  to  invoice 
covering  goods  and  the  cost  per  unit  is  in¬ 
serted  in  proper  column  on  stock  ledger. 
All  retail  sales  are  recorded  by  salesmen 
on  form  of  duplicating  sales  ticket,  shown 
in  Form  2. 

The  salesman  should  in  each  case  show 
lot  number. 

The  original  and  duplicate  of  Form  2  is 
turned  in  to  office,  and  the  small  right 
hand  coupon  is  detached. 

In  case  of  a  cash  sale  the  left  portion  of 
original  is  stamped  “paid”  and  given  to 
customer.  In  case  of  a  C.  O.  D.  or  charge 
sale  this  portion  of  original  accompanies 
goods 

The  right  hand  coupon  is  placed  on  file 
according  to  character  of  sale  and  serves 
both  as  ,a  check  on  cash  receipts  and  on 
shipping  department. 

The  duplicate  sales  ticket  goes  to  ship- 
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’^^OU  certainly  want  an  administration  of  household  economy  Tf  vnn  or,  tt  ^  t  a 

The  Congre^'sionll  fidal  ^^veTpo^lhlclf 

Maine  to  the  Golden  West  an  ever-increasing  current  of  Underfeed 
testimony  proclaims  that  the  unaerieeU 

Pcck'Williamson  Underfeed  Furnace 

Saves  to  2-3  on  Coal  Bills 

It  is  a  modern  furnace  that  shows  to  greatest  advantage  when  the  tests  are 
old-fashioned  Overfeed,  the  Underfeld  is  fed  coal  f?om 
the  ^7  6  ts  on  top-turning  smoke  and  gases,  wasted  in  other  furnaces  into 

Dr.  A.  N.  Witham,  of  Westbrook,  Maine,  writes  • 

Ino^iVld  cnnTaU* 

sf:«aF..SEFS“:!SKs^ 

The  Peck-Williamson  Co..  399  W.  5(h  St..  Cincinnati.  0. 
Dealers,  write  to-day  for  our  Attractive  Proposition. 


ARE  YOU  EXTRAVAGANT  ? 

A  perforator  costs  more  than  a  rubber  stamp  but  compare 
the  cost  to  you  of  doing  a  perforator’s  work  with  a  rubber 
stamp  for  the  remaining  period  of  your  business  life. 

Perforating  machines  are  now  adapted  to  many  uses.  They  can  do  almost  any  work  you  can  do 
with  a  rubber  stamp,  but  10  to  50  times  quicker  and  better  in  every  way.  Let  us  suggest  by  a 
single  example  how  most  of  the  time  and  nearly  all  the  cost  might  be  saved  you  in  the  important 

work  of  marking  labels: 

A  Cummins  No.  40  Code  Perforator,  a  special  machine 
designed  for  dating  or  numbering  manufacturer’s  labels,  is 
used  in  the  canning  department  of  a  large  wholesale  grocer 
for  numbering  the  labels. 

It  does  work  in  ONE  HOUR  AND  A  HALF  that  formerly  required  the  entire  time  of  FOUR 


The  date  June  1,  1904  made  by  Cummins 
No.  40  Cryptographic  Label  Dater,  P'ifty 
thousand  an  hour. 


PERSONS,  all  day. 

An  hour  and  a  half  for  forty  hours. 

And  the  work  is  better  done,  without  omissions  or  im¬ 
perfect  impressions. 

We  make  perforating  machines  for  canceling,  dating 
or  numbering  with  changeable  figures  or  letters,  that  save 
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/file  date  in  plain  figures  for  labels.  Chane'e. 

able. 

Perpetual. 

Pifteen  thousand  an  hour. 

ninety  per  cent,  and  more  of  the  time  required  to  do  the  same  work  with  a  hand  stamp. 

THE  B.  F.  CUMMINS  CO.,  42  W.  Jackson  Blvd.,  CHICAGO,  ILL. 
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ping  clerk,  and  when  order  is  completed  is 
returned  to  the  office  and  the  postings  are 
made  from  it  to  the  stock  ledger  and  the 
cost  noted  on  ticket. 

In  case  of  a  charge  sale  it  then  goes  to 
clerk  having  charge  of  customers’  accounts. 

Postings  are  made  direct  from  this  ticket 
to  ledger,  and  at  close  of  month  the  total 
sales  are  drawn  off  from  tickets  and  cred¬ 
ited  to  "furnitma'  sales.” 


The  sales  tickets  should  be  punched  ami 
bound  in  a  loose  leaf  binder  in  order  by 
date. 

In  place  of  present  system  of  handling 
invoices  I  would  advise  the  use  of  a 
voucher  system.  Any  of  the  regular  stock 
forms  of  \ouchcr  register  will  be  found 
satisfactojy. 

The  check  which  the  writer  describes  as 
being  in  use  need  not  be  discontinued,  but 


THE  BUSINESS  MAN’S  MAGAZINE. 


J^QSi 


1^98fi 


12988 


Numbering  machines  are  like  clerks;  those  that  are  competent  bring  a  higher 

price.  Better  a  poor  clerk  than  a  poor  machine;  the  clerk  may  improve  The 
original 

Bates  Hand-Numbering 

Machine 

costs  more  than  others  of  similar  name  and  others  that  promise  similar  service, 
but  the  accuracy,  speed  and  legibility  of  its  work  justify  the  price.  Ask  your 
dealer  to  show  you  the  origi^'ial  Bates  Hand-Numbering  Machine. 

Write  for  Descriptive  Booklet. 

Bates  Manufacturing  Company 

31  Lakeside  Ave.,  Orange,  N.  J. 

FOR  SALE  BY  ALL  FIRST-CLASS  STATIONERS 
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Do  Y ou  Buy  the  Office  Supplies? 

If  so,  you  owe  it  to  yourself  and  your  firm  to  try  our  carbon  papers  and 
typewriter  nbbons.  They  represent  the  highest  quality,  insuring  clean,  sharp. 

They  are  the  most  economical  because  they  give  long 
service  without  deteriorating  in  the  grade  of  work.  4^4^ 

Long  experience  as  manufacturers  has  given  ^ 

us  the  necessary  knowledge  to 
produce  these  superior  qualities. 

Write  for  samples,  mentioning 
the  name  of  your  agent. 


Miller= 
Bryant- 
Pierce  Co. 

Dept.  4,  Aurora,  111. 
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can  be  given  the  voucher  number,  and  after 
same  is  returned  by  bank,  filed  numerically 
under  this  number  with  the  original  in¬ 
voices  attached  to  it. 

In  place  of  present  cash  book  a  check 
and  deposit  register  is  to  be  preferred. 

The  book  should  be  ruled  similar  to 
Forms  3  and  4.  In  case  more  than  one 
bank  account  is  kept  the  book  should  be 
loose  leaf  and  a  section  reserved  for  each 
bank. 

All  receipts  should  be  deposited,  the  total 
cash  receipts  during  the  month  thus  being 


the  total  bank  deposits.  Small  cash  dis¬ 
bursements  are  paid  by  cashier  from  a  fund 
of  $100  given  to  him  for  such  items.  This 
$100  fund  is  charged  to  “Cashier’s  Petty 
Cash”  account  on  ledger. 

Whenever  the  fund  runs  low  the  cashier 
turns  in  receipts  covering  the  disbursements 
he  has  made,  and  a  voucher  is  made  up 
charging  various  expense  accounts  and 
paid  to  cashier.  This  brings  his  fund  up 
to  the  original  $100. 

The  total  cost  of  goods  sold  is  drawn  off 
monthly  from  sales  tickets  and  the  gross 
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lone  neatiy,  swiftly,  and 
with  least  trouble  on 


The 
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1  Ituokkveper 


18  Ilechanleal  Draftsman 

14  Telephone  Engineer 

15  Elec.  Llehtlnif  8upt> 

1  6  Meehan.  Engineer 

1 7  Surveyor 

18  Stationary  Eneineer 

19  Civil  Engineer 

30  UuildliiK  Contractor 

31  Architectural  Draftsman 

33  Architect 

38  Structural  Engineer 

34  Bridge  Enj^lneer 

35  MlnliiiE  Eni^iiieer 


3  Steiioicrapher 

8  Advertisement  Writer 

4  Show  Card  Writer 

5  Window  'rriiiiiiier 

6  Commercial  Law  for 

Notaries  Publie 

7  Illustrator 

8  Civil  Service 

9  Chemist 

10  Textile  Mill  Supt. 

11  Electrician 

13  Elec.  Eiifi'ineer 


International  Correspondence  Schools, 

Box  lore  SCRANTON,  PA. 

Please  explain,  without  further  obligation  on  my  part, 
how  I  can  qualify  for  a  larger  salary  in 
the  position  numbered _ 


Name 


Street  and  N  o 


State 
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earnings  of  the  business  accnrately  arrived 
at. 

books — also  the  monthly  closing  entries. 

Closing  entries  each  month  ; 

Cost  of  Sales — 

Mdse . 

For  cost  of  goods  sold  during . 

19 . 

Customers’  Account — 

Furniture  Sales. 

Total  charge  sales  for  .  ,19.. 

Unpaid  Accounts — 

Discounts  Earned  as  per  memo,  on 
check  register. 

Customers’  account  is  credited  with  total 
of  “customers”  column  on  deposit  register. 

“Unpaid  accounts”  is  charged  with  total 
of  “Unpaid  Accounts”  column  on  check 
register. 

Furniture  sales  is  credited  with  total  of 
“Furniture  Sales”  column  on  deposit  reg¬ 
ister. 

The  various  accounts  covering  earnings 
and  expenses  are  closed  yearly  into  loss  and 
gain.  _ _ 

Accounting  for  the  Retail  Furniture 
Business. 

PRIZE  AWARD. 

The  accounting  system  for  a  Retail  Fur¬ 
niture  Business,  submitted  by  J.  D.  Sage, 
Denver,  Colorado,  contains  material  im¬ 
provements  over  that  described  by  Mr. 
Harrison,  in  the  July  number  of  The  Busi¬ 
ness  Man’s  Magazine.,  covers  the  essen¬ 
tial  points  in  a  very  comprehensive  manner, 
and  is  awarded  the  first  prize  of  $10. 

In  any  business,  a  proper  record  of  the 
purchases  is  a  very  necessary  feature,  and 
in  a  Retail  Furniture  Business  the  keeping 
of  a  stock  record  would  be  a  comparatively 
easy  matter.  These  records  could  be  kept 
very  conveniently  on  cards  if  desired,  rather 
than  on  the  loose  leaf  plan,  although  the 
general  principle  would  be  the  same,  and 
Mr.  Sage  provides  not  only  for  quantities 
received,  sold,  and  on  hand,  but  for  cost 
per  unit,  maximum  and  minimum  quantities 
and  advance  orders  placed. 

The  plan  described  of  making  out  dupli¬ 
cate  sales  slips  with  coupons  attached,  pro¬ 
vides  a  very  satisfactory  check  on  the  sales 
and  deliveries  as  well  as  facilitating  the 
scheme  of  perpetual  inventory  by  noting 
the  cost  of  each  article  sold  on  the  dupli¬ 
cate  ticket. 

The  payment  of  invoices  by  the  Voucher 


System  is  the  most  satisfactory  plan,  and 
the  check  and  deposit  registers  referred  to 
can  be  made  up  in  the  form  of  a  regular 
cash  book  or  used  separately,  one  book 
showing  receipts  and  the  other  disburse¬ 
ments. 

The  Petty  Cash  System  described  is  also 
up-to-date  and  the  amount  can  be  regu¬ 
lated  according  to  the  requirements  of  the 
business. 

In  the  list  of  general  ledger  accounts 
mentioned,  the  merchandise  account  is  prac¬ 
tically  the  inventory  account,  and  by  the 
introduction  of  sales,  at  cost,  a  summary  is 
provided  which  should  agree  with  the  re¬ 
capitulation  of  stock  records. 

Second  prize  of  $5  has  been  awarded  to 
Henry  F.  Adomeit,  Cleveland,  O.,  whose 
article  will  be  published  in  the  October 
number  of  Home  Study. 

Special  November  Competition 


Branch  Lumber  Yards. 

I  own  and  operate  about  30  lumber 
yards.  Each  yard  is  run  separate  from, 
and  independent  of  all  the  others,  and  at 
the  present  time  no  record  of  the  accounts 
of  the  branch  yards  are  kept  at  the  main 
office  at  which  place  there  is  also  a  yard. 

I  now  desire  to  have  some  check  on  the 
operations  of  the  various  yards  and  to  in¬ 
augurate  something  after  the  style  of  a 
daily  report  system,  which  will  combine 
and  report  all  transactions  with  a  check 
on  the  records  of  same. 

Can  any  of  your  readers  help  me  with 
suggestions? 

W.  H.  Stephen. 

For  the  best  answer  to  the  above  inquiry 
we  offer  a  prize  of  $12.50,  and  for  the 
second  best  answer  will  pay  the  sum  of 
$7.50. 

Standard  Prize  Competitions. 

In  addition  to  the  above  we  will  give  two 
prizes  of  $20  and  $10,  respectively,  for 
the  two  best  articles  descriptive  of  good 
book-keeping  and  cost  systems  for  the  fol¬ 
lowing  lines  of  business : 

Aerated  Water  manufacturing. 

Artificial  Stone  manufacturing. 

Biscuit  or  Cracker  manufacturing. 

Boot  and  Shoe  manufacturing. 

Bridge  builders. 

Broom  manufacturing. 

Bronze  Powder  manufacturing. 
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FAST 

SAFE 


BIND 

FIND 


A  PERFECT  BINDER 


^j^ERE  is  something  you  will  appreciate, 
J  A  perfect  binder  at  last.  No  punching, 
no  sewing  or  mutilation  of  any  kind. 
A  touch  and  the  book  is  fastened— a  touch  will 
release  it.  The  book  will  open  just  as  v/ide  in 
the  binder  as  out  of  it.  It  is  simple,  strong 
and  perfectly  book-like  in  action. 

The  illustration  represents  the  ROEDDE 
BINDER.  Made  in  sizes  to  hold  any  magazine, 
thin  or  thick,  large  or  small.  Send  $1.00  for 
sample  binder  in  limp  covers,  seal  grain,  to  fit 
any  magazine  like  this  in  size,  or  $1.25  for  same 
binder  in  genuine  heavy  cow,  unlined — the  most 
durable  and  artistic  cover  we  make— either  in 
walrus  grain  or  in  ooze  velvet  finish. 

Send  postpaid  on  receipt  of  price.  Money 
cheerfully  refunded  if  not  perfectly  satisfactory. 

FOR  COMMERCIAL 
FORMS  OF  EVERY  KIND 

The  ROEDDE  BINDER  is  to  the  ordinary  bind¬ 
ing  as  the  loose  leaf  ledger  is  to  the  old-fash¬ 
ioned  bound  ledger.  In  a  moment  your  checks, 
receipts,  order-books,  catalogs  and  telephone 
directories  may  be  bound  in  substantial  board 
or  comfortable  flexible  covers.  Don’t  waste 
permanent  bindings  on  a  few  hundred  forms 
when  one  of  our  binders  will  serve  you  bet¬ 
ter  and  more  satisfactorily  for  many  thou¬ 
sand  forms. 

If  your  printer  or  litographer  does  not 
carry  our  binders  write  to  us  direct  for  de¬ 
scription,  prices  and  samples. 

Flexible  Back  Loose  Leaf  Ledger  Co. 

203  MAIIV  ST.  BUF'F'AL.O,  .X.  Y. 


Electric 
Light  &  Power 


PREFERRED  by  a  constantly  in¬ 
creasing  number  of  careful  investors 
because  — 

Supplying  a  public  need,  earnings  are 
steady  in  dull  times  and  increase  rapidly 
as  population  expands  — 

Rapid  growth  is  fostered  by  low  cost  of 
extensions  and  connections  — 

Many  prefer  electric  lighting  on  account 
of  its  convenience,  cleanliness  and  freedom 
from  heat  — 

The  sales  of  electric  power  show  a  re¬ 
markable  increase  as  new  methods  of  utility 
are  introduced  along  commercial  and  trans¬ 
portation  lines. 

Of  course,  there  are  points  of  organiza¬ 
tion,  management,  physical  condition,  terri¬ 
tory,  etc.,  which  have  an  important  bearing 
upon  the  safety  of  an  investment  and  require 
the  attention  of  experts. 

W e  own  and  offer  seasoned  Electric 
Light  &  Power  Co.  Bonds  yielding  from 

4.30  to  6% 

1 

Write  for  special  E.  L.  &  P.  circular.  ’ 


GovernmenU  Municipal  Railroad 
^^d  Public  Utility  Bonds,  bought, 
sold  and  appraised. 


N.  W.  HALSEY  &  CO. 

BANKERS 

NEW  YORK  PHILADELPHIA 

49  Wall  Street  Real  Estate  Trust  Building 

CHICAGO  SAN  FRANCISCO 

152  Monroe  Street  413  Montgomery  Street 
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Chemical  Works. 

Coffin  and  Casket  maiuifactui  ni;^ 

Cold  Storage  business. 

Condensed  Milk  factory. 

Cooperage  business. 

Cordage  manufacturing. 

Creamery. 

Electric  Motor  manufacturing. 
Electrotype  Foundry. 

Flour  Mill. 

Gas  Mantels. 

Harness  and  Saddles  manufacturing. 
Ice  manufacturing. 

Ink  and  Mucilage  manufacturing. 
Incandescent  Lamp  manufacturing. 
Jewelry  manufacturing. 


Knitting  Mills. 

Leather  manufacturing. 

Lime  manufacturing. 

Linoleum  manufacturing. 
Lithographing  Business. 

Neckwear  manufacturing. 

Paper  Box  manufacturing. 

Patent  Medicine  manufacturing. 

Pearl  Novelties  manufacturing. 

Photo  Supplies  manufacturing. 

Piano  and  Organ  manufacturing. 
Pottery  manufacturing. 

Saw  Mill. 

Silk  manufacturing. 

Soap  manufacturing. 

Surgical  Instruments  manufacturing. 


Hanson  (Sr  S)ick, 


lanson 

== Dealers  in=’ 


’son, 


Dear  Sirt- 

fielow  I  hand  you  my  solution  to  "Ifesekiah  Stinson's  Code  Word'* 

problem  in  the  August  Business  Kan's  Magazine: 

1234667890 

UNWOBSHIPT 


142857 

714285 

142857 

571428 

142857 


Note  *13. 


January  1st.... 

B 

H 

U 

0 

N, 

First  Payment.. 

0 

N 

1 

R 

H 

Balance . . . 

u 

0 

N 

I 

R. 

Second  Payment. 

0 

N 

I 

R 

H. 

Balance. . . 

H 

U 

0 

N 

I. 

Third  Payment.. 

0 

N 

1 

R 

H. 

Balance*. . 

N 

I 

R 

H 

u. 

Fourth  Poyment* 

• « •  •  •  u 

0 

N 

1 

R 

H 

Balance. . . 

I 

R 

H 

U 

0. 

Fifth  Payment.. 

....  *  U 

0 

N 

I 

R 

H 

Balance . . * 

0 

N 

1 

R 

H 

142857 


R  H . $  142857 

Trusting  that  I  have  the  correct  solution,  I  beg  to  remain 

Yours  very  truly. 


7 


./i' 


20  Vroomsn  Ave, ,  Amsterdam,  M«  Y. 
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/Thelmproved 

stencil  Cuttind 
MucJiine 


Is  a  Saving  of  90%  in  Your  Shipping 
Department  Worth  Considering  ? 

We  are  saving  this  amount  for  hundreds  of  firms 
who  are  using  the  Diagraph  Stencil  Cutting  Machine 
and  our  “No  Error”  system  of  shipping  goods. 

Just  a  word  from  you  will  bring  you  a  free  illus¬ 
trated  booklet  explaining  all  about  the  Diagraph  and 
the  “No  Error”  system. 

AMERICAN  DIAGRAPH  CO. 

IS  N.  Second  Street  St.  Louis,  U.  S.  A. 


I'AUK 

Accountants 

8 

Advertisement  Writers 

17 

Architects 

15 

Artists 

4 

All  Pencil  Users 

1-32 

No  matter  u?hat  you  do,  there’s  a 

right  Lead  Pencil  for  your  work. 

Dixon’s  Pencil  Guide  describes  it  by  name 

and  number  so  you  can  get  it  anywhere. 

The  Guide  is  alphabetically  indexed  by 

vocations.  Find  your  page  and  your 

pencil  is  before  you.  The  book  is  free. 

If  your  dealer  doesn’t  keep  Dixon’s  Pencils,  send 
16  cents  for  samples,  worth  double  the  money. 

Dept.  N  Joseph  Dixon  Crucible  Co.,  Jersey  City,  N.  J. 


fs  THIS  the  letter 
of  YOUR  line? 


TJ!I  AUTOMATIC 

VERTICAL  FILING  CABINET 

The  only  one  with  drop  front  and  Adjustable  Auto< 
matic  Tilting  Follower.  It  stands  at  the  head  of  them 
all  for 

RAPID  and  CON¬ 
VENIENT  FILING 
and  ACCESS 
THERETO. 


if^KlfDESKS 

Filind 


Filind  Cabinets. 

o  . ^ 


OUR  NEW  “400”  SERIES 

No.  400  (like  cut)  has  deep  drawers  arranged 
with  VEHTIt'AL  FILING  EQUIPJIKNT,  writing 
bed  not  broken  by  typewriter,  which  disappears 
in  dust-proof  compartment.  Gunn  Desks  are 
made  in  250  different  patterns,  in  all  woods 
and  finishes,  fitted  with  out  .ime-saving  DKOP- 
F'KONT  Pigeon-Hole  Box.  If  you  desire  an 
up-to-date  desk  of  any  description  and  best 
possible  value  for  your  money,  get  a  Gunn.  Our 
reference — “The  User — The  Man  with  the  Gunn.” 
Sold  by  all  leading  dealers  or  shipped  direct  from 
the  factory.  Send  for  catalogue  of  desks  and  filing 
devices — mailed  FREE. 


The  only  “Book 
Opening  and  Closing” 

kind  made  and  particu¬ 
larly  adapted  for  Loose  Leaf  Filing. 

Write  for  Catalogue  and  Prices. 

The  Automatic  File  and  Index  Co. 

GREEN  BAY,  WIS.,  U.  S.  A. 


Gunn  Furniture  Co.,  Grand  Rapids,  Mich. 


Makers  of 
Gunn  Sec¬ 
tional  Book 
Cases 
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How  the  Clerical  Man  can  Gam  Advancement 

The  average  man  can  do  what  he'  is  told  but  appears  incapable  of  independent 
action  that  will  be  satisfactory.  He  is  too  fond  of  change  and  thereby  retards 
instead  of  advancing  his  prosperity.  Those  who  provide  ahead  to  meet  oppor¬ 
tunity  will  naturally  secure  the  best  results  and  obtain  the  best  positions 

By  H.  J.  HAPGOOD,  President  of  Hapgood’s 


T  DOES  not  matter  how  cap¬ 
able,  how  honest  or  how 
faithful  a  man  is,  there  is  no 
opportunity  for  him  in  clerical 
work  nowadays.  Everything 
has  been  reduced  to  such  a  system  that  the 
work  can  be  done  by  mere  human  ma¬ 
chines  who  are  content  to  plod  along  year 
after  year  at  small  salaries.” 

Nothing  could  be  further  from  the  truth 
than  this  remark  which  I  heard  made  the 
other  day  by  a  young  man  who  looked  in¬ 
telligent  enough  to  know  better.  There 
are,  it  is  true,  many  places  for  machine¬ 
like  workers,  but  this  is  because  there  are 
so  many  men  who  lack  the  capacity  or 
more  often  the  ambition  to  rise  above 
them.  To  the  man  of  real  ability  who  can 
stand  responsibility  and  whose  ambition 
is  not  limited  by  his  next  pay  day,  cleri 
cal  work  offers  opportunities  which  are 
hardly  excelled  in  any  other  line. 

The  situation  is  well  summed  up  by  a 
New  York  office  manager  of  long  experi¬ 
ence  who  says : 

“We  have  50  clerks  in  our  offices.  Taken 
as  a  whole  they  perform  their  duties  fairly 
well,  but  I  don’t  know  of  one  among  them 
who  has  the  ability  or  ambition  to  stand 
promotion  beyond  a  certain  limit. 

“When  the  head  of  a  department  dies 
or  resigns  we  usually  have  to  look  out¬ 
side  for  a  man  to  fill  his  place. 

“The  trouble  in  our  establishment  is  not 
lack  of  opportunity,  but  lack  of  men  quali¬ 
fied  to  grasp  it.” 

Employers  of  clerical  men  everywhere 
tell  similar  stories.  Thev  are  all  looking 
for  men  who  will  some  day  be  able  to  do 
something  more  than  book-keeping,  type¬ 
writing  or  other  routine  work. 

“I  wish,”  says  the  general  manager  of 
a  well-known  manufacturing  company, 
“that  every  young  man  I  employ  might 
be  one  who  would  in  time  prove  himself 


capable  of  filling  a  place  like  my  own. 
.Vnd  I’m  ready  to  help  him  do  it,  for  we 
need  such  men.” 

One  of  the  chief  reasons  why  many 
clerical  men  fail  to  gain  advancement  is 
found  in  their  frequent  and  ill-advised 
changes.  It  is  the  specialist  who  com¬ 
mands  the  highest  salary  today — the  man 
who  can  do  some  one  thing  better  than 
anyone  else.  And  a  man  can  seldom  be¬ 
come  a  specialist  if  he  is  constantly  chang¬ 
ing  from  one  employer  or  from  one  line 
to  another. 

Frequently  a  man's  progress  is  stopped 
or  seriously  hindered  because  he  has  failed 
to  keep  his  employment  record  clean.  The 
average  emnloyer  is  suspicious  of  the  man 
who  has  made  frequent  changes  unless  he 
has  excellent  reasons  for  each  shift  and 
unless  he  left  each  place  in  good  stand¬ 
ing. 

By  all  means  make  a  change  if  you  feel 
sure  that  you  can  earn  more  or  have  better 
opportunity  for  advancement  with  another 
house  or  in  another  line  of  work ;  but 
don’t  fail  to  give  your  present  employer 
ample  notice  and  have  him  feeling  cordial 
towards  you  and  willing,  if  possible,  to 
hire  you  back  again. 

I  know  of  a  man  who  recently  failed  to 
secure  an  $1,800  position  as  office  manager 
solely  because  investigation  of  his  refer¬ 
ences  showed  that  five  years  befote  he  had 
left  a  position  in  the  firm’s  busiest  season 
with  only  a  few  hours’  notice. 

It  pays  to  keep  your  record  clean — I  can¬ 
not  emphasize  this  point  too  strongly.  No 
matter  how  unsatisfactory  your  employer 
may  be,  give  him  a  square  deal — faithful 
service  while  in  his  pay  and  ample  notice 
when  you  leave.  Do  this,  and  no  matter 
how  dark  the  outlook  may  be,  you  will  suc¬ 
ceed  if  you  have  ability,  work  hard  and 
keep  your  eyes  open  for  the  main  chance. 

The  formula  for  success  has  never  been 
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If  PACE’S  CLUE 

Has  been  the  STANDARD  for  ADHESIVES 


for  25  Years= 


Always  ready  for  use,  its  great  adhesive¬ 
ness,  combined  with  its  keeping  qualities 
in  all  climates,  has  made  this  possible. 

Invaluable  in  household  use  for  Furni¬ 
ture,  China,  Ivory,  Books,  Leather, 
and  wherever  a  strong  adhesive  is  desired. 

Does  not  set  quickly  like  the  old  style 
glue ;  has  four  times  the  strength  (Official 
test,  one  in.  sq.  hard  pine 
butted,  registered  1620  lbs. 
before  parting).  Used  by 
the  best  mechanics  and 
manufacturers  everywhere. 


Nearly  3  Million  Bottles 

sold  yearly,  besides  the  can 
and  bulk  Clue  for  Mechanics 
and  Manufacturers’  use. 

Either  the  one  ounce  Bottle  or  Patent 
Collapsible  Tube  (seals  with  a  Pin),  retailing 
for  10  cts.,  mailed  for  12  cts.,  if  your  dealer 
hasn’t  our  line.  Specify  which. 


LEPAGE’S  PHOTO  PASTE 

2  oz.  size  retails  5  cts.;  by  mail, 10  cts. 

LEPAGE’S  MUCILAGE 

2  oz.  size  retails  5  cts.;  by  mail, 10  cts. 
are  like  the  Glue,  unequalled,  the  best 
of  their  kind  in  the  world,  and  are  put 
up  in  convenient  and  attractive  pkgs. 


RUSSIACEMENTCO. 

200  Essex  Street  ,  .  .  Gloucester,  Mass. 


> 


n 

ACIDP 

Aboontobusinessa 
ftofessional  flien 
restoring  the  worn 
and  tired  brain  to  its 
normal  condition. 


^  RUMFDRD  CHEMICAL  WORKS  PROVIDENCE  R 


t 


THE  “BENNETT”  EVER¬ 
LASTING  MEMO.  BOOK 


Something  Useful  All  the  Year  Round 

A  DESIRABLE  XMAS  GIFT 


Size  X  8 
Inches 


Price, 
com¬ 
plete, 
with  your 
name  on 
cover  in 
gold,  includ- 
ingfour  insert 
padsiSOleaves) 

$1.00 

SEND  NO  MONEY 

Sim  ply  send  us  your 
name.  We  will  send 
you  the  book  and  if  it 
IS  perfectly  satisfactory 
send  US$1.  Ifitisn’tall 
we  claim,  and  the  peer  of 
any  memo,  book  you  ever 
saw,  send  it  right  back.  We 
know  if  you  see  it  you  will 
keep  it.  That  is  why  we  are  making  such  a  liberal  offer 
Be  sure  to  write  for  it. 


Full  Russia  Calf  Cover, 
leather  lined,  with  pocket 
for  cards  inside  of  cover, 
fitted  with  removable  in¬ 
sert  pad  of  twenty  per¬ 
forated,  detachable 
leaves  of  counting- 
house  linen.  Cover 
folds  back,  making 
a  substantial  pad 
to  write  on.  Thou¬ 
sands  sold.  Pro- 
nounced  by 
everyone  the 
most  conven¬ 
ient  pocket 
m  e  m  o  r  a  n- 
dum  book 
ever  in¬ 
vented. 


The  cut 
of  the  book 
does  not  do  it  justice. 


THE  W.  W.  BENNETT  CO.. 


P.  O.  Box  146 

East  Liberty,  Pittsburg,  Pa. 


the  Worth 
of  this 


TRY 

Adding  Machine 

for  two  weeks 

Use  it  in  your  own  office 
at  our  expense  and  prove  to 
your  own  satisfaction  that 
it  will  not  only  add  to  the  A  & 
satisfaction  of  your  Ac¬ 
counting  Department  for  accuracy  but  pay  for 
itself  in  a  few  weeks.  It  adds,  subtracts,  mul¬ 
tiplies  and  divides,  figures  interest  and  discounts, 
averages  accounts,  extracts  square  and  cube  root, 
logarithms,  etc. 

Any  individual,  firm  or  corporation  that  fias 
enough  work  to  keep  one  clerk  busy  will  find  it 
profitable  to  have  one.  And  why  pay  $150  to  $300 
for  an  Adding  Machine  when  the  Rapid  Com- 
puter  will  do  everything  that  any  other  adding 
machine  will  do  (except  print  footings),  do  it 
QUICKER,  and  the  price  is  only  $26  f 

The  Rapid  Computer 

will  add  to  within  one  cent  of  one  billion.  It  is 
impossible  for  it  to  make  an  error.  It  cannot  get 
out  of  order.  It  is  STRONG  and  DURABLE. 
Fully  guaranteed.  All  parts  are  made  of  tool  steel 
or  brass.  It  is  SIMPLE  in  construction,  has  a  pat¬ 
ented  GEAR  movement  not  found  in  any  other 
adding  machine. 

That's  why  it  is  easy  to  construct  and  can  be  sold  at  a  low  price — 1-6  to 
1-12  the  price  of  other  high  grade  machines.  That's  why  The  Rapid  Com¬ 
puter  is  quicker  than  any  of  the  large  machines  and  more  easily  operated 
—you  don't  wear  your  fingers  out  pushing  keys;  it  is  just  as  simple  in 
operation  as  it  is  in  construction.  It  can  he  placed  right  on  top  of  a 
column  of  figures  and  it  will  eat  'em  up. 

It  will  do  any  mathematical  problem  in  less  time  than  it  can  be  done 
mentally  and  do  it  ACCURATELY,  and  on  the  indicator  the  result  will 
appear  in  plain  figures.  ONE  turn  of  the  resetting  knob  on  side  of 
machine,  and  it  is  ready  for  the  next  problem. 

Let  us  send  you  a  Rapid  Computer,  Express  Prepaid.  Try  it  two  weeks. 
If  satisfactory,  pay  for  it;  if  not,  send  it  back.  We  take  all  the  risk, 

We  want  Agrenta.  Oatalogr  Fre«^ 

The  Rapid  Computer  Co.(  36  Lake  Shore  Boad,  Benton  Harbor,  Mich. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


148 


THE  BUSINESS  MAN’S  MAGAZINE. 


stated  more  truly  than  by  Oren  Root,  gen- 
t^ral  manager  of  the  Metropolitan  Street 
Railway  of  New  York,  the  greatest  street 
railway  system  in  the  world.  “Success,” 
says  Mr.  Root,  “is  the  outcome  of  conscien¬ 
tious,  intelligent  effort.  It  is  the  man  who 
is  willing  to  do  anything  and  everything 
and  is  determined  to  do  it  as  well  as  he  can 
that  attracts  attention  and  climbs  the  lad¬ 
der  soonest.  As  soon  as  an  employe  can 
convince  his  employer  that  he  is  worth 
more  than  he  is  getting  he  is  on  the  road  to 
promotion.” 

Is  the  average  employer  hard  to  con¬ 
vince  of  a  man’s  value?  No,  he  is  con¬ 
stantly  on  the  watch  for  men  who  are 
worth  more  than  he  is  paying  them.  His 
business  is  hampered  because  he  cannot 
find  enough  such  men;  good  positions  are 
going  begging  for  lack  of  them. 

“Why  do  so  many  clerical  men  fail  to 
advance?”  said  the  manager  of  a  large 
wholesale  house.  “Come  here  and  I  will 
show  you.” 

He  walked  to  the  door  of  ‘  his  private 
office  and  looked  out  into  a  room  where  a 
score  of  clerks  and  book-keepers  were  em¬ 
ployed.  It  lacked  several  moments  of  the 
hour  for  closing,  but  only  a  few  men  were 
making  any  pretence  of  working.  The 
eyes  of  many  and  the  minds  of  all  were  on 
the  clock.  They  waited  impatiently  on  the 
slow  moving  minute  hand,  and  within  30 
seconds  after  the  closing  hour  the  room 
was  deserted. 

“There  is  the  reason,”  said  the  manager. 
“You  cannot  wonder  that  men  remain  in  a 
rut  when  they  are  afraid  of  doing  a  min¬ 
ute’s  work  more  than  they  are  paid  for.”  .‘ 
The  trouble  is  not  lack  of  opportunity, 
but  the  fact  that  too  few  men  are  prepared 
to  grasp  their  opportunity  when  it  comes. 
Opportunity  is  elusive.  It  comes  at  no 
stated  time — often  most  unexpectedly — and 
the  men  who  win  are  those  who  are  al¬ 
ways  prepared  to  take  advantage  of  it. 

The  private  secretary  to  the  president  of 
a  great  manufacturing  company  was  taken 
suddenly  ill  one  day  last  winter.  The 
president  was  busy  and  there  was  no  one 
to  take  his  dictation.  A  young  man  hold¬ 
ing  a  $12-a-week  position  in  one  of  the 
clerical  departments  offered  his  services. 

But  you  can’t  take  dictation  or  run  a 


typewriter,”  the  surprised  office  manager 
objected. 

“Oh,  yes,  I  can,”  the  young  man  replied. 
“I’ve  been  studying  stenography  evenings 
for  more  than  a  year.  I  think  I  can  do  the 
work  if  you’ll  let  me  try.” 

The  young  man  was  given  a  trial  and 
proved  so  satisfactory  that  he  was  retained 
permanently  in  the  president’s  office  -  at 
twice  his  former  salary. 

There  is  the  secret— prepare  yourself  for 
a  better  position.  Don’t  be  satisfied  with 
doing  your  own  work  well — learn  to  hold 
down  the  job  of  the  man  ahead.  Study 
j^he  possibilities  of  the  firm  by  which  you 
are  employed  to  find  out  which  department 
offers  the  best  opportunity,  where  good 
men  are  needed  most.  Then  fit  yourself 
for  that  work  by  home  stin^v  at  an  even¬ 
ing  school  or  through  a  correspondence 
course.  Subscribe  for  one  or  two  good 
business  magazines  and  keep  thoroughly, 
posted  on  the  latest  and  most  approved 
methods. 

In  the  meantime,  however,  don’t  shirk 
your  present  place  or  feel  above  it,  how¬ 
ever  lowly  it  may  be.  It  is  your  success 
in  that  as  much  as  your  fitness  for  some¬ 
thing  higher  which  will  bring  promotion. 

There  was  a  book-keeper  in  one  of  the 
Chicago  packing  houses  who  a  few  years 
ago  came  to  the  conclusion  that  he  had 
reached  the  limit  of  advancement  in  that 
line.  Accordingly  he  took  up  the  study  of 
cost  accounting.  Soon  a  vacancy,  in  the 
firm’s  cost  department  occurred  and  he, 
with  his  eyes  open  for  just  a  chance,  se¬ 
cured  the  place.  Elis  rise  was  rapid  and 
now  he  has  accepted  a  position  as  cost 
accountant  with  another  firm  at  a  salary 
of  $3,500  a  year. 

No  system  has  yet  been  devised  that  will 
conduct  clerical  work  without  the  assist¬ 
ance  of  capable,  energetic  men.  •  The  de¬ 
mand  for  such  men  exceeds  the  supply 
and  the  salaries  they  command  as  soon  as 
they  have  proved  their  ability  are  large. 
In  one  way,  at  least,  opportunities  for  the 
high-grade  man  to  advance  are  except¬ 
ionally  favorable  in  clerical  work,  because 
he  is  brought  into  competition  with  a 
great  mass  of  men  who  lack  initiative  and 
break  down  quickly  under  even  slight  re¬ 
sponsibility. 
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*1500  a  Year 


DO  YOU  CARE 
FOR  IT? 


DO  YOU 
WISH  TO 
SAVE 


For  Old  Age  or 

Provide 


For  Healthy 
Middle  Age? 


One  of  Our 
1S-Month-Old  Trees 


If  SO  you  cannot  find  a 


More  Conservative  or 
A  More  Reasonable 
Investment 

than  we  have  to  offer  you.  For 

1.  It  is  as  safe  as  city  real  estate. 

2.  It  is  better  than  a  savings  bank,  for  the 
return  is  greater. 

Our  Booklets 

will  prove  these  statements  to  you.  If  you 
can  invest  $5  or  more  monthly 

Write  for  these  Booklets  at  once.  They 
will  prove  that  A  Rubber  Plantation  is 
more  hopeful  than  a  Gold  Mine. 


Conservative  Rubber  Production  Co. 

612  Monadnock  Bldg,,  San  Francisco,  California 


UNIMATIC 


PRICE  BOOK 

over  1,000,000  in  use 

The  UNIMATIC  is  bound  in  flexible  covers  of 
genuine  Black  Seal  Grain  Leather. 

Sheets  lie  perfectly  flat  from  edge  to  edge  forming  an 
even,  smooth  writing  surface.  Rings  may  be  instantly 
opened  for  insertion  or  removal  of  sheets,  by  operating 
metallic  slide.  When  closed  the  rings  form  a  perfect 
circle,  over  which  the  sheets  turn  as  easily  and  freely 
as  in  a  bound  volume. 

The  UNIMATIC  Is  indexed  either  alphabetically, 
numerically  or  by  the  month — any  subject  may  be  re¬ 
ferred  to  instantly.  It  Is  ruled  as  follows:  Quadrille, 
unruled,  dollars  and  cents,  faint  lines,  double  entry 
ledger  and  four  column  price  book. 

THE  UNIMATIC  IS  GUARANTEED  TO  BE  PERFECT  IN  CONSTRUC- 
TION,  MATERIAL  AND  WORKMANSHIP 

Ask  your  dealer  for  them,  or,  if  he  has  none,  send  us 
a  sample  order.  If  not  satisfactory  it  may  be  returned  at 
our  expense. 

List  of  Stock  Sizes — Net  Prices 


Number 

Binding 

Edge 

Size 

Capacity  of  Cover 

Covers 

Linen 

Index 

Sheets 

Complete 

of  Sheet 

inches 

Leaves 

212 

2 

2  X  4 

50 

$0.55 

$0.20 

$0.10 

$0.85 

2412 

2^x  MA 

50 

.65 

.20 

.10 

.95 

312 

3 

3x5 

/ 

50 

.75 

.20 

.10 

1.05 

4412 

MA 

MAX  2^ 

/ 

50 

.65 

.20 

.10 

.95 

512 

5 

5  x3 

K 

50 

.75 

.20 

.10 

1.05 

612 

6 

6x3^ 

50 

.85 

.20 

.15 

1.20 

532 

51^ 

5^x  3 

125 

1.25 

.20 

.25 

1.70 

552 

5^x  3 

1 

250 

1.60 

.20 

.50 

2.30 

632 

6% 

6%x  3% 

54 

125 

1.25 

.20 

.30 

1.75 

652 

Wz 

6%x  SH 

1 

250 

1.60 

.20 

.60 

2.40 

7732 

VA 

VAX  MA 

54 

125 

1.45 

.25 

.40 

2.10 

7752 

VA 

VAX  4/8 

1 

250 

1.80 

.25 

.80 

2.85 

732 

VA 

IVsx  5 

54 

125 

1.60 

.25 

.40 

2.25 

752 

VA 

mx  5 

1 

250 

1.90 

.25 

.80 

2.95 

832 

m 

8%x  6 

54 

125 

1.90 

.35 

.45 

2.70 

852 

m 

8%x  6 

1 

250 

2.35 

.85 

.90 

3.60 

1132 

11 

11  X  8/ 

54 

125 

2  75 

.45 

.70 

3.90 

1152 

11 

11  x8/ 

1 

250 

3.25 

.45 

1.40 

5.10 
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Treatment  of  Raw  Stock  in  Cotton 

Mill  Accounting 

By  C.  A.  WYCHE 


N  the  cost  accounting  of  a  cot¬ 
ton  manufacturing  business 
there  is  perhaps  nothing  so  es¬ 
sential  as  the  proper  handling 
and  recording  of  raw  stock. 
Of  course,  to  begin  with,  it  is  absolutely 
necessary  that  the  person  who  has  charge  of 
the  weighing,  grading,  and  storing  of  the 
cotton  should  be  thoroughly  competent.  An 
inexperienced  person  would  readily  pass 
over  as  dry,  a  lot  of  cotton  containing  one 
per  cent  of  dampness,  and  the  resulting  loss 
on  a  lot  of  100  bales  would  pay  the  addi¬ 
tional  salary  of  a  competent  man  for  a 
month  or  more. 

Cotton  brokers,  either  through  careless¬ 
ness,  or  intention  to  defraud,  one  cannot  say 
which,  often  invoice  cotton  by  its  semi-dry 
weight,  and  it  is  the  buyer’s  lookout  to  dis¬ 
cover  the  shortage.  If  cotton  is  weighed 
one  day  and  reported  on,  no  matter  how 
great  the  difference  may  be  a  week  later, 
no  explanation  will  suffice  to  change  the 
claim.  It  is  therefore  necessary  to  use  the 
utmost  care  in  examining  all  cotton  before 
weighing. 

In  the  south  where  many  mills  buy  cotton 
direct  from  the  farmer,  there  is  always 
more  or  less  loss  from  this  cause.  The 
first  two  fair  days  after  a  rain  invariably 
bring  a  rush  of  cotton,  and  in  the  mind  of 
the  average  farmer,  five  pounds  is  the  limit. 

But  these  are  matters  which  must  be 
settled  according  to  the  judgment  of  the 
cotton  buyer,  and  the  peculiar  circumstances 
of  each  case.  It  is  when  the  cotton  is 
bought  and  weighed  that  the  record  com¬ 
mences,  and  I  believe  that  the  following 
system  which  has  been  employed  by  me  with 
much  satisfaction,  can  be  made  to  meet 
the  conditions  of  any  factory. 

At  the  beginning  of  each  cotton  season 
I  commence  with  one  and  number  the  - 
bales  consecutively  through  the  season,  us¬ 
ing  a  tough  card-board  tag  with  wire  hook. 
On  this  tag  is  also  entered  the  name  of  the 
seller,  post  office  address,  weight  and  grade 


of  bale,  and  any  irregularities  in  the  pur¬ 
chase. 

The  tags  are  never  removed  from  the 
bales  until  they  are  opened  and  inspected 
by  the  overseer  of  the  opener  room,  as 
sometimes  blocks  of  wood,^  rocks,  pieces  of 
iron,  and  bundles  of  wet  or  damaged  cot¬ 
ton  are  found  in  the  center  of  the  bale. 
However,  I  am  glad  to  say  that  such  cases 
become  rarer  every  season. 

The  cotton  buyer  enters  in  an  ordinary 
day  book  the  same  information  as  shown 
on  the  cotton  tag,  for  sometimes  the  tag  is 
lost  before  the  bale  reaches  the  opener 
room. 

In  buying  cotton  at  the  mill  door,  the 
cotton  buyer  should  have  a  check  book  of 
a  form  similar  to  Form  1. 

The  person  to  whom  check  is  issued 
takes  it  to  the  office,  where  the  hurried 
calculations  are  verified,  and  he  is  paid  ac¬ 
cordingly.  The  number,  weight,  and  price 
of  the  bale  is  then  entered  in  the  office  cot¬ 
ton  book  for  future  reference.  It  is  ad¬ 
visable  to  each  day  compare  the  cotton 
checks  with  the  cotton  buyer’s  stubs  to  see 
that  no  check  was  altered  before  being  pre¬ 
sented. 

In  the  opener  room  a  slotted  lock  box  is 
provided  for  the  tags  taken  from  the  bales, 
and  the  overseer  of  this  room  deposits  the 
tags  therein  after  taking  account  in  a  book 
provided  for  this  purpose,  of  the  numbers 
and  weights  of  bales,  and  the  date  opened. 
In  case  he  comes  across  a  bale  on  which 
there  is  no  tag,  he  should  weigh  the  bale 
and  make  a  tag,  giving  all  figures  and 
marks  appearing  on  the  bagging.  This  will 
enable  the  office  to  easily  locate  the  bale 
number. 

At  the  end  of  the  month  the  book-keeper 
should  take  the  tags  and  the  overseer’s 
cotton  book,  and  check  off  in  the  office  cot¬ 
ton  book  the  bales  opened,  entering  date 
opposite  each  one.  Then  the  weights  and 
prices  should  be  taken  off  and  the  total 
N'alue  of  the  month’s  consumption  figured 
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.System/ 


Hodge,  advertising  manager  of 
the  Beechnut  food  products— a  million  dol¬ 
lar  business— just  writes:  “I  am  never  too 
busy  to  tell  of  the  practical  value  of  the  Powell 
System  of  Advertising  Instruction.  You 
spared  no  pains  to  explain  in  detail  every  step 
in  my  course  of  study.  Through  the  knowledge 
gained  I  was  able  to  take  up  the  Beechnut  prop- 
osition  and  develop  it  to  its  present  proportions.” 
Am  bitious  people  who  want  to  qualify  for  read v 
positions,  should  let  me  mail  free  my  beautiful 
Prospectus  and  “Net  Results,”  showing  what  I 
can  do  for  them.  Address  me 

GEORGE  H.  POWELL,  199  Metropolitan  Annex,  New  York 


m 


Want 


*1,500=*6,000 
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. 
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CHICACO.ILLINOIS. 


MULTIPLIES 


“GEM” 

Adding  Machine 


with  a  RESETTING  DEVICE  that  clears  the  dials  tc 
zero  instantly.  A  High  Grade  Mechanical  Production 
Does  the  work  of  High  Priced  Machines.  CARRIES 
TOTALS  automatically.  Adapted  to  AH  Lines  of  Busi¬ 
ness.  CL  The  “GEM”  is  our  latest  creation,  and  is 
identical  with  our  famous  Automatic  Adding  Machini 
($10.00),  with  the  addition  of  the  only  successful  resetting 
device,  on  any  low-priced  machine.  Guaranteed  for  2  years 

Free  Trial,  Machine  Sent  at  Our  Fxpense 


■CATALOGUE  SENT  FREE 


AUTOMATIC  ADDING  MACHINE  COMPANY 


8x4  inches. 


489  BROOME  STREET 
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out  and  entered  in  the  monthly  report.  This 
I  have  found  to  be  the  only  practical  way 
of  ascertaining  the  actual  weight  and  value 
of  the  cotton  used. 

The  daily  reports  of  the  several  over¬ 
seers  of  the  mill  show  the  number  of  pounds 
of  every  kind  of  visible  waste  made  during 
the  day,  including  sand,  mops,  etc.  These 
items  are  entered  in  the  superintendent’s 
daily  exhibit  book,  and  totaled  at  the  end 


of  the  month.  The  grand  total  of  waste 
here  shown  is  entered  in  the  monthly  re¬ 
port,  and  the  amount  is  divided  by  the  total 
amount  of  cotton  opened,  for  the  percent¬ 
age  of  waste.  The  percentage  thus  obtained 
is  not  absolutely  correct,  but  I  believe  is  as 
nearly  so  as  is  possible  to  obtain.  Of  course 
there  is  still  an  “invisible”  waste  which  can¬ 
not  be  ascertained  without  taking  inventory 
of  cotton  in  process,  etc.  I  get  at  this  in 
the  following  manner : 

Take  the  total  amount  of  cotton,  including 
the  tare,  issued  to  mill  for  a  certain  period 
as  shown  by  monthly  reports.  Add  to  this 
the  cotton  in  process  and  the  waste  on 


hand  at  the  beginning  of  the  period,  and 
from  this  sum  deduct  the  production  of  the 
mill  and  the  visible  waste  for  the  period, 
plus  the  cotton  in  process  and  waste  on 
hand  at  end  of  period.  This  will  give  the 
net  “invisible”  waste  for  the  period  con¬ 
sidered.  By  adding  this,  amount  to  the 
amount  of  visible  waste  shown  on  monthly 
reports,  you  have  the  actual  amount  of 
waste  made  from  the  cotton  issued. 

My  experience  has  been  that  the  visible 
waste  averages  12^  per  cent  and  the  “in¬ 
visible”  one  and  one-half  to  two  per  cent, 
therefore  I  consider  it  perfectly  safe  to  fig¬ 
ure  a  waste  loss  of  15  per  cent,  and  if  one 
considers  that  the  visible  waste  including 
bagging  and  ties  has  an  average  value  of 
about  two  and  one-half  cents  per  pound, 
the  waste  might  be  figured  even  a  little 
lower.  But  I  believe  it  is  the  general  opin¬ 
ion  of  conservative  mill  men  to  figure  not 
less  than  15  per  cent.  The  percentage  of 
waste  certainly  varies  according  to  the  vari¬ 
ous  processes  of  different  mills,  and  ac¬ 
cording  to  the  quality  of  cotton  used,  and 
therefore  every  mill  should  figure  its  waste 
loss  according  to  its  experience. 

The  system  I  employ  has  been  tested  by 
me  a  number  of  times  by  comparin.g  the 
monthly  reports  with  the  item  of  cotton  in 
tlic  semi-annual  statement  of  loss  and  gain, 
and  I  have  always  found  the  differences  so 
slight  as  to  justify  me  in  saying  that  I  am 
sure  the  system  is  sufficiently  accurate  for 
all  practical  purposes.  However,  I  shall  be 
very  pleased  if  someone  will  point  out  how 
it  can  be  made  still  more  accurate. 
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Mechanical  Accountant 

WILL  REDUCE  YOUR  LABOR 
AT  LEAST  ONE-HALF 

An  Adding  Machine  that  is  always  right.  Has  Double 
Dials — each  item  shown  as  added — an  exclusive  feature. 
Just  press  the  keys— no  lever— no  paper.  Not  a  cheap 
machine.  COSTS  $125- and  worth  it.  Send  for  Catalog  D. 

30  days  free  trial  to  responsible  parties. 

MECHANICAL  ACCOUNTANT  COMPANY 

12-18  Warren  St.,  Providence,  R.  I. 


Luscious 

in 

Flavor 


Wholesome 

as 

Bread 


Is  the  only  CA.INDV 

with  sustaining  nourishment  for  the  “Between- 
Meals-Hunger”  felt  by  all  who  work  or  play. 

So  boxed  in  caramel  form  that  it  is  handy  to 
carry  when  shopping,  calling,  traveling  or  work¬ 
ing.  Put  it  in  the  school-bag  for  recess. 

Avoid  the  dangers  of  ordinary  candy — Mackin¬ 
tosh’ s  English  Toffee  is  good  and  safe  to  eat  at 
all  times.  Try  it  NOW. 

Any  dealer  can  supply  you  (5c.,  10c.  or  $1.60  tin)  or 
will  send  out  and  get  it.  If  not,  write  to  Dept.  66. 

JOHN  MACKIINTOSM 

78  Hudson  SL.,  INew  Vork 


The  Dilworth  Adder 

PRICE  ONE  DOLLAR 
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A  practical  adding  machine  in  the  form  of  a  card-case,  to  fit  ^ 
the  pocket,  sent  postpaid  for  $1.00.  Has  no  complicated 
rnechanism  to  get  out  of  order  and  the  total  can  be  seen  at  any 
time  for  any  part  of  an  addition  thus  allowing  interruptions  to 
occur  without  inconvenience.  No  clerk  or  bookkeeper  should 
be  without  one.  Capacity  $9,999,909.99. 

Write  for  Special  Offer  to  Agents. 

DILWORTH  ADDER  COMPANY 

1118  Farmers’  Bank  Bldg.  PITTSBURG,  PA. 
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every  account  is  under  its 
own  Drinted^hcading 

O.  To  find  Meier’s  account  in  any  other  loose- 
leaf  or  bound  ledger  the  tab  “M”  takes  you  to 
all  accounts  under  that  letter.  But  in  the  Kirtley 
Ledger  the  printed  heading  “Mei”  takes  you  at 
once  to  Meier’s  account. 

O.  The  Kirtley  will  save  fully  one  third  of  any 
bookkeeper’s  time  in  posting  or  finding  accounts. 

,Ct,  If  occasion  demands  it,  any  one  in  the  office 
can  find  an  account  as  quickly  as  the  book¬ 
keeper.  It  is  the  only  ledger  that  is  really  self¬ 
indexing. 

Ct.  Kirtley  sheets  with  printed  headings  can  be 
used  in  any  make  of  loose-leaf  binder. 

Ct.  Send  for  booklet  and  portfolio  of  sheets,  either 
loose-leaf  or  bound— (state  which). 

Address  Dept.  B 
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The  Business  Man  and  His  Dress 

By  GEO.  L.  LOUIS 


Note.  Readers  are  invited  to  write  to  this  dejjartment  for  any  further  information 
desired  on  the  dress  question.  Mr.  Louis  will  answer  questions  personally  by  mail  or 
through  the  columns  of  our  magazine  according  to  request. 


HE  calcium’s  glare  is  not  sud¬ 
denly  shifted  away  from  the 
business  man  after  his  hours 
of  business  have  ended ;  nor 
can  he  then  relax  from  his 
diligence  in  catering  to  the  public. 

For  the  business  man  is  a  quasi-public 
personage  and  the  spot  light  follows  him 
more  or  less  even  when  not  engaged  in  his 
commercial  enterprise. 

From  these  premises,  the  logical  deduc¬ 
tion  is  made  that  the  business  man’s  dress 
should  receive  as  thoughtful  consideration 
and  be  as  carefully  studied  for  the  formal 
and  semi-formal  occasions  as  it  is  during 
business  hours. 

We  are  confronted  with  the  same  ques¬ 
tion  of  dress  ethics  and  the  importance  of 
dress  to  our  commercial  success  after  busi¬ 
ness  hours  as  well  as  during  them. 

A  man  who  wears  a  correct  business 
garb  cannot  call  himself  well  dressed  un¬ 
less  his  evening  costume  is  also  faultless. 

For  formal  and  semi-formal  afternoon 
events,  the  club,  dinner  and  formal  evening 
wear,  there  are  certain  prescribed  forms  of 
attire. 

For  such  occasions  we  dress  either  the 
right  way  or  the  wrong  way.  There  is  no 
half  way  course. 

For  business  wear,  as  long  as  one’s  at¬ 
tire  is  unobtrusive  and  becoming,  one  may 
wear  almost  any  article  of  apparel  whether 
it  is  the  prevailing  fashion  or  not ;  but 
evening  dress  allows  no  deviations  from  its 
fixed  rules. 

Just  as  the  law  assumes  a  plaintifif  is  in¬ 
nocent  until  proven  guilty,  it  is  best  to  give 
the  violators  of  the  formal  and  informal 
dress  code  the  benefit  of  a  doubt  and  as¬ 
sume  that  they  commit  breaches  of  etiquette 
because  they  are  ignorant  of  its  true  forms ; 
not  that  they  disobey  these  dress  injunc¬ 
tions  with  “malice  aforethought.” 

For  in  truth  nowhere  else  is  there  seen 
such  a  misconception  or  at  least  disregard 
for  the  proper  form  of  dress  as  in  that 
worn  at  formal  and  semi-formal  evening 
affairs. 


I  would  far  rather  see  a  man  dress  in  a 
neat  black  sack  suit  with  clean  white  linen 
at  an  evening  dress  function — a  man  who 
makes  no  pretentions  whatsoever — than  to 
behold  one  who  attempts  to  wear  ceremoni¬ 
ous  garb  and  commits  inexcusable  errors 
of  dress  etiquette  and  wears  the  wrong 
combination  of  dress  accessories.  No  of¬ 
fense  is  too  small  to  throw  one’s  entire 
attire  out  of  gear.  Wearing  the  wrong  hat, 
cravat,  jewelry  or  waistcoat  are  each  suffi¬ 
cient  in  themselves  to  do  this. 

A  description  with  illustrations  of  the 
proper  attire  for  formal  and  semi-formal 
afternoon  events  was  detailed  in  a  previous 
issue  of  this  magazine.  The  time,  place 
and  how  to  wear  the  morning  or  cutaway 
and  frock  coats  and  the  accessories  which 
accompany  each  costume  has  been  given ;  so 
I  will  take  up  the  Tuxedo  or  evening  jacket 
as  it  is  often  called  and  swallow  tail  or  full 
dress  garments. 

In  the  first  place  the  Tuxedo  and  the 
evening  dress  coats  are  intended  for  dis¬ 
tinctly  different  purposes. 

The  former  is  for  all  informal  evening 
events,  such  as  the  home  dinner,  the  club, 
stag,  etc. ;  the  latter  is  for  formal  dinners, 
evening  weddings,  dances  and  receptions. 

But  the'  distinction  is  generally  ignored 
and  these  two  forms  of  evening  dress  are 
worn  indiscriminately  at  both  formal  and 
informal  occasions. 

The  fault  does  not  lie  so  much  with  the 
use  of  the  full  dress  as  it  does  with  the 
misuse  of  the  evening  jacket,  which  is  com¬ 
monly  worn  at  ceremonious  evening  events. 

Unless  it  is  strictly  an  informal  or  home 
dinner,  the  Tuxedo  should  not  be  worn  in 
the  presence  of  ladies.  This  is  an  edict  of 
evening  dress  that  is  generally  disregarded; 
at  formal  receptions,  dinners  and  theaters 
we  can  see  almost  as  many  Tuxedos  as  full 
dress  garments.  The  men  who  observe 
this  important  point  show  plainly  that  they 
are  “to  the  manner  born.” 

From  its  quiet  coloring  effect  of  black 
and  white  to 'every  detail  of  its  design, 
evening  dress  is  extremely  simple  and  is 
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are,  you  would  not  be  satis- 
tied  with  those  sold  in  the  shops. 

Our  Cigarettes  are  HAND  MADE,  of  purest  Turkish  and  Egyptian  tobacco  ^'^1 
and  are  positively  free  from  adulteration.  Each  cigarette  is  marked  with  your  *1 
monogram,  crest  or  other  design,  and  for  this  there  is  no  extra  charge.  The  quality  of 
our  cigarettes  is  better — the  price  no  higher — than  the  shop  article  and 

The  Marking  Doesn’t  Cost  You  Anything 

In  order  to  get  new  customers,  we  are  offering  200  cigarettes — cork,  plain  or  straw 
tip,  highest  grade  and  marked  with  monogram — ^for  $4.00,  larger  size  $5.00,  For  the 
holiday  season  we  will  pack  them  in  a  specially  designed  humidor  of  metal  paper  with 
cushioned  top  and  inner  partition  of  tin.  This  makes  an  attractive  gift  and  is  the  best 
container  for  cigarettes  on  the  market. 

We  could  not  afford  to  make  this  offer  if  we  did  not  believe  that  the  quality  of  our  cigarettes  wouid  bring  duplicate 
orders.  Booklet  all  about  made*to-order  cigarettes  free. 

PINKUS  BROTHERS,  No.  56  NEW  ST.,  Dept.  C,  NEW  YORK  CITY 


Order  Your  Fall  Suit 

From  the  Wholesale  Maker 

SEND  for  samples  today  and  get 
started  now  in  dealing  direct 
with  the  wholesale  tailor.  It’s 
a  big  advantage,  you  can  hardly 
realize  what  a  substantial  sav¬ 
ing  you  make  and  what  clothes 
satisf action  it  means  to  you. 

Just  now  we  are  making  a  spe¬ 
cialty  of  a  black, fine, pure, all  wool 
Thibet  Suit,  at  only  $10.00,  single 
and  double  breasted  style,  with¬ 
out  doubt  the  greatest  value  ever 
offered,  materials  and  workman¬ 
ship  guaranteed  absolutely. 

You  can’t  tell  it  from  $20  and  $30  suits, 
the  cloth  is  so  fine  and  it’s  tailored  so 
perfectly;  Venetian  silk  finished  lining 
all  the  way  through.  $10  is  all  we  ask 
for  it,  and  when  we  send  it,  mind,  you 
are  to  be  the  judge,  not  we.  Also  a  big 
line  of  higher  and  lower  priced  fabrics 
for  suits  and  Overcoats.  Perfect  fitting 
striped  and  plain  worsted  and  cassi- 
mere  trousers  at  $2.50,  $3.00  and  $3.50. 

Samples,  measurement  blank.  Fall  1906  fash¬ 
ion  plate  and  tape  line,  all  sent  at  our  expense. 

It  will  astonish  you  what  a  benefit  it  is  to  deal  direct 
with  the  wholesale  maker.  $10  will  do  the  service  of  $20. 
Better  send  for  samples  right  now  while  you  are  think¬ 
ing  of  it.  Don't  delay.  Address 

FELIX  KAHN  &.  CO.  Established  1882 
Market  &  Van  Buren  Streets,  Dept.  T,  CHICAGO 

We  will  fill  orders  direct  from  every  town  where  not  already 
represented  by  local  dealer.  AGENTS  WANTED  EVERTWHEKE. 
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lUN  NEVEI 
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7:OLLAH  BUTTONS' 
USED  THE  WORLD  OVER 

by  those  who  know  where  they 
get  the  most  for  their  money.  Made 
of  one  piece  of  metal.  Easy  to  button 
and  unbutton.  Stay  buttoned.  They 
outwear  any  other  button,  and  the  rolled 
plate  never  wears  off  like  other  plated 
buttons.  Also  made  in  gold  and  ster¬ 
ling.  If  damaged  in  any  way,  ex¬ 
change  it  for  new  one.  ^  ^ 

At  all  jewelers  and  haberdashers. 

Send  jor  story  of  Collar  Button. 

KREMENTZ  &  CO., 

65  Chestnut  Street, 

Newark,  N.  J . 
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THE  FULL  DRESS  COAT. 


minus  any  tendency  towards  frills  and 
fluffs. 

The  changes  that  are  introduced  in  this 
garment  as  well  as  on  the  Tuxedo  never 
depart  radically  from  the  forms  which  the 
many  years  of  indorsement  have  outlined. 

I  give  here  a  chart  of  the  correct  apparel 
and  accessories  to  be  worn  at  formal  and 
informal  evening  occasions. 

As  far  as  the  different  forms  mentioned 
are  concerned,  this  chart  will  permit  of  no 
variations,  the  only  changes  that  occur 
from  season  to  season  are  in  the  minor  de¬ 
tails  of  design  on  the  garments  themselves. 

FORMAL  EVENING  DRESS. 

Coat — Evening  dress  coat. 

Waistcoat — White  pique  or  linen,  single  or 
double  breasted  or  of  same  material. 
Trousers— Same  as  the  coat,  the  outer  seam 
trimmed  with  silk  braid. 

Shirts  and  Cuffs — White,  plain  or  pique. 

with  attached  cuffs. 

Collar — Poke'or  lap  front  shapes. 

Cravat — Broad  end  white  tie. 

Gloves — White  with  black  stitching. 


Jcwclr\- — Pearl  or  moonstone  studs  and 
links. 

Uat — Silk  for  receptions  or  dinners.  Opera 
for  theater. 

Boots— Varnished  calf  skin  or  patent  leath¬ 
er  with  buttoned  tops;  patent  leather 
pumps  for  dances. 

INFORMAL  EVENING  DRESS. 

Coat— Evening  jacket  of  black  or  Oxford. 
Waistcoat — Same  as  coat,  white  or  gray, 
single  breasted. 

Trousers— Same  as  jacket. 

Shirts  and  Cuffs — White,  plain  or  pleated, 
'  with  attached  cuffs. 

Collar — Wing  or  fold. 

Cravat — Broad  end  black  or  gray  tie. 

Gloves — Gray  suede  or  tan. 

Jewelry — Pearl  or  moonstone  studs  and 
Hat — Derby,  straw  or  Tuxedo. 

Boots— Varnished  calf  skin  or  patent  leath¬ 
er,  button  tops  or  ties. 

Although,  as  mentioned  in  this  chart,  the 
waistcoat  of  the  same  material  as  the  coat 
and  trousers  may  be  worn,  a  waistcoat  of 
different  material  is  much  preferred  for 
both  ceremonious  and  informal  wear. 

In  the  first  place  the  effect  is  too  somber 
and  monotonous;  there’s  too  much  black 
with  waistcoat  of  same  material ;  and  sec¬ 
ondly,  butlers,  waiters  and  other  servants 
wear  the  black  waistcoat,  and  it  is  advis¬ 
able  to  distinguish  between  master  and  ser* 
vant  by  this  means. 

The  white  waistcoat  is  for  ceremonious 
(liess  particularly  and  is  not  usually  worn 


THE  TUXEDO, 


non-rusting  buckles,  unbreakable,  pliable  leather  ends  and  shoul 
straps  that  stand  wear  and  tear.  BULL  DOG  SUSPENDERS  ma 
gifts  that  every  man  and  bo^  will  appreciate. 

ATTRACTIVELY  BOXED  IN  SINGLE  PAIRS  FOR  THE  HOLIDAYS 

SOLD  BY  ALL  DKALERS,  or  by 
^  postpaid,  for  Fifty  Cents— Money  Back 

IF  They  Don’t  Satisfy. 

HEWES  «,  POTTER, 

'  Largest  Suspender  Makers  in  the  world. 

I  Lincoln  St.,  Boston,  Mass,  j 

Our  handsome,  refreshing  Bull  Dog  fj 
Suspender  Comb  and  Case  mailed  // 

postpaid,  for  Ten  Cents.  Instruc-  fl 

k  ■rN|s  ^*'’0  Booklet,  ‘‘Style,  or  How  to  Dress 

f  Correctly,”  sent  free  to  all  who 

mention  this  paper. 


THE  COLLAR  OF  STYLE,  COMFORT 
and  LONG  WEAR 

for  men  who  want  what  is  right,  at  a  price 
that  is  just 


own 


Linen  Collars 


They  are  made  of  “LINEN” — 4-ply — are 
collar-shrunk  (not  piece-shrunk)  by  the 
London  Town  process;  come  in  sizes; 
actually  the  25c.  quality  at 

2  for  a  Quarter 

They  wear  w'll,  wash  well,  look  well,  feel  well 

We  back  up  our  statement  of  our  all-around  excel¬ 
lence  by  a  warrantee  bond  banded  around  each  collar, 
guaranteeing  high  quality. 

If  your  dealer  cannot  supply  you,  send  twenty-five 
cents  for  two  London  Town  Linen  Collars.  Cut  shows 
our  “  Ramsgate,”  an  up-to-date  collar  for  up-to- 
date  men 


MORRISON  SHIRT  AND  COLLAR  CO 
Dept.  B,  Glens  Falls,  N.  Y. 

Send  for  Book  “  How  We  Be-Linen  You.”  It’s  FREE 
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AT  THE  KNEES  < 

If  you  use  my  patented  device 
for  your  trousers. 

It  absolutely  prevents  bagging 
at  the  knees  and  retains  the 
original  creases  indefinitely. 

I  am  a  tailor  of  forty  years’ 
experience,  and  this  invention 
is  the  result  of  years  of  study. 

With  this  device  it  is  not  nec¬ 
essary  to  pull  up  your  trousers 
when  sitting  down,  as  they  me¬ 
chanically  assume  the  best  posi¬ 
tion  for  keeping  their  shape. 

It  adds  to  the  wear  and  life  of 
your  trousers  and  saves  cost  of 
pressing. 

Your  mother  or  wife  can  apply 
it  as  easily  as  your  tailor. 

Saves  trousers,  time,  money, 
and  adds  to  your  appearance. 

Designs  and  instructions  sent  fin 
receipt  of  50c.  Write  today. 


f  EUGENE  EVERARD, 

Box  486,  Rochester,  N.  Y. 
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with  the  Tuxedo,  although  I  would  not  call 
it  improper  to  do  so. 

None  other  than  the  poke  or  lap  front 
style  collar  should  be  worn  with  the  full 
dress.  The  wing  is  worn  by  many  men, 
but  is  not  good  form. 

The  black  tie  is  highly  out  of  place  with 
the  full  dress  garment ;  wearing  any  other 
jewelry  save  the  pearl  or  moonstone  is  also 
bad  form.  Diamonds  on  men  are  vulgar. 
Neither  fob  or  chain  are  displayed,  the 
watch  being  concealed  in  vest  or  trouser 
pocket. 

Wearing  the  Opera  hat  to  dances,  recep¬ 
tions  and  dinners  is  also  bad  form ;  the 
Opera  hat  is  particularly  for  the  theater. 


tire  and  had  no  earthly  excuse  for  their 
existence,  were  received  skeptically  by  the 
conservative  dresser  and  soon  disappeared. 

For  dress  garments,  worsteds,  either 
smooth  or  unfinished  are  the  correct  fabrics. 

As  far  as  the  minor  items  such  as  length 
of  lapel,  the  full  or  half  facing  thereof,  the 
number  of  buttons  on  coat,  both  in  front 
and  on  sleeves,  almost  every  tailor  will 
offer  models  that  vary  in  some  particular; 
but  no  matter  what  these  incidental  changes 
may  be,  the  dress  coat  is  always  a  close- 
fitting  garment.  The  shoulders  are  to  fol¬ 
low  the  lines  of  the  body  and  are  not 
padded  to  any  extent  and  the  tails  should 
reach  to  the  knee. 


POKE  AND  LAP  FRONT  COLLARS  FOR  CEREMONIOUS  DRESS. 


The  noticeable  growing  popularity  of  the 
self-figured  and  pique  shirts  shows  a  ten¬ 
dency  to  vary  from  the  staid  simplicity  that 
has  distinguished  full  dress  attire  for  so 
many  years.  Yet  T  doubt  if  any  decided 
changes  toward  livening  up  ceremonious 
dress  will  be  acceptable  for  a  long  time 
yet  to  come. 

Personally,  I  see  no  reason  why  our  even¬ 
ing  costume  should  be  altered;  its  color, 
simplicity  and  graceful  lines  are  highly  com-, 
mendable  and  make  a  pleasing,  harmonious 
background  for  the  lighter,  brighter  attire 
of  the  weaker  sex  at  dances  and  receptions. 

Some  of  our  smart  tailors,  backed  by  in¬ 
dulgent  patrons,  attempted  recently  to  in¬ 
troduce  velvet  collars  and  blue  cloth  for 
full  dress  'purposes.  These  innovations, 
which  in  no  way  enhanced  the  evening  at- 


The  trousers,  which  should  measure  about 
2^1/2  at  the  knee  and  about  17  at  the  bot¬ 
tom,  have  braid  at  outer  seam.  Some  tail¬ 
ors,  I  see,  are  introducing  two  narrow 
braids  instead  of  one  on  their  new  models. 

The  waistcoat  can  be  either  “U”  or  “V” 
shape;  the  latter  is  worn  mostly  with  the 
evening  jacket.  The  matter  of  buttons, 
whether  three  or  four ;  the  pockets,  whether 
two  or  four,  rests  entirely  with  the  inclina¬ 
tion  of  the  wearer. 

For  informal  evening  wear  we  are  al¬ 
lowed  a  greater  latitude.  This  is  as  it 
should  be,  for  the  Tuxedo  is  a  sort  of  even¬ 
ing  lounge  jacket,  and  as  such,  should  per¬ 
mit  of  more  ease  and  comfort. 

Here  gray  enters  as  a  factor  in  the  color 
scheme.  The  cravat,  waistcoat  and  evening 
jacket  can  properly  be  of  this  tone. 
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Useful 
Present 
in  a 

Handsome 

Picture 

Holidaj^ 

Box 


President  Suspenders 

The  suspends  rs  that  most  men  wear  are  the  kind  to  buy  for  Christmas  pre¬ 
sents.  When  yo  buy  President  Suspenders  you  make  no  mistake.  Presidents 
are  preferred  by  a  many  men,  being  the  strongest  and  the  most  comfortable 
of  all  suspender"' 

it  is  always  satisfying  to  know  you  selected  an  appropriate  and  useful  present.  President 
Suspenders  in  an  attractive  picture  box  will  please  any  man. 

Father,  Brothers,  Cousins,  and  Nephews — all  will  like  President  Suspenders.  It  won’t 
cost  much  to  give  each  a  pair.  President  Suspenders  in  a  Holiday  box  cost  only  50  Cents. 

We  have  another  Holiday  gift  Combination  Box  containing  a  pair  of  President  Suspend¬ 
ers  and  a  pair  of  Ball  Bearing  Garters  for  75  cents. 

If  your  home  dealers  have  none,  you  can  by  of  us  by  mail.  We  pay  postage. 

The  President  1907  Art  Calendar,  .5  parts,  10  colors,  includes  four  8x12  inch  pictures  of  strikingly  beautiful 
types  of  American  Womanhood.  No  printing  on  pictures  The  prettiest  calendar  you  ever  saw.  Postpaid  2.5  cents. 

THE  C.  A.  EDGARTON  MFG.  CO., 


w 
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The  commonest  errors  that  are  seen  with 
the  Tuxedo  are  wearing  the  poke  and  lap 
collar,  white  tie  and  silk  Opera  hat.  This 
brings  about  a  mixture  of  formal  and  in¬ 
formal  dress  that  is  far  from  pleasing  and 
not  at  all  proper. 

Wearing  black  studs  to  show  mourning 
is  also  highly  out  of  place. 

I  mention  this  matter  as  only  recently  I 


SILK  HAT  FOR  FULL  DRESS. 


saw  a  gentleman  with  black  studs  at  an 
evening  function. 

To  parade  the  fact  that  one  is  in  mourn¬ 
ing  is  something  that  no  one  with  any  claim 
to  refinement  and  gentility  will  indulge  in  ; 


but  to  appear  at  a  social  event  with  anv 
mourning  ornamentation  is  decidedly  im¬ 
proper. 

While  on  this  subject,  let  me  say  a  word 
about  the  use  of  the  crepe  band  around  the 
arm  which  is  seen  so  frequently.  This  is 
another  way  of  publishing  the  fact  that  one 
is  in  deep  mourning;  although  I  doubt  if 
the  people  who  thus  court  attention  and 
sympathy  would  continue  to  do  so  if  they 
knew  that  in  England,  where  this  custom 
originated,  the  arm  band  crepe  is  worn 
only  by  men  servants  when  a  death  occurs 
in  a  household  where  they  are  employed. 

With  the  full  dress  garment  the  Chester¬ 
field  overcoat  or  any  overcoat  with  th- 
skirt  effect  can  be  worn.  The  Chester¬ 
field  is  also  appropriate  to  accompany  the 
Tuxedo. 

Business  men — and  when  I  refer  to  busi¬ 
ness  men,  I  include  professional  men,  bank¬ 
ers,  brokers  as  well  as  men  with  commer¬ 
cial  undertakings — should  study  the  ques¬ 
tion  of  evening  attire  carefully. 


FULL  DRESS  AND  TUXEDO  WAISTCOATS. 
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SOMETHING  FOR 
MEN  ONLY 

An  18x14x6  Solid  Oak,  Golden 
or  Weathered  Finish 

SHAVING  CABINET 

8x10  French  Plate  Mirror 
made  to  hang  or  stand. 
Packed  and  shipped  for 


S3.00 


Your  money  back  if  not 
entirely  satisfactory. 

CLEVELAND  NOVELTY  CO. 

1662  Columbus  Road 
CLEVELAND  -  -  OHIO 
“Just  the  Thing;  for 
^  Christmas” 


GEM 

NAIL  CLIPPER 


LASTS  FOR  YEARS 
In  their  manufacture  only 
the  highest  grade  stsel  is  used. 

Trims  in  perfect  crescent,  enabiinp  you 
to  clip  your  nails  and  remove  hang¬ 
nails.  By  mail  25  r  its. 
Sterling  silver  handle  ,  .00 

THE  H.  C.  COOiv  CO. 

91  Main  St.. 

Ansonia,  Ct. 


A 


We  never 
sell  tobacco 
throujrh  deal¬ 
ers,  but  al¬ 
ways  direct  to 
smoker  in 
perfect  condi¬ 
tion. 


NEW  DELIGHT 


awaits  the  smoker  who  has  not  dis¬ 
covered  the  exquisite  aroma  of 

FRENCH’S  MIXTURE 

THE  ARISTOCRAT  OF  SMOKING  TOBACCO 

It  pleases  instantly  and  satisfies  continuously. 
Only  the  choicest  grades  of  ripe  and  mellow 
North  Carolina  Red  and  Golden  Leaf  are  used. 
Blended  by  hand  witha  care  that  shames  ordinary 
achine  methods.  Pure,  fresh,  clean  and  always 
in  perfect  condition  because  it  is  sold  only 

Direct  from  Factory  to  Smoker 

Rich,  fragrant,  deliciously  mild  and 

Never  Bites  the  Tongue, 

10  cents,  silver  or  stamps, /or 
large  sample  pouch  and  booklet. 

FRENCH  TOBACCO  CO. 

Dept.  18.  Statesville,  N.  C. 


Are  Your  Sox  Insured? 

That’s  the  second  pair  of  sox 
I’ve  gone  through  inside  of  a 
week.  No  matter  what  I  pay 
for  them,  they  seem  to  wear 
out  just  as  quickly.  Guess 
I’ll  have  to  start  wearing 
^  leather  stockings.” 

*  Small  wonder  our  friend 
is  disgusted.  He  has  a 
right  to  expect  value  and 
comfort  for  his  money. 
And  he  would  get  it,  too, 
if  he  only  knew  of  Hole- 
proof  Hosiery. 

By  a  new  process  of 
combining  certain 
yarns,  we  are  able 
to  manufacture 
hose  which  are  not  only  most  comfortable  and 
attractive  in  appearance,  but  which  we  guar¬ 
antee  to  wea7'  six  months  without  holes. 

OU'R  GUA.'RA.JWTEE: 

"We  guarantee  to  any  purchaser  of  Holeproof  Sox  or  Holeproof 
Stockings  that  they  will  need  no  darning  for  6  months.  If  they 
should,  we  agree  to  replace  them  with  new  ones,  provided  they 
are  returned  to  us  within  6  months  from  date  of  sale  to  wearer.” 

You  pay  no  more  for  them  than  the  ordinary  kind,  but 
gret  five  to  ten  times  longer  service. 


Guaranteed  to  Wear  for  Six 
Months  Without  Holes 


Men’s  Holeproof 
Sox 

Fast  colors — Black;  Black  legs 
with  white  feet;  Tan  (light  or 
dark);  Pearl  and  Navy  Blue. 
Sizes  9  to  12.  Egyptian  Cotton 
(medium  or  light  weight)  sold 
only  in  boxes  containing  six  pairs 
of  onesize — assorted  colors  if  de¬ 
sired — 6  month’ s  guarantee  ticket 
with  each  pair.  Per  box  of  $  J  50 
six  pairs . - _  1  — 


Women’s  Holeproof 
Stockings 

Past  colors— Black;  Black  legs 
with  white  feet  and  Tan.  Sizes 
8  to  11.  Extra  reinforced  garter 
tops.  Egyptian  Cotton,  sold  only 
in  boxes  containing  six  pairs  of 
one  size — assorted  colors  if  de¬ 
sired— six  month's  guarantee  with 
each  pair.  $^^00 

Per  box  of  six  pairs .  Zt  — 


H  ow  To  Order 

Most  good  dealers  sell  Holeproof  Hos¬ 
iery.  If  your’s  doesn’t,  we’ll  supply  you 
direct,  shipping  charges  prepaid  upon 
receipt  of  price.  Look  for  our  trade 
mark— don’t  let  any  dealer  deceive  you 
with  inferior  goods. 

Write  for  Free  Booklet 

If  you  want  to  know  how  to  do  away 
with  darning  and  discomfort,  read  what 
delighted  wearers  say.  The  booklet  is 
free  for  the  asking. 

HOLEPROOF  HOSIERY  COMPANY 
512  Fowler  Street  Milwaukee,  Wisconsin 


PARKER’S 

HAIR  BALSAM 

Cleanses  and  beautifies  the  hair. 
Promotes  a  luxuriant  growth. 
Never  Fails  to  Restore  Gray 
Hair  to  its  Youthful  Color. 
Cures  scalp  diseases  &  hair  falling. 
 fiOc,and$l.(X)at  Druggists 


or  Strop 

tfial  you  may  ab 
soluFely  rely 
upon  io  produce 
a  perieci?  !^  ed^e 

KOKEN  BARBERS 
S  U  P  P  L  Y  CO . 

25gi<3  OHIO  AVE  ST.  LOUIS 


Holeproof 

Hosiery 
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Practical  Accounting 

University  of  the  State  of  New  York,  C.  P.  A.  Examination,  January,  1901 

By  GUSTAVE  JACOBSSON,  B.  A. 

Member  of  the  American  Association  of  Public  Accountants 

In  acquiring  the  stock  of  the  American 
Company,  paying  organization  expenses, 
etc.,  the  National  Company  used  all  its  capi¬ 
tal  stock  and  $90,000,  first  mortgage  bonds, 
holding  in  reserve  $10,000  of  bonds  for 
improvements. 

Make  the  necessary  journal  entries  to 
open  the  books  of  the  new  company  and 
prepare  a  balance  sheet  dated  June  30,  1899. 

Also  prepare  a  profit  and  loss  account 
showing  the  average  annual  results  of  the 
operations  of  the  old  company. 

January  30,  1899,  the  two  companies  were 
united  by  a  certificate  of  merger  and  new 


QUESTION  1. 

HE  American  Gas  Light  Com¬ 
pany  had  operated  a  gas  plant 
since  the  beginning  of  the 
year  1896.  For  the  purpose 
of  acquiring  this  industry,  the 
National  Gas  Company  was  organized  April 
1st,  1899,  with  a  capital  of  $100,000,  and 
after  purchasing  all  of  the  capital  stock  of 
the  American  Company,  issued  $100,000  of 
first  mortgage  6  per  cent  gold  bonds,  dated 
April  1st,  1899,  due  April  1st,  1929,  interest 
payable  January  1st  and  July  1st  of  each 
year. 


Land,  Buildings,  Machinery,  Mains  and 

Franchises  . 

Materials  and  Tools . 

Coal  (including  freight) . 

Labor  . 

Repairs  . 

Water  and  Supplies . 

Superintendence  . 

Salaries  (clerks  and  collectors) . 

Office  Expenses . 

Insurance  . 

Taxes  . 

Interest  . 

Cash  . 

Consumers’  Accounts  . 

Other  Accounts  Receivable . 


$  82,360.73 
1,856.30 

47.540.45 
50,668.73 

13.872.46 

3.869.39 
3,500.00 
5.600.00 
2,100.00 
1,435.00 
4,237.10 

1.450.40 
2,251.47 
3,210.44 
2,121.90 


Capital  . 

Bills  Payable  .  .  . 
Accounts  Payable 
Gas  Account  .  . .  . 
Coke  Account  .  .  . 
Tar  Account  . .  .  . 


$  50,000.00 
5,000.00 
2,679.81 
157,683.33 
6,210.69 
4,500.54 


$226,074.37 


$226,074.37 


The  inventory  was  as  follows : 


Coal  ... 
Coke  . . . 
Tar  .... 

650 

books  were  opened.  The  accounts  of  the 
American  Gas  Light  Company  had  not  been 
closed  at  any  time  during  that  company's 
existence,  and  the  date  of  the  merger  stood 
as  follows : 


SOLUTION  I. 

MANUFACTURING  ACCOUNT,  JUNE  30rH,  1899. 


Coal  . $  47,540.45 

Labor  .  50,668.73 

Repairs  .  13,872.46 

Water  .  3,869.39 

Superintendence  .  3,500.00 

Insurance  .  1,435.00 

Taxes  .  4,237.10 


$125,123.13 

Less  Inventories: 

Coal  . $400 

Coke  . 150 

Tar  .  100 

-  650.00 


Manufacturing  Cost  . $124,473.13 


Manufacturing  Cost  transferred  to 
Trading  Account . $124,473.13 


$124,473.13 
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your  Olasses  away 


All  Refractive  Errors,  Muscular  Trouble,  and  Chronic 
Diseases  of  the  Eye  are  Successfully  Treated  by 
Scientific  Massage.  Two  minutes  night  and  morning. 


^  If  you  have  trouble  with  your  eyes  for  any  reason  whatsoever,  we 
want  you  to  write  us  to-day,  and  we  will  send  to  you  by  return  mail 
our  Illustrated  Treatise  on  the  Eyes.  This  work,  produced  at 
great  expense,  contains  a  wealth  of  valuable  and  novel  infor¬ 
mation,  and  is  fully  illustrated. 

_  ^  The  Ideal  Sight  Restorer  treats  the  eye  in  Nature’s  own 

way,  with  simple  massage.  Hundreds  of  people  have  for¬ 
warded  unsolicited  testimonials  to  us,  and  no  doubt  among  them 
is  some  one  in  your  city  or  town  who  hats  used  The  Ideal 
Sight  Restorer  with  gratifying  results.  Do  not  fail  to  write  us 
to-day  for  our  literature.  It  is  absolutely  free. 


THE  IDEAL  COMPANY,  Dept.  G,  239  Broadway,  New  York 


EVERY  LETTER  AN  ORIfilNAL' 


BEYOND  DETECTION 

It  took  me  years  to  -perfect  my  process  of  imitating-  type¬ 
written  letters  perfectly,  but  you  get  the  benefit  at  low 
cost.  “Fill-in”  ribbons  without  charge.  Free  samples  and 
low  prices  prove  what  I  say. 

JOHN  ROQAN,  Circular  Letter  Specialist 


19  IVfain  Str*eet,  Bast 


ROCHESTER,  IV.  Y. 


SAVE  TIME !  SAVE  MONEY ! 


UNO  CLIP 


WILL  DO  BOTH  FOR  YOU 
SEND  FOR  ONE  TO-DAY 


PRICE 

15  sis 

SPECIAL 

PRICES 

FOR 

QUANTITY 


5^^  our  Exhibit  at  NEW  YORK  BUSINESS  SHOW 


M  .  L. 

622  WEST  47TM  STREET 


ENDERLIING 

NEW  YORK  CITY.  N.  Y. 


IS^PerlOOOlNQUANTITm. 


CHEAPER  THAN  PINS 

Clips’"'  the  quickest,  cheapest  and  best  Clip  on  the  market, 
postpaid;  1,000,  80  cents  postpaid;  5,000  $1  25  postpaid; 

f'  Buffalo;  100,000  or  more,  12}^  cents 
per  1,000,  F.  O.  B.  Buffalo.  Always  in  stock. 

THE  AMERICAN  EMBOSSING  CO. 

SENECA  BUILDING  BUFFALO,  NEW  YORK 


Plea.ve  menfinn  The  Fw.wie.w  Man’s  Magazine  ivhen  writing  to  adirertisers. 
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TRADING 

ACCOUNT. 

Manufacturing  Cost  . 

. $124,473.13 

Sales  . 

Gross  Profits  to  P.  S. 

Accounts 

.  43,921.43 

Gas  Account  . 

.  6,210.69 

Coke  Account  . 

.  4,500.54 

Tar  Account  . 

$168,394.56 

$168,394.66 

PROFIT  AND 

LOSS  ACCOUNT. 

Salaries  . 

. $  5,600.00 

Gross  Profits  . 

Othce  Expenses  . 

.  2,100.00 

$  7,700.00 

Ordinary  Business 

Profits, 

balance 

down  . 

.  36,221.43 

$  43,921.43 

$  43,921.43 

NET  PROFITS  ACCOUNT. 

Interest  . 

. $  1,450.40 

Balance  down  . 

Net  Profits  to  surplus 

account . 

.  34,771.03 

$  36,221.43 

$  36,221.43 

II. 


Average  Annual  Results:  $9,934.60  profits. 
3477103X2 

i.  e. - $9,934.60 

7 


III. 

/oiirnal  entries  to  open  books  of  new  com  pany. 

A. 


BALANCE  SHEET  OF  OLD  COMPANY 


Land,  Buildings,  Machinery,  Mains  and 


Franchises  . $  82,360.73 

Materials  and  Tools .  1,856.30 

Inventories  .  650.00 

Consumers’  Accounts  .  3,210.44 

Other  Accounts  Receivable .  2,121.90 

Cash  .  2,251.47 


$  92,450.84 


AFTER  CLOSING  BOOKS. 

Bills  Payable  . $  6,000.00 

Accounts  .  2,679.81 

Capital  Stock  .  50,000.00 

Surplus  .  34,771.03 


$  92,450.84 


OPENING  ENTRIES  OF  NEW  COMPANY. 


Sundry  Assets,  as  per  balance  sheet.... $  92,450.84 
Capital  Stock:  Old  Company  under 
merger.  This  is  new  treasury  stock 


of  new  Company .  50,000.00 

Treasury  Bonds  .  10,000.00 

Organization  Account  .  106,578.97 


$259,029.81 


To  Liabilities,  as  per  balance  sheet _ $  7,679.81 

To  Capital  Stock,  new .  100,000.00 

To  Capital  Stock,  old .  50,000.00 

To  Bonds  .  90,000.00 

To  Interest  on  Bonds .  1,350  00 

6%  on  $90,000  =  $5,400 
and  three  months  =  1,350 
Reserve  Account  .  10,000.00 


$259,029.81 


CONSOLIDATED  BALANCE  SHEET,  AS  AT  JUNE  30,  1899. 


Sundry  Assets  . $199,029.81  Liabilities  . 

Treasury  Stock .  50,000.00  Capital  Stock  . . 

Treasury  Bonds  .  10,000.00  Bonds  . 

Bond  Interest  . . 
Reserve  Account 


$259,029.81 


$  7,679.81 

150,000.00 
90,000.00 
1,350.00 
10,000.00 


$259,029.81 


UNIVERSITY  OF  ILLINOIS. 

C.  P.  A.  EXAMINATION,  MAY,  1905. 

QUESTION  3. 

3.  The  “A”  corporation  to  prevent  in¬ 
jurious  competition  purchases  from  the  “B” 
corporation,  a  competing  firm,  the  whole  of 
its  business  as  a  going  concern  on  January 
1,  1905,  for  $500,000,  subject,  however,  to 
certain  conditions  stated  below. 


The  “B”  corporation  agrees  to  continue 
trading  under  its  old  management  on  be¬ 
half  of  and  at  the  expense  of  the  “A”  cor¬ 
poration  until  December  31,  1905,  when  if 
the  profits  earned  amount  to  less  than  $10,- 
000  the  “A”  corporation  reserves  to  itself 
the  right  to  cancel  the  agreement  for  pur¬ 
chase  on  payment  of  the  difference  between 
the  earnings  for  the  year  and  $40,000. 
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The  Improved  Emerson  Binder 


FOR  BINDING  DRAWINGS 
FOR  BINDING  BLUE  PRINTS 
FOR  BINDING  SPECIFICATIONS 


•F'-.w 


Prices  from  50c.  up 

The  only  satisfactory  binder  on  the 
market  for  these  purposes. 


IT  is  hard  to  tell  a  man  in  such  limited  space 
as  this  of  the  merits  of  the  EMERSON 
BINDER  why  it  is  the  best  all-around 
binder  on  the  market  and  lastly  WHY  we  know 
these  things. 

But  our  new  catalog  does  tell  fully  why  we  are 
so  sure  of  these  statements. 

It  tells  you  in  a  short,  convincing  way  of  the 
good  points  of  the  EMERSON  BINDER. 

It  tells  WHAT  the  EMERSON  will  do  and 
WHY  it  will  do  it — WHY  it  binds  one  sheet  as 
firmly  and  perfectly  as  500  or  1,000. 

why  it  is  adapted  to  so  many  different  uses 
and  WHY  we  can  afford  to  sell  it  at  the  figure 
we  do. 

Tear  out  this  ad  and  mail  to  us  TO-DAY  and  our 
out-of-town  salesman  will  be  sent  to  you  at  once. 


The  Barrett  Bindery  Company 


178  Monroe  Street 
Chicago,  Illinois 


ll|lf.fl||T”  Nature’s  Ink  Eradicator 

wU  I  and  Stain  Remover 

Is  absolutely  harmless  aTd^ever  Mir' 

upon  ;;'aT.:Ses^  ”no:  w": 

is'’now  bting  us?d7y"‘he  <»'«  the  Torll 

offices  of  the  Pennsylvania  Railroad;  Cramp’s 
ohip  Yard;  Baldwin  Locomotive  Works;  City 
Hall,  Philadelphia,  Pa.;  Great  Northern  Rail¬ 
road;  Krupp’s  Gun  Works,  Germany,  and 
other  institutions  in  this  and  other  countries 
“  INK-OUT  ”  has  proven  to  be  the  only  Ink  Eradicator 
that  works  successfully  on  foreign  inks  and  does  not  leave  an 
iron  mark  or  a  yellow  stain  on  white  paper.  Can  be  re-written 
upon  and  never  blurs.  Especially  useful  to  Book-keepers  Clerks 
House-keepers,  Dyers  and  Scourers,  and  Photographers] 

as  Ink-Out  removes  Pyro  Stains  from  the  hands  without  injury. 

PRICE,  25  CENTS  PER  BOX 

refunded!  ” iLlf ‘tHiriolfd  °or’'2,Mb  e®rai7es.''°"  '>'•  ““"'V 

Stationers,  Druggists  and  Dealers  everywhere We  are  dointr  an 
in  filf creating  a  local  demand 

THt“lii'R°£  XSnJal  National  Business  Show,  I8S«e''c«d"n,‘’n!?!I  Oct.  27  to  Nov.  3 

If  is  Jietter  to  buy  “  INK-OUT  ”  than 
to  WISH  YOU  HAD— ’NUF  SED  ! 


AGENTS  WANTED.  STATE  RIGHTS  FOR  SALE 


The  Adner  Laboratory  Company 

OFFICE  ANo  laboratory: 

Department  B.  5627  Musgrove  Street,  Philadelphia,  Pa. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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At  December  31,  1905,  the  profits  'for  the 
year  earned  by  the  “B”  corporation  amount 
to  $50,000,  and  the  “A”  corporation  actu¬ 
ally  takes  over  the  “B”  corporation,  paying 
$450,000  in  full  settlement. 

Criticize  the  following  methods  of  treat¬ 
ing  the  transaction,  and  state  which  you 
consider  correct,  giving  reasons  for  your 
opinion. 

(A)  Debit  investment  account  with  $500,- 
000,  and  credit  profit  and  loss  with  $50,000 
earnings. 

(B)  Debit  investment  account  with  $450.- 
000. 

(C)  Debit  investment  account  with  $500,- 
000  and  credit  Special  Reserve  account 
with  $50,000. 

It  may  be  taken  as  an  ascertained  fact 
that  the  assets  are  fully  worth  $500,000  at 
the  time  of  purchase  by  the  “A”  corpora¬ 
tion. 

SOLUTION. 

A. 

To  debit  investment  account  $500,000  is 
O.  K.,  but  crediting  profit  and  loss  account 
with  $50,000,  depositing  the  purchase  profits 
would  be  incorrect;  these  profits  are  actu¬ 
ally  artificial  and  could  be  distributed  in 
equal  instalments  over  a  number  of  years 
for  the  benefit  of  present  and  future  stock¬ 
holders,  in  order  to  equalize  the  dividends. 

Vide  paragraph  C. 

Proposition  A  will  not  do. 

B. 

This  entry  will  not  do;  it  does  not  give 
a  clear  and  proper  expression  of  the  whole 
transaction. 

(a)  $450,000  would  be  understating  the 
actual  value  ($500,000)  of  the  investment, 
and 

(b)  it  ignores  the  profits,  $50,000,  en¬ 
tirely;  such  profits  must  appear  in  some 
form  on  the  books  in  order  to  show  the 
full  and  correct  history  of  the  whole  trans¬ 
action. 

C. 

This  entry  gives  the  correct  expression 
of  the  purchase. 

1.  It  shows  the  investment  at  its  actual 
value. 

'2.  It  shows  a  correct  disposition  of  the 
profits,  i.e.,  carried  to  a  reserve  account  to 
be  used  at  the  pleasure  of  the  directors, 
i.e.,  to  be  distributed  over  a  number  of 
years,  available  for  dividends,  or  kept  intact 
to  strengthen  the  financial  position  of  the 
company. 


UNIVERSITY  OF  THE  STATE  OF  NEW  YORK. 

C.  P.  A.  EXAMINATION,  JANUARY,  1902. 

QUESTION  2. 

S  and  T  began  business  August  1st,  1899, 
S  investing  $8,000  and  T  investing  $5,000, 
gains  and  losses  to  be  shared  equally  and 
no  interest  allowed  on  investments  or 
charged  on  withdrawals.  The  firm  was 
dissolved  May  1,  1900.  The  books  had  been 
kept  in  a  haphazard  fashion,  but  the  part¬ 
ners  agreed  to  the  following  statement 
which  was  submitted  for  settlement.  Net 
debit  of  S,  $9,100 ;  net  credit  of  T,  $3,500 ; 
cash  on  hand,  $3,400 ;  10  shares  bank  stock, 
(market  value  $1,100)  ;  expense  debit, 
$5,100 ;  profit  and  loss  debit,  $3,000 ;  credit, 
$500.  The  bank  holds  the  firm’s  note  for 
$2,000,  on  which  there  is  accrued  interest 
$60. 

Prepare  a  statement  showing  the  settle¬ 
ment  of  the  partnership  affairs  of  the  firm. 

SOLUTION. 

ASSETS. 

S  . $2,100 

Cash  .  3,400 

Bank  Stock  .  1,100 

- $6,600 

LIABILITIES. 

T  . * . .$3,500 

Note  and  Interest .  2,060 

-  6,560 


Net  Profit  . $1,040 

S  ACCOUNT. 

Balance  . $2,100 


$2,100 


Balance  . $1,580 

14  Net  Profit.... $  520 
Balance  .  1,580 


$2,100 

T  ACCOUNT. 

Balance  . $3,500.00 

Net  Profit.  620.00 


$4,020.00 

BALANCE  SHEET. 

Cash  . $3,400 

Bank  Stock .  1,100 

Accounts  Receiv¬ 
able,  S .  1,580 


$6,080 

Note  and  Interest  $2,060 
T  Account . 4,020 


$6,080 

QUESTION  4. 

UNIVERSITY  QF  ILLINOIS. 

C.  P.  A.  EXAMINATION,  MAY,  1904. 

(^Continued  from  our  October  No.,  page  180.) 

Jas.  H.  Kimball,  Drawing 

Account —  Db.  Ch. 

March  10th,  withdrew...  $1,660.00 
une  22nd,  withdrew...  1,725.00 
uly  16th,  paid  in .  $3,000.00 
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I  want  DIFFICULT 
Eye  Cases 

I  want  to  know  of  Seriously  afflicted  eyes 
—cases  which  are  stubborn  and  especially 
those  which  have  suffered  experiments.  It 
is  the  Cure  of  such  cases  that  has  made  my 
reputation. 

Mrs  A.  E.  Kaufman, 
Wickenburgr,  Arizona, 
had  been  condemned  to 
a  life  of  blindness  by 
some  of  thebest  oculists 
in  the  country.  Not  one 
of  them  could  promise 
her  any  sight  whatever. 
She  came  to  me  BLIND. 
she  is  now  CURED. 

This  is  but  one  of  the  hundreds 
of  cases  successfully  treated  by 

The  Madison 
Absorption  Method 

.America  s  Master  Oculist.  If  yOUr  eyes  or  those 

of  any  member  of  your 
family  are  effected,  do  not  delay  in  writing  to 
me.  Even  if  others  have  failed,  write  to  me. 
Describe  the  case  and  I  will  tell  you  what  to  do. 

NO  MATTER  WHERE  YOU  LIVE 

Send  for  my  80  page  book,  illustrated  in  colors,  on 
diseases  of  the  eye.  It  will  tell  you  who  I  am;  what 
I  have  done,  and  what  confidence  others  place  in 
me.  It  will  tell  you  how  I  treat  every  case  person¬ 
ally.  Be  sure  to  write  to  me— a  postal  card  will  do. 

P.  C.  MADISON,  M.  D. 

Suite  202,  80  Dearborn  St.  -  -  Chicago 


THE  SENGBUSGH 

Self-Closing  INKSTAND 


15  DAYS’  TRIAL 

FREE 


I 


j!(|!!!io 


No.  2 — 3  in.  Cut  Glass 
Price,  $2.00 

No.  3—3  in.  Plain  Glass 
Price,  $1.75 


No.  1 — 3  in. 
Price,  $1.50 


Every  man  having  occasion  to  sign 
his  name  needs  this  inkstand.  No 
oftlce  is  thoroughly  equipped  unless 
using  them.  The  name  states  its  chief 
advantage  over  all  others.  It’s  self-closing.  That  means  dust-proof 
and  non-evaporating.  The  “dip”  is  always  uniform,  making  it  Im- 
possible  for  pen-holder  to  become  inky.  Ink  never  spurts  and  Inkstand 
is  never  out  of  order.  Filled  very  easily 

HERE’S  THE  OFFER;  your  business  letter 

head,  also  send  your  stationers'  name  and  address,  and  we  will  send 
you  this  inkstand  on  15  days’  FREE  TRIAL.  If  found  satisfactory 
remit  price— if  not,  return  at  our  expense. 

SENGBUSCH  SELF-CLOSING  INKSTAND  CO. 

B-311  Montgomery  Bldg.  MILWAUKEE,  WIS. 


fAfter  Shaving 


MENNEN'S 

BORATED  TALCUM 

TOILET  POWDER 

and  insist  that  your  barber  use 
it  also.  It  Is  Antiseptic,  and 
will  prevent  any  of  the  skin 
diseases  often  contracted. 

A  positive  relief  for  Sunburn, 
Chafing,  and  all  afflictions  of 
the  skin.  Removes  all  odor  of  perspiration. 
Qet  Mennen’s— the  original.  Sold  every¬ 
where  Of  mailed  for  25  cents.  Sample  free. 
Try  Mermen's  Violet  (Borated)  Talcum. 

GERHARD  MENNEN  CO.,  Newark,  N.  J. 


KORONA  CAMERAS 


ytvv  I 


Sold  by  Anil-trust 
dealers  only  and 
direct  from  the 
factory 


Famous  for  their  Lens  equip¬ 
ments  and  sound  principles 
of  construction. 

KORONAS 

have  many  advantages  en¬ 
tirely  their  own  and  they  are 
made  to  suit  every  require¬ 
ment  of  photographic  work. 


25?* 

mail  order 
discount 


ONE  LOOK 
THROUGH  A 
TURNER-REICH 
PRISMATIC 
BINOCULAR 

brings  conviction  that  an  ordi¬ 
nary  field  glass  is  a  waste  of 
money  at  any  price. 


GUNDUCH-MANHATTAN  OPTICAL  CO. 

796  Clinton  Ave.,  So.  Rochester,  N.  Y. 


i  P|H 


I  ■ 
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October  1st,  withdrew. 

2,000.00 

Geo.  R.  Pettey,  Drawiiic 

Nov.  1st,  withdrew.... 

1,000.00 

Account — 

Dec.  29th,  withdrew.... 

375.00 

April  1st,  withdrew.. 

356.25 

Wm.  C.  Bagley,  Drawing 

Tuly  1st,  withdrew... 

356.25 

Account — 

Oct.  1st,  withdrew.. 

356.25 

June  1st,  withdrew.... 

2,000.00 

. 

Dec.  31st,  withdrew.  . 

356.25 

Sept.  20th,  withdrew... 

1,000.00 

Prepare  from  the 

foregoing  an  income 

Dec,  1st,  paid  in . 

4,000.00 

account  and  balance 

sheet. 

SOLUTION. 
TRADING  ACCOUNT 


Merchandise  . $40,425.00 

Insurance  . $162.50 

Less  unexpired  .  46.75 

^  ^  115.75 

hreight,  Cartage  and  Express .  7,458.98 

^  $47,999.73 

Less — 

Stock  in  Trade .  9,596.40 

Cost  of  Goods  Sold .  38,403.33 

Gross  Profits  .  16,842.52 

$55,245.85 

PROFIT  AND 


DECEMBER  31st,  1903. 

Sales  . $57,551.00 

Less — 

Interest  and 

Discounts  . $1,118.36 

Returns  and 

Allowances  .  1,186.79 

-  2,305.15 

- $55,245.85 


$55,245.85 


LOSS  ACCOUNT. 


SECTION  I. 


Expenses  . 

Salaries  . ’ 

Clerk  Hire  . ] 

Telephone  and  Telegraph . 

Interest  on  Bills  Payable,  %  Bagley... 


$  1,147.26 
4,000.00 
2,250.00 
311.44 
150.00 


Balance  (being  Gross  Profits  carried 


down)  . $16,842.62 

Interest  on  Bills  Receivable .  232.40 


Ordinary  business  profits  carried  down 
to  .  Section  II . 


7,858.70 

9,216.22 


$17,074.92 


$17,074.92 


SECTION  II.' 
NET  PROFITS. 


APPROPRIATIONS. 


Reserve  for  bad  debts,  3% . $ 

Reserve  for  10%  advance  on  inventory 

values  . 

Interest  on  Capital  @  4%......’.'. 

Kimbairs  capital  acct _ $507.00 

Kimball’s  fresh  investment  56.40 

T,  ,  ,  .  - $563.40 

Ragley  s  capital  acct . $376.06 

Bagley’s  fresh  investment,  13.60 


Pettey’s  capital  acct .  320.44 


834.50 

872.40 

1,273.50 


Net  Profits 

Kimball,  45% . 

Bagley,  32% . 

Pettey,  23% . 


$2,939.69 

2,090.44 

1,502.51 


6,532.64 


Balance  down  from  Section  I . $  9,216.22 

INTEREST  ON  DRAWINGS: 

Kimball  . $176.85 

Bagley  .  87.90 

Pettey  .  82.07 

-  296.82 


$  9,513.04 


$  9,613.04 


INTEREST  CALCULATIONS. 

Interest  on  Partners’  Drawings. 


KIMBALL. 


Focal  Date  March  1. 

March  10 —  10  days  X  1650  =  16500 

June  22 — 113  days  X  1725  =  194925 

October  1 — 214  days  X  2000  =  428000 

Nov.  1 — 245  days  X  1000  =  245000 

Dec.  29 — 303  days  X  375  =  113625 


6750  998050 

998050-r-6750— 148  days  from  March  l=:July  27,  and 

July  27  to  Dec.  31=157  days;  6%  p.  a.  on  $6,750=$176.85 
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SPEEDY  TYPEWRITERS 

EARN  mo  SALARIES! 

CET  SPEED! 

AND  THE 


MY  BOOKLET  IS  FREE 

to  typewriter  users.  It  will  tell  you  more  about  fast 
typewriting  than  you  have  learned  since  you.  began  to 
use  the  machine.  It  will  tell  you  how  you  can  increase 
your  speed  40  to  80%;  how  you  can  watch  your  notes 
and  write  without  ever  looking  at  the  kevs.  It  will  tell 
you  of  the  new 

TULLOSS  TOUCH  SYSTEM 

and  why  it  is  the  fastest  and  yet  the  most  easily 
learned  method  of  typewriting  in  the  world.  It  will 
show  you  letters  from  students  in  every  part  of  the 
country  who  have  found  these  things  true  and  easy. 
It  is  yours  for  the  asking.  Write  today.  - ^ 

THE  TULLOSS  SCHOOL  OF  TOUCH  TYPEWRITING 

Dept.  ^02  Tulloss  Bldg.,  Springfield,  Ohio, 


For  40  years  he  has  lieen  an  advocate  of 

one  policy 

"NO  INK  LIKE  CARTER'S" 

Why  not  support  him  ? 


Boston 


The  Carter's  Ink  Company 

New  York  Chicago 


Earn  $25.00  to  $100.00  a  Week 

Your  spare  moments  employed  in  this  pleasant,  profitable,  and 
modern  study  of  advertisement-writing  will  make  you  a  better  fitted 
man  or  woman  to  win  the  business  battle.  A  knowledge  of  advertis¬ 
ing  stands  for  comnivrrial  kucccss.  Taught  thoroughly  and  practi¬ 
cally  by  mail.  Send  for  our  handsome  prospectus  and  list  of 
hundreds  of  graduates  holding  positions  up  to  $100  per  week. 

PAGE=DAVIS  COMPANY 

Address  (  Dept,  llif,  90  Wabash  Avenue,  CTIICAGO 

Either  Office  }  Dept.  1124,  150  Nassau  Street,  NEW  YORK 


Bhe 

BUSY  MAN’S 
LIBRARY 


They  Tell  How  $2  Grew  Into  $250,000.00 
Yours  for  $3.50 

The  men  who  wrote  tliese  business  bonks  have  built  up  the 
largest  mail  order  businesses  of  their  kind  in  the  world. 

And  you  are  to  get  all  the  benefits  of  their  years  of  expe¬ 
rience  for  $3.50. 

Now,  if  these  men  built  up  a  quarter  of  a  million  dollar  busi¬ 
ness  by  knowing  how  to  succeed,  why  can’t  you  profit  by  their 
experience  ? 

FOR  THE  BUSINESS  MAN  : 

It  will  open  his  eyes  to  the  iiossibilities  of  more  business. 

FOR  THE  ADVERTISING  MAN: 

It  will  increase  the  percentage  of  orders  from  the  inquiries 
his  advertising  lias  brought. 

FOR  THE  PROFESSIONAL  CORRESPONDENT: 

This  work  will  be  a  constant  reference. 

All  this  information  is  plainly  set  forth  in  "The  Busy  Man's 
Library"  Send  us  a  money  order,  P.  O.  order,  or  check  for 
$3.50,  with  your  name  and  address  plainly  written.  We  will 
send  the  five  books  immediately  prepaid.  If  you  don’t  find  them 
worth  their  weight  in  gold,  send  them  back. 

The  Publicity  Publishing  Co. 

88  Wabash  Avenue  Chicago,  Illinois 
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INTEREST  ON  FRESH  INVESTMENTS. 

KIMBALL. 

July  15 — $3,000  to  Dec.  31=169  days,  4%  p.  a.=$56.40 


BAGLEY. 

December  1 — $4,000,  31  days  at  4%  p.  a.  =$13.60 

BALANCE  SHEET,  AS  AT  DECEMBER  31,  1903. 


Cash  . $  1,648.10 

Accounts  receiv'able  . $27,816.42 

Less  reserve  for  bad  debts.  8.34. .50 

-  26,981.92 

Notes  receivable,  all  good .  8,64Q.00 

Interest  on  same .  232.40 

Stock  in  trade . $9,596.40 

Less  reserve  .  872.40 

-  8,724.00 

Fire  Insurance,  unexpired .  46.75 


Notes  payable  . $10,000.00 

Accounts  payable  .  2,692.66 

CAPITAL  ACCOUNTS. 

KIMBALL  . $12,675.00 

Add— 

46%  profits . $2,939.69 

4%  interest .  563.40 

Paid  in  .  3,000.00  6,503.09 


$19,178.09 

Less — 

Drawings  ,, .  6,750.00 

6%  interest  .  176.85  6,926.85  12,251.24 


r 


BAGLEY  .  9,410.15 

Add— 

32%  profits  .  2,090.44 

4%  interest .  389.66 

Interest  on  loan...  150.00 

Paid  in .  4,000.00  .6,630.10 


$16,040.25 

Lcss^““ 

Drawings  .  3,000.00 

6%  on  drawings . 87.90  3,087.90  12,952.35 


PETTEY  .  8,011.05 

Add— 

23%  profits........  1,502.51 

4%  interest  .  320.44  1,822.95 


9,834.00 

Less — 

Drawing  acct .  1,425.00 

6%  interest  on  same  32.07  1,457.07  8,376.93 

$46,273.17  $46,273.17 


Two  of  Rochester’s  Important  Industries 

These  articles  should  have  appeared  in  the  section  devoted  to  the  industries  of  Rochester 
in  the  October  issue  of  The  Business  Man’s  Magazine,  but  through  an  error  were  omitted 


A  Check  Writing  Machine. 

Among  the  large  number  of  mechanical 
devices  intended  to  reduce  labor  and  expense 
in  the  office,  one  which  will  commend  it¬ 
self  to  every  man  obliged  to  write  a  large 
number  of  checks,  is  the  check  writing  ma¬ 
chine,  manufactured  by  The  Defiance  Ma¬ 
chine  Co.,  of  Rochester,  N.  Y,  Nearly 
every  reader  of  this  magazine  is  familiar 
with  the  various  styles  of  check  protectors, 
but  it  has  remained  for  this  company  to 
perfect  a  machine  which  mechanically 
prints  the  check  itself. 

The  Defiance  Check  Writing  Machine  i? 


also  a  check  protector,  because  every  im¬ 
pression  is  stamped  into  the  paper  with 
indelible  ink,  making  changes  and  erasures 
impossible.  By  the  use  of  this  machine  a 
vast  amount  of  time  and  labor  is  dispensed 
with,  the  manufacturers  making  the  claim 
that  it  will  write  checks  at  the  rate  of  50 
a  minute  and  in  any  amount  up  to  $300,000. 

Being  simple  and  strong  in  construction, 
the  machine  will  stand  the  hardest  usage 
without  getting  out  of  order,  and  the  manu¬ 
facturers  offer  to  replace,  without  cost,  any 
machine  shown  to  be  defective  within  one 
\ear  from  date  of  sale. 
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5y^  #  The  trouble  with  most  banking 

f  H  organizations  is  that  they  want 
to  tie  your  money  up  so  you 
mm  #  sot  it  when  you  want  it. 

mjJ  And  then  only  pay  you  3  or  4 
^  per  cent,  for  the  use  of  it. 

This  Company  pays  5  per 
cent,  annual  interest  for  every 
day  your  money  is  on  deposit,  and  allows  you  to 
withdraw  at  any  time  without  notice. 

If  you  want  to  leave  your  money  on  deposit 
for  two  years  or  more,  we  will  pay  6  per  cent. 
And  back  of  it  all  Absolute  Security  is  Guaranteed. 
Write  for  the  Booklet. 

Calvert  Mortgage  &  Deposit  Co.,  1056  Calvert  Bldg.,  BJtimore,  Md. 


ROUTING  AND  RECORDING 
SYSTEM 

For  Routing  and  Recording 
the  movements  of  traveling 
salesmen,  showing  how  thor¬ 
oughly  and  systematically 
territory  is  covered  and  if  to 
best  advantage.  Keeping 
track  of  business  interests, 
geographically  locating  cus¬ 
tomers,  agents,  prospec¬ 
tive  contracts,  advertis¬ 
ing,  etc.,  etc. 

Made  in  sections  to  cover 
any  number  of  states, 
“Business  System  In  the  Sales 
Department”  mailed  on 
request. 

\THE  FERINE  A  MOSLEY 
COMPANY 


Do  You  Get  the  Returns 

from  your  Business  Letters  you  look  for? 

If  you  do  not,  they  may  lack  something 
to  make  them  co7ivincm^. 

Sherwin  Cody's  New  Book 


SUCCESS 

IN  LETTER.  WRITING 

7vill  help  solve  the  problem. 

Of  All  Booksellers,  75  cents,  postpaid. 

A. C.  McClurg  fSL  Co.,  Publlshers.Chicago 
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The  AMERICAN 
Telephone 


HEIP5 

Sent  FREE 


A  56- page  illus¬ 
trated  book  that  tells 
about  many  useful  and 
economical  office  appli¬ 
ances.  Suggests  short 
cuts  in  time,  labor  and  ex¬ 
pense-should  be  on  file  in 
every  office.  Send  for  it  TO-D.AY. 

THE  AMERICAN  BOOK  BRACKET  CO. 

128  N.  4th  Street  PHILADELPHIA 


SAVE  208  SHAVES 

$20.80  a  year.  Also  save  the  razor,  your  face, 
time  and  temper  by  using  “3  in  One”  on  the 
blade. 


keeps  the  blade  keen  and  clean,  by  preventing 
surface  rusting  which  is  caused  by  moisture  from 
the  lather.  Write  for  free  sample  and 
special  “razor  saver”  circular.  Why 
not  know  the  truth? 

G.  W.  COLE  COMPANY 

133  Washington  Life  Building,  New  York  City 


L  V'  11  ULU 


DEAFNESS 

“The  Morley  Phone 


»» 


A  miniature  Telephone  for 
'  the  Ear— invisible,  easily  ad¬ 
justed  and  entirely  comfort¬ 
able.  Makes  low  sounds  and 

whispers  plainly  heard.  Over  _ 

fifty  thousand  sold,  giving  instant  relief  from 
deafness  and  head  noises.  Thara  ara  but 

I**'  casea  of  deafness  that  cannot  be 
MHlm  benefited. 

Write  for  booklet  and  testimonials. 

TUB  MORLEY  COMPANY 

Dept.  89,  31  South  16th  Street,  Philadelphia 


Kendricks  Good  Luck  Pencil 

Sterling  Silver  (cut  full  size).  In  rich  Mezzo-reiief  is 
shown  the  Horse  Shoe,  Four  Leaf  Clover,  Wishbone 
and  the  lucky  Pig  with  the  kinky  tall.  French 
Gray  Finish.  A  charming  and  useful  re¬ 
membrance  for  Men  or  Women,  For 
scoring  at  Golf,  Bridge  and  the 
hundreds  of  uses  that  a  pen¬ 
cil  is  needed  for. 

Any  Initial 
Engraved 
FREE 


Com¬ 
plete 
Catalogue 
free  on  request. 

Sterling  Silver 
Novelties,  Watches, 

Diamonds  and  Rare  Art 
Merchandise.  Don’t  make  your 
holiday  purchases  without  seeing 
it.  Everything  guaranteed  or  money 
refunded. 


By  mall 
Postpaid 


$1.00 

WM.  KENDRICKS  SONS.  349  Fourth  Ava.,  Louisville,  Ky. 


TO  THOSE  AFFLICTED 


with  Rheumatism,  Deafness,  Indigestion,  Poor  Circulation,  or  any 
pains  or  aches,  we  offer  instant  relief,  and  subsequent  speedy  cure 
by  the  vibrations  generated  by  our  I.ARRERT  SNYDER  HEALTH 
VIBRATOR.  (Not  electric.)  A  one  minute's  treatment  at  home  by 
yourself  will  send  the  RED  BLOOD  tingling  into  the  very  seat  of 
the  trouble.  Endorsed  and  used  by  more  than  100,000  families  and 
6,000  physicians.  No  long  waiting,  you  get  relief  at  once. 

DON’T  WAIT,  DON’T  Sl'KFER,  get  our  vibrator  at  once.  It 
will  save  you  suffering  and  many  dollars.  Every  home  should 
have  our  vibrator. 

For  a  limited  time  we  will  send  our  $5.00  vibra¬ 
tor  at  $2.00,  prepaid  on  receipt  of  $2.35. 

OUR  32-PAGE  BOOKLET 
SEND  FOR  IT  TO-DAY 

UAIVIBERT  SrVVDER  CO. 

Dept.  46-D,  41  West  24th  Street,  New  York.  N.  Y. 


FREE 


Please  mentiofi  The  Business  Man's  Magazine  ivlien  inrifing  to  ad7>ertisers. 
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The  advantages  of  such  a  machine  will 
be  especially  appreciated  by  corporations 
for  use  in  writing  dividend  checks,  and  we 
predict  that  the  check  writing  machine  will 
come  into  general  use  as  rapidly  as  its 
merits  become  known. 


A  Pioneer  Carbon  Paper  Manufacturer. 

There  are  those  who  say  that  the  mod¬ 
ern  developments  in  business  systems  have 
made  carbon  paper  necessary.  The  truth 
is  that  carbon  paper  has  made  these  devel¬ 
opments  possible.  There  is  scarcely  a  busi¬ 
ness  nowadays  where  it  has  not  an  import- , 
ant  place  and  wherever  carbon  paper  is 
used  the  name  of  Little  is  known  also. 

Mr.  A.  P.  Little  is  a  pioneer  in  the  man¬ 
ufacture  of  this  product.  There  may  have 
been  other  manufacturers  in  the  field  be¬ 
fore  him,  but  it  is  pretty  sure  that  he  is 
the  pioneer  of  those  now  in  business.  The 
product  turned  out  by  his  factory  is  noted 


P’’ 


for  its  high  quality  and  for  its  uniformity, 
which  latter  is  an  important  feature. 

It  seems  at  first  thought  that  but  a  small 
plant  would  be  necessary  to  turn  out  all 
the  carbon  paper  used  in  the  country  or  in 
the  world,  and  to  view  the  A.  P.  Little 
plant  one  would  think  that  the  necessary 
supply  could  be  made  there  with  little 
trouble  so  enormous  is  the  output.  Pos¬ 
sibly  a  good  share  of  it’  is  made  there,  for 
a  glance  at  the  shipping  room  shows  that 
his  goods  go  all  over  the  world. 

Typewriter  ribbons  and  printing  inks  for 
printing  imitation  typewritten  letters  are 
other  items  of  Jhe  output  of  the  A.  P.  Lit¬ 
tle  works,  each  of  them  being  of  the  same 
high  quality  as  the  Little  carbon  papers. 


Special  Course  in  Finance. 

A  recent  circular  of  the  New  York  Uni¬ 
versity  School  of  Commerce,  Accounts  and 
Finance  announces  a  new  one-year  course 
in  finance  which  has  been  established  for 
the  benefit  of  employes  of  banking  and 
brokerage  houses.  The  circular  says  that 
the  experience  of  clerks  in  these  houses  is 
apt  to  be  too  narrow  to  fit  them  properly 
for  managerial  positions  and  that  the  work¬ 
ing  efficiency  of  the  clerks  may  be  increas¬ 
ed  by  a  course  of  evening  study. 

The  principal  subject  taken  up  is  “In¬ 
vestment  and  Speculation”  which  is  han¬ 
dled  by  Mr.’  Frank  A.  Vanderlip,  vice 
president  of  the  National  City  Bank,  with 
the  assistance  of  Mr.  Allen  G.  Hoyt,  as¬ 
sistant  cashier  of  the  same  institution.  It 
would  be  hard  to  find  men  even  in  Wall 
Street  better  fitted  to  discuss  that  subject 
with  authority.  The  following  topics  are 
to  be  discussed  by  Mr.  Vanderlip  and  Mr. 
Hoyt:  Sources  of  Funds  Seeking  Invest¬ 
ment  ;  The  Advantages  of  Different  Kin^s 
of  Bonds  to  the  Investor  and  to  the  Cor¬ 
poration;  The  Nature  and  Process  of  Spec¬ 
ulation  ;  The  Course  of  Bond  Valuation  for 
the  Last  Twenty  Years.  Students  arc  to 
be  trained  also  in  critical  analysis  of  vari¬ 
ous  railroad,  industrial  and  governmental 
stocks  and  bonds. 

Some  of  the  other  subjects  to  be  taken 
up  in  the  course  in  finance  are :  Panics  and 
depressions,  banking  practice,  theory  of 
banking,  foreign  exchange,  corporation 
finance,  political  economy,  commercial  law. 
Much  of  this  work  is  conducted  personally 
by  Professor  Joseph  French  Johnson,  the 
well-known,  authority  on  money  and  bank¬ 
ing,  who  is  now  secretary  of  the  Special 
Currency  Committee  of  the  New  York 
Chamber  of  Commerce.  Some  of  the  sub¬ 
jects  were  given  last  year  with  great  suc¬ 
cess,  but  the  courses  have  all  been  greatly 
extended  and  strengthened  since  then. 

The  question  is  sometimes  raised  as  to 
whether  business  houses  should  encourage 
their  young  men  to  spend  time  in  study  or 
should  insist  that  they  expend  all  their 
energy  on  their  daily  work.  As  a  matter 
of  fact,  most  clerks  are  apt  to  waste  their 
evenings  anyway.  It  would  certainly  be  a 
gain  both  for  them  and  for  their  employers 
if  they  cguld  be  induced  to  take  up  evening 
study  instead. 
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FOR  FIGURING 


For  hourly,  weekly, 
bi-weekly,  monthly, 
or  semi-monthly  pay 
rolls,  for  labor  costs 
in  hours  or  min¬ 
utes. 

ACCURATE 
SIMPLE 
QUICK 

One  operation 
gets  the  amount. 

Prices  $15  to  $35 

according  to  re¬ 
quirements. 

Special  Machines 
to  Order. 


USE  THE 


PAY  ROLLS  AND  LABOR  COSTS 

MORSE  ROTARY  WAGE  TABLE 


Send  us  list  of 
your  rates  —  how 
often  do  you  pay  ; 
how  many 
hours  per  day 
or  week  do  you 
base  your  pay 
upon  and  we 
will  send  you  a 
machine  on 
30  Days  Trial 
_  If  you  don’t 
ike  it  return 
same  at  our  ex¬ 
pense. 

It  won’t  come  back 


MORSE  MANUFACTURING  CO 


514  Garden  City  Bldg.,  CHICAGO 


PATENTS 

VALUABLE  BOOK  ON  PATENTS  FREE 

Tells  how  to  secure  them  at  low  cost.  How  to  sell  a 
Fatent,  and  what  to  Invent  for  profit.  Gives  Mechanical 
Movements  invaluable  to  inventors.  Full  of  Monev-Making 
ratent  Information.  Inventors’  Guide  Book  mailed  FREE 

O’MEARA  &  BROCK,  Patent  Attorneys 

18  F.  Street,  ‘  -  -  WASHINGTON,  D.  C. 


VLY  ON  ITSk 
mrs  ‘  4/ 


CALCUMETER 

- -  “3  ETC, 


ADDS  MUUTIPLIES  ETC, 

RAPID.  ACCURATE. 

SERVICEABLE.  SMALL.  - 
PERFECT  CONSTRUCTION. _ 

AUTOMATIC  CARRIER 

CORRECT  ADDITIONS  MAKE  EMPLOYEES 
SERVICES  VALUABLE. 


WRITE  FOR  CATALOGUE  N9  3,  AND  10  DAY  FREE  TRIAL 

HERBERT  NORTH  MORSE.  TOENTON.  N.J. 


Keep  Track  With  Tacks 

FOR  THEN  YOU’VE  GOT  THEM  UNDER 
YOUR  THUMB 


JOHN  W.  ILIFF  &  CO.,  3S0  Wabash  Ave.,  CHICAGO 


THEDETROIT  COIN  WRAPPER 


Millions  are  used  annually  by 
large  handlers  of  coin,  such 
as  Banks,  Trust  Companies, 
Railroads  and  Street  Railway 
Companies,  etc.  Made  to 
hold  all  silver  coins,  nickels, 
pennies,  etc.,  in  amounts 
from  25  cents  up  to  $20.00. 
Samples,  price-list  and  des¬ 
criptive  circular  free.  Write 
the  Detroit  Coin  Wrapper  Co., 
18  John  K  St.,  Detroit,  Ullch, 


Don’t  Lick 

STAMPS  or  ENVELOPES 

Use  the  NATIONAL  MOISTENER  —  the  Perfect  Desk 
wMi  1*1^®  h-  Never  dry.  Never  out  of  order. 

Will  moisten  envelopes  as  fast  as  a  machine.  Glass,  Offlee 
size,  $1  00  ;  Mekel,  like  cut,  $2.00  ;  Ox.  Sliver,  $3.00.  Of 
your  dealer  or  direct,  postpaid, 

national  MFG.  CO..  104  HANOVER  ST.,  BOSTON,  MASS. 


HICKORY  BRAND  CARBON  PAPERS 

WILL  NOT  SOIL  THE  FINGERS 

There  is  as  much  difference  between  “  Hickory  Brand”  Carbon  Paper  and  the  ordinary  greasy, 
finger-soihng  carbon,  as  between  a  smoky  oil  lamp  compared  to  the  electric  light.  Let  us  prove  our 
st^ement  by  sending  a  sample  and  interesting  literature  that  every  stenographer  should  read. 
Hickory  Brand  Carbon  Paper  is  sold  under  a  rigid  guarantee. 

W.  CARY  LEWIS  ®.  CO.  -V  21  QUINCY  STREET.  CHICAGO 


AROUND  WH!EIN  WRITIIVQ  ChilEQUE:  WI  rM 


WORLD  BUT 
NEVER  OUT  OF 
INK 


BLAlfTTFOUfiTAIN  PENCIL  FOR, WRITING, RULING  THE  SMOOTHEST 

AND  MANIFOLDING  WITH  A  YEARS  SUPPLY  CART-  WRITING  INSTRUMENT 


iliigiuaKlUaiiiiiaHriaiiiiaSilNtjianih’ifiijKigaja 


INVALUABLE 
FOR  STENOG- 
^  RAPHY 


$7  Value  for  $1  j 


(  Total  Value  $7 


Saves  Cost  of  Check  Punch . $5.00 

Value  of  Year’s  Ink  Supiily .  1.00 

„  , .  ^  ,  Cost  of  Pencil .  1.00  ^ 

Holder  needs  to  be  filled  with  water  only,  to  produce  the  best  ink.  No  Leads.  Point  never  breaks  or  needs  sharpening.  Will  last  for  vear<: 
saves  Its  cost.  l•laCES-Plam.  $1.00;  Chased.  $1.25;  Chased  and  Gold  Mounted.  $1.50.  New  Ink-Making  Cartridges  in  green  blue  violet  oi 
copying  or  red  ruling.  lOe  ;  by  mail,  12c.  Ordinary  ink  may  also  be  used.  s  s  .  uiuc  vioiet.  oi 

BUAIR’S  ROUINTAIIN  PEIV  CO.,  Suite  176,  6  John  St.,  IVew  York.  GET  AGENCY 


Soon 
or  black 


Plea.ie  mention  The  Business  Man's  Magazine  when  writing  to  advertisers. 


ETTERS  have  been  received 
by  the  editor  of  this  depart¬ 
ment,  asking  for  advice  in 
regard  to  starting  a  short¬ 
hand  business  in  cities  other 
than  Chicago.  The  following  is  an  extract 
from  one  of  these : 

“I  have  read  your  column  ‘Hints  to  Sten¬ 
ographers,’  and  desire  to  ask  you  how  to 
get  into  business  for  one’s  self.  I  have  had 
this  in  mind  for  some  time  and  am  anxious 
to  make  a  break  in  this  direction,  in  fact  I 
have  decided  to  do  so  at  once  and  wish  to 
ask  you  how  to  furnish  an  office  for  short¬ 
hand  work,  how  to  get  the  work,  how  to 
get  the  business,  rates  to  charge  for  work 
done,  points  to  be  considered  in  selecting 
the  best  location,  etc.  Do  you  suppose  it 
would  be  possible  for  me  to  retain  my  pres¬ 
ent  position  and  drum  up  business  at  the 
same  time  until  I  had  a  good  trade  worked 
up,  or  is  the  best  way  to  plunge  right  in 
and  take  chances  on  getting  work  enough 
to  make  it  pay?  Being  a  married  man  I 
hesitate  letting  go  of  a  sure  thing  for  an 
uncertainty.” 

One  of  the  most  encouraging  features 
connected  with  opening  an  office  of  this 
kind  is  that  it  takes  but  comparatively 
little  capital.  A  most  eflfective  beginning 
may  be  made  by  procuring  desk  room  in  a 
law  office.  Many  lawyers  would  gladly  give 
such  accommodations  in  exchange  for  ser¬ 
vices,  but  as  a  general  rule  this  is  an  un¬ 
satisfactory  arrangement,  as  the  average 
lawyer  wants  about  four  times  as  much 
work  done  as  the  room  is  worth,  and  fre¬ 
quently  wants  it  just  when  the  stenogra¬ 
pher  has  an  opportunity  to  make  something 
for  himself.  It  is  much  better  to  pay  cash 
for  the  office  room  and  for  the  use  of  the 
telephone,  and  this  should  not  cost  more 
than  ten  dollars  per  month.  An  inexpen¬ 
sive  desk  may  be  procured  at  a  second  hand 
store,  and,  if  it  is  inconvenient  to  buy  a 
typewriter,  one  may  be  rented  for  about 


four  dollars  a  month.  A  few  reams  of 
paper'  and  a  couple  of  dozen  carbons,  and 
the  stenographer  is  ready  for  business.  Thus 
far  the  entire  outlay  may  be  kept  to  less 
than  $25 — a  small  amount  when  the  na¬ 
ture  of  the  business  is  considered. 

*  * 

The  matter  of  stationery  should  receive 
much  consideration.  Neatly  printed  cards, 
letter-heads  and  envelopes  are  good,  but 
they  do  not  make  one-half  as  good  an  im¬ 
pression  as  do  engraved  or  embossed  sta¬ 
tionery.  This  “front”  frequently  will  “land 
a  job”  which  will  more  than  make  up  the 
extra  expense.  If  it  costs  four  times  as 
much  to  make  this  showing  with  engraved 
or  embossed  stationery,  it  is  money  well 
spent  and  will  bring  returns.  It  is  an  evi¬ 
dence  of  success,  and  the  public  prefers  to 
do  business  with  successful  people. 

*  * 

$ 

The  next  question  is  “how  to  get  the  busi¬ 
ness,”  and  there  are  so  many  answers  to 
this  that  it  is  an  impossibility  to  determine 
where  to  begin.  Shorthand  work  is  re¬ 
quired  in  so  many  different  lines  that  to 
cover  them  all  is  an  impossibility.  The 
most  successful  firm  of  court  reporters  is 
the  one  which  delegates  to  one  man  the 
exclusive  work  of  going  after  and  securing 
the  business,  but,  of  course,  at  the  begin¬ 
ning  this  is  an  impossibility.  The  young 
reporter  should  let  those  with  whom  he  ex¬ 
pects  to  do  business  know  that  he  has  an 
office,  and  at  first  should  try  to  build  up 
an  office  business.  This  is  the  easiest  class 
of  business  to  procure  although  it  is  not  as 
remunerative  as  court  business.  It  has  the 
further  advantage  that,  after  the  court  bus¬ 
iness  has  grown  to  such  proportions  that 
help  is  required,  the  office  business  will  de¬ 
fray  the  expense  of  that  help.  Get  an  of¬ 
fice  located  in  a  large  office  building,  prefer¬ 
ably  one  occupied  by  attorneys.  A  personal 
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BLOTTERS  BRING  BUSINESS 


Sllustrated  S^httcrs  ’ 

‘  ff'.  ‘-r,! 

to  be.  Otic  "of  tlw.  best  mctliocls  of  •■' 

'  advertismg  •  - 

Have  yoo  ti-ieij  d>cin?  *  I 

V^e  wiii  furni^  1000  Btoiicri  like 
.  ^  this  with  your  "ad'’  for  %llb  ^ 

(jjt.  '...  John  T,  Palmer  Company  ( 

Printer i  antf  Lofust  Streets  ; 

rMaAJ>EKM4 

.  '  X-,?’'"  V',  , . V  V;«L 


That  is  what  the  users  of  Blotter 
advertising  say.  If  you  want  busi¬ 
ness  you  should  get  in  line  as  a 
user  of  our  ILLUSTRATED  BLOTTERS. 
There  is  nothing  equal  to  them  for 
keeping  your  name  before  the 
buyer  of  your  goods.  Send  50  cts. 
for  a  set  of  80  samples.  Will  give 
the  fifty  cents  back  if  you  order. 


JOHN  T.  PALMER  COMPANY.  Mocust**  PHILADELPHIA 


Why  Are  You  Deaf? 

Don’t  You  Know  it  is  Now  Possible  to  Help 
at  Least  90  Per  Cent,  of  Those  Whose 
Hearing  is  Defective? 

And  in  Some  Cases  to  Restore  Completely 

Lost  Hearing. 

G.  P.  M^ay  is  the  man  who  has  made  this 
possible.  For  25  years  Mr.  Way  suffered  from 
deafness.  Finally,  after  much  study  and  experi¬ 
menting,  he  perfected  a  small  artificial  ear  drum. 
Mr.  Way  wears  these  drums  all  the  time.  With¬ 
out  them  he  is  deaf.  With  them  he  hears  per¬ 
fectly. 

The  “Way  Ear  Drums”  are  made  from  a 
peculiarly  sensitized  material  moulded  to  fit  in  the 
auditory  canal  and  are  entirely  invisible.  Note 

the  peculiar  shape — the  end 
farthest  from  the  drum  is 
open  and  as  the  sound 
waves  are  caught  they  are 
carried  to  the  tapering  point 
which  touches  the  natural 
drum.  In  this  way  all  the 
force  of  the  sound  wave  is 
concentrated  at  one  point  of 
the  drum,  and  if  the  audi¬ 
tory  nerve  is  not  completely 
destroyed  (and  this  is  very 
seldom  the  case)  you  cannot  help  but  near. 

Another  feature  of  the  Way  Ear  Drum  is  a 
resilient  ring  formed  by  the  curve,  just  before  the 
drum  tapers  to  a  point.  This  absolutely  prevents 
the  drum  from  collapsing  in  the  ear.  Yet  these 
drums  are  so  soft  and  pliable  that  they  cannot 
injure  the  most  delicate  ear  passage.  U.  S.  and 
foreign  patents  have  been  granted  the  Way  Ear 
Drums. 

you  have  any  trouble  with  your  hearing,  write  Mr. 
Way — tell  him  the  cause  of  your  deafness  and  how  long 
you  have  been  deaf. 

Remember,  you  are  not  asked  to  take  any  “treatment," 
you  run  no  risk  of  using  something  which  might  leave 
you  worse  than  before  its  use.  You  are  simply  asked  to 
investigate  a  mechanical  device,  perfected  after  years  of 
study,  by  a  deaf  man  who  by  his  own  skill  and  research 
now  hears  perfectly.  Address  your  letters  to  GEORGE 
P.  WAY,  1145  Majestic  Bldg.,  Detroit,  Mich. 


IN  THE  EAR 


IMPORTANT  MATTERS 


KEPT  BEFORE 
THE  EYE 


Little  things  and  details  where  they  will 
be  attended  to  at  the  right  tune. 

A  WONDERFUL  HELP  FOR  RUSY  MEN 
“The  best  thing  I  ever  used  in  my  office. 
Cost  $3.25,  and  has  saved  me  over  $80 
already  and  made  my  work  much  easier.” 

A.  J.  Thompson,  Los  Angeles,  Cal. 
Dated  Cards  from  tray  are  carried  in  the 
handy  leather  pocket  case,  2  to  4  weeks  at  a 
time.  To-day’s  card  always  at  the  front.  No 
leaves  to  turn.  Any  card  is  found  instantly 
by  its  tab.  Extra  cards  for  things  to  be  re¬ 
tained,  keeping  all  memoranda  where  they 
can  be  found. 

SIMPLE  AND  practical 
Order  now  and  get  cards  for  the  rest  of 
I9i  6  free  with  each  outfit  for  1907.  Express 
paid  on  receipt  of  price.  Checks  accepted. 
Genuine  Morocco  Case,  quar-  Small  Large 
tered  oak  tray  and  cards,  .  $3,00  $3.75 

Amer  Russia  Leather  Case, 
plain  oak  tray  and  cards,  .  2.50  3.25 

Cowhide  Seal  Leather  Case, 
chestnut  tray  and  cards,  ,  .  2.00  2.75 

Future  years’ cards, .  1.00  1.25 


Sundays,  Extra,  35c,  50c 
Outfits  $1.50  to  $6.00 

Booklet  Free 

THE  POCKET  CARD  SYSTEM 

Also  a  valuable  Card  Index 
for  desk  use.  Helps  you  to 

PLAN  YOUR  WORK 
WORK  YOUR  PLAN 
ACCOMPLISH  MORE 

You  need  it.  Three  years’  sales 
have  proved  that  almost  all 
Dusiness  and  professional  men 
need  it.  Get  it  now. 

Wilson  MemindexCo. 

59  Mill  Street 
ROCHESTER.  -  N.  Y. 


COVERED 
TRAY 

WITH 

LOCK 

EXTRA 
$i.oa 


rOCKH 
CARD  CASE 


I  Want  Your 
Oldest  Typewriter 

Oiled  with  “3  in  One.”  Stops  the  rattle,  makes 
every  action  point  smooth  and  sure — cleans  and  pol¬ 
ishes  all  the  rods,  letters,  keys,  so  machine  looks  like 
new.  Don’t  buy  a  new  machine  till  vou  know  what  “8  in 
One”  can  do  for  your  old  one.  Write  for  generous 
sample  and  special  typewriter  circular — both  free. 


G.  W.  COLE  COMPANY 


100  Washington  Life  Building,  New  York  City 
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call  should  be  made  on  each  attorney  and 
the  work  solicited,  a  card  being  left  with 
each  occupant  of  the  office — even  with  the 
office  boy.  In  a  week  this  should  be  fol¬ 
lowed  by  a  reminder  in  the  shape  of  .some 
attractive  kind  of  advertisement.  A  very 
excellent  way  is  the  use  of  the  blotter,  and 
the  text  of  the  advertisement  on  this  blotter 
may  be  printed  on  the  mimeograph.  At  one 
side  the  calendar  of  the  current  month  may 
be  printed,  and  below  a  card  neatly  gotten 
up  and  giving  the  name,  address  and  tele¬ 
phone  number.  This  calendar  will  give  you 
a  reason  for  duplicating  the  blotters  at  the 
first  of  each  month,  and  this  will  keep  your 
name  before  these  people  who  need  you. 
This  is  but  one  of  the  many  ways  in  which 
the  office  business  may  be  developed. 

*  * 

A  peculiar  fact  about  this  business  is  that 
you  cannot  get  your  office  too  near  to  that 
of  another  court  reporter.  He  has  an  es¬ 
tablished  business  and  frequently  desires 
help.  In  time  your  business  will  grow  so 
that  you  will  require  the  'help  of  that  re¬ 
porter,  and  it  is  this  helping  each  other 
which  makes  the  good  shorthand  business 
for  all.  Do  not  be  content  with  securing 
the  work  of  a  near  by  reporter,  but  go 
after  the  work  of  all  other  reporters  in  ihe 
city.  A  letter  announcing  the  opening  of 
your  office,  soliciting  the  overflow  court 
work  and  typewriting,  accompanied  by  a 
small  slip  containing  your  name,  address 
and  telephone  number,  with  the  request  that 
it  be  placed  on  the  telephone  call,  is  suf¬ 
ficient  for  a  beginning.  Make  a  personal 
call  on  each  reporter  and  cultivate  his  ac¬ 
quaintance.  He  is  a  competitor  but  he  needs 
you.  Go  into  court  with  him,  and  demon¬ 
strate  that  you  can  “deliver  the  goods” 
when  it  comes  to  shorthand  writing.  In  a 
short  time  you  will  have  worked  up  a  nice 
business  of  this  kind. 

The  “original”  business  should  receive  the 
most  attentioh— that  is  the  business  direct 
from  the  lawyer  or  other  party  desiring 
court  or  other  expert  work  done.  Call  on 
attorneys  and  solicit  their  court  work,  mak¬ 
ing  a  great  point  of  the  fact  that  you  can 
and  will  deliver  the  work  when  it  is  wanted, 
and  will  look  out  for  your  employer’s  in¬ 
terest.  When  you  secure  the  work,  be  care¬ 
ful  with  your  transcripts.  Keep  your  type¬ 
writer  in  good  order,  use  a  good  quality  of 
paper  and  do  not  have  mistakes.  The  ap¬ 


pearance  of  a  transcript  will  go  -a  Hong 
way  towards  creating  a  favorable  or  unfa¬ 
vorable  impression.  Keep  your  promises. 
If  you  say  you  will  deliver  a  transcript  at 
6  o’clock,  have  it  in  the  employer’s  hands 
at  5  :30.  In  other  words,  satisfy  your  em¬ 
ployer  and  he  will  want  you  again. 

>N  Ht 

If  you  are  in  a  large  city,  a  very  good 
business  in  deposition  can  be  worked  up. 
In  every  large  city  there  is  a  great  deal  of 
this  work  being  performed  for  out-of-town 
attorneys.  It  is  a  lucrative  branch  of  the 
business  and  receives  very  little  attention 
from  the  average  busy  court  reporter.  '  A 
circular  letter — but  made  to  appear  per¬ 
sonal — written  to  the  attorneys  shown  in 
the  law  directories  in  the  surrounding 
states,  setting  forth  the  fact  that  you  make 
a  “specialty”  of  this  work,  and  soliciting 
their  business  will  help  to  build  up  such  a 
business.  The  writing  of  these  letters  may 
be  done  by  your  typewriter  operator  while 
you  are  busy  in  court. 

Watch  the  newspapers.  If  you  see  there 
is  an  investigation  in  Florida,  and  you  live 
in  the  state  of  Washington,  make  applica¬ 
tion  for  it  anyway.  A  two  cent  stamp  is  all 
that  it  costs,  and  frequently  it  is  productive 
of  good  results.  One  Chicago  firm  sent 
men  to  Rio  de  Janeiro  within  the  last  few 
months  to  do  some  work.  If  there  is  a 
banquet  or  a  meeting  of  any  kind,  write  the 
secretary  of  the  association  having  charge" 
of  the  meeting,  and  make  him  believe  that 
it  is  absolutely  necessary  for  him  to  have  a 
verbatim  report  of  it.  Most  of  the  conven¬ 
tions  throughout  the  country  are  reported. 
Go  after  them. 

*  ♦  * 

The  charges  for  such  work  should  be 
governed  by  the  rate  prevailing  in  the  va¬ 
rious  localities.  The  rate  in  Chicago  is 
given  above.  Those  in  other  cities  must  be 
determined  by  the  individual  stenogiaphei. 

These  are  but  a  few  ideas  in  regard  to 
building  up  a  business.  In  next  month’s 
issue  of  this  department  other  ideas  will  be 
given,  together  with  the  qualifications  nec¬ 
essary  for  one  to  succeed  in  this  work. 

*  *  * 

All  questions  relative  to  shorthand  will  be 
answered  in  this  department  or  by  personal 
letter.  Address  all  communications  to  Ed¬ 
itor  Shorthand  Department,  The  Business 
Man’s  Magazine,  Detroit,  Mich. 
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BLAIR’S  NOSAK  SEIF  FILLING  PAT'D 


THE  HOLDER  IS  FILLED  BYTHE 
SUCTION  OFTHIS  PEN  CAP. 


BE  CAREFUL 


when  buying  Fountain  Pens  or  you  will  get  old  muzzle  loaders  (the  kind  you  open  and  squirt  ink  in 
to  fill.)  Get  the  pen  that  fills  by  the  suction  of  the  Pen  Cap  without  opening.  ^  ^ 

hSldlSifdfo'^.t  oTi^k^^oth^rf  holdtK^^  °'lt"asVhe  ^d“ 

P?ic?s^''^lfrl’GoldVe’ll'$2«k  2"ffi“M?3V3'w''’4»i°TO  °5  *5  06  S’*’’  P'’®'®"'®  r^ll'ingor'lSs  o("the  pm'"^ 

i-riceb.  iMo.  1  ijoia  ren  ifcz.uu,  z  )})Z  5U,  6  !t.d.UO,  4-$4  00,  5  $5  00.  Old  muzzle  loaders  at  half  foregoinK  prices  to  close  out 

Inventors  and  Makers  BLAIR’S  FOUNTAIN  PEN  CO.,  Seite  176,  «  John  SI, eel,  N.  V.  Oel  Agency.  Established  1885. 


SPECIAL  OFFER 

$30  “HEALTH'WEALTH”  COURSE  30  CENTS 

POWERFUL  LECTURES-40,000  words-on  the 
A  /  science  of  health,  thought  force,  physical  culture,  con¬ 
centration,  memory  culture,  will  power,  and  personal 
T)  •j  m^srnetisin  one  each  week  for  more  than  six  months. 
Repdes,  as  many  personal  letters  as  may  be  required.  Note 
following  affidavit : 

“  Having  carefully  investigated  many  of  the  health  and  power 
courses  on  the  market,  will  say  unhesitatingly  that  I  honestly  and 
'  Health- Wealth”  course  to  be  worth  at  least  $30 
l6  to  $20,  the  prices  charged  for 
them.  (Signed)  Fred  G.  Kahssmann.  Editor  The  Business 
Lawrence,  Mass.  Subscribed  and  sworn  to  before  Fkank 
H.  WUEST^  Notary  Public,  85  Pearl  Street,  Boston.  Mass. 

Yet  30  cents  pays  the  bill. 

Reason— we  believe  in  large  sales  and  small  profits.  Fur¬ 
thermore,  we  wish  to  push  the  sale  of  this  course  through 
agents,  and  we  know  of  no  better  way  to  do  it  than  to  show  a 
large  number— to  prove  to  them— what  remarkable  value  we 
^  believe  that  many  who  take  advantage  of  this 
otter  will  become  agents— for  which  they  will  be  well  paid— 
forMiat''^^*^  t  bother  or  beg  anybody  to  do  it,  take  our  word 

would  be  well,  not  sick;  strong  notweak;  enereetic. 
not  lifeless;  courageous,  not  cowardly;  determined,  not  irres¬ 
olute;  magnetic,  not  mere  human  putty,  give  30  cents  a  whirl 
Lawreneeward  and  get  started  towards  you  a  safe,  sane,  satis- 
lactory,  simple  system  of  success  building.  Prove  to  your  ut- 
u  all  men  are  not  liars,  all  bargains  not  fakes 

and  that  human  beings  are  still  worthy  of  confidence.  Send  the 
30  cents  today.  A  quarter  and  two  2-cent  stamps  will  do 
“  HEALTH-WEALTH  ”  CLUB,  47  Park  St.,  LAWRENCE,  MASS 


I  SELL  PATENTS 


[CHARLES  A.  SCOTT 


893  MUTUAL.  LIFE.  Sl_0’C.. 

SUFPALO.  M.V.I 


A  Train  Load  of  Books 

The  Dominion  Company,  pailAd 

One  of  America’s  big-  ^  CllltU 
gest  publishing  houses 

I  bought  its  entire  stock  of  books  at  receiver’s  sale 
and  am  closing  it  out  at  from  10  cents  to  50  cents  on 
-the  dollar. 


SAMPLE  PRICES;  Late  copyright  books, 
were  $1.50.  My  price  38c.  List  includes  Eben 
Holden,  The  Sea  Wolf,  The  Spenders,  The 
Leopard’s  Spots,  The  Christian,  To  Have 
and  to  Hold  and  dozens  of  others. 

History  of  Nations  74  vol.  Regularly  $148.00. 
My  price  $37.00. 

Encyclopedia  Britannica.  Regularly  $36.00. 
My  price  $7.75. 

Dickens’  Works  15  vol.  Regularly  $15.00. 
My  price  $2.95. 

Choice  of  Fine  Cloth  Bound  Classics,  9c. 


Millions  of  Books— Thousands  of  Titles. 

Chance  of  a  lifetime  to  get  almost  any  book  or  set  of  books  you 
want  for  next  to  nothing  while  stock  lasts. 

BOOKS  SHIPPED  ON  APPROVAL 

subject  to  examination  in  your  own  home  before  paying.  Every 
book  guarantead  satisfactory,  or  subject  to  return  at  my  expense. 
Write  for  my  big  Free  Bargain  List  of  this  stock  before  ordering. 
It  costs  nothing.  Will  save  you  money.  Postal  card  will  bring  it. 

DAVID  B.  CLARKSON,  The  Book  Broker,  1143  Como  Bldg.,  Chicago 


Made  of  the  best  steel  by  expert  handworkers. 
Noted  for  durability,  evenness  of  point,  and 
uniformity. 

Every  Spencerian  Pen  perfect.  No  seconds. 

Ihere  s  a  Spencerian  Pen  made  for  every  style  of 
wnting.  There  is  one  made  for  YOU. 

Sample  card  of  12  pens,  different  patterns,  sent 
upon  receipt  of  6  cents  in  postage. 

Spencerian  Pen  Co.,  349  Broadway,  NewYork 


ROCKETEER 

A  SYSTEM  FOR  THE  POCKET 


_  Attractive  cover  to  be  used  indefinitely ;  indestructible  metal  bind- 
ing;  note  sheets  removable  and  interchangeable;  colored  divisions 
making  five  books  in  one;  series  of  useful  charts;  unique  compart¬ 
ment  for  cards,  tickets,  stamps,  etc.;  and  manual  explaining  over  one 
hundred  special  uses — all  enclosed  in  a  neat  case.  New  and  novel,  of 
handy  size,  extremely  pracf'cal,  reasonable  in  price.  Illustrated 
booklet  sent  on  request. 

THE  EDUCATIONAL  SPECIALTY  CO. 

SIXTH  FLOOR  UNIVERSITY  BLDG.  DETROIT,  HIICHIGAN 


FOOT  POWER 
PNEUMATIC 
TUBES 


Pneumatic  Tubes  and 
Automatic  Mechanical 
Conveyers. 


FIT  INTO  ANY 
BUSINESS 


Pressure  of  the  foot 
gives  quick  service 
between  floors  or  de¬ 
partments,  or  be¬ 
tween  office  and 
shipping  room.  No 
expense  for  power. 
Ask  for  booklet  L. 

Lamson  Consolidated 
S.  S.  Co. 

161  Devonshire  St. , 

BOSTON 
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FAT  PROFITS! 

THE  TORCHON  LACE  COMPANV,  OF  ST.  LOUIS, 

HAS  PAID  ITS  STOCKHOLDERS  A  NET  PROFIT  OF 

857o  Per  Annum 

during-  the  past  three  years.  On  this  sho-wing  $80,000.00  of  Treasury  Stock  is  offered 
for  immediate  public  subscription,  at  an  advance  of  only  20%  above  par;  par  value  of 
shares  is  $10,  full  paid  and  non-assessable. 

Real  ejHtate  to  be  purchased  and  new  buildings  erected  thereon.  The  money  derived 
from  the  sale  of  this  stock  will  be  used  to  purchase  ground  and  erect  thereon  a  large, 
substantial,  manufacturing  and  mercantile  building,  and  to  otherwise  develop  and 
extend  the  business,  which  has  outgrown  its  present  leased  quarters. 

The  Safety  of  This  Investment  is  Absolute 


Dividends  payable  in  gold  February 
15th  each  year,  through  the  Cass  Avenue 
Bank,  of  St.  Louis. 

If  you  are  looking  for  a  conservative 
investment,  where  your  principal  will  be 
safe  and  interest  certain,  if  you  have 
$100,  $500  Or  $1,000  to  invest,  you  can  do 
no  better  thing  than  investigate  this  great 
money-maker,  located  right  here  in  St. 
Louis,  and  an  absolutely  non-speculative 
stock;  it  offers  at  once  the  safest  and  best 
paying  investment  possible  for  the  sav¬ 
ings  of  wage-earners,  trust  funds,  insur¬ 
ance  money,  etc. 

A  few  hundred  dollars  invested  in  this 
stock  now  will  alone  make  you  comfort¬ 
able  and  independent  in  years  to  come. 

The  company  has  no  preferred  stock,  no 
bonds,  no  debts  excepting  current  monthly 
accounts.  The  business  is  an  absolute 
monopoly  in  the  manufacture  of  hand  lace 
machines,  and  is  secured  by  the  only  U.  S. 
patents  ever  issued.  This  machine  has  an 
enormous  sale,  and  will  rival  if  not  ex¬ 


ceed  the  sale  of  sewing  machines,  out  of 
which  enormous  fortunes  have  been  made. 

The  Torchon  Company  is  incorporated 
for  $100,000.  It  is  a  Missouri  corporation, 
and  safeguarded  by  the  stringent  corpora¬ 
tion  laws  of  this  State.  We  began  busi¬ 
ness  about  four  years  ago  on  a  paid-in 
capital  of  only  $5,000,  and  on  this  small 
amount  have  earned  a  net  profit  in  three 
years  and  four  months,  of  $14,665.49 — 
over  293%  net  profit  on  each  dollar  in¬ 
vested. 

The  Company  is  one  of  the  largest 
profit  payers  in  St.  Louis,  and  its  business, 
like  the  sewing  machine,  is  based  upon 
the  universal  utility  of  the  TORCHON 
LACE  MACHINE  for  home  use  among 
women,  and  the  profits  in  the  manufac¬ 
ture  of  these  machines  are  enormous. 

Remember,  that  every  dollar  you  in¬ 
vest  in  Torchon  Company  stock  will  be 
secured  by  real  estate,  buildings,  mer¬ 
chandise  and  a  rapidly  growing  business; 
just  stop  and  think  of  this — 


STOCK  SECURED  BV 

ST.  LOUIS  REAL  ESTATE 

More  than  that,  remember,  our  company  possesses  an  absolute  monopoly  on  these 
machines  used  for  the  manufacture  of  real  lace  at  home;  the  profits  earned  during  the 
past  three  years  are  enormous,  yet  with  the  increased  capitalization,  greater  profits 
will  be  made  in  future. 

If  you  want  to  get  into  this  big  money-maker  you  must  act  at  once;  $10  shares  are 
now  selling  at  $12  per  share,  and  all  subscriptions  must  be  received  subject  to  prior 
sale,  as  the  shares  are  going  fast.  The  next  annual  dividend  will  be  paid  February 
loth,  1907,  which  will  advance  the  stock  to  at  least  $15,  and  in  all  probability  to  $20 
per  share.  All  stock  sold  now  will  participate  in  next  dividend. 

Send  for  booklet  and  descriptive  circulars. 

TORCHON  LACE  &  MERCANTILE  CO  •9  CHESTNUT  ST.,  St.  Louis,  Mo. 
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You  May  Know  What 
You  Wrote  But  Can 
You  Show  It? 

“Certainly,”  you  say:  “I  kept 
a  carbon  copy  of  the  letter.” 

True  enough;  but  does  your  car¬ 
bon  copy  show  any  corrections  you 
may  have  made  on  the  original 
letter? 

That’s  the  rub! 

In  the  rush  of  getting  off  the  mail 
the  file  copy  notations  are  usually 
made  from  memory!  A  figure 
blurred  —  a  word  altered  —  or  a 
phrase  omitted — and  you  might  as 
well  have  no  copy  at  all! 

“But,” — perhaps  you  say,— 
“Most  of  my  correspondence  isn’t 


There  is  but  one  method  of 
letter  copying  that  automatically — 
without  special  effort — gives  you 
Fac-simile  Accuracy  in  every  single 
copy  it  makes — and  that’s  the 
‘  ‘  Y  and  E  ’  ’  Rafid  Roller  Letter 
Copier! 

It’s  the  logical  successor  of  the 
antiquated  letter  press,  inaccurate 
carbon  copy,  because: 

It  not  only  provides  an  exact 
fac-simile  showing  every  altera¬ 
tion  on  the  original  letter,  but  these 
copies  are  in  loose  sheet  form  for 
filing  with  original  letters  in 
order  of  date,  and 

It  effects  at  the  same  time  an 
actual  saving  of  over  50%  in 
material  expense  and  100%  in 
time! 


(1)  “Makes  from  one  to  five 
ptrfect  fac-simile  cofies  of 
any  letter  or  record,  each  in 
loose  sheet  form.” 


Write  us  to  mail  you  new 

Copier  catalog  No.  385, 
and  sample  of  work. 


important  enough  to  make  any 
difference.  Carbon  copies  are  near 
enough  right  to  meet  my  needs.” 

Suppose  your  book-keeper  brought  to 
you  a  statement  that  didn’t  balance, 
would  you  be  satisfied  simply  because 
his  figures  were  “only  a  few  cents  off?” 

You  are  continually  fighting  for  AC¬ 
CURACY  in  your  business  organiza¬ 
tion!  ACCURACY  is  the  thing  most 
demanded  by  modern  business  con¬ 
ditions. 

Then  why  should  your  file  copy — your 
only  evidence  of  your  written  state¬ 
ment — your  quotation — your  agreement 
— be  made  by  any  method  which  leaves 
an  open  path  for  gross  and  costly 
inaccuracies  to  enter? 


(3)  — copies  are  quickly 
separated  by  a  cutting  knife, 
for  filing  IN  ORDER 
OF  DATE  with  original 
letters.” 


(2)  “Copies  wind  automatically 
on  a  drying  reel.  The  continuous 
strip  of  paper  is  broken  and — 

Main  Factories  and  Executive  Offices,  ROCHESTER,  NEW  YORK 

*  (Look  us  up)  New  York,  Boston,  Chicago,  San  Francisco,  Cleveland,  Pittsburg,  Phlla' 
delpnia,  St.  Louis,  Washington.  CANADA:  The  OFFICE  SPECIALTY  Mfg.  Co.,  Ltd. 
Toronto,  Montreal,  Winnipeg,  Vancouver, 


Y^WMANand 
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Calculagraph 


Makes  No  Mistakes 
Draws  No  Salary 
Wastes  No  Time 
And  is  Never  Absent 

Machine  work  is  not  only  cheaper 
than  brain  work,  but  it  is  more  accurate 

Ck  The  CALCULAGRAPH  is  the  only  machine  made  that  will 

subtract  the  time  of  day  a  man  begins  a  job  from  the  time  of  day  he  stops 
working  on  it,  and  show  the  result  in  printed  figures. 

Ck  Trying  to  ascertain  the  cost  of  production  without  the  Calculagraph  is  like 
“  looking  for  a  needle  in  a  hay-stacL” 

Ck  It  costs  less  to  use  it  than  not  to  use  it,  and  it  costs  nothing  at  all 
to  find  out  why  you  should  use  it. 

I 

Our  Free  Book  tells  all  about  it;  write  for  it  today 


CALrCULrAGRAPH  COMPAINV 

141S  Jewelers’  Building,  INew  Vork:  City,  U.  S.  A. 
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MJ  ALL  human  progress  is  based  on  the 
fundamental  process  of  alternately  put¬ 
ting  one  foot  in  front  of  the  other 

CSTEP  by  step  we  move,  some  faster,  some 
slower.  There  are  those  who  stand  still : 
there  are  even  those  who  step  backward — 
but  the  great  bulk  of  the  impulse  is  forward 
-  step  by  step 

/ 

CTO  record  in  text  and  picture  the  events 
in  this  March  of  Progress;  to  present 
the  very  best  of  its  Art,  Fiction,  and  Creative 
Thought;  and  to  stride  in  the  foremost  rank 
of  its  fighting  forces — this  is  the  fivefold 
function  of  a  truly  National  Weekly 


Perhaps  you  do  not  really  know  Collier* s.  Send  your  name  and 
address  for  a  booklet  and  a  handsome  Gibson  miniature,  free, 
to  P.  F.  Collier  &  Son,  403  West  Thirteenth  Street,  New  York 


Olliers 

THE  NATIONAL  WEEKLY 
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Patents  Allowed  and  Pending 


Easily  Attached  to  Any  Kind  of  Desk 


OUR  New  “ f  l  e  X  I 


Model  of  the 

EQUIPOISE 

TELEPHONE  ARMS 


KEEPS  YOUR  TELEPHONE 

WHERE  YOU  WANT  IT, 

WHEN  YOU  WANT  IT,  and 
NEVER  IN  THE  WAY. 

In  daily  use  by  the  Leading  Banks,  Railroads  and 
Business  Houses. 


*  ^  dealer  reports  the  sale  of  over  $500.00  worth 

to  the  U.  S.  Steel  Corporation.  The  Penna.  Railroad  has 
purchased  many  dozens.  The  National  and  State  Govern¬ 
ments  are  also  large  buyers.  Dealers  say  they  are  worth  3 
or  4  times  the  price  of  any  other  holder  on  the  market. 

SHIPPED  ANYWHERE  ON  APPROVAL 
SOLD  ON  ITS  MERITS 

NAME  OF  NEAREST  SUPPLY  HOUSE 


SEND  FOR  ILLUSTRATED  BOOKLET  AND 


MO  MAKERS 

Philadelphia, 


Oliver  M’F’g.  Co 
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R  D  STACK  POLE  CO.. 
310  BROADWAY.  NEW  YORK. 


Date  JUN  30  1906 


1 

755  12-  1230  530  1 

2 

767  1229  1227  530  1 

3 

759  1215  1243  530  | 

4 

751  1201  1230  530  1 

5 

759  1230  1259  530  1 

6 

809  12-  1229  5M  | 

7 

754  1215  1244  530  | 

8 

769  1201  1229  530  1 

9 

766  1215  1241  530  1 

10 

8-  12291258  530  6-  859  I 

1 1 

764  1159  1229  580  I 

12 

809  1229  1-  580  I 

13 

758  1201  1229  534  | 

14 

801  1214  1246  534  | 

IS 

764  1159  1230  5  34  6-  905  | 

16 

758  1202  12  30  534  J 

17 

802  1229  1-  584 

18 

764  1169  1229  583  f - ^ 

1  l9 

758  1201  1231  532/^ 

|20 

803  1229 

til 

7  54  the  smallest— most 

This  is 

a  reproduction,  actual  size,  of 
record  of  employees’  time  as  made 
by  themselves  on  a 

Syracuse 

Automatic 

Time 

Recorder 

a  printing^-register  on  which  it  is 
IMPOSSIBLE  TO  OBLITER¬ 
ATE  A  REGISTRATION. 

Only  one  motion  required  on 
the  part  of  the  employee  —  the 
pressing  of  a  lever.  The  recorder 
finds  the  proper  cross  column 
AUTOMATICALLY  at  any  mo- 
me7it  of  the  day.  No  “in”  and 
“out”  lever. 

Sheet  always  visible,  but  no 
loose  keys,  cards  or  other  parts  to 
be  lost  or  stolen. 

Send  for  Catalogue 


Size,  20  in.  x  24  in.  x  1014  in* 


E^astern 

Representatives 

R.  D.  STACKPOLE  CO. 
310  Broadway 
New  York 


Western 

Representatives 

J.  H.  WILSON  CO. 
31  Dearborn  St. 
Chicago 


Metal  Case— Dust  Proof 


Syracuse  Time  Recorder  Co.»  Factory,  Syracuse,  New  York 
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YOU  ARE  TOO  SHORT! 

Many  a  candidate  for  a  position  under  Civil  Service  Rules 
has  passed  the  written  examination  only  to  be  rejected  in  the 
pliysical  examination  because  he  was  below  the  required  stan¬ 
dard  of  height.  Candidates  for  positions  who  are  now  below 
the  necessery  height  requirements  mav,  by  using  the  Cartilage 
System,  quickly  and  surely  reach  the  desired  heieht 

THE  CAR1ILAGE  COMPANY,  of  Rochester,  N.  Y.,  is  the 
owner  of  a  method  wherebv  any  one  can  add  from  two  to  three 
inches  to  his  stature.  It  is  based  upon  a  scientific  and  physio- 
logical  method  of  expanding  the  cartilage,  all  of  which  is  clearly 
and  fully  explained  in  a  booklet  entitled  “How  To  Grow  Tall  ’’ 
which  is  yours  for  the  asking.  ’ 

THE  CARTILAGE  SYSTEM  builds  up  the  entire  body  har- 
moniously.  It  not  only  increases  the  height,  but  its  use  means 
better  health  more  nerve  force,  increased  bodily  development 
and  longer  life.  Its  use  necessitates  no  drugs,  no  internal 
reating,  no  operation,  no  hard  work,  no  big  expense.  Your 
height  can  be  increased,  no  matter  what  your  age  or  sex  mav 
be  and  ^is  can  be  done  at  borne  without  the  knowledge  of 
others.  This  new  and  original  method  of  increasing  one’s 
eight  has  received  the  enthusiastic  endorsement  of  physicians 
and  instructors  in  physical  culture.  If  you  would  like  to  add 
0  } our  stature,  so  as  to  be  able  to  see  in  a  crowd,  walk  with¬ 
out  embarrassment  with  those  who  are  tall,  and  enjoy  the  other 
advantages  of  proper  height,  you  should  write  at  once  for  a 
copy  of  our  free  booklet  “How  To  Grow  Tall.”  It  tells  vou 
how  to  accomplish  these  results  quickly,  surely  and  perma¬ 
nently.  Nothing  IS  left  unexplained.  After  you  read  it  your 
Wnte'to  dYy—  “Why  did  not  some  one  think  of  it  before  f” 

THE  CARTILAGE  CO.,  59  P.,  Unity  Bldg.,  Rochester,  N.  Y. 
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BUY  DIRECT  FROM  THE  MANUFACTURER 


Adding  Machine  Rolls 

RULED  OR  PLAIN 

Rolls,  for  Everyone  and  Every  Make 

of  Machine 


Burroughs  Adding  Machine 
Pike  Adding  Machine 
Universal  Adding  Machine 
Wales  Adding  Machine 
Standard  Adding  Machine 
Comptograph  Adding  Machine 


Other  Rolls  Made  and 
Carried  in  Stock : 


All  kinds  of  small  rolls  made 
to  order  on  short  notice. 

You  cannot  afford  to  be  with¬ 
out  my  samples  and  quotation 
sheet  which  I  will  be  pleased  to 
send  upon  request. 


Time  Clock  Rolls  Telephone  Rolls  Cash  Register  Customers  Rolls 

Cash  Register  Detail  Rolls  Rapid  Roller  Copying  Rolls 


BENJAMIN  E.  BUCHANAN 

MANUFACTURER  OF  SMALL  ROLL  PAPER  1022  RACE  STREET.  PHILADELPHIA.  PA.  U.  S.  A. 


The  Growth  of  a  Shorthand  Business 

^  Less  than  eight  years  ago  all  the  business  of  The  Gregg  Publishing 
Company  might  have  been  transacted  with  “desk  room.”  It  was  taught 
in  less  than  thirty  schools. 

^  Today  the  Gregg  industries  occupy  two  floors  in  one  of  the  largest 
and  finest  office  buildings  in  Chicago,  and  this  outside  of  actual  printing 
— the  printing  and  binding  being  done  elsewhere. 

^  The  Gregg  publications  now  go  wherever  the  language  is  spoken. 

^  There  must  be  something  inherently  strong  in  a  system  that  reaches 
such  widespread  popularity — and  there  is;  it  must  efl^ectively  accom¬ 
plish  the  purpose  for  which  it  is  intended — and  Gregg  Shorthand  does. 

If  you  are  interested  in  Shorthand,  ask  for  our  “New  Booklet” 
and  a  “First  Lesson,”  which  will  be  sent  on  request. 

The  Gregg  Publishing  Company,  Chicago,  Ill. 
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of  making  perfect 
duplicates  with  the 


NOTE  THE  SIMPLICITY 

DAUS  TIP  TOP  DUPLICATOR 

No  intricate  mechanism.  No  printers'  ink,  always  ready.  100  copies  from  Pen- 

written  and  50  copies  from  Typewritten  original.  Useful  in  any 
business  for  making  duplicates  of  circular  letters,  trial  balances, 
invoices,  price  lists,  reports,  menus,  manuscript,  drawings, 
specifications,  etc.,  etc. 

Sent  on  10  Days*  Trial  Without  Deposit 

Complete  Duplicator  Cap  Size  f\f\ 

Prints  8^x13  inches  -  -  -  _ 

Circular  of  larger  sizes  on  request.  Dealers  Wanted. 

FELIX  B.  DAUS  DUPLICATOR  CO.,  Daus  Bldg.,  Ill  John  St.,  New  York 


FREE 

For  examination.  Sent  on  request  at  our 
expense  if  you  mention  this  advertisement. 

CYCLOPEDIA  OF 

DRAWING 

Four  volumes.  1600  pages— size  of  page 
7x10  inches.  Bound  in  red  morocco 
leather.  A  complete  home  study  course  in 
drawing. 

New  and  Enlarged  Edition. 

$12  —For  the  Next  30  Days.  Regular  Price —  $24 

You  have  five  days  to  look  the  books  over. 
If  satisfied  send  us  $2.00,  and  $2.00  a  month 
for  five  months.  If  you  don’t  wish  to  keep 
the  books  notify  us  and  we  will  send  for 
them.  Cash  price,  $10.80.  The  only  reason 
that  we  make  such  a  liberal  offer  is  to  in¬ 
terest  the  public  in  the  extraordinary  ad¬ 
vantages  offered  by  the  regular  courses  of 
the  AMEKICAN  SCHOOL. 

PARTIAL  TABLE  OP  CONTENTS 

Mechanical,  Isometric,  Perspective,  Free  Hand,  Architectural 
Drawing;  Rendering  in  Pen  and  Ink  and  Wash;  Water  Color 
Hints;  Shades  and  Shadows;  Architectural  Lettering;  Roman 
Orders  Architecture;  Working  Shop  Drawing;  Machine 
Design,  Cornice  and  Skylight  Design,  Metal  Roofing,  Tin- 
smithing.  Sheet  Metal  Pattern  Drafting. 

A  200-page  handbook  giving  full  information  in  regard  to 
our  courses  in  Electrical,  Mechanical.  Steam  and  Civil  En- 
gineering.  Architecture,  Heating,  Ventilation,  Plumbing,  etc., 
sent  FREE  on  request. 

AMERICAN  SCHOOL  OP  CORRESPONDENCE, 

3112-21  Armour  Avenue,  -  -  Chicago,  III. 

Mention  Business  Man’s  Magazine;  Nov 


COST  SPECIALISTS 

CONSULT  US 


Systems 

Audits 

Installed 

Made  of 

in 

Partnership 

Mills 

and 

and 

Corporation 

Factories 

Accounts 

Contracts  Solicited 
Monthly.,  Quaiferly,  Annually 


NATIONAL  AUDIT,  APPRAISEMENT 
and  GUARANTEE  CO.,  Inc. 

DREXEL  BUILDING  PHILADELPHIA,  PA. 


IS^PerlOOOlNQUANTITm. 


CHEAPER  THAN  PINS 

Clips,”  the  quickest,  cheapest  and  best  Clip  on  the  market 

THE  AMERICAN  EMBOSSING  CO. 
SENECA  BUILDING  BUFFALO,  NEW  YORK 
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Combined  Detachable  Leaf 
Ledger,  Journal  &  Monthly  Statement  Book 

The  right  hand  page  shows  how  all  journal  entries 
are  made  in  duplicate  by  means  of  a  sheet  of  carbon 
paper — the  original  being  torn  out  at  the  end  of  the 
month  and  mailed  as  a  statement  of  the  customer’s 
account.  The  amount  shown  on  the  duplicate  is  then 
posted  as  a  debit  to  the  ledger  leaf  at  the  left,  with  a 
corresponding  credit  posting  to  the  sales  or  merchan¬ 
dise  account. 

FOR  $18.75  (cash  with  order). 

We  send  you  prepaid,  the  complete  outfit  for  this  sys¬ 
tem,  regular  price  is  $23  35. 

Write  for  information  and  catalog  P. 

THE  RICHMOND  &  BACKUS  COMPANY 

DETItOIT,  niCllIGAN 

New  York  Office,  Boston  Agency, 

S46  Broadway  Dunn  &  Co.,  170  Summer  St. 

Paeifle  Stationery  A  Printing  Co.,  Portiand,  Oregon 


I  Can  Give  You  a 
Better  Grade 
of  Printing  for 
Less  Money 

CL  Let  Me  Prove  It.  Simply  send  me  a 
sample  of  the  last  job  turned  out  by  your 
printer,  together  with  the  number  you  had 
printed.  Nothing  more.  Do  not  even 
hint  at  the  price  you  paid  for  the  work. 

IT  I  will  give  you  a  complete  estimate  of  the  cost 
and  with  this  I  will  send  samples  of  my  everyday 
work  for  other  firms.  Compare  my  prices  with 
your  printer’s.  Compare  my  quality  with  his. 

Then  give  your  next  job  to  the  man  with  the 
lowest  price  and  the  highest  quality. 

H  I  have  a  plant  especially  fitted  for  large  edition 
printing.  My  machinery  is  new  and  the  best  of  its 
kind.  My  employees  are  experts.  I  guarantee 
high  quality  work  promptly  delivered.  My  rent, 
taxes  and  operating  expenses  are  extremely  low. 

d  5ut  most  important  of  all  to  my  cus-  I 
tomers:  I  promise  satisfactory  work  or 
no  pay.  This  is  a  binding  guarantee  that 
attaches  itself  to  every  order  I  accept. 

Send  the  sample  to-day  and  let  me  prove 
a  “saving  worth  while.” 

WARREN  B.  LONG 

Factory:  Crisfield,  Maryland 
Ofl&ce:  Manhattan  Life  Bldg.,  Philadelphia,  Pa. 


EFFECT 


A  SAVING 


HERE! 


you  can  save  from  one- 
fifth  to  two  fifths  of 
your  toilet  paper  ex¬ 
pense  by  installing  SCOTT  PAPER  HOLDERS. 
Holder  allows  passage  of  but  one  sheet  at  a 
time.  Yale  lock  prevents  theft.  Regularly  in¬ 
spected  and  repaired  free  of  charge. 

In  equipping  a  building,  we  will  furnish  with 
every  case  of  our  Scott  Paper  Company  Toilet 
Paper  the  necessary 

SCOTT  PAPER  HOLDERS  FREE 

-  TO  THE  EXTENT  - 

OF  SIX  TO  EACH  CASE  OF  PAPER 

Used  in  Office  Buildings,  Mills,  Factories, 
Hotels,  and  Railroads  everywhere. 

Our  toilet  papers  are  noted  for  their  good 
quality  and  low  price.  Write  to-day  for  prices 
and  names  of  satisfied  users  of  our  cabinets. 

SCOTT  RARER  CO. 

555  QLENWOOD  AVE.,  PHILADELPHIA,  U.  S.  A. 


A  Portfolio  of  Beauties 


Gauzy  Draperies,  Graceful  Poses,  Beau¬ 
tiful  Dreamy  Faces.  Twelve  of  the  most 
catchy  pictures  we  have  ever  offered, 
made  in  Sepia  Duo-tint  Prints.  Size 
7x10  inches,  ready  to  frame  or  passepar¬ 
tout,  together  with  our  Art  Catalog  con¬ 
taining  illustrations  of  over  300  master¬ 
pieces,  sent  prepaid  upon  receipt  of  50c, 
(U.  S.  Postage,  Currency,  P.  O  Money 
Order  or  Express  Order.)  We  are  the 
publishers  of  the  largest  line  of  Den 
Pictures  in  the  world.  Address 


THE  WHITE  CITY  ART  COMPANY 


360  Dearborn  St.,  Chicago,  Illinois. 
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BR IG  HTON 

FLAT  CLASP 

GARTERS 

Brighton  Flat  Clasp  Garters  once  on,  are  on  to  stay.  Stand, 
sit,  walk,  run,  cross  your  legs— they’re  there,  but  you  never 
feel  them.  They  neither  bind,  chafe  nor  pinch.  They  hold  the 
socks  smooth,  firm,  snug. 

The  clasp  is  flat,  cannot  catch  in  the  clothing,  or  tear  the  socks. 
Thewebisonepieceof/>«r^.?z7/^  elastic.  All  the  latest  shades  and  de¬ 
signs.  All  metal  parts  of  brass,  heavily  nickeled,  cannot  rust.  Get  a 
pair  to-day— 25  cents  at  your  dealers  or  will  be  sent  by  mail  postpaid 

CHRISTMAS  —for  Christmas  gifts,  Brighton  Flat  Clasp 

Of  be  had  in  handsomely  de- 

I  ft#lw  corated  boxes,  at  no  advance  in  price. 

PIONEER  SUSPENDER  CO.,  7  18  Market  St.,  Philadelphia. 

Makers  of  Pioneer  Suspenders. 


PURE 

SILK 

25c 

A  PAIR 


O’LEARY-PADBERG 
LITHOGRAPHING  CO. 

MODERN  IN  EVERY  DETAIL 

Detroit.  Michigan 

BONDS,  STOCK  CERTIFICATES,  DIPLOMAS,  LETTER¬ 
HEADS,  CHECKS.  DRAFTS.  CERTIFICATES  OF  DEPOSIT 
CALENDARS.  SHOW  CARDS.  POSTERS.  LABELS.  ETC.  ETC 
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Two  Books  Every 
Book-keeper  Should  Use 

B 


URR’S 

PATENT  COMBINATION 
INDEX 


AND 


B 


URR*S 

IMPROVED  TRIAL  BAL 
ANCE  SHEET 


The  use  of  these  books  saves  valuable 
time  and  labor.  They  will  be  found  invalu¬ 
able  in  every  office  having:  numerous  names 
to  handle.  The  “INDEX”  is  alphabetically 
subdivided,  so  that  any  name  can  be  found 
at  a  glance— practical,  simple  and  con  = 
yenient.  The  TRIAL  BALANCE  SHEET 
is  so  arranged  with  short  leaves  that  writing 
the  names  but  once  in  twelve  months  is 
avoided.  Send  for  illustrated  catalogue 
and  price  list. 

Sold  by  Stationers,  Generally  —  Ask  to  See  It  — 
Thousands  Now  in  Use— Give  Them  a  Trial. 

THE  BURR  INDEX  COMPANY 

HARTFORD,  ve  CONNECTICUT 


No.  4-OFFICE  and  HOTEL  MAIL  BAGS 


lOxtl  inch . 

11x13  inch . 

12x15  inch . 

13x17  inch . 

14x19  inch . 

15x21  inch . 

16x23  inch . 

.  9.50  each 

(Lock  and  Key  50  cents  extra) 

R.  A.  Humphry s  Sons 

*  1025  Callowhill  Street,  Philadelphia,  Pa. 
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Useful  Holiday  Gifls 

PEIOUZE  POSTAL  SCALES 

DESIGNED  FOR 

OHRICE,  STORE  and  HOME) 
WARRAINTBD 

Made  in  Several  Sizes 


National,  4  lbs.  $3.00 
I'nion,  ‘2^  lbs.  2..50 
Columbian,  2  lbs.  2.00 
Star,  1  lb.  1..50 

Crescent,  1  lb.  1.00 


nail  &Expre$sl6  lbs.  $5.00 
Commercial,  12  lbs.  3.75 
V.  S.  4  lbs.  2.50 

Victor  IJ^Ibs.  1.75 


*‘They  Tell  Everything  at  a  Glance” 

In  addition  to  giving  accurate 
weight  by  half  ounces,  they  tell  in¬ 
stantly  the  exact  cost  of  postage  in 
cents  on  all  class  of  mail  matter. 

The  index  starts  at  the  top  and 
travels  through  a  slot,  pointing  ex¬ 
actly  to  the  information  required. 

You  don’t  have  to  stoop  to  read 
the  Dial,  as  in  other  makes. 

“They  Save  Time  and  Stamps” 

For  sale  everywhere  by  leading 
Stationers  and  Hardware  Dealers. 

Insist  on  getting  the  PELOUZE 
make  and  you  will  have  the  best. 
If  your  dealer  cannot  supply,  write  us. 

Send  for  Catalog 


Pelouze  Scale  &  Mfg.  Co. 

118-130  W.  Jackson  Boul’d,  Chicago 
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MLE  YOU  CHAINED 


TO  A 


Small  position  ? 


We  want  to  Teach  You  the  REAL  ESTATE,  GENERAL  BROKER¬ 
AGE  and  INSURANCE  Business  by  Mail  and  Appoint  You 

SPECIAL  REPRESENTATIVE 

of  the  Oldest  and  Largrest  Co-operative  Real  Estate  and  Brokerage 

Company  in  the  World. 

Thousands  are  making  $3,000  to  $5,000  a  year  without  any 
investment  of  capital.  Excellent  Opportunities  Open  to  YOU. 


I  FOR  sale; 

TNIft 
5TA1 


LAW  COURSrFFEE  tJ^EaCH  !or  F?e'L"look!'  Occupation.  THOROUGH  COMMERCIAL 


THE  CROSS  COMPANY 


329  REAPER  BLOCK,  CHICAGO 


USE. 

WESTON’S 

LEDGER 


Made 

by 

BYRON 

WESTON 

CO.. 

Dalton, 

Mass. 


15  CENTS 

If  sent  at  once  will  obtain  a  paper 
bound  copy  of  that  remarkable  little  book 

As  A  Man  Thinketh 

By  JAMES  ALLEN 

Said  by  some  to  be  one  of  the  most  powerful  books 
on  Self«Building  and  Thought-Mastery  ever  pub¬ 
lished.  Note  the  contents: 

Thought  and  Character.  Effect  of 
Thought  on  Circumstances.  Effect  of 
Thought  on  Health  and  the  Body. 
Thought  and  Purpose.  The  Thought 
Factor  in  Achievement.  Visions  and 
Ideals.  Serenity. 

This  money  also  pays  for  three  issues  of  The  BUSI> 
NESS  PHILOSOPHER,  a  little  48-page  magazine 
edited  by  Arthur  Frederick  Sheldon,  and  loaded  to 
the  brim  with  inspiration  for  the  man  who  works  with 
hand  or  brain.  Don’t  hesitate;  act  to-day;  send  your 
order  now. 

If  you  are  especially  interested  in  any  of 
the  following  subjects,  say  so  in  your 
letter  and  we  will  send  literature  that  will 
interest  you: 

Self-Development,  Character  Read¬ 
ing,  Business  Logic,  Business  Psy¬ 
chology,  Suggestion,  Self  Educa¬ 
tion,  Diplomacy,  Salesmanship. 
Promotion  or  Advertising. 

The  SCIENCE  PRESS,  1408  The  Republic,  Chicago 


o 


IS  YOUR  MONEY  EARNING 

If  not,  investigate  our  plan,  which  offers  as  advantages 

TANGIBLE  SECURITY— CASH  ON  DEMAND 
GUARANTEED  INTEREST  AND  PRINCIPAL 

Any  Sum  from  $5  up,  available 

Send  for  Booklet  “A,”  which  is  valuable  and  interesting 

NEW  YORK  CENTRAL  REALTY  CO.,  Suite  736,  1133  Broadway,  New  York 

_  (Canital  and  Surnlus.  f ’'OO.noo.OO) 


5% 


WITHOUT  SPONCEi 


ARDRE¥=*tSHER 

No  possible  injury  to  the  finest  finish.  Entire  force  of  water  broken  by  the  sponge,  and  sponge  is  thus  kept  absO' 
lutely  free  of  grit  all  the  time.  Saves  repainting  and  varnish.  Washes  carriages,  autos,  windows,  etc.,  thoroughly 
No  more  splashing  on  clothes  or  cushions.  Removes  every  dread  of  vehicle  clean 
ing.  Made  handsomely  and  substantially  of  solid  brass,  you  can  never  regret 
the  purchase  price,  which  is  $3.00,  prepaid.  Write  today  for  explanatory  book¬ 
let,  and  beware  of  imitations  of  the  original — it’s  the  ARD££7  that  does  the 
work.  AKDREY  VEHICLE  WASHER  CO., 

15IA  Main  St.  E.,,  Rochester,  N.  Y.,  XT.  S.  A. 


WITH  SPONGE 


Picnic  frifnfioH  The  Ptixitt Tlf n t  tt’hpfi  iiiyiting  to  ndupvtitors. 
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OxydonorTreatsLife 

OXYDONOR  causes  the  whole  system  to  drink  freely 
of  oxygen  from  the  air  by  the  attraction  it  begets  in  the 
body,  which  imparts  the  strongest  affinity  for  oxygen 
in  the  blood.  Oxydonor  thus  causes  disease  in  any 
form  to  disappear,  by  simply  bracing  the  vital  pro¬ 
cess  to  the  mastery  of  the  devitalizing  process. 

SAVED  LIFE 

Dean  C.  Dutton,  Field  Secretary  of  Upper  Iowa  Univer¬ 
sity,  Fayette,  Iowa,  writes:  “We  could  not  get  along  with¬ 
out  our  Oxydonors.  We  have  three.  It  saved  my  life.” 

Write  for  descriptive  books  maiied  to  you  without 
cost,  it  is  important  you  shouid  have  them. 

Beware  of  Fraudulent  Imitations.  There  is  but 
one  genuine  Oxydonor,  and  that  has  the  name  of  the 
originator  and  inventor — Dr.  H.  Sanche — engraved 
in  the  metal.  Look  for  that  name. 

DR.  H.  SAINOME  «&  CO. 

61  Fifth  Street,  DETROIT,  nitHlUAlV  ) 

‘itll  Fifth  Avenue,  .NEW  YORK  T.  S.  A. 

67  Wabash  Avenue,  t'HK'AOO,  ILfi.  ) 

2:268  St.  Catherine  Street,  HONTREAL,  CANADA 
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It  Stands  Alone! 


A.  A.  Waterman  &  Co.’s 

MODERN 

AUTOMATIC,  SELF -FILLING 
FOUNTAIN  PEN 


^  The  Acme  of  Perfection. 

^  Hundreds  of  thousands  of  satisfied 
users  attest  its  superiority. 

^  Made  by  the  Modern  makers  and 
for  sale  by  all  Modern  dealers. 

A.  A.  WATERMAN  &  CO. 

of  New  York 

MODERN  PEN  COMPANY 

SELLINQ  AGENTS 

22  Tliaixies  Street.  New  York  City 


Holder  cut 
open  to  show 
sac  twisted 
ready  to  fill. 


T/"  your  dealer  does  not  carry  a  satisfactory 
assortment  of  Modern  Pens,  write  direct  to  us 


«  X 


If  it  does  not  do  your  copying  QUICKER, 
CHEAPER  and  BETTER  than  any  other 
method  you  have  ever  seen  after  you  have 
tried  it  for  10  days,  send  it  back  at  our  expense. 

Write  for  circulars  and  specimens  of  copying. 

The  Rotopress  Mg.  Co.,  Marion,  Ind. 


Please  mcnfinn,  Th?  when  writing  to  adTertisers. 


East  41st  Street,  New  York  City. 
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WHY  DON’T  YOU  LEARN 

SHOW  CARD  LETTERINC 

and  Earn  $20  to  $40  Per  Week? 


CHAS.  J.  STRONG,  Pres. 


Don’t  drudge  away  your  life  with  book¬ 
keeping  or  clerking.  Be  independent,  suc¬ 
cessful  and  have  a  large  income.  Hundreds 
of  ^nibitious  men  and  women  who  had  po¬ 
sitions  just  like  yours  are  now  making  more 
money  than  ever  before  because  they  took 
up  my  instruction  in  Show  Card  Lettering, 
1  will  guarantee  your  success  if  you  stuay 
according  to  my  methods. 

Write  to-day.  I  teach  personally  by  mail 
—3  separate  courses— Show  Card  Lettering. 
Sign  Painting  and  Plain  Lettering.  Easy 
terms.  Start  now — only  field  not  over¬ 
worked.  Write  for  large  new  interesting 
catalogue — FREE. 

Chas.  J.  Strong,  Pres. 

DETROIT  SCHOOL  OF  LETTERING 

Dept.  H.  Detroit,  Mich. 

"Oldest  and  Largest  School  of  Its  Kind' ' 


BOOKKEEPERS 


The  Age  Limit  lias  Been 

- - -  Set  at  40. 

Be  wise  in  time  and  qualify  for  an  independent  occupation. 
_ine  profession  of  Auditing  offers  the  best  medium  for  utiliz¬ 
ing  your  experience  and  mental  talents. 

MY  NEW 
BOOK 


PRACTICAL  AUDITIHG 

teaches  the  professional  method  of  Auditing  a  commercial  set 
ot  books.  It  tells  Avliat  to  do  and  liow  to  do  it,  from  the 
beginning  through  to  the  Auditor’s  final  Report 
llie  Coiitrollinjir  Account,  which  is  the  key  to  short-cut 
Auditing,  IS  fully  explained,  as  well  as  all  the  other  details  of 
the  best  practice.  You  will  find  in  it  the  infoiniation 
you  are  looking:  for. 

Price  by  mail,  postpaid,  |2.  Descriptive  circular,  containing 
testimonials,  on  request.  ® 

Ceo.  B.  Renn,  1341  (B)  Dakin  St.  Chicago,  III, 


Be  Wise 
and  Save 
Your  Eyes 

BY  USING  OUR  No.  25 
DESK  and  TABLE  LAMP 

Brings  the  light  right  to  your  work.  Instantly  adjusted  to 
any  position.  Equally  adapted  for  use  on  a  roll  top  desk,  flat 
top  desk,  piano,  library  table  or  wherever  a  good  light  is  needed. 
Light  and  portable.  Can  be  set  back  out  of  the  way  when  not 
in  use.  Length  of  arm  from  base  to  socket  12  inches.  Weight 
complete  4%  pounds.  Well  made;  finely  finished  in  polished 
brass  and  oxidized  copper.  Base  5  inches  in  diameter.  Price  of 
the  lamp  complete  with  shade,  socket,  plug  and  cord  is  $3.25. 
Money  refunded  if  not  satisfactory.  AGENTS  WANTED, 

the  CAMPO  company,  La  Crosse,  Wisconsin 


W e  furnish  com¬ 
plete  Telephorte 
Exchanges. 


BURN’S 

ADJUSTABLE 
TELEPHONE 
HOLDER  and 
EXTENSILE 
BRACKET 

C.  For  flat  or  roll 
top  desk. 

CL  Has  largest  radius  of  action. 

Ct.  Write  us  ar  your  nearest  supply  house. 

June  Bulletin  li  C  Free  for  the  asking. 

American  Electric  Telephone  Co.,  6400-6600  State  St.,  Chicago,  III. 


First  Impressions 

The  first  impressions  on  the  man 
on  whom  your  salesman  calls,  are 
created  by  the  card  he  sends  to 
the  inner  office.  What  creates  a 
better  impression  than  an 

Engraved  Business  Card? 

You  cannot  afford  to  send  out  a 
slovenly  salesman  ;  no  more  can 
you  afford  to  send  out  a  cheap 
printed  business  card. 

Your  salesmen  are  not  peddling  shoestrings  or  collar- 
buttons,  and  you  cannot  afford  to  let  your  stationery 
have  the  appearance  of  that  class. 

If  you  want  first-class  engraved  business  cards  at  prices 
but  little  higher  than  ordinary  printed  ones. 

Write  for  Sampees. 

J.  W.  HALLIDAY,  37  Randolph  St.,  CHICAGO 


(Establislied  1864) 


FIRST  MORTGAGE 
GOLD  BONDS 


Interest  payable  semi-annually  through 
•  IJ  /  any  Bank  or  Trust  Company  in  the  United 
j  States.  With  each  bond  of  $500  we 
/ A  give  a  bonus  of  two  acres  of  banana 
/  (I  land,  cleared,  planted  and  brought  into 
bearing,  then  harvest  and  market  the 
fruit  for  the  owners.  These  lands  earn  $30  to  $60  per  acre 
annually  net,  thus  making  an  18%  to  30%  investment. 

Illustrated  literature  containing  Government  figures,  show¬ 
ing  large  and  permanent  income  from  these  plantations  and 
terms  upon  which  Bonds  can  be  purchased,  mailed  FREE. 

Special  proposition  to  readers  of  The  Business  Man’s 
Magazine. 

Write  AMERICAN-HONDURAS  COMPANY, 

42  Broadway,  New  York. 


BETTER  PAPER  BOXES 

^9f  .^^^jPiinioses  for  which  boxes  are  used.  We  make  to  order 
all  kinds  paper  novelties  as  well  as  special  boxes  for  Hardware, 
Clothing,  Cereals  Candy,  Spices,  etc.  Our  JUTE  FIBRE  pack- 
age  IS  specially  adapted  where  an  extra  strong  box  is  needed.  No 
matter  what  kind  of  a  package  you  use,  we  want  a  chance  to  sub¬ 
mit  samples  and  prices. 

Send  2c.  stamp  for  sample,  or  10c.  for  1  dozen  Money-mailers, 
the  Best  Coin  Mailer  in  the  market. 

L.  R.  LINLEV  BOX  &  PAPER  CO.,  Cleveland,  Ohio 


SPENT  880  ^  MADE  81400^ 

The  India  Rubber  Tire  Co. 
of  Chicago  selected  two  cuts 
from  “  The  Herrick  Cut 

Book”  —  used  them  on  3,000 

mailing  cards— the  total  cost,  in¬ 
cluding  printing  and  postage, 
being  $80.  In  two  months  the  firm  re¬ 
ceived  cash  orders  amounting  to  $1,400 
traced  direct  to  this  advertising. 


The  Same  Opportaoity  is  Yoars 

The  Autumn  number  of  “  The  Herrick  Cut 
Book”  is  now  ready— crammed  full  of  good 

ideas  and  oyer  100  advertising  cuts  in  two 
colors.  We  cannot  send  it  complimentary — 
cost  is  too  great-  but  if  you’re  a  business  Urm 
send  us  25  cents  and  you  will  receive  all  the 
numbers  published  within  the  year.  Send 
25  cents  today  for  the  Autumn  number. 

THE  HERRICK  PRESS 
9  Fine  Arts  Building:,  CHICAGO 


Phase  mention  Toe  Business  ]\{nn  s  Magagjne  wJmn  ivHting  to  advertisers. 
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Rahill’s  Corporation  Accounting  and  Corporation  Law 

THE  STA^DARD  AMERICAN  WORK  ON  CORPORATION 
ORGANIZATION  AND  MANAGEMENT 


By  J.  J.  RAHILL,  C.  P.  A. 


This  new  edition  contains  a  large  amount  of  infor¬ 
mation  of  thn  greatest  value  to  the  student  of  corporation 
accounting  and  corporation  law.  The  revised  edition  has 
been  issued  under  the  approval  and  patronage  of  the 
California  Society  of  Certified  Public  Accountants  and 
contains  specimen  examination  questions  and  acceptable 
answers  authorized  by  that  society. 

The  principal  special  features  of  the  book  are— an 
epitome  of  corporation  law  as  enacted  in  the  various 
states— the  organization  and  objects  of  “Holding”  com¬ 
panies,  or  amalgamations,  and  how  far  such  organizations 
are  legal— the  opening  of  corporation  books  under  vary¬ 
ing  circumstances  and  conditions— the  treatment  of 
bonds  and  corporation  stock. 


Read  what  some  experts  say  of  it  and  then  order  with¬ 
out  delay. 

“I  intend  to  adopt  it  as  a  Text  Book  for  all  my  C.  P.  A  can¬ 
didates.  Fredrick  S.  Tipson.  C.  P.  A.  New  York. 

This  work  is  clear,  concise  and  comprehensive.  You  have 
provided  a  ^xt  Book  of  extraordinary  merit;  a  recognized 
authority  on  Corporation  Accounting’.'’ 

Gustave  Jacobson,  B.  A., 
ifublic  Accountant  and  Auditor,  Chicago. 

“I  have  no  hesitancy  in  saying  that  it  is  the  finest  work  on  the 
subjects  treated  that  I  have  ever  seen,  and  would  add  that  I 
have  the  works  of  some  of  those  who  are  considered  the  best 
authorities  in  the  United  States  and  Canada.” 

Geo.  H.  Malcolmson, 

Auditor  and  Systematizer,  Minneapolis,  Minn. 


1906  Edition  postpaid  to  any  point  in  the  United  States  and  Canada,  $4. 00 ; 

to  foreign  countries  $4.25. 

Continental  Audit  Company 

Box  243,  IMddison  Square  P.  O.,  ^  NEW  YORK 


Conolly’s 
No;  2 
Binder 


Always 

Locked 


Bound  in  Russia 
and  Corduroy 


ESTABLISHED  1888 


4  Facts 


$y.50  Outfit 


1.  Positively  holds  from  one  sheet  up 

2.  No  posts  protruding  to  mar  the  desk 

3.  Posts  are  built  up  on  inside  of  book 

4.  Has  unlimited  capacity 

Write  for  Catalog 

Henry  Conolly  Co. 
Bookbinders  and  Printers 
Rochester,  N.  Y. 


includes  our  No.  2  Binder,  one  Index  with 


Tabs,  “A-Z”  stamped  in  gold,  together  with 
500  sheets  (1,000  pages)  of  the  following 
Standard  Rulings 


Regular  Ledger 
Centre  Col.  Ledger 
Extra  Debit  Ledger 
Cash  Book 

Two,  Three,  Four  and 


Special  Rulings 
and  Blank  Books 
to  Order.  Proofs 
Submitted. 


•I 


Six  Col.  Journal 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Sell  Me  An  Hour  of  Your  Time 


_  ^  ♦ 

Can  you  spare  an  hour  a  day— or  more?  I  want 
a  hustler  to  call  on  four  or  five  business  men  in  your 
town  each  day.  I  furnish  letters  of  introduction 
which  you  simply  hand  to  the  one  addressed.  Easy 
and  pleasant  work.  Good  pay.  AJC^rite  for  parti¬ 
culars  today  and  to  save  time  give  a  reference. 
Only  one  wanted  in  each  town.  First  one  gets 
the  chance.  Address  Sales  Manager  Business 
Man’s  Magazine,  Detroit,  Michigan. 


Plcdsc  fficfttiofi  The  Bv^sificss  Mcifi  s  Md^cisific  when  WTititig  to  ddvcrtiscTSm 


“From  Our  Factory  to  Your  Oftice 


s|8 


.00 


SHIPPED  ON  APPROVAL 
WE  PAY  THE  FREIGHT 


GLOBE-AMERICAN 

UPRIGHT  VERTICAL  4  DRAWER  FILE 

Capacity:  20,000  letters,  beautifully  finished,  highly 
polished  Golden  Oak.  By  all  odds  the  greatest  bargain 
ever  offered  at  or  near  the  price. 

Inside  dimensions  of  drawers:  12  in.  wide;  10  in. 
high;  24  in.  deep. 

Constructions:  Antifriction  suspension  slide  on  each 
drawer,  no  sticking,  drawers  can  be  opened  to  full  length; 
Automatic  follower  block,  which  admits  of  contents  being 
easi'ly  removed.  _ 

SAME  FILE  AS  ABOVE 

Cap  SizE—lS  in.  wide,  10  in.  high,  24  in.  deep _  $20  00 

SPECIAL  3x5  four-drawer  Card  Case .  4  00  • 

Capacity  5,000  cards.  Golden  Oak  finish. 

O.  A  letter  on  your  stationery  will  bring  any  of  the 
above.  CL  We  pay  the  freight. 

GLOBE-AMERICAN  CO.  “C’  CHICAGO,  ILL. 

Mfrs.  a7id  Jobbers  of  V ertical  Files,  Card  Cabinets,  Office  Furniture . 
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*  Straight  as  the  Crow's  Plight  ''^ 

¥mr  Bookkeeping  will  move,  when  you  adopt 


chat  s  the  way 


Marchant’s  Qieck  Figure  System 

Have  you,  as  a  bookkeeper  who  would  be  abreast  of  the  times — a  clear 
understanding  of  The  System’s  simplicity  and  directness?  Of  the  swiftness 
and  certainty  with  which  it  will  relieve  you  of  the  drudgery  of  hunting 
down  errors  in  your  accounting? 

Better  still,  it  prevents  errors,  and  does  it  luiomaticaLly .  As  Sweetland 
puts  it  in  a  recent  number  of  ‘vSystem  ;  ” 

“‘Even  daiij  baiaocstiK  is  oox  laearly  so  diUicuit  as  h  appears*  if  tne  bookkeeper  usa 
a  good  check  figure  $yste-n  lio  prove  bis  oosting— for  H  be  Sakes  this  precaution  he 
knows  his  postings  are  correct  *' 

That's  just  the  beauty  ot  The  Marchant  System,  as  Mr.  H.  Garoni  finds  it. 

Mr.  Garoni  is  bookkeeper  for  IX  H.  Arnold  &  Co.,  of  New  York,  and  says: 

“1  nave  useo  Ihe  Marchant  Systenrfor  cnree  years,  and  nave  not  nad  to  check  tny 
trial  balances  in  all  that  titne.  Ihurthetmorej  I  get  trial  balances  on  my  first  attempt 
as  all  errors  in  addition  on  the  ledger,  and  all  transpositions  on  the  balance  book,  are 
detected  immediately.  I  have  had  experience  with  the  9-check  and  the  ll-check,  bu* 
find  your  System  superior  in  accuracy  and  rapidity.’ 

Marchant  8  Check  Figure  System  will  do  as  tollows;  Locate  all  transpositions  m  postings  as 
80.82  posted  for  80.28  or  as  82.80.  Catch  translocations,  25.00  for  .25  or  2.50.  Prove  all  addi^ 
tions  quickly  and  accurately.  Prove  new  balances  as  used  on  bank  ledgers.  Catch  debit 
posted  as  credit  by  check  figure  itself.  Locate  errors  in  drawing  the  trial  balance,  on  the 
very  page  error  is  made.  Prove  multiplications  and  divisions  without  reviewing.  Is  recog- 
nized  and  admitted  the  quickest  system  on  the  market,  combined  with  the  greatest  accuracy 
and  simplicity.  Can  be  thoroughly  mastered  in  a  week. 

After  four  years’  persona!  introduction  this  System  is  now  installed  in  New  York  City, 
Chicago,  Philadelphia,  Pittsburg,  St.  Louis,  Buffalo,  Cleveland,  Boston,  Baltimore,  San 
Francisco,  New  Orleans,  Detroit,  and  numerous  other  cities  and  towns.  This  system  is 
endorsed  by  bookkeepers  throughout  the  U.  S.;  from  those  of  the  largest  concerns  down 
to  the  smallest,  as  an  indispensable  aid  in  proving  postings  and  additions,  in  extending 
balances,  and  in  getting  trial  balance  on  first  trial.  Far  superior  to  the  old  11-ck.  proof 
system  in  accuracy  as  well  as  speed,  especially  on  large  numbers.  No  time  is  lost  in  applying 
the  system,  as  the  check  is  deduced  and  written  while  amount  is  posted,  without  referring  to  a 
table,  or  using  another  sheet  as  is  required  in  “reverse  posting”  or  “sectionizing”  top-heavy 
daily-balancing  ideas  that  often  give  as  much  work  daily  as  they  save  at  the  end  of  the  month. 

The  best  is  none  too  good  for  the  modern  accountant. 

Why  Plod — \\hen  You  Can  Fly  for  S5? 

A  concise  explanation  of  The  System’s  range  and  its  adaptability  to  any  set  ot  books,  witt 
fist  of  references  and  testimonials  from  all  over  the  United  States — yours  for  the  asking. 

R.  H.  MARCHANT,  JR. 

y  K,.  BAILE  Y,  General  Manager  in  America 

56  T  E.  62nd  Street 
CHICAGO 


J 
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Wc  arc  Manufacturers  of 
Clever  Celluloid  Advertising  Signs, 
and  Novelties  that  bring  more  business 
to  the  Manufacturer  or  Business 
Man  who  uses  them 

IF  you  are  a  Manufacturer  and  don’t  believe  in  signs,  step  in  and  ask 
your  druggist  if  HE  believes  in  signs. 

If  he  is  a  live  druggist  he  will  tell  you  that  he  will  NOT  buy  any 
remedy  or  patent  preparation,  no  matter  how  well  it  is  advertised  in 
newspapers  unless  the  salesman  promises  to  send  SIGNS — either  window 
signs,  hangers  or  show  case  signs. 

What  is  good  for  the  druggist  is  good  for  the  grocer — -the  hardware 
dealer — the  furniture  man. 

If  signs  sell  goods  in  a  drug  store,  they  will  sell  goods  in  any  kind 
of  a  store. 

WE  MAKE  CELLULOID  SIGNS-CLEVER.  STRIKING  SIGNS— 
JUST  THE  SORT  OF  SIGNS  THAT  COMPEL  ATTENTION— SIGNS 
THAT  MAKE  A  MAN  LOOK  TWICE  AND  MAKE  A  WOMAN  LOOK 
TWO  TIMES  TWICE. 

We  make  signs  full  of  life — signs  with  action — signs  in  one  color,  two 
colors,  or  a  dozen  lithographed  colors. 

We  make  signs  for  some  of  the  largest  manufacturers  in  the  United 
States,  and  we  put  into  them  a  selling  power  far  beyond  the  hope  of  the 
most  optimistic. 

We  make  NOVELTIES  also  out  of  CELLULOID — we  make  little  and 
big  catchy  novelties — you  never  dreamed  that  such  unique  and  useful 
things  could  be  made  at  such  a  little  cost. 

If  you  are  a  manufacturer  you  ought  to  know  more  about  the  helpful 
advertising  things  we  make,  and  if  you’ll  just  drop  us  a.line  on  your  letter 
head  we  will  gladly  send  samples  and  prices. 

We  gladly  submit,  without  cost  to  you.  Designs  for  Signs  and  Nov. 
elties  appropriate  for  your  business. 

Dictate  a  letter  today;  you’ll  be  agreeably  surprised' to  learn  of  the 
beautiful  Celluloid  things  we  make. 

t  r 

Bastian  Bros.*  Rochester*  N.  Y. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers^^ 


THE  BUSINESS  MAN’S  MAGAZINE. 


197 


$1 


A 


chapter  HI,  The  catalog  business.  How  the  profit  is 
made.  The  evolution  of  a  mail-order  customer.  How  a 
customer  is  secured.  The  kind  of  ads  that  pull.  Arnount 
of  money  to  spend  in  advertising.  How  to  place  it  ad¬ 
vantageously,  etc. 

Chapter  IV.  The  follow-up  system.  Examples  of  fol¬ 
low-up  letters  that  bring  a  large  percentage  of  orders. 

Chapter  V.  The  class  of  goods  for  the  man  with  lim¬ 
ited  capital.  How  to  grow  from  cheap  goods  into  a  more 
pretentious  class  of  articles.  Examples. 

Chapter  VI,  Selling  goods  through  agents.  The  right 
method.  Price  and  profit.  Examples  of  good  ads  and 
letters. 

Chapter  VII.  “Hints  by  the  way.”  Practical  experi¬ 
ence  of  a  concern  that  has  succeeded  where  others  fail¬ 
ed.  Three  follow-up  letters  that  will  prove  excellent 
models  for  many  mail-order  dealers. 

Chapter  VIII.  The  mail-order  medicine  business.  In¬ 
quiries,  and  how  to  turn  them  into  orders.  The  value 
of  testimonials,  and  how  to  get  them.  The  price  and 
the  profit.  The  value  of  a  new  idea,  etc.  Examples  of 
good  ads  and  letters. 

Chapter  IX.  Selling  medicines  through  agents.  How  to 
get  agents  and  how  to  keep  them.  The  literature.  Sell¬ 
ing  on  consignment  and  making  collections.  Three 
strong  letters  to  agents.  This  is  a  long  chapter — the 
suHect  is  fully  covered. 

Chapter  X.  Giving  satisfaction.  Promptness  in  filling 
orders.  Slack  methods  and  where  they  lead.  The  key¬ 
stone  of  a  successful  mail  business. 

Chapter  XI.  Legitimate  schemes.  How  to  make  a  big 
profit  and  still  give  satisfaction.  Samples  of  scheme  cir¬ 
culars  and  follow-up  letters  An  example  of  a  good 
scheme  is  given. 

Chapter  XII.  The  ‘trust  or  consignment  scheme  is 
gone  into  fully.  The  author  has  had  wide  experience  in 
this  class  of  business  and  speaks  with  full  knowledge. 
The  best  class  of  articles  and  premiums  are  shown  in 
the  light  of  practical  experience.  Where  to  buy  at  lowest 
prices.  How  to  get  replies  at  the  lowest  possible  figure. 
Delinquent  creditors.  How  to  keep  the  percentage  of 
losses  down.  Examples  of  dunning  letters.  Do  not  go  into 
the  trust-scheme  business  without  reading  this  chapter. 

Chapter  XIII.  Advertising  mediums.  Importance  of 


Thia  book  la  a  mine  to  all  u^ail  order  men  and  other  bnalneaa  men  who  wlah  to  extend  their  bnalneaa.  It  will  glre  yon  the  reqnlalte  knowledge  to  entei 
the  bnalneaa  intelligently;  and  ^Ith  proapeet  of  aneeeaa.  Yon  will  reeeire  thia  book  and  a  yearV  anbaerlptlon  to  Adrertlaing  (12  nnmbera,  2  volnmea,) 

SEND  TO-DAY  advantage  of  this  great  offer,^  which  contains  the  biggest  dollar’s 

*^*^'*’^ - i -  wnrfVi  of  advertising  instruction  advice  and  information 


ARTHUR  Eo  SWETT 


worth  of  advertising 

Rciyal  IfnsariMic®  Baildingc  Oept. 


evei 


9. 


offered. 

CHICAGO 


COMPLETE 

MAIL  ORDER 

Biggest  Offer  Ever  Made.  Nearly  900  pages  o|  interesting.  | 
solid  and  instructive  matter  relating  to  every  subject  of 
ADVERTISING  and  the  MAIL  ORDER  Business. 


TF  you  are  a  business  man,  advertising  student,  mail  order  man,  ad 
writer  or  connected  in  any  way  with  advertising  or  the  mail  or¬ 
der  business,  send  $1,  and  take  advantage  of  this  offer  to-day. 

edited  by  Arthur  E.  Swett,  has  for  its  contribu- 
V  vi  tors  the  most  brilliant  and  experienced  adver¬ 

tising  men  in  the  world  and  every  conceivable  subject  pertaining  to 
advertisement  writing,  space  buying,  system,  methods,  etc.,  is  dis¬ 
cussed  in  a  masterly  manner  at  once  interesting  to  the  tyro  and  con¬ 
vincing  to  the  most  experienced  advertisers — such  as;  The  Chance 
for  the  Small  Business,  Striking  while  the  iron  is  hot.  Mailing  Cards, 
The  Value  of  Price  in  Advertising.  Why  booklets  bring  business. 
Advertising,  The  Farmer,  the  Catalogue,  Letters  the  mainstay  of  the 
Saving  Bank  Business  by  Mail,  Retail  Advertising  in  the  Country, 
How  Country  Merchants  can  draw  trade.  Employing  an  Ad  Writer,  The  Advertis¬ 
ing  Writer  and  the  man  who  pays  him.  Word  of  mouth  advertising,  How  and  why 
the  Ad  Writer  gets  business.  Good  Schemes  and  Bad  ones,  Continuous  Advertising, 
Inactive  Advertising  Matter,  etc.,  etc.,  and  a  mass  of  other  interesting  matter  too 
numerous  to  mention.  The  man  who  is  studying  advertising  by  correspondence  will 
be  interested  in  “The  Letters  of  an  Advertising  Man  to  His  Younger 
Brother,”  which  discusses  in  a  series  of  heart  to  heart  talks  the  trials,  difficulties 
and  temptations  that  beset  the  young  advertising  writer  in  learning  and  following  his 
profession.  “Principles  of  the  Mail  Order  Business,”  the  most  complete, 
practical  and  comprehensive  book  on  this  branch  oi  advertising  ever  published.  This 
important  subject  has  never  before  been  fully  treated  in  a  special  work  of  this  kind.  A 
complete  synopsis  of  contents  is  impossible  in  the  space  alloted  in  this  ad.  but  it  covers 
every  branch  of  the  mail  order  business  in  20  complete  chapters,  fully  Illustrate. 

Chapter  I.  Largely  introductory.  Shows  the  great  possibilities  of  the  mail  or= 
der  business.  How  manufacturers  can  market  their  goods  by  this  method,  either  by 
selling  to  retailers,  smaller  mail  order  dealers,  or  direct  to  the  public. 

Chapter  II.  The  standpoint  of  the  small  dealer.  How  to  begin  the  business  as  a 
side  line  acquiring  the  necessary  experience  to  go  in  deeper.  Ready-print  circulars  and 
catalogs.  How  to  keep  records  by  the  card  index  system.  How  to  follow  up  inquiries. 

n..  buying  the  right  class  of  circulation.  Value  of  the  differ¬ 
ent  monthlies.  How  to  place  your  ad  in  papers  that  will  pull 
Chapter  XIV.  Typographical  detail.  How  space  is 
measured.  Display  ads.  Reading  matter  ads.  A  flat 
rate.  Classified  ads.  Position.  How  to  send  copy,  etc. 

Chapter  XV.  Postal  pointers.  What  you  ought  to  do 
and  what  you  ought  not  to  do.  Postal  regulations  and 
infractions. 

Chapter  XVI.  The  future  growth  of  the  mail-order 
business.  This  class  of  trade  constantly  increasing. 
The  impetus  given  the  mail  trade  by  the  extension  of 
the  Rural  Free  Delivery.  The  cumulative  results  of  cir° 
cular  mailing.  How  to  strengthen  a  good  first  impres¬ 
sion  so  that  an  order  follows.  This  chapter  shows  the 
way  to  “key”  your  ads  effectively. 

Chapter  XVII.  “Miscellaneous  Schemes.”  Matrimon¬ 
ial  bureaus  and  their  operation.  The  right  class  of  ad¬ 
vertising  literature.  Courses  in  hypnotism,  and  the  im¬ 
mense  profits  realized.  Palmistry,  Astrology  and  Phy¬ 
sical  Culture  are  also  given  attention.  How  to  start  a 
successful  book  or  subscription  business  by  the  mail¬ 
order  method.  The  books  that  sell.  Valuable  points  on 
guessing  contests  and  puzzle  offers. 

Chapter  XVIII.  Gives  exhaustive  consideration  to  th® 
question  of  Financial  Advertising.  How  to  get  mail-or¬ 
ders  for  investment  securities  and  speculative  ventures 
on  margin.  Literature  and  methods.  The  best  mediums 
to  use.  Brokers’  advertising.  The  discretionary  pool. 
Get-rich-quick  schemes.  Real  estate^  advertising.  Build¬ 
ing  and  loan  societies.  Selling  mining  stocks.  Follow¬ 
up  letters,  etc.  Three  model  letters  showing  the  right 
sort  of  argument  to  use. 

Chapter  XIX.  This  chapter  gives  a  plan  for  working 
up  a  very  profitable  business.  Small  capital  is  required 
Where  to  get  goods  that  will  sell.  A  number  of  valu¬ 
able  points  for  every  beginner  in  the  mail-order  business 
Chapter  XX.  Contains  a  number  of  letters  of  mail-or¬ 
der  firms  (names  omitted)  who  were  not  succeeding  as 
well  as  they  should,  or  who  had  made  absolute  failures 
of  the  business.  The  reasons  for  the  lack  of  success. 

The  Appendix  contains  the  names  of  manufacturers 
and  jobbers^  who  supply  mail-order  men  with  goods,  sup¬ 
plies  and  circulars  needed  in  their  business  Full  ad¬ 
dresses  are  given. 
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YOU  HAVE  TWO  HEADS 
at  work  for  you  when  you  use  the 


ELLIOTT-FISHER  COMBINED 
BILLING  AND  ADDING  MACHINE 


While  the  head  and  hands  of  the  operator 
are  busy  typewriting  the  items  of  the  bill, 
there’s  another  head  at  work,  automatically 
and  mechanically  footing  it  up.  ’  . 

When  the  last  item  is  down,  this  other  head 
(the  Adding  Attachment  of  the  Elliott-Fisher 
Combined  Billing  and  Adding  Machine)  has 
the  work  of  adding  all  done  and  all  you  need 
do  is  typewrite  the  result  it  shows. 

Two  heads  are  better  than  one,  and  you 
have  the  two  heads  if  you  use  this  machine. 

You  can’t  beat  this  combination. 

Write  for  further  particulars. 


ELLIOTT-FISHER  COMPANY 


CHICAGO 
MINNEAPOLIS 
ST.  LOUIS 
CLEVELAND 


329-331  BROADWAY,  N.  Y. 

LONDON,  ENG. 


PHILADELPHIA* 

BALTIMORE 

CINCINNATI 

PITTSBURG 
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THE  SMITH  PREMIER  TYPEWRITER  COMPANY 

Dept.  B, 

SYRACUSii,  NEW  YORK 


(With  Tri-Chrom;  Ribbon  Attachment) 

Makes  out  a  bill  in  duplicate  or  triplicate  and,  with  same  opera¬ 
tion,  records  it  on  loose-leaf  sales-book. 

Assures  a  bill  for  every  entry  and  makes  discrepancies  impossible. 

Condenses  the  charges  on  the  sales-sheets  without  loss  of  space. 

Recapitulates  and  classifies  the  sales. 

Does  not  soil  the  sale-sheets  with  the  carbon.  And  by  means 
of  its  three-color  device, 

^  Writes  the  Credits  in  Red  and  the  Body  of  the 
Page  in  Purple  Copying  or  Non=Fading  Ink. 

The  New  Smith  Premier  Billing  Machine  adjusts  itself  to  the 
needs  of  any  office ;  reducing  book-keeping  to  its  lowest  terms,  saving 
time,  promoting  accuracy  and  insuring  neatness  and  legibility.  Write 
for  further  particulars. 
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HAVE  VOU  SEEIX 

1  m  M  inoiii)  lypEii 


ElfERr 
CHARACTER 
IN  SIGHT 
All  THE  TIME 


IVo.  13  VISIBUE 


^ORk,n  SIGHT. 


C.  This  instrument  is  full  of  Labor  Saving  Devices 

Attachmint*^®  including  Polychrome  Ribbon 

Attachment— writing  in  two  colors,  and  Variable 

ktfe^r ~ 

Send  to  our  nearest  representatbe  for  full  particulars 

THE  HAMMOND  TYPEWRITER  COMPANY 

Factory  and  General  Offices  : 

69th  to  70th  Streets  and  East  River,  New  York,  N.  Y. 


TYPEWIllTEIlS^^'i, 


All  the  Standard  Machines  SOLD  or  RENTED  ANYWHERE 
at  to  ^  M'fr's  prices.  t^^REXTAL  APPLIED  on  price. 
Shipped  with  pnvilegeof  examination.  Write  for  Cataloe 
TYPEWRITER  EMPORIUM,  202  LaSalle  Street,  SaGO 


ROLL  PAPER 

FOR  ALL  MAKES  OF 

ADDING  MACHINES 

WE  ARE  MANUFACTURERS,  ' 

WHY  NOT  BUY  DIRECT? 


For  Burroughs,  Universal  or  Pike 

Per 

2  5/16" 

100 

3  15/32" 

No.  SO  Book  (extra  quality). . . 

$7.00 

$9.75 

No.  30  Parchment  (very  strong) 

6.00 

8.50 

For  Standard  2" 

2^" 

No.  50  Book  (ruled) .  $3.25 

$4.00 

$4.50 

For  Comptograph 

2^" 

2%" 

No.  50  Book  (plain) . 

$4.50 

$4.75 

Liberal  Discount  on  500  Roll  Lots 

THE 


WHITAKER  PAPER  COMPANY 

CINCINNATI,  OHIO. 


We  furnish  the  paper  on  which  The  Business  Man’s  Magazine 

is  printed. 


TYPEWRITER 

d?  ^u^'tiS!r^fi«i^d“'’‘*’  r'’°"^  manifolding,  mimeograph  sten¬ 
cil  cutting,  visible  writing,  interchangeable  type  and  prints 

u  '™P®''*ect  alignment  impossible. 

Wi  1  stand  hardest  wear  and  is  practically  accident  proof. 
Write  for  our  booklet  and  instalment  plan.  Agents  wanted 

POSTAL  TYPEWRITER  CO.,  Dept.  46 

_  Office  and  Factory;  Norfolk.  Conn. 


TYPEWRITER  BARGAINS 

ALL  STANDARD  MAKES 
$15.00  to  $65.00 

Most  of  these  machines  have  been  only 
slightly  used— are  good  as  new.  Shipped 
on  approval.  Don’t  buy  a  typewriter 
before  writing  us.  We  will  give  you  the 
best  typewriter  bargains  you  ever  heard  of. 

McLaughlin  typewriter  exchange 

60G  Olive  Street,  St.  Louis,  Mo. 
Agents  wanted  in  all  territories.  Write  for 
_  particulars. 


Clearing  Sale 
Typewriters 

'  We  own  and  offer  as  wonderful  bargains,  150c 
typewriters  which  have  been  used  just  enough 
AH  StantlartI  them  in  perfect  adjustment.  Better 

Makes  Less  new.  Shipped  on  approval, free  examina^ 

yj,——  1/  _ 1000  new  Visible  Sholes  machines,  built 

f  Man  Pries  to  sell  for  SOS—our  price  while  they  last  »46. 
iVe  rent  all  makes  of  machines  for  $3.00  a  month  and  up. 

containing  unparalled  list  of  splendid  type= 
"  writer  bargains..  Send  for  it  today^ 

ROCKWELL  -  BARNES_C0.,_1551  Baldwin  Building,  CHICAGO,  ILL 

FOR  TWENTY-FIVE  DOLLARS 
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10000 


WE  WILL  SELL  THE  REGULAR 

$SO  Commercial  Visible  Typewriter 

m  locations  where  we  have  no  agents  to  protect.  Send  for  illustrated  cata- 
^gue  free,  and  ask  for  Special  Proposition  Guaranteeing  Satisfaetion  or 
Machine  May  be  Returned.  Also  inquire  about  our  InducemenU  to  Agents. 
The  best  offer  ever  presented  to  the  trade.  ^ 

SEND  FOR  ILLUSTRATED  CATALOGUE  ALL 
MAKES  WRITING  MACHINES  REBUILT  LIKE  NEW 

COMMERCIAL  TYPEWRITER  CO..  261  Williams  Street.  New  York  City 


LITHOGRAPHED  Engraving  (for  first  order  only)  $5.00  upward  according 
LETTER  HEADS  '°  copy.  Send  for  Samples  and  Special  Design. 

$2.00  per  1 ,000  H.  STILWELL,  708  pine  st  ST  LOUIS 

Please  ,,, en, ion  TUe  Business  Man's  Ma.osine  ^ken  ueriHn,  ,o  akeZers 


THE  BUSINESS  MAN’S  MAGAZINE. 


201 


Air  Cushion  Feet 


Price,  by  Mail 

$2.00  per  Set 


Air  Cushion  Typewriter  Feet  save  wear  and  tear  on  the 
machine  and  reduce  repair  bills  one-half.  Fifty  typewriters 
equipped  with  these  little  Cushions  will  not  begin  to  make  the 
noise  of  five  operated  without. 

If  you  are  not  satisfied  after  a  trial,  return  them  and  get  your 
money  back. 

Name  machine  when  ordering. 

The  Typewriter  Pedestal  Co.,  918  Hammond  Bldg.,  Detroit,  MIcli. 


5,000 


USED  AND 
REBUILT 


Typewriters 


MARK 


©  @  ®  (D  ®  ©  ©  @  ®  o 
©®®®©®®®©©® 
®®©®®®®0©@0' 
GO®®®G®®®®®® 

ALL  MAKES— ALL  PRICES 

WHOLESALE  and  RETAIL 

SAMPLES  OF  WORK  ON  APPLICATION 

American  Writing  Machine  Co. 

343  Broadway,  NEW  YORK 


WE  WOULDN’T  SAY  SO  IF 
WE  COULDN’T  PROVE  IT 


Underwood 


Typewriter 

is  the  one  real  visible  writer  which 
has  been  unquestionably  proven  to 
be  dependable  under  all  conditions ; 
adapted  to  all  classes  of  work,  and 
free  from  experimental  defects. 


Underwood  Typewriter  Co. 

I  241  Broadway  ^  New  York 
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■  NEVER  SOILS  OR  SPOILS 


Day’s  White  Paste 

It’s  the  i>aste  that  sticks,  but  doesn’t  leave  a  sticky  look. 
It’s  always  ready  in  our  Handy  Paste  Jar,  with  water-well. 
Paste  is  so  much  nicer  than  mucilage,  and  our  Handy  Jar 
makes  it  a  most  convenient  article 

ON  YOUR  DESK,  OR  FOR 
PHOTOS  OR  HOME  USE 

Day’s  is  not  only  as  good  paste 
as  is  made,  but  our  jar  holds  more 
of  it.  Write  us  and  we  will  send  a 

Sample  Free 

You  can  get  your  dealer  to  sup¬ 
ply  you  with  Day’s  25c.  jar,  15c. 
jar,  or  in  bulk,  6  lb.  pail,  $1.00. 

Diamond  Paste  Co.,  66  Hamilton  Street,  Albany,  N.  Y. 


WILL  DEVELOP 
FIVE. 
ENGINE  ONLY 


BP 


GRAY  ^4' 


ItjjPMjltt 


Get  Prices  on 
2  to  24  H.P. 
EISIGINES 


1 

wO 

■  ^Dimop 

Reversible  engine.  Jump  spark.  Perfect  lubrication. 
Crank  shaft,  drop  forged  steel.  Connecting  rod,  bronze. 
Pistons,  ground  to  fit.  .^11  bearings  either  bronze  or  best 
babbitt.  Best  material  and  workmanship  throughout. 
Catalogue  Free. 

GRAY  MOTOR  COMPANY 

25  Leib  Street  Detroit,  Michigan 


r, 


MAKERS  OP 
HALF-TONES  AND 
ZINC-ETCHINGS 
FOR  CATALOGUES. 

BOOKLETS. 
LETTER  HEADS  ETC 

74  WOODWARD  AVE 

DETROIT  MICH. 


Superior  Bandages 
FLAVELL’S 

1007  SPRING  GARDEN 


Write  lor  Catalogue. 
Elastic  Stockings,  Supporters, 
TRUSSES. 

STREET.  PHILADELPHIA 


20  Cents  Will  Do  It 


Tme.H**v*ro  ^mmOlocr 


TMCJ.A.UNOEnwOOO<jDL  PcnnYanmN  t 


This  penholder,  made  of  vulcanized  rubber,  will  not 
roll.  Just  fits  the  hand.  Will  last  a  life-time.  In  black 
or  tan  color.  20  cents  each.  Six  for  $1.00  postpaid. 

Money  Back  if  Not  Entirely  Satisfactory 

The  J.  A.  UNDERWOOD  CO.  Box  B.  PennYan,  N.Y. 


“A  Correct  Trial  Balance” 

IT  CANNOT  FAIL 

I  SELL  a  new  and  very  simple  system  for  ob¬ 
taining  a  correct  trial  balance  as  quick  as 
your  balance  can  be  set  down.  My  system 
will  do  that,  no  matter  what  method  you  use  or 
how  complicated  your  books.  Drop  me  a  postal 
and  let  me  tell  you  more  about  it.  You  don’t 
have  to  buy  it  if  I  can’t  convince  you. 

R.  «J*  DFRBES,  dr. 

Expert  Accountant  New  Orleans.  La. 


How  to  Save 


Money 


Re-Ink  your  own  Tpyewriter 
Ribbons.  Trial  bottle  .  . 


Re-lnk-Em 


$1 


Enough  for  50  Ribbons,  with  full  directions 
how  to  make  them  good  as  new. 

AGENTS  WANTED. 

Ritter-Wright  Specialty  Co. 

1166-1170  E  67th  Street,  CHICAGO. 


Lamson  Coin  Cashier 

Makes  change  quickly,  and 
accurately.  Used  by  U.  S. 
Govt,,  Banks,  Trust  Co.’s  and 
business  houses  generally. 
For  makingup  factory  payrolls 
it  is  a  wonderful  time  saver. 


Lamson  Coin  Trays 

Finished  in  polished  nickel. 
Coin  can  be  stored  and  han¬ 
dled  more  rapialy  and  accu¬ 
rately  than  by  any  other 
method 

T ravs  hold  from  ^30  to  $6,000 
according  to  denomination. 
For  sale  by  principal  stationers . 

LAMSON  CONSOLIDATED 
STORE  SERVICE  CO. 

Rngtoii  Nrw  York  rhii*ii!ro 


I'rice,  rapli  (ray 


I  Can  Sell  Your  Real  Estate  or 
Business  No  Matter  Where  Located 


Properties  and  Business  of  all  kinds  sold  quickly 
for  cash  in  all  parts  of  the  United  States.  Don’t  wait. 
Write  today  describing  what  you  have  to  sell  and  give 
cash  price  on  same. 

IF  YOU  WANT  TO  BUY 

any  kind  of  Business  or  Real  Estate  anywhere  at  any 
price,  write  me  your  requirements,  I  can  save  you 
time  and  money. 

DAVID^P.  TAFF,  THE  LAND  MAN 

415  KANSAS  AVE.  TOPEKA,  KANSAS 
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^  DON’T  WEAR  OUT  YOURS 

BRAIN  ADDING  FIGURES! 


Adding:  is  mechanical  ■work.  It  dulls  the  mind^  and 
takes  energy  which  you  should  save  for  better  things. 
Lift  the  load  from  your  brain,  and  do  this  grind¬ 
ing,  wearisome  adding  with  a  machine.  Use 


THE 


The  Famous  Calculating  Machine,  and  do 
away  with  mental  strain  and  error. 

Capacity,  999,999,999 

Ingeniously  simple,  rapid,  accurate, 
durable,  Adds,  subtracts,  etc. 


A^ompuies  nine  columns  simultaneously.  Saves  time,  labor, 
money.  Makes  adding  a  pleasure  instead  of  a  burden. 

The  Modern  Business  Necessity. 

f 100. 00  would  not  take  it  from  mo.  It  is  all  you  claim. — B. 
Carver,  Troy  Center,  Wis. 

Have  found  it  entirely  equal  to  any  of  the  high-priced  calculat¬ 
ing  machines. — W.  J.  Hirni,  Visalia,  Calif. 

Two  models:  oxidized  copper  finish,  $5.00;  oxidized  silver 
finish,  with  case,  $10.00,  prepaid  in  the  U.  S.  Size  4x10?^  ins. 
Write  for  Free  Descriptive  Booklet,  Testimonials  and 
Special  Offer.  Agents  wanted. 

tC.E  Locke  Mfg.Co»  23  Walnut  St.,  Kensett,loMia  i 


The  Hotchkiss  Automatic 
Paper  Fastener 


C,  The  Hotchkiss  No.  1  Automatic  Paper  Fastener 
uses  a  single  strip  (see  cut)  on  which  there  are 
25  staples.  These  staples  when  inserted  into,  the 
machine  are  automatically  cut  off  and  fed  forward, 
accurately  and  without  failure.  The  staple  is  always 
ready  to  be  driven  and  a  single  blow  will  drive  it 
through  1  to  25  sheets  of  paper,  and  with  the  same 
movement  feed  forward  the  next  staple. 

ALEX  H.  IRVIN  COMPANY,  CURWENSVILLE,  PA. 


This  Book  is  Free 

It  Tells  You  About  a  System  of  Handling 
Figures  with  Lightning  Rapidity 

One  Thousand  Copies  Will  be  Given 
Away  to  Those  Who  Apply  First 


This  book  tells  about  marvelous  methods  of  ' 
shortening  calculations;  methods  that  simplif> 
the  most  difficult  business  problems  and  some¬ 
times  make  it  possible  to  do  the  work  of  an  hour  in 
the  space  of  a  minute.  It  is  from  the  pen  of  a  man 
who  has  devoted  his  life  to  the  subject  of  rapid  and 
accurate  calculations.  He  is  known  throughout  the 
United  States  as  the  foremost  calculator  of  the  day. 
Every  man  should  calculate  quickly  and  with  ease. 
Every  business  man  must  calculate.  Often  a  certain 
calculation  must  be  made  mentally  and  instantly  If 
you  would  take  care  of  your  own  Interests.  By  our 
improved  methods  you  see  results  without  effort.  You 
multiply,  add,  subtract  and  divide  fractions  or  whole 
numbers  with  marvelous  ease.  The  methods  intro¬ 
duced  by  this  book  will  revolutionize  figuring  and 
arithmetic  for  you.  You  can  learn  at  your  own  home 
with  little  effort  and  without  loss  of  time.  If  you  are 
an  office  man  the  result  will  be  seen  in  your  pay  en¬ 
velope.  The  man  who  figures  accurately  and  rapidly 
can  do  three  times  as  much  work  as  the  one  who  uses 
ordinary  methods.  Unless  you  know  all  about  figures 
that  you  want  to  know,  unless  you  are  accurate  in 
every  calculation,  you  cannot  afford  to  be  without  this 
information.  It  costs  you  nothing  to  write  for  the 
book;  it  is  free;  it  may  cost  you  a  good  position  or  a 
valuable  promotion  to  neglect  this  opportunity.  Ad¬ 
dress  Commercial  Correspondence  Schools,  59  P,  Com¬ 
mercial  Building.  Rochester,  N.  Y. 
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SHEET  OF  BEST  AND 
CHEAPEST  LOOSE  LEAF 
LEDGER.  - 


D  E  P  T.fi 


YOU  OUGHT  TO  KNOW  ABOUT  THE  CON¬ 
VENIENCE  AND  ECONOMY  or  THIS  LEDGER. 

N.  W.  RUBEL  &  CO. 

*  .  CHICAGO.  ILL. 


“  How  to  Remember” 

Sent  Free  to  Readers  ot  this  Publication. 


You  are  no  greater  intellectually  than 
your  memory.  Easy,  inexpensive.  Increases 
income,  gives  ready  memory  for  face's,  names, 
studies,  conversation;  develops  will.  Send  for 
Free  Booklet.  DICKSON  MEMORY  SCHOOL,  760  Kimball  Hall,  Chicago 


$80to  $175  Per  Month 

ForFiremen  and  Brakemen, experience 
‘  unnecessary.  Instructions  by  mail  at 
your  home.  High  wages  guaran¬ 
teed;  rapid  promotion.  We  assist 
you  in  securing  a  position  soon  as 
competent.  Send  today.  Full  par¬ 
ticulars  at  once.  Inclose  stamp. 
Natlon.il  Railway  Training  School,  Inc. 
Room  B ,  52  Boston  Bik,  Minneapolis,  Minn 


C|f|l|  IFTTFR^  windows,  store  fronts  and 

■  I  tllM  glass  signs— anyone  can  put  them  on. 

WRITE  TO-DAY  FOR  FREE  SAMPLE  AND 
FULL  PARTICULARS 

AGENTS  ^AfANTED  Agents  can  easily  make  from 

^  I  $25.00  to  $50.00  per  week. 

METALLIC  SIGN  LETTER  COMPANY 
62  North  Clark  Street  .  .  Chicago,  Illinois 


I  Print  My 
Own 
Cards 


Circulars,  Books,  Newspaper. 
Card  Press$5.  Larger$18.  Money 
saver,  maker.  All  easy,  printed 
rules.  Write  factory  for  cata- 
log,  presses,  type,  paper,  cards. 

The  Press  Co.,  Meriden,  Conn. 


If  you  have  $10  Cash,  and  wish  a  $1000  Incomt 
send  to-day  for  our  Free  instructions.  Address  at  one 
MANHATTAN  FINAJS^CE  CO., 
Jersey  City^  •  New  Jersej 


“TmeOmly  Exclusive  House” 

American 
Loose  Leap 
MFQ.  Col  «“o°RK 


BILLING  SYSTEMS.LEDQER  OUTFITS’, 
AND  LOOSE  LEAF  BINDERS,  INDEXES  ET 


FREE 


For  examination.  Sent  at  our  expense  if  you 
mention  this  advertisement. 


Cyclopedia  =/ 
Modem  Shop  Practice 

Four  massive  volumes.  Over  3,000  pages — 
size  of  page,  7  x  10  inches.  Bound  in  ^  red 
morocco  leather.  2,000  engravings.  This 
work  is  especially  designed  for  the  machinist, 
tool  maker,  blacksmith,  foundryman,  pat¬ 
tern  maker,  sheet  metal  worker,  draftsman, 
steam  and  gas  engine  engineer,  electrician, 
etc.,  who  has  not  the  time  to  take  a  regular 
course  of  instruction  or  who  cannot  afford  it. 

REGULAR  PRICE  $24.00 
SPECIAL  30  DAY  OFFER  $12.00 

Let  us  send  you  the  entire  set,  express  pre¬ 
paid,  for  five  days  free  examination.  Pay  us  82 
down  and  82  a  month  for  five  months  if  you  keep 
the  books.  Cash  price,  810.80.  We  send  for  them 
at  our  expense  if  not  satisfactory. 

+1.  be  only  reason  we  make  such  a  liberal  offer  is  to  Interest 
tne  public  In  the  extraordinary  advantages  offered  by  the 
l  egulai-  courses  of  the  American  School.  A  200-page  handbook 
sent  free  on  request. 


BRIEF  TABLE  OF  CONTENTS 

Machine  Shop  Work,  Tool  Making;  Pattern  Making,  Machine 
Desljfn,  Metallu^’g'y;  Gas  and  Oil  Engines,  Producer  Plants, 
Automobiles,  Elevators,  Steam  Engine,  Steam  Turbine,  Manage- 
ment  of  Dynamos  and  Motors;  Forging,  Sheet  Metal  Work, 
Tlusmithing,  Mechanical  Drawing,  Mechanism. 

AMERICAN  SCHOOL  of  CORRESPONDENCE 

3112-21  Armour  Ave.,  Chicago,  Ill. 

Mention  Business  Man’s  Magazine,  Nov. 


Ho!  For  Palm  Boach! 

the  most  healthful;  the  most  beautiful;  the  most 
fashionable  Winter  resort  in  all  America.  When 
you  are  in  F'lorida  you  cannot  afford  to  return 
North  without  having  visited  the  only  resort  that 
is  talked  of  at  a  distance. 

The  largest  hotel  in  the  world,  the  original  alli¬ 
gator  pen;  the  ostrich  fa^'m;  the  inimitable  Ole¬ 
ander  avenue;  Munyon’s  Fairy  Island;  the  rub¬ 
ber  tree;  the  jungle  trail;  the  ocean  pier;  a  four- 
masted  schooner  washed  high  and  dry  on  the 
sands  are  but  a  few  of  the  wonderful  sights.  You 
can  fish,  hunt,  sail,  bathe  or  play  golf,  or  watch 
others  in  the  act  while  you  sit  leisurely  by  and 
enjoy  the  unsurpassable  climate.  Within  a  rad¬ 
ius  of  twenty-five  miles  you  can  see  everything 
for  which  Florida  is  most  noted.  The  impass¬ 
able  I'.verglades  is  our  western  boundary  vWiile 
the  world’s  greatest  highway,  the  Gulf  stream, 
washes  our  eastern  shore. 

West  Palm  Beach  which  is  situated  across  fam¬ 
ous  Lake  Worth  from  Palm  Beach,  and  is  in  the 
very  heart  of  the  Pineapple  region,  has  some¬ 
times  been  called  “The  City  of  Homes.”  Wouldn’t 
you  like  to  own  one  of  the  homes?  It  is  also 
known  as  “The  City  of  Flowers.”  If  you  do  not 
want  a  home  you  should  at  least  come  and  see 
what  beautiful  homes  other  northern  people  can 
have  in  the  south. 

If  you  want  to  rent  a  room,  or  a  house  (fur¬ 
nished  or  unfurnished)  or  if  yon  want  to  buy  a 
Winter  home,  a  pineapple  plantation,  an  orange 
grove  or  a  vegetable  garden,  write  or  call  and'  see 

''The  Currie  Investment  Company 

West  Palm  Beach,  and  we  will  strive  to  suit  you. 
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National  Audit,  Appraisement 
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Blank  Books  and  Loose  Leaf  Devices. 
American  Loose  Leaf  Mfg.  Co.  204 
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Von  Boeckman,  P .  207 

White  City  Art  Co.,  The .  187 


Automatic  Pile  &  Index  Co.,  The.  145 
Globe-American  Co .  195 


Cleveland  Novelty  Co 
Cole  Co.,  G.  W . 
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Office  Supplies. 


Adner  Laboratory  Co.,  The....  165 

.\djustable  Table  Co .  121 

American  Book  Bracket  Co....  171 
American  Embossing  Co.  .  .  .163-186 

Bates  Mfg.  Co .  139 

Buchanan,  B.  E .  185 

Carter’s  Ink  Co.,  The .  169 

Cummins  Co.,  The  B.  F .  137 

Cushman  &  Dennison  Mfg.  Co.  131 

Davis  Chair  Co.,  The .  117 

Dennison  Manufacturing  Co.  .  .  .  101 
Detroit  Coin  Wrapper  Co.,  The.  173 

Humphreys  Sons.  R.  A .  189 

Iliff  &  Co.,  John  W .  173 

Pelouze  Scale  &  Mfg.  Co .  189 

Senderling,  M.  L .  163 

Sengbusch  Inkstand  Co .  167 

Smith,  Chas.  C .  Ill 


Paper, 

Byron  Weston  Co . 

Hampshire  Paper  Co . 

Peninsular  Paper  Co . 

Whittaker  Paper  Co.,  The 


Fens  and  Pencils. 

Blair’s  Fountain  Pen  Co ....  1 73-177 

Conklin  Pen  Co.,  The .  133 

Dixon  Crucible  Co.,  Joseph .  145 

Kendricks  Sons,  Wm .  171 

Modern  Pen  Co .  191 


190 

105 

23 

200 


Spencerian  Pen  Co .  177 

Underwood  Co,,  The  J,  A .  202 

Publishers. 

Abolition  of  The  Trial  Balance.  8 

American  Exporter  .  19 

American  Industries  .  7 

Auto  Contest  .  16 

Broadway  Magazine  .  9 

Burrows  Bros.  Co.,  The........  207 

Business  Man’s  Magazine.  ...  20-19.5 

Clarkson.  David  B .  177 

Collier’s  Weekly  .  181 

Commercial  Correspondence  ...  18 

Complete  Business  and  Account¬ 
ing  Library  .  12 

Continental  Audit  Co..,.: .  193 

Credit  Man  and  His  Work,  The  6 

Home  Study  .  29 

Journal  of  Accountancy .  11 

Marchant,  R.  H .  194 

McClurg  &  Co.,  A.  C .  171 

New  York  Commercial,  The....  13 

Publicity  Publishing  Co.,  The..  169 

Renn,  Geo.  B .  192 

Science  Press,  The .  190 

Shorthand  Writer,  The .  17 

Soule,  George  .  207 

Theatre  Magazine.  The .  15 

Stationery  and  Printing. 

American  Embossing  Co.,  The.  .  25 

Clarke  Engraving  &  Printing  Co.  21 


Electro-Gravure  Engraving  Co.  202 

Halliday,  J.  W .  192 

Herrick  Press  .  192 

Long,  Warren  B .  187 

O’Leary-Padberg  Lithographing 

Co .  188 

Kogan,  John  .  163 

Schuster  Ptg.  &  Engr.  Co.,  B.  J.  207 

Stilwell,  H .  200 

Wiggins  Co.,  The  John  B......  29 


Typewriters. 

American  Writing  Machine  Co.  201 
Commercial  Typewriter  Co....  200 

Elliott-Fisher  Co .  198 

Fox  Typewriter  Co . 2nd  cover 

Hammond  Typewriter  Co.,  The.  200 
McLaughlin  Typewriter  Exch’ge  200 

Oliver  Typewriter  Co . 3rd  cover 

Postal  Typewriter  Co .  200 

Rockwell-Barnes  Co .  200 

Smith-Premier  Typewriter  Co., 

The  .  199 

Typewriter  Emporium  .  200 

Typewriter  Pedestal  Co.,  The.  .  .  201 
Underwood  Typewriter  Co . .  201 

Typewriter  Supplies. 

Cole  Co.,  G.  W .  175 

Lewis,  W.  Cory .  173 

Mlller-Bryant-Pierce  Co . 139 

Ritter  Wright  Specialty  Co .  202 


POKKET  CHECK  PROTECTOR 

Insures  same  absolute  protection  as  ORp 
most  expensive  machine.  By  mail  fcUw 
«.  E,  Proctor  Co.,  140  .Nassau  St.,  New  York 
Agents  ivanted 


3 

,000  Gummed  Labels 

Printed  to 
Order,  1  z  ^ 

Hi!  Postpaid  $  J  .00  fogul 

Fenton  Label  Company,  Philadelphia,  Pa. 

MUSIC  LESSONS  FREE 

Organ,  Banjo,  Guitar,  Cornet,  Violin  or  Mandolin  (your  expense  will  only  be  the  cost  of  postage  and  the  music  you  use,  which 
is  small).  We  teach  by  mail  only  and  guarantee  success.  Established  seven  years.  Hundreds  write:  “Wish  I  had  heard  of  your  school 
before.”  Write  to-day  for  booklet,  testimonials  and  free  tuition  blank.  Address:  U.  S.  SCHOOL  OF  MUSIC,  Box  19-1,  19  Union  Sq.,  N.  Y, 


at  your  home.  For  a  limited  time  we  will  give 
free,  for  advertising  purposes,  96  music  lessons  for 
beginners  or  advanced  pupils  on  either*  Piano, 


Press  Your  Trousers  While  You  Sleep 


•  I 


AN  IDEAL  XMAS  GIFT 

Simplest,  handiest  and  most  economical  method.  Keep  trousers  in  perfect 
order  by  placing  them  in  the  press  on  retiring  and  liy  morning  they  will  have  that  well 
pressed,  fresh  appearance  with  a  regular  “Tailor’s”  crease,  no  matter  how  wet,  baggy 
or  out  of  shape.  The  cost  is  saved  many  times  a  year,  and  provides  a  continuously  neat 
appearance  without  recourse  to  tailor  or  hot  iron.  This  is  the  day  of  the  good  dresser. 
Retain  YOUR  good  appearance  by  sending  $3.50  for  a  Perfect  Pants  Presser.  Pse  It  60 
days  ;  money  returned  If  unsatisfactory.  Circulars  and  full  information  on  request. 

Cypress  Wood,  Mahogany  Stain  Japanned  Finished,  $:t.50.  Hardwood  Veneered 
Boards  Natural  Finish,  $5.00.  Remit  in  Chicago  or  New  York  Exchange. 

PERFECT  PANTS  PRESSER  CO.,  206  So.  6th  St.,  MAYWOOD,  ILL. 

Some  dealers  have  them.  Any  dealer  will  order  one  for  you.  ^Agents  wanted. 


PERFECT 
ANTS 
RESSER 


PUTS  IN  THE  CREASE” 
TAKES  OUT  THE  “bAG” 


BY  USING  THE 


BEFORE 


AFTER 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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First  Mortgage  Bonds  yielding  5f%  sure, 
besides  participating  in  all  earnings. 
Absolutely  secured  by  first  mortgages  on 
Cify  Improved  Real  Estate,  also  Capital 
Stock  and  Surplus.  Management  com¬ 
mended  in  highest  terms  by  National 
Banks  and  Trust  Companies  of  this  City.  .Write  us  for 
fuller  information.  AMERICAN  CONTRACTORS 
CORPORATION,  Equitable  Building,  Baltimore,  Md. 


WITHOUT  EXERCISE 

the  healthful,  exhilarating  effect  of  THE  NATURAL 
BODY  CONFORMER.  A  scientific  appliance  for  men, 
women  and  children  that  cultivates  and  permanently 
maintains  a  strong,  vigorous  body  and  perfect  health. 

Straightens  and  Prevents  Round  Shoulders. 

Deep  breathing  is  the  secret  of  good  health.  The 

Natural  Is  the  secret  of  deep  breathing.  Write 
today  for  Descriptive  Booklet— FREE. 

Dept.  B,  GOOD  FORM  COMPANY, 

255  West  143d  Street,  NEW  YORK 


A  MAGAZINE 
and 

A  BOOK 


(FREE 

A  little  periodical  devoted  exclusively  to  bookish  interests  as  well 
as  being  a  catalog  of  publications — THE  WESTERN  CHRONI¬ 
CLE— and  also  A  BIBLIOGRAPHICAL  LIST  OF  THE  BOOKS 
ABOUT  AMERICA,  will  be  sent  free  to  anyone  making  the 
request.  Your  name  and  address  (with  county)  is  all  necessary. 
You  will  be  agreeably  surprised  with  what  is  received. 

THE  BURROWS  BROTHERS  CO.,  Dept.  B.  Cleveland,  OHIO 

100  Visiting  Cards  Pafi  50c 

Also  Business,  Mourning,  Birth,  Fraternal,  Professional 
and  Emblematic.  We  have  cuts  of  trade  marks  and  Em¬ 
blems  for  all  railroads,  lodges  and  fraternal  societies.  Mono¬ 
gram  Stationery.  Wedding  Invitations  and  Announce, 
ments.  Samples  Free.  Genuine  leather  card  and  pass  cases. 

E.  J.  Schuster  Ptg.  &  Eng.Co.,Dept.  AK,St  Louis, IHo 


BOOKKEEPERS’ COMPANION  BOOKS 


'OULE’S  Philosophic 
)  Practical  Mathematics 

iOie 8x11  in. 


'OULE’S  New  Science 
)and  Practice  of  Accounts 

New  Edition  788 pp. 


The  master  works  of  the  age  on  the  sciences  that  hold  commerce 
and  finance  in  their  orbits.  They  are  revelations  in  Practical 
Mathematics  and  in  Higher,  Expert  and  Corporation  Ac¬ 
counting.  New,  enlarged  editions,  Specimen  pages  and 
indexes  sent  FREE.  Address 

GEO.  SOULE,  603  St.  Charles  St.,  New  Orleans,  La. 


INCREASE  YOUR  SALES 

Write  us  fully,  giving  full  details  of  your  business  and 
methods,  enclosing  $1  and  we  will  send  you  plan  in  details  for 
increasing  your  business,  with  a  year’s  subscription  to  busi¬ 
ness  builders  magazine  “More  Sales.” 

Granville  S.  Standish  Advertising  Agency 

LAPHAM  BUILDING  )  )  PROVIDENCE.  R.  I. 

BREATHING 

IS  THE 

VITAL  FORCE  OF  LIFE 

Send  for  my  64-page  illustrated  book.  Lung  and  muscle 
Culture  the  most  instructive  treatise  ever  published  on  the 
important  function  of  breathing.  Correct  and  incorrect 
breathing  carefully  described  by  diagrams.  Over  200,000 
copies  already  sold.  Book  sent  on  receipt  of  10  cents. 

P.  van  BOECKMAN,  R.  S.,  Room  B93.  500  Fifth  Ave.,  New  York 


PATENTS 


I  WILU  HELR  YOU 


MAKE  MONEY 

(The  same  as  I  have  helped  over  5,000  others) 

No  matter  where  you  are  located  or  what  your  form¬ 
er  occupation.  if  you  are  honest  and  ambitious,  I  will 
teach  you  the  Real  Estate,  Insurance  and  General 
Brokerage  Business  thoroughly  by  mail,  appoint  you 

SPECIAL  REPRESENTATIVE 


of  my  Company  (the  largest  in  America),  and  assist 
you  to  become  a  prosperous  and  successful  business 
man  with  an  Income  of  $3,000  to  $5,000  annually. 

I'niisnally  opportunity  for  men  without  capital  to  be¬ 
come  independent  for  life.  Valuable  Book  and  full  par¬ 
ticulars  KU£E.  Write  to-day.  Address  either  oOloe. 

EDWIN  R.  MARDEN,  President 

Nat’l  Co-Operative  Realty  Co. 


205  Athenaeum  Bldg. 
Chicago,  III. 


or 


205  Maryland  Bldg. 
Washington,  D.  C. 


ART  PORTRAITS 


of  this  and  other  beautiful  women  —  all 
posed  from  life  —  my  series  consists  oi 


ORIGINAL  photographs 


size  7x9  inches,  mounted  on  double  9x12  inch 
mats.  Beautifully  adapted  for  framing — just 
the  thing  fora  den.  I  will  send  you  TWO  full 
size  photographs,  one  of  this  exquisite  bust 
study  and  one  of  a  beautiful  full  figure  study 
entitled  “The  Bathing  Girl,”  (regular  price 
$1.00  each!  together  with  my  special  cata¬ 
logue  whiclf  contains  96  other  illustrations  of 
negatives  of  my  series  (all  from  life),  pre¬ 
paid,  carefully  packed,  for  only  S  1  -OO 
gg^Oatalugue  will  be  sent  only  to  those  accepting  this  offer*=^5ft 

If  you  will  orlerat  once  I  will  include  free  an  original  unmounted 
photoj-raph,  size  3x4  entitled  “The  Sculptor’s  Model.” 

P.  ARTIST  CILMORc.,  6  i  7  Y.  Atlas  Blk,  Chicago,  III, 


6  MONTHS  FREE 

THE  INVESTMENT  HERALD. — Leading  illustrated  finan¬ 
cial  and  investment  paper,  containing  latest  and  most  important  in¬ 
formation  on  mining,  oil  and  other  money  making  industries,  the 
most  successful  companies  and  the  best  dividend  paying  stocks.  It 
shows  how  immense  profit  may  be  quickly  and  easily  made  on  ab¬ 
solutely  safe  investments.  Write  for  it. 

A.  L.  WISNER  &  CO.,  Publishers, 

Dept.  9  78-80  Wall  Street,  New  York 


Let  Me  Sell  Your  Patent 

' '  iR’'  ^ 

My  book,  based  upon  15  years  exper- 

ience  as  a  Patent  Salesman  mailed 

Free.  Patent  sales  exclusively. 

If  you  have  a  patent  for  sale  call  on 

%-  -.,a 

or  write 

WILLIAM  E,  HOYT 

PATENl'  SALES  SPECIALIST 

290  X  BUOAUWAV  iVEW  YOKE  CITY 

ELECTRIC  GOODS 

FOR  CHRISTMAS 

Catalog,  of  200  Novelties  Free.  If  it’s  Electric  we  have  it.  Big  catalog  4c. 

OHIO  ELECTRIC  WORKS,  CLEVELAND,  OHIO 

The  World’s  Headquarters  for  Dynamos,  Motors,  Fans, 
Toys,  Batteries,  Belts,  Bells,  Lamps,  Books. 


WE  UNDERSELL  ALL. 


WANT  AGENTS 


SHEPHERD  &  PARKER 

Attorneys-at-Law  and 
Solicitors  of  Patents 
8B2  F.  Street,  Washington,  D.  C. 

PATENTS  and  TRADE  MARKS  secured  promptly.  Highest  references 
from  prominent  manufacturers.  Write  for  Inventors’  Hand  Book. 

Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers 


ANTI-CROOKED  HEEL 
CUSHIONS 

Will  prevent  running  over  the  Heels  of  Shoes. 
Acts  as  a  cushion  and  can  be  adjusted  tq  make 
the  wearer  taller  if  so  desired.  Makes  walk¬ 
ing  a  pleasure.  At  all  shoe  stores  or  by  mail 
on  receipt  of  price,  50  cents  per  pair,  any 
jsize,  worn  inside  of  shoes. 

NATHAN  ANKLE  SUPPORT  CO.,  88g  Reade  Street,  NEW  YORK 
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On  the  Hill  is  the  Real  Symbol  of  the  Strength  and  Per¬ 
petuity  of  American  Institutions.  The  greatest  Legacy  a  man 
can  leave  his  children  is  a  sound  Education.  A  child’s  En- 
dowmem  Policy  in  The  Prudential  creates  a  Trust  Fund  for 
the  Maintenance  and  Education  of  Children.  A  heritage 
of  millions  is  not  so  valuable  to  the  individual  as  the  legacy 
of  schooling  which  puts  into  his  hands  the  tools  with  which 
he  may  carve  his  own  fortune,  the  weapons  by  which  he 
may  achieve  his  own  destiny.  The  individual,  the  home,  the 
nation,  owe  the  founders  of  safe  and  reliable  methods  of  Life 
Insurance  a  debt  of  gratitude  which  words  cannot  express, 
but  which  hearts  can  feel  and  homes  can  show.” 

Thus  write  I>.  Nathan  C.  Schaeffer,  President  National  Educators  Association  and 
Supermtendent  Public  Instruction  of  the  Commonwealth  of  Pennsylvania.  ~ 

Do  you  want  to  give  your  children  a  Good  Education?  If  so^  write  TKe 
^  complete  copy  of  Dr.  Schaeffer's"  article,  sent  free.  •  You 
will  find  it  both  entertaining  and  instructive,  as  well  as  explanatory  of  how  you  can 
at  small  cost,  guarantee  your  boys  and  girls  an  excellent  schooling.  Write  Dept  125 


Prudential 


Insurance  Company  of  America 

INCORPORATED  AS  A  STOCK  COMPANY  BY  THE  STATE  OF  NEW  JERSEY 

JOHN  F.  DRYDEN,  Prest.  Home  Office:  NEWARK,  N.  J 


PRUDENTIAL 

^»HAS  THE  ^ 

STRENGTH  OF  ■ 
,  GIBRALTAR 


Please  mention  The  Business  Mans  Magazine  when  writing  to  advertisers. 


The  Oliver  Typewriter  is  Supreme 
in  Efficiency,  Durability  and  Sales 


IN  the  race  for  typewriter  supremacy, 
the  Oliver  has  won  by  sheer  force  of 
merit. 

It  has  risen  to  first  place  in  sales  and 
satisfaction  by  reason  of  its  unlimited  speed 
capacity,  its  extreme  durability,  its  won¬ 
derful  versatilit}^ 

Of  course,  it  is  a  visible  writer. 

For  “writing  in  sight“  cuts  out  errors 
and  inspires  the  operator  with  a  feeling  of 
confidence  that  favors  rapid  work. 

Rut  its  free  downward  stroke  and  light 
key  touch  also  add  greatly  to  its  speed. 


TIJc 


OUIVER 

The  Standard  Jlsible  Writer 

is  built  to  expedite  ljusincs.s — and  it  does  it 
1  he  reason  you  can  get  more  and  bet¬ 
ter  work  otit  of  the  Oliver  is  because  we 
have  put  greater  capacity  for  work  into  it. 

Ihe  same  amount  of  effort  and  the  same 
degree  of  skill  that  are  required  to  oper¬ 
ate  an  ordinary  typewriter  will  produce  a 
greater  voliinie  of  better  zvork  from  the 
Oliver. 

This  added  eMeiency  and  eapaeity  in 
ereases  its  value  but  not  its  cost. 

1  he  scientific  construction  of  the  Oliver 
I'ypewriter  insures 
— freedom  from  “breakdowns” 

— ease  of  operation 
— accuracy  of  alignment 
— great  manifolding  power 

adaptability  to  every  business  rec[uire- 
ment,  whether  in  the  correspondence  or 
accounting  departments. 

There  is  something  about  the  Oliver 
that  makes  fast  friends  for  it  everywhere 
its  wonderful  responsiveness  to  every 
business  need  and  its  staying  qualities. 

And  then  it  is  so  compact,  solid,  neat, 
complete  ! 

Just  a  bit  of  inside  history: 

Ten  years  ago  an  obscure  company  be¬ 
gan  making  Oliver  Typewriters.  Com¬ 
petitors  scoffed  at  its  efforts  to  compete 
with  the  $20,000,000.00  t3'pewriter  trust. 


But  it 
goods! 


had  the  machine  that  delivers  the 
What  it  lacked  in  millions,  it  more 
than  made  up  in  the  unquestioned  merit 
of  the  Oliver  which  forged  ahead  until  it 
distanced  its  giant  competitor,  and  today 
stands  supreme  in  the  typewriter  field. 


Today  the  one-time  scoffers  are  sitting 
nil  the  “anxious  seat!” 

Our  School  of  Practical  Salesmanship 
has  trained  and  built  up  for  the  Oliver  the 
greatest  sales  organization  in  the  typewriter 
or  aii}^  other  industry. 

J  he  numerous  promotions  in  the  Oliver 
Sales  Organization  and  the  rapid  exten¬ 
sion  of  our  business  have  created  a  number 
of  desirable  opportunities  for  bright,  ag¬ 
gressive,  resourceful  young  men.  These 
positions  pay  handsome  salaries  and  are 
permanent,  if  the  applicant  is  properlv" 
qualified.  1  he  course  in  the  Oliver  School 
of  Practical  Salesmanship  is  free — all  ex¬ 
penses  paid. 


Get  The  Oliver  Book. 


enmg 


It’s  full  of  the 
most  enlight- 

_  typewriter  talk  you  ever  read.  It 
shows  zvhy  the  Oliver  is  sweeping  the  coun¬ 
try  like  a  tidal  wave.  Your  request  for  a 
free  copy  will  bring  the  book  b^'  first  mail. 


The  Oliver  Typewriter  Co.,  149  Wabash  Ave.,  Chicago 


Think  you  not  that  an 
Adding  Machine  which  com¬ 
petitors  try  hard  to  discredit,  is 
worthy  of  a  test  in  your  office? 


THE  TEST  IS 
FREE! 


In  January  last,  the  Circuit  Court  decided 
against  us  in  a  patent  infringement  suit. 

This  was  widely  advertised  by  the  Bur¬ 
roughs  Adding  Machine  Company  as  “a  legal 
victory  for  the  Burroughs.” 

The  U.  S.  Court  of  / 
has  reversed  the  lower 
decision,  and  so  gives  a 
sweeping  victory  to  the 


Adding  Machine  Co. 


General  Offices  and  Factory : 

3823  Laclede  Avenue  St.  Louis,  Mo. 


OFFICES  IN  ALL  PRINCIPAL  CITIES 


We  make  Universal  AddingMacKincs 
to  operate  by  band  or  electricity 


{EC.  U.S.  PAT.  Office 
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Here  are  the  Reasons 
The  Fox  Typewriter  is  a  Better  Typewriter 
Than  Any  Other  Typewriter  Made: 

It  Has  Perfect  Visible  Writing.  The  entire  writing  line  is  in  the 
direct  line  of  vision  of  the  operator  and  all  the  matter  written  remains 
so — does  not  pass  out  of  sight  under  any  part  of  the  machine. 

It  Has  an  Assembling  Surface  for  the  Type  Bars  oil6%  Inches. 

(Other  visible  typewriters  4^4).  This  admits  of  the  use  of  a  type  bar  it 
of  an  inch  wide — an  adjustable  bar — gives  the  Fox  Visible  the  durability 
and  permanence  of  alignment  of  the  “blind”  machines,  a  hitherto  impossi¬ 
ble  thing  in  the  construction  of  visible  typewriters. 

It  Has  Interchangeable  Carriages.  This  means  if  you  own  a  Fox 
that  you  do  not  have  to  buy  a  new  typewriter  when  you  need  a  long  car¬ 
riage  for  your  machine,  simply  buy  the  carriage.  It  is  instantly  interchange¬ 
able  with  the  one  already  on  the  typewriter. 

It  Has  a  Tabulator.  Every  machine  is  supplied  with  a  tabulator, 
which  for  billing,  invoicing  and  tabulating  figures  is  practically  indispens¬ 
able.  It  is  furnished  iree  with  each  machine. 

It  Has  an  Automatic  Two  Color  Ribbon  Movement.  The  ribbon 
requires  not  the  slightest  attention  from  the  operator  from  the  time  it  is 
put  on  the  machine  until  it  is  worn  out.  It  oscillates  so  that  its  entire  sur¬ 
face  is  used,  and  by  simply  touching  a  button  in  the  key  board  you  print  a 
second  color  as  desired. 

\x.  Has  a  Speed”  Escapement  so  that  by  simply  moving  a  lever 
the  machine  accommodates  itself  to  the  speed  of  a  fast  or  a  slow  operator, 
(this  prevents  a  fast  operator  “piling”  letters  on  a  slow  machine.) 

_ _ i  _ 

You  ought  to  have  these  features  in  your 
typewriter  to  secure  the  best  and  most 
economical  results — they  are  all  found  only 
in  the  NEW  FOX  VISIBLE. 


They  place  the  Fox. away  in  the  lead  of  all  competitors. 
Let  us  prove  this  to  you  in  your  own  office 

Catalogue  on  application. 

FOX  TYPEWRITER  COMPANY 

Factory  and  Executive  Office 

Front  Street,  Grand  Rapids,  Mich. 

Branches  and  Representatives  in  all  Cities. 


Maces  in  our  hands  the  remainder  of  Their  Greatest  Pubiication 


RraL"  M  volumes,  4,000  doubi 

and  New,  latest  edition,  down  to  19C 
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ig  these  few  sets,  would  cause  ereat 


Name. 


HISTORY 

OT  THE 

IWORLD 


HISTORY  HIStORY 

OF  THE  OF  THE 

WORLD  WORLD 


history  history  , history  h^tSiy  history  history 

or  THE  .  OF  the  of  the  OFTHE  jvOF.iXHE  ^oV  the 

WORLD  %ORLD  sWO^D  WORLD  WORLD  ^WORLD 

■  --TV"  -  - 


RIDPATH  RIDPATH  RIDPATH  3RIDPATH  WDPATH 
, VOL, II.  VOL. III.  VOL.  IV.  VOL.V.  •  VOL.VI. 

. ■■■'"' 'i,. 

BARBARIAN  THereoPLEANO  THi  EilUlSH 
ROME.  ascendency  tHEICINGS  i 'JIVOl-UTION. 
the  KINGDOM,  the MOHAMNEOAH  a,eLu,„oin  '  AGE  OF 
THE  republic.  ASCENDENCY.  .  FREOKTHEGREAT. 

THE  fmpirE  FEUOAlASCENOeNCy  ANP  THE  ACE  OF 
THE  crusades,  reformation  REvOt^yjioN. 


RIDPATH 

VDL.VM. 


ATH  , RIDPATH 

y"'- 


"weST'^v- ‘ 'V 

EGYPT. 

chaldaea. 

ASSYRIA. 

.  MEDIA. 

BABYLONIA 

PERSIA. 


GE«MA|IY.  ITALY 


the  close  Of 
THININnEENTW 
and  DAWN  OF 

THE  TWENTIETH 

century 


.  PARTHIA 
*  GREECE 
MACEDONIA. 


THE 

UNITED  STATES 
great  BRITAIK 


EASTER#  EUROPE 
minor  AMERICA* 

"  '  sj-ates. 

OWfi^  MAHONS. 


Weiehs 

55  lbs. 


dung  style  that  history  becomes  as  absorbingly  interesting  til  e™P'res  in  such 
DIDPATH’S  History  is  stron^lv  ,  ,4  u  „  ^  ^^''^atest  of  fiction. 

d  by  the  Great  American  People.  200.000  of  whSm  own  an"d 
J^IDPATH  is  generally  conceded  the  Greatest  History  ever  writtPn 

I - — - ,  It  il  lov.  it. 


Brings  the 
Complete  Set, 
Balance 
Small  Sums 
Monthly 


It  is  theTni;  general  hist^rJ^"^^^^^  'ove  i 

You  should  know  history^n^hese^Sorv^mak" 

I  his  IS  your  chance  to  buy  it  for  less  tha/ever'hpfn*^*^®' 
You  may  pay  in  small  sums  monthly,  if  you  prefer.  ^ 

Send  Coupon  Today  and  We  Will 
Mail  Sample  Pages  FREE 


free 

COUPON 

Wesfern 
Newspaper 
Association 
204  Dearborn  St. 
Chicago,  III. 

Please  mail  sample 
pages  of  Ridpath’s  His¬ 
tory,  and  write  me  full 
particulars  of  your  special 
oner  to  Business  Man’s  Mae-- 
azine  readers. 


Address  , 


Please  mention  The  Business  Man's  Ua.aeinc  token  toriting  to  advertisers. 


the  business  MAN’S  MAGAZINE 


2 


THE  BUSINESS  MAN’S  MAGAZINE. 


OINE  FOURTH  MORE  INCOME 
FOR  ANY  BUSINESS  MAN 


ijCCESS  is  made  up  of  these  qualities:  Know  How — Know  W^hy — Know 
When — and  Do.  All  these  save  the  last  one  we  can  help  you  to.  That 
last  one  you  must  furnish  for  yourself,  but  if  you  have  that,  The  Sprague 
Correspondence  School  of  Law  will  do  the  rest  for  you.  There  is 
nothing  in  the  world  that  will  give  you  so  much  of  a  boost  as  a  good  working 
knowledge  of  Business  Law.  A.ccountants  have  to*  have  it — the  C.  P.  A,,  examina¬ 
tions  demand  it.  Business  men  ought  to  have  it,  no  matter  what  the  position  held. 
The  business  world  is  crying  for  men  who  have  trained  knowledge  and  trained  judg¬ 
ment  and  is  bidding  high  for  them  too.  A  study  of  Business  Law  will  do  more  than 
you  can  possibly  imagine  for  you  in  the  way  of  putting  you  in  the  “know  how” 
class.  No  matter  what  your  present  position,  our  course  in  Business  Law  will  help 
you  to  make  more  money,  for  it  will  give  you  a  special  business  qualification  that 
most  men  lack.  It  will  take  you  out  of  the  ordinary  class  and  put  you  in  a  class  by 
yourself.  The  world  makes  way  for  the  man  who  knows.  Success  means  the  faculty 
of  knowing  and  doing  the  right  thing  at  the  right  time — the  trick  of  clear  judgment 
—the  way  of  seeing  further  ahead  than  the  other  fellow.  A  study  of  Business  Law 
will  teach  you  all  this.  Let  us  tell  you  something  about  these  things.  Something 
about  how  we  have  done  them  for  others.  How  we  can  do  them  for  you.  It  will 
not  cost  you  a  cent  to  let  us  do  this.  Put  your  name  in  the  space  below  and  let 
us  “show  you"  We  are  looking  for  the  “man  from  Missouri.” 


THE  SPRAGUE  CORRESPONDENCE  SCHOOL  OF  LAW 

591  Majestic  Bldg.,  Detroit,  Mich. 

Tell  me  the  details  of  your  proposition.  This  is  to  be  without  any  obligation  on  my  part. 

NAME _ 

street _ _ _ _ _ 

town _ _  STATE  _ _ _ 

OCCUPATION  _ _ _ _ _ 

I  wish  to  prepare  for _ _ _ _ 

^  Here  state  whether  Business  Law  or  Professional  Law  is  desired.  q  Our  College  Law  Course  will 
prepare  you  for  the  Bar.  ■' 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers 
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Imperial  Transfer  Binder 


Positively 

The 

Best 

Sectional 

Post 

Binder 

Made 


1 


CL  Cannot  Get  Out  of  Order. 


^Ten^wall  Monthly  Statement  System 

HAS  BEEN  IN  USE  FOR  TEN  YEARS  BY 
SUCCESSFUL  BUSINESS  INSTITUTIONS 


Ask  for  Samples 


IF  YOU  WANT  UP-TO-DATE  LOOSE 
LEAF  FORMS,  DEVICES  AND  SYSTEMS 
FOR  COMMEROAL  OR  BANK  PUR¬ 
POSES,  WRITE  US  ^  ^ 


The  Tengwall  Company 

MANUFACTURERS  OF  LOOSE  LEAF 
SYSTEMS  and  DEVICES 

1413  Ravenswood  Park,^  Chicago,  Ills.  20  Thames  Street,  New  York,  N.  Y. 

Branches:  Pittsburg,  St.  Louis,  Bloomington,  Minneapolis,  Indianapolis 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Before  You  Sell 
Prepare  to  Buy! 


There  will  be  more  wisdom 
in  purchasing  when  you 
Systematize  your  Purchase 
Department. 


Consider  these  Advantages  of  the 

B-V  Requisition  Order  System 


All  orders,  whether  given  to  a 
visiting  salesman,  or  sent  by 
mail,  of  uniform  size. 

Perpetual  separation  of  “Filled” 
from  “Unfilled”  orders. 

No  going  thru  dead  matter  to 
find  the  live. 

All  orders  filed  alphabetically  by 
purchasee  and  by  commodity. 

Direct  reference  to  any  particular 
order,  no  matter  how  many  or¬ 
ders  purchasee  is  executing. 


Makes  buyer  independent  of  in¬ 
voices. 

Discourages  substitutions. 

Prevents  “padding”  of  orders. 

Furnishes  advice  to  branch  houses. 

Immediate  identification  of  all 
boxes,  barrels,  crates,  etc.,  on 
arrival . 

Advises  Receiving  Clerk  without 
showing  quantities  or  prices. 

Insures  Accurate  Count  by  Receiv¬ 
ing  Department. 


Do  you  know  how  much  you  over-buy  because  of  insufficient  data 
regarding  previous  orders?  Ever  pay  for  goods  you  do?dt  get? 

WRITE  EOR  PARTICULARS. 


All  Your  Clerks 


can  take  Inventory  Simultaneously  if  you  use 


Our  Ideal  Inventory  System 

No  more  alternating  books — No  waiting  for  totals — No  excuse 

for  Infrequent  Inventories. 

The  B-V  Loose  Leaf  Method 


A  Time  Saver — Everybody  can  list  items  on  leaves,  returning  sheets  as 
filled.  Extensions  made  and  totals  secured  immediately. 
Compact — All  sheets  assembled  in  one  binder. 

Accurate — Its  form  facilitates  checking  and  verification  of  extensions. 
Departmentizes — Permits  assembling  of  sheets  by  Departments  and 
Commodities. 

Analyzes — Furnishes  comparative  record  of  stock  (by  Department  and 
Commodity)  with  former  period — Don’t  overlook  this  point. 


We 

Furnish 

This 

Outfit 


1000  Large  Inventory  Blanks 
2  Canvas  Spring  Holders 
1  Half  Bound  Sectional  Post 
Binder 

6  Special  Division  Leaves 
for  Departments 


Complete 

for 

$16.90 


If  qimntities  are  7iot  as  desired,  write  us. 

BAKER- VAWTER  COMPANY 


Tribune  Building 
Chicago 


Dept.  5, 


350  Broadway 
New  York 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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High-Class  Men  Wanted 


NY  MAN  can  g'et  a  job  in  these  prosperous  days. 
And  once  in  a  position  a  man  usually  finds  his 
own  level.  A  really  good  man — a  man  who  does 
things — will  get  the  best  place  in  sight.  Is  the 
best  where  you  are,  good  enough  for  you — have  you  as  good 
a  job  as  you  want  ?  If  not  we  can  help  you. 

Let  us  show  you  the  way  Into  the  private  office 

The  information  is  free— to  let  us  tell  you  our  story  won’t 
cost  you  a  cent.  Write  today. 


The  International  Accountants’  Society,  Inc. 

122  W.  Fort  Street,  Detroit,  Mich. 

Tell  me  your  plan  for  increasing  my  income— the  information  to  be  free. 


Name . . . 

Address .  Town  and  State 

Occupation  .  Line  of  Business _ 


PUase  mention  The  Business  Man's  Magazine  when  writing  to  advertisers. 
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AMERICAN  MANUFACTURERS 

are  invited  to  communicate  with  us  re¬ 
garding  the  cost,  conditions  and  possi¬ 
bilities  of  their  present  and  prospective 

ADVERTISING  m 

FOREIGN  TRADE 

We  can  at  all  times  give  them  valuable  information  about 
marketing  American  manufactured  goods  in  foreign  countries 
and  colonies,  particularly  in  the  British  Empire  and  its  de¬ 
pendencies  covering  one-fifth  of  the  globe.  We  keep  on 
file  for  business  reference  nearly  all  foreign  publications  and 
quote  their  lowest  advertising  rates  on  request. 

We  are  the  only  advertising  agency  in  the  West  that  devotes 
its  energies  to  British,  Colonial  and  Foreign  Advertising. 

LONDON,  ENGLAND,  AGENTS: 

John  Haddon  &  Co.,  Salisbury  Sq.,  Fleet  St.,  E.  C. 

(ESTABLISHED  1814) 

CANADA:  124  York  St.,  Toronto  SOUTH  AFRICA:  100  Long  St.,  Cape  Town 

AUSTRALIA:  128  Clarence  St,  Sydney,  N.  S.  W.  EGYPT:  Cairo 

STRAITS  SETTLEIMENTS:  Raffles  PI.,  Singapore 


WRITE  FOR  BOOKLET  TO 


J.  ROLAND  KAY 

AMERICAN,  B  R  ITI  S  M  COLON  I  AU 

ADVERTISING 


Long  Distance  Telephone 

MAIN  1695 


Teutonic  Building 

CHICAGO,  U.S.A. 


Plsoss  mention  T.  he  Justness  Man's  Magazine  when  writing  to  advertisers. 
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GOLD  FOUNTAIN  PEN 

FREE 

GENUINE  SANFORD  &  BENNETT 

14K  GOLD  FOUINTAIIN  PEN 

Fully  Guaranteed 

f 

A  High  Grade  Pen  Equal  in  Appeara’nce^  Quality  and  Workman¬ 
ship  to  Pens  Usually  Sold,  at  from  $2«00  to  $3«00 

We  not  only  give  you  this  pen  absolutely  free,  but  we  stand  behind 
the  guarantee  and  if  the  pen  should  prove  unsatisfactory  in  any  particular 
you  may  return  it  to  us  and  we  will  refund  your  money  or  give  you  a  new  pen. 

OUR  OFFER  :  Fill  out  coupon  below  and  send  to  us  with  $2.00  for 
two  years  subscription  to  THE  PACIFIC  MONTHLY  and  we  will  send 
you  one  of  these  pens  free. 

Thousands  In  Use  and  Not  a  Complaint 

You  know  that  the  universal  trouble  with  fountain  pens  is  that  they 
leak.  The  Sanford  and  Bennett  pen  Does  Not  Leak  and  our  guarantee 
covers  this  point. 

I 

A  Splendid  Pen  for  The  Business  Man,  Teacher  or  Student 

The  cashier  of  The  Pacific  Monthly  Publishing  Co.,  has  been  using 
one  of  these  pens  daily  for  nearly  a  year  and  says  “Its  as  good  as  new  and 
never  leaks.” 


Pacific  Monthly  Publishing  Co.,  Date . 

Portland,  Oregon. 

Gentlemen  :  Enclosed  find  $2.00  for  two  years  subscription  to  The  Pacific  Monthly 
also  a  Sanford  &  Bennett  Gold  Fountain  Pen  as  per  above  offer.  NEW  or  RENEWAL. 
Please  underline  which  ever  your  subscription  may  be.  Be  sure  to  give  post  office 
address  in  full. 

Name . 

D*  T.  Post  Office  address . . . 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Model  N,  30=35  H.  R,  $2,500 

the  Model  N,  our  leader  for  1907,  is  embodied  the  highest  type 
of  constructive  skill.  For  luxuriousness,  for  speed,  for  strength 
and  reliability,  for  ability  to  meet  all  requirements  the  Model  N 
has  no  superiors  and  few  equals,  either  American  or  foreign  make. 
No  expense  has  been  spared,  nothing  that  would  add  to  comfort  or 
sense  of  security  enjoyed  has  been  overlooked,  the  Model  N  offering 
greater  value  for  the  money  than  any  other  car  on  the  market  to-day. 

Here  are  a  few  facts  to  substantiate  this  claim — more  for  the  askingi 

Transmission  on  rear  axle,  insuring  perfect  alignment  under  any 
conditions  and  giving  added  strength.  Selective  type,  sliding  gear, 
with  three  speeds  forward  and  reverse,  permitting  instantaneous  change 
to  any  desired  speed. 

BRAKES  :  Two  on  each  rear  hub — internal  expanding  and  exter¬ 
nal  band. 

MOTOR:  Four  cylinder,  vertical,  water  cooled,  developing  30-35 
H.  P.  Jump  spark  ignition.  Valves  mechanically  operated  and  inter¬ 
changeable.  All  gears  encased.  All  moving  parts  balanced,  insuring 
easing  riding. 

CLUTCH  :  Expanding  type,  eliminating  all  strain  when  starting. 

BODY:  Metal,  double  side  entrance,  roomy  tonneau,  with  the  grace¬ 
ful  lines  that  distinguish  the  WAYNE  from  all  others. 

FRAME  :  Pressed  steel.  Wheel  base:  106  inches.  Tread:  56  inches. 

Everything  the  Best  that  Money  Will  Buy 

We  are  also  continuing  our  50  H.  P.  seven  passenger  car,  with  Pullman 
body,  for  $3,500,  and  our  Model  K,  5  passenger  car,  at  $2,500. 

Catalogue  and  further  details  for  the  asking. 

Wayne  Automobile  Co. 


Department  J 


Detroit,  Michigan 


U.  S.  A. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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REE 


American  Industries 

(Official  Organ  of  the  National  Association  of  Manufacturers) 


f|T  The  cost  of  this  standard  book  on  advertising 
^  has  always  been  $2.00.  The  subscription 
price  of  American  Industries  is  $1.00  a  year 


Cut  off  and  fill  the  coupon  below,  pm  a  dollar  bill  to  it  and 
mail  it  to  us  if  you  want  American  Industries  and  The 
Advertising  Data  Book,  both  for  $1.00. 


COUPON 

. 190 

American  Industries 
810  lUuiden  Lime  Kid., 
New  York  Cily 
Please  find  enclosed  one 
dollar  for  which  send  me 
American  Industries  for  one 
year  from  date;  and  also  send  me 
free  the  Mahin  Advertising  Data 
Book  (latest  edition). 


Name . 


Address,., 


The  Advertising  Manager 
will  be  glad  to  know  that  we 
can  send  him  for  the  next  six 
weeks 


With  a  year’s  subscription  to 
“  The  Manufacturers’  Paper  ” 


The  Mahin 
Advertising 

Data  Book 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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tear  Up 
your 

trial 

Balance 

Bere’s  a 
may  to 
Do 

miM 
It! 


The  Abolition  of  the  Trial  Balance 

will  show  you  how  to  get  rid  of  the  most  vexing  problem  a  book-keeper  has  to  face— the 
trial  balance.  The  process  is  so  simple  that  you  will  wonder  how  you  ever  did  without  it. 
For  a  long  time  this  plan  was  held  a  close  secret  by  a  few  public  accountants — we  put 
It  at  your  disposal  at  an  insignificant  cost— only  two  dollars— in  the  book  here  mentioned 
The  Abolition  of  TheTrial  Balance, — 168  pages — bound  in  half-morocco.  Full,  com¬ 
plete  and  easily  understood  directions  will  be  found  here  for  opening  and  closing  your 
books  for  transfer  from  partnership  to  corporation  and  for  doing  away  with  the  book¬ 
keeper  s  nightmare — the  trial  balance.  Save  hours  of  hard  work  for  yourself. 


Order  To-day,  $2.00  Postpaid 


The  Book- Keep  er  Publishing  Co.,  Ltd.,  Detroit,  Mich. 
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THE  BUSINESS  MAN’S  MAGAZINE. 


BUSINESS  MAN’S  MAGAZINE 


The  business  world  of  today  demands  that  things 
be  done  quickly — but  it  also  demands  that  they 
be  done  well.  The  man  or  the  concern  which 
cannot  be  both  speedy  and  accurate  will  run  be¬ 
hind  or  run  off  the  track.  Quickly  and  well  has 
a  vastly  different  meaning  today  than  it  had  a 
few  years  ago — or  even  a  few  months  ago.  The 
power  of  yesterday  is  not  the  power  of  today.  The 
methods  of  yesterday  will  nqj;  do  today.  THE 
BUSINESS  MAN’S  MAGAZINE  TEACHES 
THE  METHODS  OF  TODAY.  Science  revises 
its  theories  and  its  practice  day  by  day  according 
to  the  latest  discoveries.  The  business  man — the 
merchant,  the  manufacturer — the  foreman — the 
clerk — who  refuses  to  do  the  same  will  soon  find 
himself  so  far  towaid  the  rear  of  the  procession 
that  he  can’t  even  hear  the  band.  Now  no  mat¬ 
ter  what  place  you  occupy  in  the  business  world — 
no  matter  whether  you  are  the  greatest  or  the 
least  in  your  business  connection — let  us  ask  you 
a  question:  Would  it  be  worth  your  while — if 
you  could  afford  it — to  visit  the  best  concerns  in 
your  line — to  talk  to  the  best  posted  men  in  it — 
to  observe  the  methods  of  others — to  be  privileged 
to  select  for  your  own  all  that  was  better  in  what 


you  saw  and  heard?  Of  course  it  would.  If  it 
were  not  worth  while  it  would  not  b*e  practiced  by 
those  who  can  afford  it  as  it  is.  How  did  JAPAN 
manage  to  make  such  wonderful  industrial  progress 
in  the  course  of  the  last  few  years?  How  did  that 
little  country  manage  to  arrive  at  a  point  where 
she  is  a  serious  competitor  of  all  the  older  com¬ 
mercial  countries?  Why!  by  systematically  observ¬ 
ing  all  that  these  others  were  doing  and  then 
appropriating  the  best  there  was  in  each  as  her 
own.  With  this  purpose  in  view  she  had  repre¬ 
sentatives  in  every  school,  in  every  shop,  in  every 
factory  of  note.  No  matter  what  you  are — clerk  or 
manager — you  must  do  the  same  or  fall  out.  You 
cannot  spend  your  time  in  doing  this  in  person 
but  THE  BUSINESS  MAN’S  MAGAZINE  will 
do  it  for  you.  Month  by  month  the  best  business, 
shop,  office  and  factory  practice  will  be  presented 
to  you  in  its  pages.  Month  by  month  you  will 
be  kept  in  touch.  Month  by  month  you  will  be 
kept  from  falling  behind.  To  do  it  in  person 
would  cost  you  many  hundreds  of  dollars.  THE 
BUSINESS  MAN’S  MAGAZINE  will  do  it  for 
you  at  a  cost  of  one  dollar  for  a  whole  year.  Join  our 
hundreds  of  thousands  of  readers  and  do  it  to-day. 


THE  BUSINESS  MAN’S  MAGAZINE  is  published  monthly.  The  cost  is  one  dollar  the  year.  Every 
month  it  gives  you  business  plans  and  business  methods  which  are  worth  a  hundred  times  that  sum.  Every 
month  it  describes  to  you  methods  and  systems  which  have  been  worked  out  at  a  cost  of  thousands  of 
dollars.  And  the  cost  to  you  each  month  is  only  eight  and  one-third  cents.  It  is  not  really  a  question  of 
cost  either  for  what  you  get  in  its  pages  you  could  not  get  elsewhere  at  any  price.  Try  it  for  yourself  and 
you  will  find  this  to  be  true.  Send  for  a  trial  subscription — fifteen  cents  in  stamps — as  an  experiment. 
Or  send  one  dollar  for  a  full  year  and  we  will  send  THE  BUSINESS  MAN’S  MAGAZINE  each  month 
and  in  addition — as  an  acknowledgment  of  your  order — our  business  reminder  which  you  will  consider 
a  good  investment  if  you  got  nothing  else. 


ONE  DOLLAR  THE  YEAR 

TRIAL— 3  MONTHS— FOR  t5  CENTS  IN  STAMPS 

THE  BUSINESS  MAN’S  MAGAZINE 

122  FORT  STREET  WEST  '  DETROIT.  MICH..  U.  S.  A. 


Phase  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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— full  of  “plums” 
as  a  Christmas  pudding 


Charles  De  Kay 


Charles  H 
Cochrane 


John  Edwin  Jackson 


Seven  West  Twenty-Second  Street,  New  York 


In  the  Christmas  number 
of  The  Broadway  Magazine 
you’ll  open  up  a  feast  of  time¬ 
ly  reading,  sure  enough — the 
snappiest  and  most  entertain¬ 
ing  spread  that  you’ve  ever 
clapped  your  eyes  on  between 
the  two  covers  of  a  magazine. 

Just  a  peep  to  whet  your* 
interest — 

Anne  O’ Hagan  has 
a  unique  article  on 
“Christmas  in  Many 
Streets,”^-  illustrated  by 
six  well-known  artists. 
“The  Three  Kings  of  Lib- 
ertad”  is  the  first  part  of 
a  short  serial  by  L.  Frank 
,  T  o  o  k  e  r — one  of  those 
tales  that’ll  make  you 
smile  every  time  you  think 
of  it.  “The  Re-annexation  of 
Long  Island”  is  the  last  of 
The  Future  Terminal  Facil¬ 
ities  of  New  York 
series. 

Other  contributors 
are:  Rupert  Hughes,  Em¬ 
ery  Pottle,  Eugene  Wood, 
Charles  De  Kay,  Theo- 

The  Nearest  Newstand 
Holds  the  Proof 


Eugene 

Wood 


Rupert 


Hughes 


dosia  Garrison,  William  Bul¬ 
lock,  Anne  Warner,  Katherine 
Metcalf  Roof,  Louise  Eorss- 
lund  and  Robert  Elliot. 

The  pictorial  features  are 
nothing  short  of  superb.  Im¬ 
agine  this  treat:  John  Cecil 
Clay,  John  Edwin  Jackson, 
Everett  Shinn,  A.  Methfes- 
sel,  Martin  Justice,  Jay 
Hambidge,  James 
Montgomery  Flagg, 
Walter  Whitehead,  Si¬ 
gurd  Schau  and  Mark 
Fenderson. 

The  Broadway  Maga¬ 
zine  is  New  York  in  a 
mirror — a  clear,  true,  time¬ 
ly  reflex  of  the  complex 
life  that  makes  Gotham 
the  greatest  city  in  the  world. 

From  front  to  back  cover 
the  Christmas  number  of 
The  Broadway  Magazine  will 
inte7'est  you.  It  is  a 
magazine  for  us  to  be 
proud  of — and  we  ai'c; 
a  magazine  for  you  to  be 
pleased  with  —  and  you 
will  be. 

Sample  Copies 
Free 


James 
Montgomery 
Flagg 


Plsose  fnentton  The  Business  Man’s  Magazine  when  writing  to  advertiser: 
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PHOTO  BY  courtesy  CCAYTON  S  DOG  REMEDIES,  CHICAGO 


THE  LARGEST  ENGRAVING  AND  PRINTING 
MAIL  ORDER  PLANT  IN  THE  WORLD  IS  AT 
YOUR  SERVICE  .  TWENTY-FOUR  HOURS  A 
DAY,  EVERY  WORK  DAY  IN  THE  YEAR, 
YOUR  ORDER,  WHETHER  FOR  50  CENTS  OR 
$5,000.00,  WILL  BE  THE  OBJECT  OF  SPECIAL 
CARE.  NO  MATTER  WHETHER  YOU  ARE  IN 
NEW  BRUNSWICK,  ALASKA,  SAN  DIEGO, 
CALIFORNIA,  FLORIDA  OR  NEW  YORK,  YOUR 
ORDER  WILL  BE  HANDLED  JUST  AS  INTEL¬ 
LIGENTLY  AS  IF  YOU  WERE  IN  OUR  OWN 
OFFICE,  TALKING  THE  MATTER  OVER.  LET 
US  DEMONSTRATE  IN  A  PRACTICAL  WAY 
WE  ARE  ALL  WE  CLAIM.  EVERY  KIND  OF 
ENGRAVING  IN  BLACK  AND  WHITE  OR 
COLORS,  ENGRAVED  CALLING  CARDS, 
PRIVATE  CORRESPONDENCE  PAPER,  OF¬ 
FICE  STATIONERY,  RUBBER  STAMPS,  STEEL 
DIE  EMBOSSING— EVERYTHING  PERTAINING 
TO  PUBLICITY.  OUR  PRICES  ARE  LOWER 
THAN  THE  SAME  QUALITY  OF  WORK  COSTS 
ELSEWHERE.  WRITE,  WIRE,  PHONE  OR  CALL. 


All  of  the  illustrations  in  this  issue  muere  made  by  the  above  Company 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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This  $2,000  Auto 


FREE 

To  Some  Subscriber  of  the 
Business  Man’s  Magfazine 

This  “wayne”  auto  is  the  acme  of  elegance  and  the  climax  of  scientific 

perfection  in  modern  high-power  Touring  Cars.  It  is  the  famous  “  Model  B,” 
made  by  the  Wayne  Automobile  Company  and  is  sold  for  two  thousand  dollars. 

We  will  give  it  away — absolutely  free  to  one  of  our  subscribers.  No  lottery — write  for 
full  details  at  once.  This  car  will  compare  most  favorably  with  any  of  the  imported 
cars  for  which  twice  the  price  is  asked.  The  motor  is  of  the  latest  type— four-cylinder 
with  the  new  sliding-gear  power  trahsmission.  With  it  we  will  furnish  two  side  lamps, 
one  tail  lamp  and  a  full  set  of  tools.  It  has  three  speeds  forward  and  one  reverse  and 
is  easily  controlled.  The  mechanism  is  beautifully  simple  and  its  use  can  be  learned  in 
an  hour  or  two  of  actual  practice.  Its  traveling  radius  is  three  hundred  miles.  With 
it  distance  is  annihilated.  Don’t  miss  this  chance  to  get  this  beautiful  car  FREE  OF 
COST.  Full  details  for  the  asking.  Write  for  full  particulars  to 

The  Business  Man’s  Magazine 

12:2  Fort  Street:,  West  Detroit,  Michigan 

- _ J 
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THE  BUSINESS  MAN’S  MAGAZINE. 


A  catalog  cover  should  serve  two  purposes  and 
two  only. 

It  should  be  attractive — suggest  quality  goods  and 
invite  the  recipient  inside.  Also  it  should  serve  to 
protect  and  preserve  the  catalog  thru’  all  kinds  of 
rough  handling. 


But  few  cover  papers  possess  both  these  qualities.  Many  possess 
neither — some  one  or  the  other.  That  is  some  papers  are  attractive,  but 
lose  that  attractiveness  before  the  ink  is  scarcely  dry,  or  the  paper  may 
lack  beauty  while  possessing  great  wearing  qualities.  Money  spent  for 
such  papers  is  money  worse  than  wasted. 


Peninsular  cover  papers  possess  both  qualities  in  a  superlative  de¬ 
gree.  For  over  thirty-nine  years  we  have  made  a  specialty  of  coyer  paper, 
until  we  have  developed  a  line  which  for  distinctive  colors,  firmness  of 
texture,  perfect  finish — in  either  plate  or  antique — is  not  equaled  by  any 
cover  paper  mill  in  the  world.  The  Peninsular  Covers  clothe  every  cata¬ 
logue  where  taste  and  beauty  is  a  mark  of  the  printer’s  skill. 

Write  us  for  our  samples  as  every  buyer  of  a  considerable  amount 
of  high-grade  printing  should  have  them  on  his  desk  for  constant  refer¬ 
ence.  We  must  insist  that  your  request  come  to  us  on  your  business 
letterhead. 


Peninsular  Paper  Company 
Ypsilanti,  Michigan 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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Are  You  A  Tneatregoer? 

If  you  are,  or  if  you  are  not,  you  will  like 


THE  THEATRE  MAGAZINE 


IF  you  are  a  theatregoer  you  will  like  to  see  presented  to 
you,  in  a  most  sumptuous  manner,  the  portraits  of  the  players 
people  are  talking  about  and  the  scenes  of  the  plays  you  have 
seen  or  will  see. 

IF  you  are  not  a  theatregoer  it  will  appeal  to  you  just  as 
much  as  it  will  bring  you,  in  the  comfort  of  your  easy  chair 
in  your  own  home,  the  new  plays  with  their  pleasurable 
association. 


THE  THEATRE  MAGAZINE 


edited  by  ARTHUR  HORNBLOW,  publishes  every  month  impartial  and 
authoritative  criticisms  of  all  the  leading  plays,  liberally  illustrated,  and 
reproductions  of  striking  scenes,  portraits  in  black  and  white  of  promi¬ 
nent  players,  and  one  sumptuous  colored  full-page  portrait  done  so 
artistically  that  they  are  eagerly  sought  for  by  collectors,  and  alone 
worth  the  price  of  the  magazine. 

We  have  a  SPECIAL  LIBERAL  OFFER  for  you:  FOR  $3.00,  the 

regular  yearly  subscription  price,  we  will  enter  your  name  as  a  sub¬ 
scriber  for  1907,  and  in  addition  will  send  you,  ABSOLUTELY  FREE: 

The  OCTOBER  number,  containing  sixty-eight  pictures  and 
a  beautiful  colored  portrait  of  MISS  GRACE  GEORGE  in 
“CLOTHES.” 

The  NOVEMBER  number,  containing  eighty  pictures  and  a 
beautiful  colored  portrait  of  ROBERT  MANTELL  in 
“HAMLET.” 

The  CHRISTMAS  number,  which  will  contain  over  sixty 
pages  of  text  matter,  one  hundred  and  twenty-five  illustrations, 
besides  a  remarkable  portrait  of  MISS  BLANCHE  BATES 
in  “THE  GIRL  OF  THE  GOLDEN  WEST.” 

A  total  of  two  hundred  and  seventy-three  illustrations,  three 
colored  plates,  which  will  be  sent  to  you  at  once. 

I-nF-rnrliipTn-rv  Offer  familiar  with  THE 

introauctory  wrier,  theatre  magazine,  and  you 

want  to  know  what  it  is  like,  for  only  TWENTY-FIVE  CENTS,  in¬ 
stead  of  SEVENTY-FIVE  CENT  S,  regular  price,  we  will  send  you 
postpaid  THE  PLAYERS’  GALLERY,  a  neatly  bound  volume  of  three 
current  issues,  one  hundred  pages  of  the  THE  THEATRE  MAGA¬ 
ZINE,  comprising  three  portraits  m  colors  and  many  in  black  and 
white,  size  10  x  13,  220  illustrations  of  leading  plays  and  players, 
enough  in  all  for  a  small  library. 

Send  at  once.  Address 

Tke  Tkeatre  M  agazine 

20  ^^est  33<1  Street,  New  York 


w 
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Your  Business  at  Your 

Finger  Tips 

^  Only  the  man  who  has  built  up  a  well-balanced,  thoroughly  systematized  business 
organization  can  ever  hope  to  have  his  business  at  his  finger  tips.  It  is  system  that  keeps 
a  man  in  touch  with  every  department  and  every  detail  of  his  business. 

A  man  s  success  in  business — his  progress — is  measured  by  his  ability  to  system- 
a  ize  to  organize.  Men  who  have  acquired  this  ability — who  know  how — are  in  con¬ 
stant  and  increasing  demand.  The  ability  to  systematize  is  a  profession  in  which  the  average 
income  is  larger  than  in  almost  any  of  the  better  known  professional  lines. 

^  Every  young  man  who  is  ambitious  to  advance  to  an  executive  position  or 

who  wants  to  acquire  an  independent  business,  should  learn  systematizing — the  science  of 
business  organization. 

K/t  conducted  under  the  personal  direction  of 

If’k  '-‘l  systematize  your  own  or  any  other  business. 

It  has  been  the  stepping  stone  to  a  better  income  for  many  young  men.  We  have  gradu- 
ates  in  all  parts  of  the  country  to  whom  we  will  gladly  refer  you. 

^  you  would  like  to  know  what  we  can  do  for  you  and  what  others  say  about 
the  value  of  this  intensely  practical  course,  write  to  Mr.  Griffith  to-day  and  ask  him  to 
send  you  a  copy  of  Convmcing  Evidence.** 

Address  J,  B.  GRIFFITH,  Director 

*  / . 

International  Accountants’  Society,  Inc. 

112  W.  Fort  St.,  Detroit,  Mich. 
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The  Shorthand  Writer 

A  MAGAZINE  FOR  AMBITIOUS  STENOGRAPHERS 

ROBERT  F.  ROSE  and  W.  L.  JAMES,  Editors  and  Publishers 


The  Shorthand  Writer  is  edited  and 
contributed  to  by  the  most  prominent  of 
expert  court  reporters.  Its  editors  have 
been  the  most  successful  shorthand  report¬ 
ers  in  the  world. 

The  Shorthand  Writer  teaches  legal 
pleadings  and  all  work  to  be  encountered 
in  law  offices,  explaining  fully  all  forms  in 
common  law  and  equity,  and  illustrating 
them  with  the  shortest  and  most  legible 
shorthand. 


reporting  offices.  The  court  reporting  de¬ 
partment  is  fully  illustrated  with  the  most 
contracted  and  legible  shorthand,  written 
by  the  most  expert  reporters. 

The  Shorthand  Writer  teaches  the 
terminology  in  various  lines  of  business,  its 
“Encyclopedia  of  the  Crafts”  department 
detailing  the  method  of  manufacture  of  all 
known  commercial  articles,  explaining  the 
technical  terms  and  fully  illustrating  each 
article  with  the  most  concise  and  easily  read 
shorthand. 


The  Shorthand  Writer  teaches  court 
and  general  reporting,  giving  the  short  cuts 
and  expedients  used  in  this  class  of  work, 
explaining  the  various  forms  and  teaching 
the  methods  employed  in  the  largest  court 

The  Shorthand  Writer  contains  many  more  practical  features  and  costs  but  $2.00 
a  year — 25  cents  a  copy.  Every  stenographer  should  have  it. 


The  Shorthand  Writer  gives  its  readers 
the  benefit  of  the  Employment  Department 
without  cost.  Stenographers  are  placed  in 
positions  throughout  the  United  States, 
Canada  and  Mexico. 


THE  SHORTHAND  WRITERS’  -  DICTATION  BOOK 


The  most  practical,  up-to-date  and  instructive  dictajion  book  ever  published.  It  teaches 
and  explains  shorthand  work  in  all  the  highest  braftiehes.  To  appreciate  it  you  must  see 
it.  Price  $1.50. 

OUR  SPECIAL  OFFER 

We  will  send  The  Shorthand  Writer  for  one  year  and  The  Shorthand  Writers’ 
Dictation  Book  (value  $3.50)  on  receipt  of  $2.75.  If,  on  receipt  of  the  first  copy  of  the 
magazine  and  the  dictation  book,  you  do  not  desire  it,  return  the  dictation  book  to  us 
and  we  will  cancel  your  subscription  to  The  Shorthand  Writer  and  return  your  money 
at  once.  We  absolutely  guarantee  this  magazine  and  book.  If  you  do  not  wish  them, 
after  examining  them,  return  the  book  in  ten  days  after  your  receipt  of  it,  and  we  will 
return  your  money. 

Fill  out  the  coupon  printed  below,  enclose  it  with  $2.75,  and  send  today.  You  run 
no  risks.  Do  it  now.  Mention  this  magazine. 


THE  SHORTHAND  WRITER, 

79  Clark  Street,  Chicago,  Ill. 

As  per  your  offer  in  The  Business  Man’s  Magazine,  please  send  me  one  copy  of  The 
Shorthand  Writers'  Dictation  Book,  and  enter  my  name  as  a  subscriber  for  The  Shorthand 
Writer  for  one  year.  It  is  understood  that  if  I  am  dissatisfied  with  either  the  book  or  maga¬ 
zine,  and  return  the  book  within  ten  days  from  its  receipt,  you  will  cancel  my  subscription  to 
the  magazine  and  return  the  $2.75,  which  is  enclosed  herewith. 

Name . 

Address . 

City  and  State . ‘ 
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22 


THE  BUSINESS  MAN’S  MAGAZINE. 


A  notable  addition  to  the  literature  of  factory  organization  and  manufac¬ 
turing  practice.  A  complete  manual  of  modern  and  up-to-date  cos- 
keeping  methods.  The  author  is  the  well-known  authority 


CHARLES 


COOK 


(Tits  IS  a  standard  text  book  used  by  The  Internationad  Accountants'  Society  in 
The  Improved  Balance  Sy stein  of  Cost  Accounting-^’)  ^ 

A.  BRIEF?  SVrvOPSIS 

nineteen  CHAPTERS-Covering  ;  Office  Routine,  Sales  Department  Purcha«;p  Rprnra. 
Department  Reports,  Treatment  of  Tools,  Distribution  of  Expense  romnaraHv!  r!  n  t' 
Machinery  Reports,  Records  of  Inspection,  Factory  Orders  Reaufsitions  rnntmihw  ^  I' 
Stoch  Records,  Price  Systems,  Treatment  of  Scrap  In ventorffif  perne^^^^^^^ 

Investigation  of  Leakages,  Stock  Tracers,  The  Time-Keeper’s  Department  ErploymenrOe 
partment.  Job  Cards,  Assembling,  Pattern  Records  Selling-  Rprnr^Q  c  A- 

work  Systems  Factory  Rules,  fnventor’s  Agreements!' Ap'premSip^Co  tracfs'^^ 

this  IS  the  most  complete  treatise  on  the  subject  ever  presented.  ^  onrracts.  in  shori 

2IS  Rages - |2Q  Special  Eorms 

BOUND  IN  HALF-LEATHER  WITH  GOLD  TOP  AND  TITLE 

$5.00  ROST-RAID 

The  Book-Keeper  Publishing  Co.,  Ltd.,  Detroit,  Mich 


Please  menUon  The  Bustness  Man’s  Magazine  when  writing  to  advertisers. 
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‘AMERICAN  EXPORTER’S”  Foreign  Trade 
the  publicity  and  other  features  of  the 


In  April,  1905,  the  ' 

Service  was  added  to 
publication. 

For  the  twenty  months  from  that  date  up  to  November,  1906,  the  ex¬ 
penses  of  the  “AMERICAN  EXPORTER”  were  $78,246.65  more  than 
during  the  twenty  months  previous  to  the  establishment  of  that  service,  an 
average  of  $5,912.23  a  month. 

The  tours  abroad— (the  publisher  recently  returned  from  a  13,546-mile  tour  of 
South  America  in  connection  with  Secretary  Root’s  visit;  last  year  he  travelled 
24,342  miles  as  a  member  of  Secretary  Taft’s  party)  and  other  features  recently 
introduced  have  made  the  expenses  increasingly  heavy.  For  instance,  during  the 
six  months  ending  November,  1906,  the  extra  cost  of  the  publication,  including  the 
Foreign  Trade  Service,  was  $38,114.86,  an  average  of  $6,552.47  a  month. 

No  additional  charge  is  made  for  the  Foreign  Trade  Service  and  yet  there  has 
been  no  increase  in  rates.  This  unique  and  important  practical  service  is  fur¬ 
nished  free  to  all  advertisers  in  the  “AMERICAN  EXPORTER.” 

How  the  business  of  the  “AMERICAN  EXPORTER”  has  grown  since  the  estab¬ 
lishment  of  the  Foreign  Trade  Service  will  be  seen  from  the  following  figures: 

April,  1905—248  advertisers— 71  pages  of  advertising. 

November,  1906—451  advertisers— 195  pages  of  advertising. 

Increase  in  twenty  months  in  number  of  clients  203,  or  82%. 

Volume  of  business  in  November,  1906,  2^  times  that  in  April,  1905. 

No  other  organization  devoted  to  the  extension  of  American  foreign  trade 
has  ever  shown  such  a  record. 

Actual  Circulation  17.555  Copies  a  Month. 

The  “AMERICAN  EXPORTER”  publishes  each  month  on  its  editorial  page  the 
number  of  copies  of  the  publication  actually  printed  and  circulated  during  the  pre¬ 
ceding  year.  This  is  done  by  no  bther  export  publication  in  the  world. 

As  stated  in  the  November,  1906  number,  208,000  copies  were  issued  during 
the  preceding  twelve  months,  an  average  of  17.335  per  month.  The  circulation 
of  subsequent  issues  will  considerably  exceed  the  average  of  the  past  year. 

For  specimen  copy  or  further  information,  address 


AMERICAN  EXPORTER 


135  William  Street 


W.  J.  JOHINSTOrs.  Publisher 


New  York,  N.  Y. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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More  Money  for  Factory  Men 


You  know  it  to  be  a  fact  that  the  ‘‘pro¬ 
ducer”  gets  the  money.  The  superintend¬ 
ent  or  manager  who  does  business  at  a 
reduced  cost  gets  more  money.  The  fac¬ 
tory  clerk  who  introduces  economies  gets 
his  pay  raised.  one  who  discovers 

and  stops  a  leak  gets  a  part  of  the 
saving.  The  employe  of  every  grade  is 
just  as  much  interested  as  the  proprietor 
if  he  would  only  realize  it.  Do  you  ?  If 
you  and  if  you  are  willing  to  be  helped 
we  can  help  you  to  a  wider  usefulness  and 
a  bigger  income.  Let  us  tell  you  how.  You 
will  not  place  yourself  under  a  penny’s 
worth  of  obligation  by  so  doing.  In  fact 
we’ll  be  glad  to  write  you.  Use  the  coupon 
and  do  it  now. 


The  International  Accountants’  Society,  Inc., 

122  W.  Fort  Street,  Detroit,  Mich. 

Tell  me  about  your  plan,  without  my  obligating  myself  in  any  way. 
Name . 

Street .  Town  and  State . 

My  position  is . .  Our  factory  makes . 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


CE.  We  want  a  Man  who  is  Intelligent 
and  Honest;  one  who  has  had  a  General 
Business  Experience;  one  who  Possesses 
Good  Business  Ideas. 

(I,  We  don’t  want  a  Man  to  Peddle 
Goods  or  Slam  Gates. 

CE,  We  want  a  Man  of  Bttsmess  Ability. 

CE.  The  Man  we  are  looking  for  must 
know  a  number  of  responsible  men  who 
know  him,  and  who  will  recoimnend  him. 


Honesty  is  the  First  Requirement  With  Us 

Perhaps  you  are  th*e  man  we  are  looking  for.  If  you  are,  there  is  a  permanent  position  open  for 
you  that  will  pay  you  a  good,  big  income. 

Can  you  direct  the  work  of  men  ? 

Can  you  make  collections  ?  * 

Can  you  supervise  the  delivery  of  our  goods  ? 

Do  you  want  a  position  as  the  representative  of  a  large  up-to-date  New  York  manufacturing  concern. 
If  you  do,  write  to  me  personally ;  give  me  a  full  and  detailed  statement  of  your  experience,  age, 
etc.,  and  send  references  with  your  letter.  The  Position  that  we  have  to  Offer  will  Pay  the  Right 
Man  Handsomely. 

We  offer  a  splendid  opportunity  to  a  man  who  stands  well  in  his  own  town,  county  and  state. 
Don’t  write  me  unless  you  can  give  the  highest  credentials  as  to  character  and  honesty,  and  be  pre¬ 
pared  to  give  bonds  if  necessary. 

If  you  think  you  are  the  man  we  want,  write  to  me  and  mark  the  envelope  “/* ersonal. 

SHERMAN  &  COMPANY,  Inc. 

P.  C.  SHERMAN,  President 

282  TO  284  WATER  STREET  NEW  YORK  CITY  N.  Y. 
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The  Classified  Department 


Agents  Wanted. 


ELECTRIC  Supplies  und  Novelties,  Catalqg  of  200  fret 
If  It’s  Electric  we  have  it,  and  we  undersell  all.  Ohio 
Electric  Works,  Cleveland,  O.,  the  world’s  headquar- 
^rs  for  electric  toys,  books.  Pan  Motors,  Dynamos, 
Batteries.  Fortune  for  Agents. 


MAN  OR  WOMAN  wanted  by  Mail  Order  Catalogue 
House  to  travel,  collect  and  appoint  agents.  No  cap¬ 
ital  or  experience  required.  $21.00  a  week.  Expenses 
advanced.  Address  Secretary,  Desk  A13,  381-385 

Wabash  avenue,  Chicago. 

START  MAIL-ORDER  BUSINESS  at  your  home;  stop 
working  for  others;  big  profits;  money  comes  with 

starting  beginners  is  a  “SURE 
WINNER.  Particulars  for  stamp.  Pranklin-Howard 
Co.,  Dept.  200,  515  Main  St.,  Kansas  City,  Mo. 

SOMETHING  NEW  IN  DISABILITY  INSURANCE _ A 

substantial  income  can  be  made  by  devoting  part  or 
time  to  the  sale  of  the  “Square  Deal” 
Disabili^^  Policy.  No  insurance  education  is  necessary 
to  sen  this  contract  (covering  every  accident  and  every 
illness  in  full).  Responsible  representatives  wanted  in 
every  locality  east  of  the  Mississippi  and  north  of  the 
Ohio  rivers.  Liberal  terms.  Good  territory.  For  par- 
ticulars  apply.  Dept.  P,  The  Philadelphia  Casualty 
Co.,  Capital  $300,000,  116  No.  Broad  St.,  Phila,  Pa. 


WE  WANT  1,000  more  agents  in  every  town  and  city. 
_  Big  pay:  permanent  position  and  shlary  after  learn¬ 
ing;  good  premiums  and  no  money  required.  We  fur¬ 
nish  samples  and  guarantee  good  wages.  Write  today 
for  particulars.  The  United  Shear  Co.,  Westboro,  Mass. 


Architects. 


HOUSES  costing  from  $1,000  to 
$2,500.  Send  for  sample  plans  for  modern  Colonial 
Designs.  C^n^lete  plans,  details,  specifications,  $5  to 

Licensed  Architect,  State  Bank 
Bldg.,  Traverse  City,  Mich. 


Automobiles. 


1  PRACTICE — “Homans’  Self-Propelled 

edition  just  issued,  right  up  to  date,  is 
the  most  complete  book  on  the  motor  car,  practical 
« o  illustrated,  600  pages,  handsomely  bound.  Price 

$2.00  postpaid,  money  back  if  not  satisfied.  Agents 
wanted  Specimen  pages  free  upon  request.  Theo 
Audel  &  Co.,  63  Fifth  Ave.,  New  York. 


Books  and  Magazines. 


Practically  new  set  Cyclopedia  of  Applied 
Volumes.  %  leather  bindlng.^^ost 


Newspapep  and  All  Periodicals  at  lowest 
club  prices.  Our  catalogue  contains  a  list  of  3  000 
combination  offers.  A  handy  magazine 
cover,  sent  Free  for  the  asking. 
Bennett  s  Magazine  Agency,  68  LaSalle  St.,  Chicago,  Ill. 

THE  STENOGRAPHER — Big  monthly  shorthand 
sented"^'''Arfior^^K^^’"^;  shorthand  systc)ns  ^eprl 

your  salal^r  A^eery.  Helps  increase 

your  piary.  Valuable  premiums  given  with  vearlv 


THE  MUSICIAN,  for  Lovers  of  Music,  24  pages  music 
in  each  number,  may  be  added  to  any  club  offer  of 
the  Subscription  Agencies  for  $1.50.  Order  of  any 
agency  or  direct  of  us.  Oliver  Ditson  Company,  58 
Mason  St.,  Boston,  Mass. 


Business  Opportunities. 


A  FEW  DOLLARS  will  start  a  prosperous  mail  order  bus¬ 
iness.  We  furnish  catalogues  and  everything  necessary. 
By  our  easy  method  failure  impossible.  Catalog  and  par¬ 
ticulars  free.  Milburn-Hicks,  703  Pontiac  Bldg.,  Chicago. 


ARE  YOU  SATISFIED  if  you  are  drawing  a  nominal 
salary,  endangering  your  eyes  and  heaith  and  not 
making  headway?  Wouldn’t  you  like  to  be  sales  man¬ 
ager  and  organize  a  hustling  crew  of  salesmen  to  sell 
a  work  that  appeals  to  every  household?  We  make 
deliveries  and  collections.  Permanent  business  and  big 
profits.  Write  for  our  new  plan.  Dept.  S,  The  Thomp¬ 
son  Publishing  Co.,  St.  Louis. 


A  BUSINESS  BUILDER — Every  business  man,  in 
business,  out  of  business,  going  into  business,  or 
wanting  out  of  business,  should  read  and  consult  “The 
Silent  Salesman,”  a  publication  that  creates  new  busi¬ 
ness,  enlarges  old  business,  revives  dull  business,  res- 
lost  business,  and  secures  cash  buyers  for  any  business. 
Sample  copy  (1  trip),  25c;  one  year  (12  trips),  $1.00. 
Address  Dept.  B,  "rhe  Silent  Salesman,  Dayton,  Ohio. 

BE  YOUR  OWN  BOSS!  Many  make  $2,000.00  a  year. 

You  have  the  same  chance.  Start  a  Mail  Order  Busi¬ 
ness  at  home.  We  tell  you  how.  Money  coming  in  daily. 
Enormous  profits.  Everything  furnished.  Write  at  once 
for  our  “Starter”  and  FREE  particulars.  Address 
B.  K.  Krueger  Co.,  155  Washington  St.,  Chicago,  Ill. 


BUSINESS  OPPORTUNITY  for  men  of  business  inter¬ 
ested  in  a  new  field  for  making  money,  will  find  in 
our  proposition  what  they  are  seeking.  We  have  a 
New  Plan  in  the  Mail  Order  Line  that  will  please  those 
seeking  a  good  investment  with  large  profits.  A  For¬ 
tune  for  the  right  person.  The  F.  H.  Alden  Co.,  150 
East  Fourth  St.,  Cincinnati,  Ohio. 


EVERY  FIRM  in  the  mail  order  business  or  contem¬ 
plating  starting  it,  should  have  our  booklet  “Mail 
Order  Advertising,”  32  pages  of  valuable  information 
regarding  plans,  rates,  mediums,  follow-up  systems, 
etc.  12c  postpaid.  Ross  D.  Br'eniser  &  Co.,  430  Land 
Title  Bldg.,  Philadelphia,  Pa. 


FOR  SALE — 5%  first  mortgage  gold  bonds  to  net  5%%, 
principal  and  semi-annual  interest  payable  in  New 
York — issued  by  a  Water  and  Light  Company  with 
Liberal  City  franchise  in  one  of  the  best  towns  in  the 
South.  Jas.  Thompson,  Walhalla,  S.  C. 

IF  YOU  DO  NOT  EARN  $3,000  a  year,  our  Standaru 
Course  in  real  estate,  insurance,  etc.,  shows  you  how 
Write  for  free  book,  endorsements,  etc.  Am.  School  of 
Real  Estate,  Dept.  H,  Des  Moines,  la. 


“INVESTING  FOR  PROFIT”  is  worth  $10  a  copy  to  any 
man  who  intends  to  invest  any  money,  however  small, 
who  has  money  Invested  unprofitably,  or  who  can  save  $5 
or  more  per  month,  but  who  hasn’t  learned  the  art  of  in¬ 
vesting  for  profit.  It  demonstrates  the  real  earning  power 
of  money,  the  knowledge  financiers  and  bankers  hide 
from  the  masses;  it  reveals  the  enormous  profits  bankers 
make  and  shows  how  to  make  the  same  profits;  it  ex¬ 
plains  how  stupendous  fortunes  are  made  and  why  they 
are  made;  how  $1,000  grows  to  $22,000.  To  introduce  my 
magazine,  write  me  now,  and  I’ll  send  it  six  months 
free.  Editor  Gregory,  416,  77  Jackson  Blvd.,  Chicago,  Ill. 


MANUFACTURING  PROPERTY  exclusively.  Any  kind. 
Anywhere.  Write  me  if  you  want  to  buy  or  sell.  I  can 
help  you.  H  E.  Stafford,  Specialist  In  Manufacturing 
Property,  1126  Banigan  Bldg.,  Providence,  R,  I. 
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PATENTS  SOLD  ON  COMMISSION — If  you  wish  to 
buy  or  sell  a  patent  write  for  my  booklet.  I  have 
now  some  splendid  opportunities  for  manufacturers  and 
investors.  E.  L.  Perkins.  62  Broad  St.,  Boston,  Mass. 


SANITARY  AND  DUSTLESS  HOUSE  CLEANING — For 
Sale — Portable  Compressed  Air  House  Cleaning 
Wagons  and  Machinery  sold  to  responsible  parties  to 
operate  in  cities  of  from  five  thousand  inhabitants  up¬ 
wards.  Each  Portable  Cleaning  Plant  has  an  earning 
capacity  of  from  $50  to  $70  per  day,  at  a  cost  of  about 
$8  per  day.  Capital  required  from  $2,000  upwards. 
Stationary  Residential  Plants  also  from  $350  upwards. 
Over  100  companies  operating  our  system.  We  are  the 
PIONEERS  in  the  business,  and  will  prosecute  all  in¬ 
fringers.  State  references.  Address  Gen’l  Compressed 
Air  House  Cleaning  Co.,  4416  Olive  St.,  St.  Louis,  Mo. 


START  IN  A  HIGH  CLASS  MAIL  ORDER  BUSINESS. 

Spare  time  or  evening  at  home.  Big  money  in  it. 
We  print  you  either  large  or  small  catalogues  with 
your  name  on  them  and  supply  good  jewelry  at  whole¬ 
sale.  American  National  Jewelry  Co.,  311  Wabash 
Ave.,  Chicago,  Ill. 


“THE  DOLLAR  GETTER”  tells  all  about  how  a  man 
of  small  means  can  invest  for  profit  and  increase  his 
income.  Tells  how  a  small  amount  Invested  is  on  an 
equal  earning  power  with  that  of  the  millionaire  cap¬ 
italist.  Reveals  why  banks  return  to  their  stockhold¬ 
ers  from  20  to  120  per  cent  and  to  their  depositors  but 
a  paltry  4  or  5  per  cent.  It  turns  the  limelight  of 
knowledge  and  experience  on  judicious  investments.  If 
you  have  any  use  for  money  and  care  to  learn  how  to 
easily  and  safely  make  it,  write  for  the  “Dollar  Get¬ 
ter.”  It’s  free.  Write  today.  Don’t  delay.  Rudd- 
McQueeny  Co.,  202  Bryant  Bldg.,  Kansas  City,  Mo. 


THE  INTERNATIONAL  INVESTORS’  LEAGUE  is  in¬ 
corporated  under  the  laws  of  the  State  of  New  York 
and  saves  and  makes  money  for  its  members,  at  the 
same  time  protecting  their  interests  through  a  strong 
central  organization.  Don’t  invest  in  anything  any¬ 
where  without  first  writing  to  the  League  for  particu¬ 
lars.  Better  do  that  anyway  before  nightfall.  If  you 
want  to  make  money,  the  League  can  do  you  a  lot  of 
good.  Address,  International  Investors’  League,  Rich¬ 
ard  Wlghtman,  President,  437  Fifth  ave.,  New  York  City. 


WANTED — Large,  well  established  manufacturing  com¬ 
pany  making  staple  line  of  goods  widely  known, 
wants  satisfactory  man  with  $5,000  cash,  to  establish 
and  carry  on  branch  business;  $250  per  month  salary, 
and  all  expenses,  with  share  of  profits  extra;  unusually 
safe  Investment;  permanent  engagement  and  high- 
class  business;  good  for  $6,000  per  year  or  better,  with 
big  future  Increase.  For  particulars,  furnish  references 
and  address  G.  Eastburn,  President,  67  Wabash  avenue, 
Chicago. 


Educational. 


ISAAC  PITMAN’S  SHORTHAND  won  the  Gold  Medal 
at  Baltimore  for  speed  and  accuracy.  Send  for  “Short 
Course  in  Shorthand.”  192  pp.,  cloth,  gilt,  $1.25.  Trial 
lesson  free.  Isaac  Pitman  &  Sons,  31  Union  Sq.,  N.  Y. 


LEARN  LETTERING — Complete  outfit  of  Fountain 
Lettering  Brush.  Book  of  Alphabets  and  instructions, 
and  four  colors  ink,  enabling  you  to  readily  write  show¬ 
cards,  postpaid  $1.  The  Osgood  Co.,  914  Eagle  Ave.,  N.Y. 


LEARN  HOW  TO  BUY  AND  SELL  REAL  ESTATE — 
We  teach  by  mail  how  to  become  a  real  estate  broker, 
a  profitable  business  that  requires  no  capital;  our 
course  is  the  highest  standard  of  real  estate  instruc¬ 
tion  under  the  direction  of  experts.  Terms  moderate. 
Write  for  free  booklet.  United  States  Real  Estate 
Institute,  200  Broadway,  New  York. 


PENMANSHIP  thoroughly  taught  you  at  home  during 
your  spare  time.  Mills’s  Correspondence  School  of 
Penmanship  Is  the  most  thorough  school  of  its  kind. 
Send  stamp  for  information.  E.  C.  Mills,  Rochester,  N.Y. 


WANTED — A  PEW  PEOPLE  TO  LEARN  bookkeeping 
and  pay  for  tuition  from  their  earnings  after  we  place 
them  in  positions;  you  can  learn  at  your  own  home  in 
a  few  weeks  without  loss  of  time  or  money;  we  guar¬ 
antee  it.  Write  for  full  information  and  our  free  book, 
“How  to  Succeed  in  Business.”  It  tells  you  how  you 
can  better  your  position  and  make  more  money.  Com¬ 
mercial  Correspondence  Schools,  Drawer  59C,  Roches¬ 
ter,  N.  Y. 


$75  WEEKLY  EASILY  MADE  PITTING  EYE 
GLASSES;  3  weeks’  easy  mail  course.  Diploma. 
Strong  faculty.  Special  tuition  offer.  Write  today  for 
free  booklet  42.  National  Optical  College,  St.  Louis,  Mo. 


For  Advertisers. 


“ADVERTISERS’  MAGAZINE” — The  Western  Monthly 
should  be  read  by  every  advertiser  and  Mail-Order 
dealer.  Best  “School  of  Advertising”  in  existence. 
Trial  subscription  10c.  Sample  copy  Free.  Address 
825-A  Grand  Ave.,  Kansas  City,  Mo. 


FOR  LIVE  ADyERTISING  NOVELTIES,  specialties, 
business  souvenirs,  calendars,  signs,  read  The  Novelty 
News,  official  organ  of  the  manufacturers.  Full  of  sug¬ 
gestions.  Ulus.,  50c  a  year.  173  E.  Wash.  St.,  Chicago. 


$100.00  IN  POSTAGE  often  saved  by  having  your  form 
letters  criticised  before  mailing,  by  one  competent  to 
do  so.  My  fee  $2  per  form.  Have  your  form  lettei'\ 
criticised  and  insure  the  greatest  possible  results.  C. 
M.  Scott,  232  Baird  avenue,  Chicago,  Illinois. 


Games  and  Entertainments. 


GAS  ENGINE  FOR  $3.00.  Attach  a  rubber  tube  to  gas 
burner  and  light  the  gas.  Will  run  several  toy  ma¬ 
chines  at  once.  An  air  cooled  motor.  Send  for  circu¬ 
lar.  Paradox  Gas  Engine  Co.,  Hartford,  Conn. 


High  Grade  Help. 


SALESMEN  WANTED — Men  or  women,  whole  or  part 
of  time,  to  sell  Advertising  Calendars,  Fans  and 
other  advertising  novelties,  for  an  old  reliable  house. 
The  Curtiss-Way  Co.,  Box  106,  Meriden,  Conn. 


WANTED — Bookkeepers,  accountants,  auditors,  corre¬ 
spondents,  stenographers  and  general  office  men,  for 
positions  throughout  the  West.  Must  have  good  record, 
furnish  good  references  and  not  exceed  40  years  of  age. 
State  experience  and  quallffcations.  We  make  a  busi¬ 
ness  of  securing  men  for  Western  employers.  For  in¬ 
formation  in  regard  to  our  system  and  terms,  address 
Accounting  Department,  Business-Men’s  Clearing 
House  (Est.  1903),  315-318  Century  Bldg.,  Denver,  Colo. 


WANTED — Clerks  and  others  with  common  school  edu¬ 
cations  only,  who  wish  to  qualify  for  ready  positions 
at  $25  a  week  and  over,  to  write  for  free  copy  of  my 
new  prospectus  and  endorsements  from  leading  con¬ 
cerns  everywhere.  One  graduate  fills  $8,000  place, 
another  $5,000,  and  any  number  earn  $1,500.  The  best 
clothing  ad  writer  in  New  York  owes  his  success  with¬ 
in  a  few  months  to  my  teachings.  Demand  exceeds 
supply.  George  H.  Powell,  Advertising  and  Business 
Expert,  262  Metropolitan  Annex,  New  York. 


WANTED — A  situation  by  a  graduate  of  the  I.  A.  S., 
several  years’  experience  as  bookkeeper  and  account¬ 
ant,  a  clean  record  and  good  references.  Luther  L. 
Crippen,  North  Tonawanda,  N.  Y. 


Miscellaneous. 


DIRECT  PERSONAL  CULTURE  in  Making  and  Han¬ 
dling  Yourself  for  Greater  Success.  That  is  what  the 
Haddock  Power-Books  stand  for.  No  hypnotism,  etc. 
A  complete  system  which  goes  behind  trade  and  school 
and  gets  right  at  the  man  himself — to  build  him. 
Circulars.  Prank  C.  Haddock,  Auburndale,  Mass. 


HEALTH  WITHOUT  DRUGS — Write  for  free  booklet. 
Dr.  J.  H.  Crenshaw,  401  Oriel  Bldg.,  St.  Louis,  Mo. 


HAIR  PALLING  OUT?  HAVE  YOU  DANDRUFF? 

Our  Vacuum  Cap,  used  a  few  minutes  each  day,  stim¬ 
ulates  the  hair  to  a  new,  healthy  growth.  Sent  on  trial 
under  guarantee.  Illustrated  book  and  particulars  free. 
Modern  Vacuum  Cap  Co.,  577  Bar^clay  Blk.,  Denver,  Colo. 


MAKE  YOUR  OWN  COLLECTIONS  with  our  wonder¬ 
fully  effective,  quick  and  simple  system;  5c  often 
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covers  the  whole  expense  of  collecting  an  old  account; 
can  be  used  in  any  line  of  credit  business.  Pull  partic¬ 
ulars  free.  Natl.  B.  Coll.  Agency,  634  E.  155th  St.,  N.  Y. 


andum.  Sent  postpaid  for  10c  in  silver  and  4c  in 
stamps.  The  Public  School  Printing  Co.,  Rus'hville,  Ind. 


PATENTS  THAT  PROTECT— Our  three  books  for  in¬ 
ventors  mailed  on  receipt  of  six  cents  stamps.  R.  S. 
&  A.  B.  Lacey,  Rooms  14  to  24  Pacific  Bldg.,  Washing¬ 
ton,  D.  C.  Established  1869. 


POULTRY  PENCE  that  costs  less  erected  than  com¬ 
mon  nettings,  and  fences  poultry  IN,  stock  OUT. 
Also  Woven  Wire  Parm  and  Wrought  Iron  Lawn 
Pences.  Catalogue  Pree.  Page  Woven  Wire  Pence 
Box  870,  Adrian,  Mich. 


SAVE  YOUR  TYPEWRITER,  get  better  results.  Try  our 
Backing  Sheets,  a  composition  of  linen  gum  and  paper' 
gives  easy  touch,  deadens  sound,  improves  letters  and 
carbons,  saves  type  and  roller,  makes  old  roller  like 
new  tells  when  near  bottom  of  paper,  saves  time,  etc. 
^Oc  for  postage  on  sample.  Bratton  &  Rice,  Columbus',  O, 


X  i  jrrj  vv  xtx  1  iUJrts- 


•D  •  “1 - Hammciid,  $10.00: 

Remington,  $12.00;  all  makes  on  hand,  all  guaran- 

AT  Typewriter  Co..  Room  13,  43  W. 

125th  St.,  New  York  City. 


WANTED — Specialties  to  manufacture,  either-  by  con¬ 
tract  or  to  manufacture  and  place  on  the  market  on 
a  royalty.  Metal  specialties  preferred.  Address  The 
Skinner  Mfg.  Co.,  Canton,  Ohio. 


Musical  Instruments. 


WING  PIANOS  ESTAB.  1868.  BEST  TONED  and  most 
successful.  Recent  improvements  give  greatest  reson¬ 
ance.  Sold  direct.  No  agents. 

If  you  want  a  good  piano  you  save  $75  to  $200.  Sent 
on  trial,_all  freights  prepaid,  to  show  our  complete  con¬ 
fidence  in  our  handiwork.  You  should  have  anyway, 
“Book  of  Complete  Information  About  Pianos.”  The 
New  York  World  says:  “A  book  of  intense  educational 
interest.  Everyone  should  have  this  book” — it  will 
teach  you  more  than  40  catalogues.  Pree  for  the  ask¬ 
ing  from  the  old  house  of  Wing  &  Son,  364-368  W.  13th 
St.,  New  York. 


Postage  Stamps. 


PuJsuit^wRMn^th^^^  fascinating  and  instructive 
8  anyone.  10  Jamaica  10c, 

India  10c.  10  Cape  10c  6  New- 

f  undland  l^c.  Largest  and  finest  stock  of  British 
wi  catalogue  2c.  Stamps  bought. 

finest  Stamp  Album,  “The  Royal.” 
Sample  page  free.  Colonial  Stamp  Co.,  953  E  53d  St 
Chicago.  Established  1882.  ^ 


Real  Estate. 


IP  YOU  want  to  buy  property,  any  kind,  anywhere. 

send  for  our  Monthly.  If  you  have  property  to  sell 
send  description  and  price.  Northwestern  Business 
Agency,  395  Bank  of  Commerce  Bldg.,  Minneapolis,  Minn. 


Office  Equipment  and  Supplies. 


“MEMO”  Desk  Calendar  Pads — for  1907,  2%x5  in., 
without  advertising  matter,  large  space  for  memor- 


Resorts. 


COME  TO  MIAMI,  PLORIDA.  this  winter  and  enjoy 
summer  weather  until  May;  average  temperature  here 
is  73.65  degrees.  Miami  is  the  sportsman’s  paradise. 
Send  to  Brossier,  Sec.  Board  of  Trade,  for  booklet. 


^  You  probably  have  a  want  which  some  reader  of  The  Business  Mans 
Magazine  can  fill  or  you  are  prepared  to  supply  something  (your  own  services  perhaps) 
which  other  readers  want.  AX^hy  not  get  what  you  want — a  position  or  an  employe  j 
a  customer  for  your  real  estate ;  a  market  for  your  specialty ;  a  new  business  or  a  buyer 
for  your  business.  The  cost  is  small,  only  $4.00  for  a  four  line  ad.,  additional  space  up 
to  1 2  lines,  $  1 .00  per  line.  Fill  in  the  coupon  and  mail  to  us,  with  your  remittance, 
before  November  1  5th  for  the  December  number. 


Date 


CLASSIFIED  DEPARTMENT 

The  Business  Man’s  Magazine,  Detroit,  Mich. 

I  enclose  $_ - for  which  please  insert  my _ 

and  in  the  next - succeeding  issues.  I  will  remit  for  each  insertion  in  advance  of  publication. 

- - - -  Street  and  No _ _ _ 


-I'iA/O 


-line  ad.  in  your  January  number 


Town. 


Allow  an  average  of  8  words  to  a  line  including  address. 


CORV 


State. 
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A  GOOD  office  man  who  commands  an  income  of  $2,000  after  years  of  faithful  service  is  exceptionally  fortunate; 

a  man  of  no  greater  natural  ability  than  any  capable  office  man  possesses,  can  readily  secure  from  twice  to  five 
times  that  income  as  a  specialist  in  auditing,  public  accounting,  and  systematizing. 

No  radical  change  is  involved  nor  even  a  temporary  cessation  of  income;  it  is  a  natural  and  easy  transition  from 
the  present  monotonous  ill-paid  occupation,  to  independence,  variety,  and  liberal  compensation. 

Our  course  of  mail  instruction  is  prepared  by  CERTIFIED  PUBLIC  ACCOUNTANTS  in  actual  practice. 
We  provide  you  wuth  practical  books  written  by  ourselves  from  the  view-point  of  the  practising  accountant,  on  the 
subjects  of  Theory  of  Accounts,  Practical  Accounting,  Auditing,  Commercial  Law,  Book°keeping  and  Business 
Practice.  We  follow  you  up  with  particular  individual  instruction— cnticisms  of  your  work  and  valuable  suggestions 
—not  theoretical  but  practical,  and  we  guarantee  results  satisfactory  to  you. 

If  you  will  write  us  which  of  the  above  subjects  particularly  interest  you,  we  will  inform  you  as  to  the  exact  cost 
of  our  course  and  the  nature  of  our  method  which  differs  from  all 'others;  and  we  will  explain  the  advantage  of 
promptness  in  taking  up  this  line  of  work. 


Board  of  Instructors : 


EDWARD  M.  HYANS,  C.  P.  A. 
ARTHUR  WOLFF,  C.  P.  A. 
JOHN  MOULL,  C.  P.  A. 
MEYER  B.  CUSHNER,  LL.  B. 


Members  N.  Y,  State  Society  of 
Certified  Public  Accountants— 
Fellows  of  the  American  Associ¬ 
ation  of  Public  Accountants. 


UNIVERSAL  BUSINESS  INSTITUTE,  Inc., 


Dept.  D,  27-29- East  22nd  Street,  New  York  City 


It  is  as  necessary  today  to  use  Fine  Stationery  as  it  is  to 
employ  all  Modern  Methods  in  the  transaction  of  business. 

O.  If  one  will  only  stop  and  think,  a  letter  or  statement  in  reality  is,  in  a  measure,  one’s 
representative  and  as  such  should  be  effective. 

fL  In  this  connection  the  following  will  be  of  special  interest:  If  you  average  50  letters 
per  day  and  use  a  type  printed  letter  head  and  envelope,  the  cost  of  stock  and  postage  alone 
is  about  |1.25.  If  you  use  a  steel  die  embossed  letter  head  and  envelope  the  same  quantity 
would  cost  you  10  cents  more.  Wouldn't  the  extra  cost  be  handed  back  to  you  in  the 
increased  business  and  prestige  that  the  steel  die  stationery  would  command? 

O.  To  those  who  appreciate  the  trade  winning  qualities  of  steel  die  stationery  we  will 
gladly  send  our  specimen  book  showing  100  samples. 

The  American  Embossing  Co.,  Seneca  Building,  Buffalo,  New  York 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


What  Expert  Shorthand  Writers  Earn 

Milwaukee  Sentinel  says  their  Income  is  Larger  than  Congressman’s  Salary — Anthra¬ 
cite  Coal  Investigation  Reports  Paid  $50,000  for  Three  Months’  Work 


UNDER  date  of  November  4th,  1906,  the 
Milwaukee  Sunday  Sentinel  printed  an 
article  entitled  “Expert  Court  Stenographers 
in  Milwaukee  Whose  Income  is  Larger  Than  a 
Congressman’s  Salary,”  which  detailed  the  work 
of  the  men  and  women  whose  business  it  is  to 
report  the  proceedings  of  the  courts  in  that  city, 
^he  first  paragraph  of  that  article  follows: 

“When  a  court  reporter  can  make  clear,  above 
all  expenses  of  office  rent  and  sup¬ 
plies,  more  money  in  a  year  than  the 
salary  of  a  congressman,  why  is  it 
that  there  are  so  few  court  report¬ 
ers?  Why  do  only  a  small  per  cent 
of  those  who  take  up  shorthand  and 
typewriting  as  a  profession  show  the 
persistence  required  to  rise  to  the 
top  notch  in  their  work,  when  good 
court  reporters  are  scarcities,  not 
only  in  Milwaukee,  but  in  every 
other  city?  The  work  is  clean  and 
fascinating  and  it  offers,  aside  from 
the  big  net  earnings,  many  other  in¬ 
ducements  usually  demanded  by  a 
person  of  a  scholarly  turn  of  mind.” 

The  article  proceeded  with  an 
account  of  what  each  expert  short¬ 
hand  writer  in  the  Cream  City  is  doing. 

On  November  11,  the  same  paper  told  of  the 
advancement  of  Joseph  M.  Carney  from  a  “busi¬ 
ness  college”  stenographer,  until  at  twenty-four 
years  of  age,  he  became  a  partner  of  Charles  H. 
Welch,  the  veteran  official  reporter  of  the  first 
judicial  district  of  Wisconsin,  and  the  youngest 
expert  in  that  state  whose  income  is  “larger  than 
that  of  a  congressman.” 

The  conditions  prevailing  in  Milwaukee  are 
common  throughout  the  United  States.  In  fact, 
the  court  reporters  of  Wisconsin’s  metropolis  are 
not  so  well  paid  as  those  in  other  cities.  In  Chi¬ 
cago,  a  single  firm  does  a  business  of  more  than 
$100,000  a  year.  Mr.  Frank  R.  Hanna,  formerly 
of  the  firm  of  Hanna  &  Budlong,  in  a  recent  ad¬ 
dress,  told  how  that  firm  handled  the  reporting  of 
the  Anthracite  Coal  Strike  Commission  Investiga¬ 
tion,  for  which  they  received  a  trifle  over  $50,000 — 
and  the  work  took  less  than  three  months.  The 
case  of  the  Merganthaler  Linotype  Company  vs. 
the  Monotype  Company,  tried  in  Washington  a 


JOSEPH  M.  CARNEY 

Wisconsin’s  Youngest  Ex 
pert  Shorthand  Reporter 


few  weeks  ago,  lasted  but  two  weeks.  It  was 
reported  by  Mr.  Hanna,  and  his  firm  was  paid 
$5,000  for  that  work.  Throughout  the  entire  coun¬ 
try  the  men  engaged  in  this  class  of  work  are 
paid  the  best  salaries. 

After  graduating  from  a  business  college,  Mr. 
Carney  went  to  work  as  a  commercial  steno¬ 
grapher,  his  first  position  paying  him  but  $3 
a  week.  He  then  secured  instruction  by  cor¬ 
respondence  from  expert  court  re¬ 
porters,  and  in  a  short-time  be¬ 
came  proficient  to  perform  this 
class  of  work.  His  ability  he  owes 
to  the  instruction  he  obtained  from 
the  home  study  course  of  the  Suc¬ 
cess  Shorthand  School. 

This  school  has  graduated  hun¬ 
dreds  of  these  experts,  who  are  now 
employed  as  court  reporters,  private 
secretaries,  in  legal  work,  and  hold 
the  best  positions  throughout  the 
country.  At  the  head  of  the  Chicago 
School  are  those  who  were  formerly 
at  the  head  -of  the  greatest  reporting 
business  in  the  world,  while  Frank  R. 
Hanna,  whose  work  on  the  Anthra¬ 
cite  Coal  Strike  Investigation  is  men¬ 
tioned  above,  is  now  at  the  head  of  the  school  in 
New  York  City.  Among  other  graduates  of  this 
school  (most  of  whom  were  taught  by  corre¬ 
spondence)  are : 

C.  W.  Pitts,  Alton  Iowa — Knew  nothing  of 
shorthand  when  he  enrolled;  seven  months  there¬ 
after  was  holding  a  position  as  official  reporter 
of  the  Fourth  Judicial  District  of  Iowa,  a  position 
worth  $3,000  a  year. 

J.  M.  McLaughlin,  care  Court  House,  Burling¬ 
ton,  Iowa — Official  Court  Reporter  of  the  Twen¬ 
tieth  Judicial  District  of  Iowa. 

C.  E.  Pickle,  care  Court  House,  Austin,  Texas 
— Official  Court  Reporter.  A  former  Benn  Pit¬ 
man  writer.  Speed  in  writing  materially  increased 
by  our  correspondence  course. 

Wm.  F.  Cooper,  care  Court  House,  Tucson, 
Ariz. — Official  Court  Reporter  of  the  First  Judicial 
District,  a  former  Graham  writer. 

W.  J.  Morey,  81  Clark  St.,  Chicago — Private 
secretary  to'Joseph  Leiter,  Chicago  millionaire. 

George  F.  Labree,  Criminal  Court  Bldg.,  Chi- 


>1^.  • 


■^1 


THE  BUSINESS  MAN’S  MAGAZINE. 


31 


1^- 
f'F  ’ 


cago — Formerly  a  commercial  stenographer;  now 
member  of  the  official  court  reporting  corps  of 
the  Criminal  Court  of  Cook  County.  Worked  on 
the  famous  Hoch  murder  case,  the  Jocko  Briggs 
case,  the  John  A.  Cook  case,  and  all  important 
criminal  cases  tried  in  the  last  year  in  Chicago. 

T.  D.  Kellogg,  1676  Pemberton  Ave.,  Chicago — 
Private  secretary  to  John  R.  Walsh,  Chicago 
millionaire. 

Dudley  M.  Kent,  Colorado,  Texas — For¬ 
merly  a  Benn  Pitman  writer.  Now  official 
reporter  of  the  Thirty-second  Judicial  Dis¬ 
trict  of  Texas.  He  was  perfected  by  our 
correspondence  course.  In  a  single  month  Mr. 
Kent  made  $650.25  in  his  position. 

Sigmund  M.  Majewski,  Journal 
Bldg.,  Chicago — Knew  nothing  of 
shorthand  when  he  enrolled.  Now 
one  of  the  most  successful  court  re¬ 
porters  in  Chicago. 

Eva  C.  Erb,  Ogden  City,  Utah — 

Formerly  a  commercial  stenographer, 
now  official  reporter  of  the  Second 
Judicial  District  of  Utah ;  trained 
through  the  correspondence  course. 

Gordon  L.  Elliot,  Mason  City,  la. 

— Official  Reporter  of  the  Twelfth 
Judicial  District  of  Iowa,  a  former 
Benn  Pitman  writer.  Now  writes 
and  enthusiastically  endorses  Success 
Shorthand.  Took  correspondence 
course. 

Mary  E.  Black,  Ashland  Block, 

Chicago — Formerly  a  Graham  writer 

in  a.  commercial  position.  Now  a  court  reporter 

with  a  lucrative  business. 

James  A.  Newkirk,  607  American  Trust  Build¬ 
ing,  Cleveland,  Ohio — Enrolled  in  correspondence 
school  from  Columbus,  O.  After  graduation 
started  in  business  in  Cleveland  at  above  address, 
as  a  court  reporter.  During  the  last  summer  re¬ 
ported  investigation  of  the  Standard  Oil  Company,, 
the  famous  Ice  Trust  case,  and  many  others. 

John  W.  Neukom,  care  Court  House,  St.  Paul,, 
Minn. — Formerly  a  Munson  writer.  Was  per¬ 
fected  through  correspondence  course  while  work¬ 
ing  as  a  commercial  stenographer.  In  the  sum¬ 
mer  of  1906  was  appointed  a  member  of  the  offi¬ 
cial  corps  of  stenographers  in  St.  Paul. 

Leonard  P.  Biggs,  Official  Reporter,  Wilmer,. 
Ark. — Former  Benn  Pitman  writer.  Increased 
ability  and,  to  use  his  words,  “increased  my  in¬ 
come  more  than  25  per  cent.” 

E.  A.  Ecke,  Private  Secretary  to  John  R., 
Wallace,  former  chief  engineer  of  the  Pan¬ 
ama  Canal.  Educated  by  correspondence; 
while  residing  at  Auburndale.^ 


F.  R.  HANNA 

An  Official  of  Coal  Strike 
Investigation  Reporters 


Ray  Nyemaster,  Private  Secretary  to  Congress¬ 
man  Dawson,  of  Iowa — Studied  while  residing  in 
Atalissa,  Iowa. 

Roy  Bolton,  Private  Secretary  to  Comptroller 
of  Illinois  Central  Railroad.  Graduated  from  the 
personal  school  in  Chicago  when  16  years  of  age ; 
wrote  in  a  public  test  at  the  rate  of  222  words  a 
minute. 

If  you  are  a  young  man  or  young  woman  with 
no  knowledge  of  'shorthand,  no  matter  to  what 
position  you  may  aspire,  you  should  obtain  in¬ 
struction  from  these  expert  court  report¬ 
ers.  Whether  you  are  to  become  a  court  re¬ 
porter,  or  are  to  learn  shorthand  for  use  in  a 
commercial  or  a  legal  position,  you 
should  know  the  best,  especially 
when  it  is  no  harder  to  learn  than 
the  inferior  shorthand  taught  in  the 
ordinary  business  colleges. 

If  you  are  now  a  shorthand  writer, 
these  experts  can  perfect  you  with 
the  same  shorthand  with  which  others 
have  succeeded,  and  with  which  they 
have  performed  the  most  difficult  and 
best  paying  work  in  the  shorthand 
line.  You  can  learn  at  your  home, 
or  by  attending  the  personal  school 
located  in  New  York  or  the  one  in 
Chicago.  Write  at  once  for  the  hand¬ 
some  forty-eight  page  prospectus,  the 
“Evidence  of  Success”  and  a  copy  of 
the  written  contract  given  each  ac¬ 
cepted  pupil  to  return  all  money  paid 
in  case  of  dissatisfaction.  Do  it  to¬ 
day;  your  opportunity  may  come  in  a  short  time 
to  join  these  people  who  earn  salaries  “larger  than 
a  congressman’s.”  Address  either  school,  simply 
writing  for  information  to  Success  Shorthand 
School,  Suite  212,  79  Clark  St.,  Chicago,  Ill. 
or  Success  Shorthand  School,  Suite  212 
Broadway  and 
Thirty-ninth  St. 

Building,  New 
York  City,  N.  Y. 

If  a  stenographer, 
state  system  and 
experience. 


NOTE— W.  Tj.  James 
and  Robert  F.  Rose 
are  the  editors  of 
THE  SHORTHAND 
WRITER,  the  most 
up-to-date,  instructive 
and  interesting  short¬ 
hand  periodical  ever 
published.  Send  25 
cents  for  three 
months’  trial  sub¬ 
scription.  Address 
THE  SHORTHAND 
WRITER,  79  Clark 
Street,  Chicago. 


The  following  is  a  state¬ 
ment  of  business  handled 
in  the  court  reporting  of¬ 
fice  of  J.  A.  Lord,  Waco, 
Tex.,  in  one  month: 

Salaiy  as  official 

stenographer  . $130.00 

Transcribing  notes 
in  case  of  R.  L. 

Brown  vs.  Ameri¬ 
can  Freehold 

Mortgage  Co .  927.00 

Transcribing  notes 
in  case  of  J.  H. 

Moss  vs.  G.  C.  & 

S.  F.  Ry.  Co., 
pending  in  Lamar 

county  .  83.75 

Reporting  Baptist 

Convention  .  100.00 

Miscellaneous  work 
in  office .  41.25 


$1,282.00 

Mr.  Lord  Is  a  graduate 
of  The  Success  Shorthand 
School. 
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TSi  COMPTOMETER 

FOR  RAPID  AND  ACCURATE 

Adding,  Mnitiplying,  Dividing  aai  Snbtracting 

OF  ANY  KIND 

SHOULD  BE  IN  EVERY  BUSINESS  HOUSE 

INVESTIGATE  IT 


.'.  3  Will  Send  the  Comptometer,  Express  Prepaid  by  Us,  on  Thirty  Days  Trial  to  Any 
B'lsiness  House  in  the  United  States.  Light  and  Duplex  Action 


SAMPLES  OF  DUPLICATE  ORDERS 


The  largest  steel  corporation  in  the  world, 
after  giving  the  Comptometer  a  trial,  pur¬ 
chased  three  of  them  ;  in  less  than  a  month 
afterwards  they  purchased  nine  more,  and 
they  now  have  seventy-four  Comptometers. 

The  Browning  Engineering  Co.,  Cleveland, 
O.,  write  :  “We  can  say  that  the  one  we  have 
is  in  continual  use  and  we  think  it  equivalent 
to  the  service  of  one  man ;  we  are  also  able 
to  get  out  our  monthly  statement  on  time, 
which  we  never  could  before  we  purchased 
the  machine.  We  would  And  it  very  difficult 
to  get  along  without  one  now.” 


Operated  by  Keys  Alone 


NVhy  Did  They  Buy  Alore  ? 


U.  S.  Navy  Dept.,  Washington  and  elsewhere . 142 

Marshall  Field  &  Co.,  Chicago,  Ill . 228 

John  Wanamaker,  New  York  City  and  Philadelphia...  57 

Carson,  Pirie,  Scott  &  Co.,  Chicago,  Ill .  41 

Colorado  Supply  Co.,  Denver  and  elsewhere .  28 

Carnegie  Steel  Co.,  Pittsburg,  Pa .  74 

Jones  &  Laughlins,  Ltd.,  Pittsburg,  Pa .  19 

Cambria  Steel  Co.,  Johnstown,  Pa .  12 

Northern  Pacific  R.  R.  Co.,  St.  Paul,  Minn,  and 

elsewhere . . .  33 

Chicago  &  Northwestern  Ry.  Co.,  Chicago .  17 


New  York  Central  &  Hudson^River  R.  R.  Co.  New 

York  City .  54 

Chicago,  Burlington  &  Quincy  R.  R.  ‘ Co'.',' Chicago 

and  Omaha .  77 

American  Bridge  Co.,  Pittsburg,  Pa.'  and  elsewher'e  !!  26 
Western  Electric  Co.,  New  York  City  ..  ..  37 

Westinghouse  Electric  &  Mfg.  Co.,  Pittsburg,' Pa.".'..'!  14 

Western  Electric  Co.,  Chicago,  Ill .  35 

Sherwin-Williams  Co.,  Cleveland  Ohio .  19 

Albert  Dickinson  Co.,  Chicago,  Ill . 15 

Simmons  Hardvvare  Co.,  St.  Louis,  Mo . 31 

N.  Y.  Shipbuilding  Co.,  Camden,  N.  J . .  *’ ’*  26 
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The  Alleged  Recent  American  Commercial 

Conquest  of  Mexico 


By  ROY  MARSHALL 


A  description  of  the  attitude  of  the  average  Mexican  toward  the  American  invasion, 
with  various  suggestions  as  to  the  extension  of  American  influence,  and  reasons  why  opposi¬ 
tion  to  that  influence  at  present  exists. 

The  author  of  the  article,  Mr.  Roy  Marshall,  has  had  every  opportunity  by  residence 
in  Mexico  to  gain  the  information  he  endeavors  to  impart;  and,  is  also  a  newspaper  man  of 
considerable  experience,  having  been  connected  with  The  Detroit  Free  Press  and  other 
newspapers. 


MERICAN  pride  is  always 
jolted  when  some  sister  na¬ 
tion  in  its  untutored  inno¬ 
cence  disputes  the  correct¬ 
ness  of  some  American  prin¬ 
ciple  or  mildly  protests  against  a  Yankee 
invasion,  whether  it  be  of  relic  hunters  or 
hardware  drummers.  • 

So  when  recently  the  Texas  journalists 
cooked  up  a  wild  account  of  a  general  Mex¬ 
ican  uprising  in  which  the  Americans  were 
to  be  the  butt  of  the  joke,  to  be  sprung  on 
the  Mexican  independence  day,  Americans 
flared  up  in  righteous  indignation  and  won¬ 
dered  why  the  War  Department  didn’t  hus¬ 
tle  some  soldiers  down  to  the  border  to  be 
held  in  readiness  for  the  outbreak  of  a 
simple  people  who  merely  want  to  own 
their  own  country. 

Of  course  the  alarm  was  needless.  There 
is  no  chance  of  a  general  anti-foreign  up¬ 


rising  in  Mexico,  because  uprisings  require 
the  expenditure  of  a  certain  amount  of  en¬ 
ergy,  which  is  contrary  to  hot  country 
ethics.  But  there  was  doubtless  a  kernel 
of  truth  in  the  original  story.  The  Amer¬ 
icans  are  not  popular  in  Mexico,  with  the 
masses.  If  one  t^lks  to  Mexican  consuls 
in  the  states,  and  to  American  capitalists 
and  Mexican  government  officials  in  the 
republic,  he  will  be  told  that  life  and  prop¬ 
erty  is  as  safe  in  Mexico  as  in  the  United 
States,  even  though  owned  by  a  foreigner. 
If  he  talks  with  the  bigger  Spanish  mer¬ 
chants  in  the  republic  he  will  be  assured 
that  “los  gringos”  are  welcome  to  Mexico. 

“Gringo”  is  a  Spanish  word  with  the 
same  briginal  sense  as  “foreigner”  in  Eng¬ 
lish.  In  Mexico  it  has  come  to  be  applied 
almost  exclusively  to  Americans,  and  is 
generally  spoken  as  a  term  of  derision. 

It  is  with  the  middle  classes,  and  even 
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the  professional  classes  that  we  find  the 
underlying  antipathy  toward  Americans. 

For  years  we  have  been  regaled  with 
rosy  accounts  of  “the  American  invasion 
and  commercial  conquest  of  Mexico.”  Pull¬ 
man  car  journalists  have  written  volumes 
on  the  Yankee  progress  in  Mexico,  how  the 
man  from  the  states  wins  out  against  all 
others  in  commercial  lines  in  the  republic, 
how  no  other  foreigner  stands  a  show  any 
more  of  selling  his  cutlery,  his  stoves  or 
his  soaps.  Even  down  in  Texas,  the  Amer¬ 
icans  “point  with  pride”  to  the  stretch  of 
plain  across  the  Rio  Grande  and  with  an 
air  of  proprietorship  tell  how  Americans 
are  saving  the  country  and  they  smile  at 
the"  alleged  ineffectual  attempts-  of  Euro¬ 
peans  to  compete  in  Mexican  markets,  with 
American  tradesmen.  The  idea  has  been 
loosed,  and  stalks  abroad,  that  were  it  not 
*  for  Americans  the  Mexican  laborer  would 
grow  thin  and  gaunt  and  would  slink  about 
in  fig  -leaf  attire,  with  none  of  the  bless¬ 
ings  of  modern  manufacture. 

Even  in  Mexico  one  may  allow  the 
American  promotor  to  steer  him  about 
the  mining  towns,  the  railway  centers,  and 
the  “gringo”  ranch  regions  and  the  idea 
of  American  supremacy  is  not  dislodged. 
Following  the  beaten  track  of  travel  one 
finds  little  to  shake  his  faith  in  the  might 
of  the  American  dollar. 

It  is  the  deeper  look  that  reveals  the 
real  condition  of  affairs — a  condition  never 
mentioned  by  writers  of  boom  literature. 
Sit  on  the  quaint  old  plaza  for  awhile  and 
notice  the  stream  of  shoppers.  Stroll  over 
to  that  crowded,  generously  stocked  store, 
and  you  will  find  a  short,  rotund  man  in 
black  skull  cap,  holding  a  Mexican  baby 
and  chattering  away  to  a  group  of  cigar¬ 
ette-smoking  duanas.  There  is  the  Teu¬ 
ton.  Plodding  along  in  the  way  of  his 
race,  scorning  starched  shirts  and  fancy 
vests,  the  German  merchant  gets  close  to 
the  people.  He  speaks  their  language,  he 
visits  their  sick  and  pinches  the  old  wom¬ 
en’s  cheeks.  From  the  small  merchant  in 
the  frontier  post  to  the  resident  represen¬ 
tative  of  the  greatest  Hamburg  manufac¬ 
turer  the  German  merchant  gets  down  to 
earth.  His  methods  lack  the  spectacular 
aspects  of  American  business  ways,  but 
he  is  a  plodder  and  he  gets  there.  In  Mex¬ 
ico  he  is  to  be  reckoned  with  before  the 
“American  commercial  conquest”  can  live 
up  to  its  name. 


I  do  not  want  to  be  understood  as  con¬ 
tending  that  the  American  influence  is  nil. 
It  is  great,  but  that  it  is  greatest  is  open 
to  large  doubts.  The  German  employs  no 
press  agent  and  his  fame  is  consequently 
less,  but  the  results  up  to  date,  seem  to 
show  that  he  is  not  behind  the  American 
in  commercial  progress  in  the  republic. 
Investigation  of  his  gentle  unassuming  as¬ 
cent  in  the  Mexican  marts  of  trade  punc¬ 
tures  thoroughly  the  bubble  of  the  ultra- 
optimistic — American  supremacy. 

There  are  several  reasons  that  might 
account  for  the  success  of  such  a  quiet, 
deliberate  merchant.  His  methods  are 
purely  his  own.  Hardware  is  perhaps  the 
greatest  German  bulwark  in  the  republic. 
The  German  hardware  merchant  opens  nis 
store  with  native  clerks.  From  a  dust- 
covered  desk  in  the  rear  he  sits  for  four 
or  five  years  and  watches  his  employes. 
An  average  clerk  draws  perhaps  $30  a 
month  to  start  on.  He  is  raised  by  five- 
dollar  amounts,  or  is  discharged.  No  clerk 
stands  still.  By  a  process  of  elimination 
the  employer  surrounds  himself  by  able, 
trustworthy  men.  An  established  rule  is 
that  a  clerk  who  stays  in  the  business  tive 
years  shall  be  taken  into  the  partnership. 
This  works  for  good  during  all  the  time  of 
his  apprenticeship.  There  is  always  that 
mark  set  for  him.  If  he  is  worthy  he 
works  for  it.  The  German  proprietor  en¬ 
courages  him.  Ten  or  twelve  years  after 
starting  in  business,  the  proprietor  gen¬ 
erally  retires  from  active  interest  in  com¬ 
mercial  lines.  Quite  often  he  returns 
to  Germany,  leaving  the  business  in  the 
hands  of  his  new  partners.  The  system 
seems  to  work  successfully.  It  appears  to 
be  original  with  the  Teuton,  in  Mexico  at 
least. 

The  Teuton  in  the  southern  republic  is 
what  commercial  salesmen  term  “a  good 
mixer.”  He  never  holds  aloof  from  the 
people  with  whom  he  deals.  He  joins  the 
Mexican  clubs,  contributes  to  the  church, 
attends  the  bull  fight  without  sneering,  and 
maintains  at  least  an  outward  respect  for 
Mexican  women.  In  which  several  things 
the  average  American  sees  fit  to  do  other¬ 
wise. 

American  capitalists  in  Mexico  doubtless 
suffer  greatly  for  the  misdeeds  of  their  fel¬ 
low  countrymen.  It  is  an  ugly  fact,  not 
to  be  dwelt  upon  at  length,  that  the  or¬ 
dinary  run  of  Americans  one  meets  in 
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Mexico,  especially  in  the  northern  prov¬ 
inces,  are  not  men  to  be  proud  of.  Rang¬ 
ing  from  the  army  deserter,  the  ex-convict, 
and  the  traveling  bank  cashier,  to  the  gen¬ 
teel  cads  who  go  about  with  a  perpetual 
sneer  upon  their  faces  for  all  things  for¬ 
eign,  the  Americans  of  these  classes  are 
not  those  to  inspire  personal  or  business 
confidence.  Their  scruples  in  a  business 
deal  are  not  too  fine,  their  lives  are  mig¬ 
ratory  from  habit  and  their  whole  appear¬ 
ance  does  not  lead  to  the  belief  that  they 
wish  to  do  as  the  Romans  do. 


railways  of  Mexico  are  controlled  by  Amer¬ 
ican  capital,  operated  by  American  equip¬ 
ment  and  managed  by  American  business 
men.  Even  the  train  crews,  except  in  the 
extreme  south,  are  nearly  all  American.  Yet 
the  highest  salaried  official  of  the  National 
merger  system  is  said  to  be  a  Spaniard. 

Probably  the  greatest  reason  for  Amer¬ 
ican  commercial  activity  in  the  republic, 
and  certainly  the  reason  for  most  of  the 
pompous  American  “I-am-it-ness,”  is  the 
friendliness  of  President  Diaz  towards  all 
foreigners,  Americans  in  particular.  When 


ENTRANCE  TO  A  HOLY  VILLAGE. 


It  is  the  unsavory  reputations  of  these 
people  from  which  the  American  capitalists 
engaged  in  legitimate  enterprises  suffer.  An 
American  pressing  a  business  deal  in  Mex¬ 
ico  is  handicapped  at  the  start  by  the  dis¬ 
trust  of  the  native,  inspired  in  his  simple 
mind  by  previous  occasions  when  he  has 
been  “done”  by  a  Yankee. 

There  are  four  principal  lines  of  progress 
in  Mexico — railroads,  mines,  ranches  and 
timber.  In  the  first  named  the  Americans 
have  so  far  been  most  prominent.  Though 
the  mysterious  identity  of  that  power  in 
industrials  the  world  over  “the  stockhold¬ 
er”  is  untraceable,  it  is  certain  that  the 


Diaz  came  into  political  control  of  the  re¬ 
public  he  issued  a  plain  invitation  to  for¬ 
eign  capital  to  come  in  and  develop  the 
country.  Governors  of  states  and  descend¬ 
ants  of  old  Spanish  families,  owned  hun¬ 
dreds  of  thousands  of  rich  farm  country 
and  wooded  tracts,  with  not  a  cent  of  ready 
cash  to  develop  them.  Diaz  reasoned  that 
the  best  thing  for  the  country  would  be  to 
let  foreigners  develop  it,  since  the  Mexi¬ 
cans  were  unable  to.  He  still  holds  this 
opinion. 

For  geographical  reasons  the  Americans 
arrived  first  on  the  scene.  President  Diaz 
has  always  shown  them  every  courtesy, 
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given  them  every  aid  in  his  power,  and  his 
government  has  followed  suit.  To  say  that 
this  policy  has  been  popular  with  the  Mex¬ 
icans  at  large  would  be  a  serious  strain 
upon  the  imagination.  Indifferent  at  first, 
the  natives  have  seen  the  land  and  the  air 
and  the  water  gradually  placarded  “This 
belongs  to  an  American.”  Grown  prosper¬ 
ous  by  this  very  foreign  invasion  of  capi¬ 
tal,  the  Mexican  has  discovered  a  desire 
to  be  something  more  than  a  proletariat 
himself.  From  the  profits  of  hated  “grin¬ 
go”  operations,  he  has  risen  to  comparative 


wholly  wrong.  It  is  this  growing  unrest 
that  one  hears  naught  of  in  talking  with 
President  Diaz  and  American  promoters. 
Yet  it  is  retarding  American  progress. 
Though  not  taking  direct  advantage  of  it, 
the  Teutonic  merchants  reap  a  benefit.  Ig¬ 
noring,  pretending  not  to  see,  the  Germans 
are  plodding  their  way  as  though  all  the 
Americans  were  north  of  the  Rio  Grande. 
French,  Spanish  and  English  reap  advan¬ 
tages. 

There  is  yet  a  lingering  hatred  in  the 
Mexican  heart  for  the  Spaniard.  Mexican 


affluence.  With  it  has  come  a  spirit  of  in¬ 
dependence,  aggravated  by  the  puerile  at¬ 
titude  of  unworthy  Americans.  He  sees 
his  fellow  countrymen  worked  like  slaves 
by  American  corporations,  he  sees  his  coun¬ 
try’s  institutions  sneered  at  by  aliens,  his 
church  insulted,  his  women  made  fun  of. 
In  spite  of  the  fact  that  he  makes  more 
money  now  by  four  times  over  than  he  did 
20  years  ago,  though  he  has  a  better  home, 
he  has  ice  and  beer  and  roofs  that  won’t 
leak — all  institutions  of  the  “grihgo” — still 
his  protest  is  not  wholly  without  reason. 
It  is  human  nature  to  rebel  in  a  position 
such  as  his.  Inconsistant  as  he  may  be, 
the  Mexican  middle  class  man  cannot  be 


independence  is  too  young  for  the  people 
to  forget  their  oppressors.  This  antipathy 
is  dying  out  gradually,  but  is  still  great. 
And  great  as  it  is,  among  the  middle  and 
lower  classes  generally,  I  believe  the  anti- 
American  feeling  is  greater.  Both  are  slum¬ 
bering.  It  is  doubtful  if  any  demonstra¬ 
tion  of  either  will  ever  occur.  Yet  with 
that  dormant  feeling  in  the  breasts  of  the 
people  at  large,  it  forms  a  real  obstacle  to 
American  commercial  success  there,  an  ob¬ 
stacle  not  encountered  by  the  German,  who 
may  not  even  know  of  its  existence. 

We  cannot  deny  that  Americans  have 
made  great  strides  in  Mexico,  nor  can  we 
ignore  the  good  they  have  done  the  coun- 
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try.  It  is  against  the  bombastic,  self-lauda¬ 
tion  of  American  capitalists  that  the  ob¬ 
jection  rests.  What  good  may  have  come 
to  Mexico  incidental  to  the  investment  of 
United  States  money  there,  is  not  the  re¬ 
sult  of  philanthropic  efforts  upon  the  part 
of  the  investors.  Yet  to  read  some  of  the 
prosperity  articles  one  would  almost  think 
that  Americans  were  carrying  money  to 
the  south  merely  to  see  the  country  pros¬ 
per. 

Admitting  the  great  strides  of  industry 
in  Mexico,  with  their  impetus  on  this  side 
of  the  border,  the  statement  of  American 
supremacy  must  be  denied.  It  would  be 
hard  to  tell  at  any  given  moment  which 
IS  ahead,  German  or  American.  The 
French  in  dry  goods,  the  English  in  cut- 
lery,  the  Spanish  in  provisions — they  need 
hardly  be  recognized  in  the  balancing  of 
totals.  But  the  German  is  there,  a  menace 
no  less  great  because  he  carries  no  brass 


it  may  be  made  to  suffer.  There  are 
chances  in  Mexico,  great  glaring  oppor¬ 
tunities  standing  ready  for  capital  and  en¬ 
terprise  to  develop.  Handicapped  as  he 
may  be,  the  American  should  not  hesitate 
to  invest  his  money  there  and  devote  his 
energies  to  the  following  up  of  his  oppor¬ 
tunity.  His  property  is  safe  in  the  repub¬ 
lic.  Experts  say  that  Mexican  laws  are 
more  just  on  the  whole  than  those  of  our 
own  United  States.  American  lawyers 
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band  and  issues  no  press  notices.  As  he 
has  done  in  Guatamala,  and  is  doing  in 
other  Central  American  states,  he  promises 
to  do  in  Mexico— beat  out  the  Yankee.  He 
makes  no  boasts  about  the  Germanization 
of  this  or  that  state.  He  plods,  and  is 
sincere. 

The  Americanization  of  Mexico !  We 
hear  it  spoken  of  in  other  than  a  com¬ 
mercial  sense,  and  it  is  then  even  more  of 
a  fallacy,  a  blown  bubble.  For  the  prog¬ 
ress  of  American  commerce  in  Mexico  has 
been  real ;  it  is  only  by  comparison  that 


have  been  known  to  go  down  there  to  plead 
cases  for  American  corporations  and  find 
to  their  great  surprise  and  indignation  that 
“the  law’s  delays”  were  not  to  be  found 
in  Mexico.  The  country  supports  courts 
of  justice  rather  than  courts  of  law.  A 
new  country,  matters  of  justice  are  han¬ 
dled  with  summary  disregard  of  fine  dis¬ 
tinctions  and  legal  quibbl|ag. 

Mexican  mining  laws  are  l^id  to  be  mod¬ 
els  of  their  kind.  The  present  political 
administration  supports  foreigners  in  their 
claims  for  justice  if  their  claims  are  just. 
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Americans  have  a  better  chance  of  getting 
their  legal  rights  in  Mexico  than  they 
would  in  their  home  courts.  These  facts 
merely  create  a  less  discouraging  view  of 
Mexican  investments. 

It  is  against  the  over-confidence  of  Amer¬ 
icans  that  the  warning  need  be  sounded. 
What  time  the  man  from  the  states  spends 
in  writing  home  about  his  success,  the  Teu¬ 
ton  spends  talking  to  his  Mexican  neigh¬ 
bors  or  courting  a  Mexican  senorita.  It  is 
the  German  who  needs  watching,  who  must 


be  checkmated.  “American  supremacy” 
looks  well  on  paper  and  is  pleasing  to  the 
ear,  but  why  befog  the  truth?  That  the 
Teuton  is  formidable  is  shown  by  his  suc¬ 
cessful  effort  to  monopolize  the  trade  of 
the  entire  country  of  Guatamala,  Mexico’s 
southern  neighbor.  Until  he  is  beaten  in 
a  fair  struggle,  the  literature  upon  “The 
American  Commercial  Conquest  of  Mex¬ 
ico”  had  best  be  held  for  future  publica¬ 
tion,  either  as  history,  or  as  fiction  founded 
upon  what  might  have  been. 
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The  Automatic  General  Manager 

By  HENRY  M.  HYDE 

Author  of  "The  Upstart” 


RESIDENT  JOSIAH  T. 
BARKER,  of  the  Bar¬ 
ker  Wagon  Works, 
H  i  g  h  la  n  d  Park,  Ilk, 
stepped  inside  the  glass 
partition  which  cut  off 
the  executive  offices  of 
his  company  from  the 
rest  of  the  plant  and 
shut  the  door  behind 
him.  One  side  of  President  Barker’s 
red  mustache  pointed  up;  the  other 
down;  both  were  rough  and  rumpled.  His 
heavy  mop  of  red  hair  was  in  disorder.  He 
threw  his  hat  on  to  the  long  directors’  ta¬ 
ble,  drew  up  a  chair  beside  it  and  beckoned 
mysteriously  to  young  Brooks,  the  vice 
president  of  the  company.  While  Brooks 
was  walking  over  to  join  him.  President 
Barker  tapped  nervously  on  the  polished 
surface  of  the  table  with  the  edge  of  his 
eye-glasses. 

“It’s  all  ready,”  said  President  Barker  in 
a  low  tone,  as  Brooks  drew  up  a  chair  be¬ 
side  him. 

“You  mean  the — uh - ” 

“Yes;  the  Automatic  General  Manager,” 
said  the  president. 


Brooks  avoided  the  shifting  gray  eye  of 
President  Barker.  He  looked  diagonally 
down  at  the  table  top,  under  lowered  eye¬ 
lids,  and  he  spoke  in  a  voice  half-resigned 
and  half-sullen.  In  his  heart  he  regarded 
the  Automatic  General  Manager  as  the 
height  of  absurdity.  But  he  knew  that 
President  Barker  was  determined  on  giving 
it  a  trial  and  he  realized  the  uselessness  of 
further  opposition. 

“All  right,  sir,”  he  said, 

“I  go  to  New  York  tonight,”  went  on 
Barker.  “Monday  I  sail  for  the  West  In¬ 
dies.  After  that  I’ll  be  out  of  reach  of 
everybody  for  two  weeks.  Monday  I  want 
you  to  go  down  and  carry  out  the  orders 
of  the  Automatic  General  Manager.  I  ex¬ 
pect  some  of  them  will  surprise  you.” 

“I  hope  you  ain’t  going  to - ”  began 

Brooks  doggedly,  but  the  president  inter¬ 
rupted  him, 

“Now  look  here.  Brooks,”  said  Barker, 
“I  want  you  to  look  at  the  Automatic  Gen¬ 
eral  Manager  in  the  right  way.  I  thought 
by  this  time  you  appreciated  what  I  am 
trying  to  do.” 

President  Barker  was  plainly  provoked. 
He  ran  one  hand  through  his  hair.  With 
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the  other  he  beat  his  eye-glasses  against 
the  table  top  in  an  emphatic  tattoo.  He 
cursed  the  dense  stupidity  of  everybody  in 
general  and  of  his  own  subordinates  in 
particular. 

“Brooks,”  Barker  went  on,  “once  we  get 
the  Automatic  General  Manager  working 
properly,  it’ll  make  it  easier  to  manage  this 
big  factory  than  it  is  to  run  a  country  store 
in  the  old-fashioned  way.  Good  Lord,  man  ! 
it’s  the  greatest  thing  we  ever  got  up.” 

“Yes,  I  know,”  answered  young  Brooks, 
submissively.  He  had  listened  to  it  all 
before. 

“I  want  the  orders  of  the  Automatic  Gen¬ 
eral  Manager  carried  out  to  the  letter — to 
the  very  letter.  Some  people  will  be  sur¬ 
prised,  of  course,  at  its  orders.  If  I  was 
within  reaching  distance  they  would  appeal 
to  me.  That’s  why  I  want  to  be  out  of 
reach  of  a  telegram.  It  hits  some  people 
that  are  high  up  in  our  organization  and 
hits  them  hard,  too.  It  has  ordered  some 
people  discharged;  it  boosts  some  salaries 
and  cuts  others.  I’d  hesitate  myself  to  issue 
some  of  its  orders.  But  think.  Brooks,  the 
Automatic  General  Manager  will  do  away 
forever  with  favoritism ;  it  hasn’t  got  any 
prejudices;  it  can’t  make  any  errors  of 
judgment.  It’s  purely  mechanical  and  au¬ 
tomatic.  Therefore  it  can’t  make  a  mis¬ 
take.  I  shan’t  interfere  with  it  at  all  and 
I  won’t  let  anybody  else.  It  puts  business, 
for  the  first  time,  on  a  purely  business 
basis.” 

“All  right !  All  right !”  said  young 
Brooks,  hopelessly. 

“I  went  down  myself  this  afternoon  and 
attended  to  the  Automatic  General  Man¬ 
ager,”  said  the  president,  “because  I  wanted 
you  to  feel  sure  that  there  were  no  clerical 
errors  made  in  fixing  it  up.  You  can  carry 
out  its  orders  just  as  you  find  them  without 
hesitation.  They  are  absolutely  correct. 
But  hereafter  none  of  the  officers  will  have 
to  bother  with  it  at  all.  Next  month  my 
secretary  can  go  down  with  the  reports 
from  the  departments  and  the  Table  of 
Minimum  Percentage  of  Efficiency  and  fix 
it  up  just  as  well  as  I  can.  Perhaps  we  had 
better  appoint  a  private  secretary  to  the 
Automatic  General  Manager — but  that  can 
wait  until  I  get  back.” 

“Hadn’t  we  better  go  down  and  look  it 
over  together  ?”  pleaded  young  Brooks,  who 
saw  that  argument  was  useless. 

“No,  sir.  I  don’t  want  you  to  go  near  it 


until  Monday.  By  that  time  I’ll  be  out  of 
reach.  I  want  the  demonstration  of  the 
success  of  the  Automatic  General  Manager 
to  be  as  complete  as  possible.  I  want  to 
show  that  it  works  as  well  in  my  absence 
as  when  I’m  here.  Do  you  understand?” 

“All  right,”  answered  the  vice  president. 
“I’ll  carry  out  its  orders  if  they  take  the 
roof  off  the  factory.” 

“That’s  exactly  what  I  want,”  said  Pres¬ 
ident  Barker.  “I  want  you  to  carry  out  its 
orders,  if  it’s  the  last  thing  you  do.  I’m 
going  home  now  to  pack  up.” 

President  Barker  was  a  most  unusual 
man  and  he  was  proud  of  the  distinction. 
Over  his  desk  hung  a  framed  motto:  “If 
you  want  to  achieve  unusual  success  you 
must  adopt  unusual  methods” ;  and  he  had 
acted  on  it  in  every  step  of  his  business 
career.  He  tried  to  do  everything  differ¬ 
ently  from  other  people. 

Ten  years  before  he  had  started  the 
Barker  Wagon  Works  with  a  capital  of 
$6,000  and  a  head  of  steam  which  would 
have  burst  a  locomotive  boiler.  Now  he 
was  at  the  head  of  a  great  business  with 
a  paid  up  capital  of  $3,000,000.  He  owned 
a  majority  of  stock  in  the  company  and 
absolutely  controlled  it.  But  the  fact  that 
he  was  a  millionaire  with  more  than  a  mil¬ 
lionaire’s  income  did  not  satisfy  him.  He 
yearned  for  some  considerable  measure  of 
personal  fame  and  distinction.  Four  years 
ago  he  attended  a  meeting  of  the  National 
Manufacturers’  Association  and  there  he 
learned  that  manufacturing  millionaires  are 
almost  as  plentiful  in  the  business  world  as 
fleas  on  a  dog.  There  was  nothing  unusual 
or  distinctive  about  his  position. 

One  day  he  read  the  head-line  of  a  maga¬ 
zine  advertisement:  “Make  Your  Business 
Automatic !”  The  idea  pleased  him.  He 
set  about  carrying  it  out  in  the  conduct  of 
his  own  great  business. 

He  studied  books  on  business  system. 
He  adopted  all  sorts  of  mechanical  and 
automatic  aids  in  business.  Gradually  he 
began  to  see  the  possibility  of  making  him¬ 
self  personally  famous  as  the  foremost  ex¬ 
ponent  of  system  in  business. 

Cromwell  had  come  tramping  down 
through  history  as  “Old  Ironsides.”  Josiah 
T.  Barker  should  be  known  to  future  gen¬ 
erations  of  business  men  as  “Old  System.” 

His  first  year’s  work  in  the  direction  of 
winning  a  historic  nickname  was  compara¬ 
tively  simple.  He  bought  card  index  filing 


THE  TREASURER^  THE  SECRETARY  AND  THE  REST  DEMANDED  SAVAGELY  THE  CAUSE  OF  THEIR 

UNEXPECTED  DISMISSAL, 


cases;  he  introduced  loose  leaf  ledgers  to 
his  book-keepers;  he  put  in  time  stamps 
and  time  recorders ;  he  devised  a  system  of 
red  and  blue  cards  which  followed  every 


job  of  work  through  the  factory  from  the 
raw  stock  bins  to  the  inspection  room,  and 
came  out  at  the  end  in  the  form  of  a  con¬ 
densed  but  complete  history  of  every  oper- 
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ation  and  a  complete  record  of  every  min¬ 
ute  of  time  spent  on  its  production. 

He  invented  a  machine  which  took  let¬ 
ters  from  the  typewriter,  folded  them,  in¬ 
serted  them  in  the  addressed  envelopes, 
sealed  them  up,  licked  the  postage  stamps, 
pasted  them  on,  and  finally  dropped  the 
completed  letters  into  the  mail  chutes.  That 
machine  showed  almost  human  intelligence 
and  President  Barker  was  accustomed  to 
say,  with  a  grim  smile,  he  supposed  it  was 
too  much  to  expect  the  operators  who  wrote 
the  letters  to  do  the  same. 

So  far  it  should,  in  fairness,  be  noted 
that  system  did  its  perfect  work.  It  saved 
time  and  money,  simplified  the  transaction 
of  business  and  did  everything  that  the 
warmest  advocate  of  system  in  business 
claimed  for  it.' 

But  “Old  System”  was  by  no  means  satis¬ 
fied  to  stop  there.  Not  he!  He’^ext  fell 

Hf.-  . 

upon  the  push  button  idea  and  discovered 
that  it  held  tremendous  possibilities./' 

Now  a  push  button  or  two  on  a' -man’s 
desk  are  doubtless  excusable.  Their  .[pres¬ 
ence  may  be  due  to  an  ingenious  dejire  to 
indicate  the  importance  -oT  their'  owner  to 
the  casual  caller;  they  ei^- be  legiti¬ 
mate  aids  in  the  expedition '  ’of  business. 
But  President  Barker  soon  had  a  whole 
organ  keyboard  of  push  buttons  running 
across  the  front  of  his  desk.  The  upper 
row  was  given  up  to  buttons  connecting 
with  the  various  departments  in  the  fac¬ 
tory.  There  was  one  for  the  assistant  gen¬ 
eral  manager  and  another  for  the  man  who 
striped  the  wagon  wheels ;  there  was  a  but¬ 
ton  to  stop  the  engines;  to  turn  in  a  fire 
alarm ;  to  blow  the  factory  whistle ;  to  sum¬ 
mon  his  automobile  to  order  a  drink  of 
water.  There  were  so-  rnaiiy  buttons  that 
sometimes  “Old  System”,  got  mixed  up  on 
them  and  pushed  the  button  which  ordered 
all  the  windows  in  the"  factory  thrown  open 
when  all  he  wanted  was  a  stenographer. 

This  was  well  enough,  but  it  did  not 
march  with  President  Barker’s  ambition  to 
be  known  only  as  “the  Push  Button  Man.” 
And,  after  all,  there  were  evidently  limits 
to  the  development  along  that  line. 

Finally  there  came  to  him,  as  he  lay  toss¬ 
ing  on  his  bed  one  night — he  always  re¬ 
garded  it  as  an  inspiration — the  great  idea 
of  his  Automatic  General  Manager.  Here 
was  an  entirely  new  and  original  discovery 
in  the  line  of  business  system.  It  took  him 
months:  to  study  it  all  out.  Then,  with 


great  secrecy,  he  had  the  first  Automatic 
General  Manager  made,  and  now  he  was 
ready  to  give  it  its  first  real  trial. 

He  had  not  found  Vice  President  Brooks 
and  the  other  officers  of  his  company  en¬ 
thusiastic  over  the  Automatic  General  Man¬ 
ager,  but  that  only  made  him  more  deter¬ 
mined  to  demonstrate  the  wonderful  pos¬ 
sibilities  of  the  idea. 

As  was  perfectly  fitting  and  proper,  the 
Automatic  General  Manager  had  a  room 
all  to  itself.  This  room  was  kept  locked, 
one  key  being  in  the  possession  of  Presi¬ 
dent  Barker  and  the  other  on  the  key  ring 
of  Vice  President  Brooks,  so  there  was  no 
chance  that  impious  hands  should  desecrate 
its  mysteries. 

The  Automatic  General  Manager  con¬ 
sisted,  in  the  first  place,  of  a  large  framed 
board,  which  hung  against  the  wall.  Down 
the  left-hand  column  of  this  board  were 
painted  in  column-file  the  names  of  all  the 
departments  in  the  Barker  Wagon  Works. 
After  each  name,  in  a  column  to  the  right, 
was  a  little  pocket,  built  into  the  wood. 
Made  just  of  a  size  to  fit  into  these  pockets 
were  a  lot  of  small  wooden  paddles,  paint¬ 
ed,  as  to  their  upper  and  projecting  part,  in 
various  brilliant  colors.  There  were  red 
paddles,  black  paddles,  yellow  paddles  and 
paddles  of  a  dozen  different  colors.  And 
the  colors  on  the  paddles  were  the  life 
blood  of  the  Automatic  General  Manager. 

From  each  department  in  the  factory 
President  Barker  required  a  regular  and 
detailed  monthly  report,  showing  its  ef¬ 
ficiency  under  half  a  dozen  different  heads, 
each  worked  out  in  decimals  on  the  scale 
of  a  hundred,  which  represented  perfection. 

He  had  also  had  prepared,  with  great 
care,  a  Table  of  Minimum  Percentage  of 
Efficiency.  That  table  was  the  brains  of 
the  Automatic  .  General  Manager.  It 
showed  the  lowest  percentage  to  which  each 
department  could  drop  and  still  do  its  work 
without  serious  menace  to  the  business. 

Suppose  now  that  its  private  secretary  is 
about  to  fix  up  the  Automatic  General  Man¬ 
ager  for  a  new  month.  Beginning  with  the 
advertising  department,  which  stands  at  the 
head  of  the  first  column  to  the  left  on  the 
Automatic  General  Manager,  he  figures 
out,  from  its  monthly  report,  its  average 
percentage  of  efficiency  for  the  preceding 
month.  Suppose  that  percentage  to  be  60. 
He  then  refers  to  the  Table  of  Minimum 
Percentage  of  Efficiency,  which  shows  that 
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the  advertising  department  must  maintain 
a  percentage  of  65,  if  it  is  to  do  its  work 
satisfactorily. 

Nothing  remains  then  but  to  slip  a  bright 
red  paddle  into  the  little  pocket  after  the 
name  of  the  advertising  department  in  the 
second  column  of  the  Automatic  General 
Manager.  Red  is  the  color  of  fire.  That 
is  what  the  Automatic  General  Manager 
wanted  done  to  the  head  of  the  advertising 
department.  Nothing  could  be  simpler. 

Suppose  on  the  other  hand 
the  figures  showed  that  the 
advertising  department  was 
doing  splendid  work  and  that 
its  head  deserved  a  raise  in 
salary.  Then  he  slipped  a 
bright  yellow  paddle  into  the 
pocket.  Yellow  is  the  color 
equally  of  the  rising  sun  and 
of  the  rising  salary.  The 
thing  was  as  good  as  done. 

If  according  to  the  per¬ 
centages  things  were  going 
fairly  well  in  the  advertising 
department  a  pure  white  pad¬ 
dle  told  the  whole  story.  A 
black  paddle  indicated  that 
the  department  was  in  bad 
s  h  a  p  e — in  mourning,  so  to 
speak.  And  so  on.  There 
were  paddles  of  a  dozen  dif¬ 
ferent  colors.  Each  indicated 
a  different  condition  and  or¬ 
dered  a  different  action  in 
the  premises. 

It  was  Saturday  afternoon 
when  President  Barker  got 
through  fixing  up  the  Auto¬ 
matic  General  Manager  for 
the  first  time  and  turned  the 
carrying  out  of  its  orders 
over  toVicePresident 
Brooks.  At  6  o’clock  that  evening  Barker 
boarded  a  train  for  New  York,  just  as 
Brooks  left  the  factory  for  home,  heavy 
with  the  weight  of  what  was  going  to 
happen  on  the  coming  Monday. 

On  Sunday  morning  the  head  janitor 
started  a  big  force  of  scrub  women  through 
the  factory  to  give  the  plant  its  regular 
fortnightly  cleaning.  There  were,  as  has 
been  said,  but  two  keys  to  the  room  occu¬ 
pied  by  the  Automatic  General  Manager, 
but,  of  course,  the  head  janitor  had  a  pass 
key  which  opened  everything  in  the  build¬ 
ing,  excepting  the  vaults. 


Presently  he  unlocked  the  door  of  the 
room  which  sheltered  the  Automatic  Gen¬ 
eral  Manager  and  bade  Mrs.  O’Brien  and 
Mrs.  Oleson  go  in  and  scrub  the  floor  and 
wash  the  woodwork.  They  went,  armed 
with  scrubbing  brushes  and  long-handled 
mops.  Mrs.  Oleson,  swinging  her  mop  vig¬ 
orously,  struck  the  Automatic  General  Man¬ 
ager  a  hard  blow  with  the  free  end  of  its 
handle  and  knocked  the  hope  of  future  gen¬ 
erations  of  business  men  from  the  nail  on 


ONE  OF  HIS  FIRST  PLEASURES  WAS  TO  INTERVIEW  THE  AUTOMATIC 
GENERAL  MANAGER  WITH  AN  AXE. 


which  it  hung.  Down  to  the  floor  on  its 
head  fell  the  Automatic  General  Manager 
and  every  one  of  the  many  colored  paddles 
dropped  out  of  its  pocket. 

Mrs.  Oleson  screamed  and  Mrs.  O’Brien 
looked  up  from  her  knees  with  a  sniff  of 
scorn. 

“You’re’s  clumsy  as  a  three-horse  coal 
wagon,  Mrs.  Oleson,”  said  Mrs.  O’Brien. 
“You’d  betther  be  afther  pickin’  up  the 
pieces  bayfore  Morgan  gits  back  here.” 

Morgan  was  the  head  janitor. 

Mrs.  Oleson  leaned  the  Automatic  Gen¬ 
eral  Manager  up  against  the  wall  and 
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picked  up  an  apron  full  of  the  painted  pad¬ 
dles. 

“I  wonder  where  these  little  wooden  pegs 
goes?”  she  asked,  holding  up  one  of  the 
precious  paddles. 

“In  thim  little  holes,  you  ijut,”  declared 
Mrs.  O’Brien.  “An’  th’  quicker,  th’  betther 
for  you.” 

So  with  no  Table  of  Minimum  Percent¬ 
age  of  Efficiency  to  guide  her  and  with 
nothing  but  the  fear  of  the  head  janitor 
before  her  eyes,  Mrs.  Oleson,  scrub-lady, 
rearranged  the  sacred  wooden  paddles  of 
the  Automatic  General  Manager  as  best 
pleased  the  wicked  little  gods  of  Chance  and 
Despite.  Then  she  hung  up  the  whole  ap¬ 
paratus  on  its  nail  against  the  wall.  Pres¬ 
ently  the  scrubbing  of  the  floor  and  the 
other  work  was  completed,  the  head  janitor 
locked  again  the  door  of  the  room  of  the 
Automatic  General  Manager  and  the  deep 
peace  of  the  Sabbath  evening  brooded  over 
the  great  plant  of  the  Barker  Wagon 
Works. 

****** 

On  the  Monday  morning  following  Vice 
President  Brooks  came  out  to  the  factory 
nerved  up  to  the  point  of  desperation. 

“I’ll  get  through  with  it  as  quickly  as  I 
can,”  he  said  to  himself.  “I  won’t  be  able 
to  do  anything  else,  anyhow,  until  it  is  off 
my  mind.” 

With  fear  in  his  heart  he  unlocked  the 
room  of  the  Automatic  General  Manager 
and  stepped  in.  He  glanced  up  at  the 
board  and  there  before  his  own  name,  as 
vice  president,  stood  one  of  the  fatal  red 
paddles ! 

So  that  was  why  President  Barker  had 
fled  to  the  West  Indies  after  declaring  that 
he,  personally,  would  not  have  issued  some 
of  the  orders  of  the  Automatic  General 
Manager  ?  He,  Brooks,  was  to  lose  his 
position,  eh?  Perhaps  Barker  thought  that 
after  seeing  the  notice  of  his  own  dismissal 
he  would  not  carry  out  the  rest  of  the  or¬ 
ders,  Huh  !  He’d  show  the  cowardly  pres¬ 
ident  that  he  was  not  that  sort  of  a  man. 
He  looked  the  board  over  more  carefully 
and  took  a  certain  savage  pleasure  in  ob¬ 
serving  that  half  the  most  important  men 
in  the  business  had  the  same  bright  red 
paddles  after  their  names. 

Barker  must  be  crazy.  He  must  be  try¬ 
ing  to  ruin  the  business?  Very  well.  It 
was  his  business. 

Very  carefully  Brooks  copied  off  all  the 


orders  of  the  Automatic  General  Manager, 
as  indicated  by  the  fateful  paddles.  Then 
he  went  upstairs  and  savagely  dictated 
notes  dismissing  from  the  service  of  the 
company  the  treasurer,  a  man  of  ten  years’ 
service;  the  secretary,  who  had  worked  his 
way  up  from  office  boy,  and  the  general 
superintendent,  who  had  invented  most  of 
the  devices  on  which  the  success  of  the 
business  was  based.  With  equal  grimness 
he  sent*  orders  to  the  paymaster  to  raise 
the  salaries  of  half  a  dozen  incompetents, 
before  whose  names,  with  the  unwitting 
assistance  of  Mrs.  Oleson,  the  Automatic 
General  Manager  had  placed  bright  yellow 
paddles. 

Within  an  hour  chaos  reigned  supreme 
throughout  the  plant  of  the  Barker  Wagon 
Company.  The  treasurer,  the  secretary  and 
the  rest  demanded  savagely  the  cause  of 
their  unexpected  dismissal. 

“Orders  of  the  old  man’s  damned  infer- 
nal  machine,”  answered  Brooks.  “I’m  with 
you.” 

Ten  minutes  before  noon  Vice  President 
Brooks  keeled  over  sideways  from  his  chair 
and  fell  to  the  floor.  He  was  taken  home 
in  an  ambulance  and  the  doctor  said  he 
had  brain  fever. 

Meanwhile  telegrams  to  President  Barker 
in  New  York  were  burning  up  the  wires. 
The  manager  of  the  New  York  office  jump¬ 
ed  into  a  cab  and  drove  like  mad  to  the 
dock  of  the  steamship  line  on  which 
Barker  had  engaged  passage.  In  the  wis¬ 
dom  of  Providence  the  sailing  of  that  Mon¬ 
day  morning  boat  had  been  delayed,  pend¬ 
ing  the  arrival  of  some  late  freight. 

The  breathless  manager  found  President 
Barker  leaning  idly  against  the  rail  of  the 
steamer  and  handed  him  a  message.  He 
frowned,  took  the  yellow  envelope  and  tore 
it  open. 

“Barker:  Brooks  seized  with  brain  fever. 
Rest  of  us  fired.  Have  turned  business 
over  to  the  office  boy.” 

It  was  signed  by  the  secretary,  the  treas¬ 
urer  and  the  general  superintendent. 

President  Barker  caught  a  fast  tram  back 
to  the  factory.  One  of  his  first  pleasures, 
after  hearing  how  the  ground  lay,  was  to 
interview  the  Automatic  General  Manager 
with  an  ax. 

This  is  the  story  of  how  he  won — though 
much  against  his  will — the  historic  nick¬ 
name  of  “Old  Svstem.” 


HE  sapphire,  ruby 
and  topaz  are  all 
classified  as  corun¬ 
dums,  being  identi¬ 
cal  in  substance  al¬ 


though  different  in  color.  Thus 
the  red  sapphire  is  a  ruby,  the 
blue  ruby  is  a  sapphire,  and  the 
yellow  ruby  is  a  topaz.  The  name 
corundum  is  of  Indian  origin  and  is  ap¬ 
plied  only  to  those  precious  stones  which 
present  the  characteristic  hexagonal  crys¬ 
tal. 

The  commercial  variety  of  corundum  is, 
as  is  generally  known,  called  emery  and  is 


belonging  to  any  of  the  other  sys 
terns  this  diversity  may  often  b( 
detected,  when  examined  by  the 
dichroiscope, ‘be  the  stone  ever  sc 
perfect  and  uniform  in  color  tc 
the  unassisted  eye.  Since  both 
the  spinel  and  the  garnet  belong 
to  the  cubic  or  tesseral  system, 
they  display  no  dichroism,  where¬ 
as  the  ruby,  which  belongs  to  the  hexagonal 
system,  is  invariably  dichroic.  The  typical 
ruby,  or  pigeon’s  blood  color,  when  exam¬ 
ined  by  the  dichroiscope,  exhibits  one  image 
of  an  aurora-red  color,  while  the  other  is 
carmine. 


used  for  polishing  and  sharpening  metals, 
etc. 

The  most  valuable  kind  of  ruby  is  the 
red  sapphire,  this  being  the  rarest  of  all 
gems  when  of  large  size,  good  color,  and 
free  from  flaws,  exceeding  the  diamond  in 
value. 

The  color  of  the  ruby  varies  from  the 
lightest  rose-tint  to  the  deepest  carmine. 
Those  too  dark  or  too  light  are  not  es¬ 
teemed.  The  most  valuable  tint  is  that 
particular  shade  called  by  jewelers  the 
“pigeon’s  blood,”  which  is  a  pure,  deep, 
rich  red,  without  any  admixture  of  blue 
or  yellow. 

The  spinel  is  incorrectly  called  a  ruby, 
but  belongs  to  an  entirely  different  class 
and  form  of  crystallization.  The  use  of 
the  dichroiscope  enables  the  distinction  to 
be  made  with  certainty  as  this  instrument 
shows  whether  the  gem  possesses  the  prop¬ 
erty  of  dichroism— that  is,  of  exhibiting 
two  distinct  colors,  or  tints,  when  viewed 
from  different  directions.  Gems  belonging 
to  the  cubic  system  of  crystallization  do 
not  exhibit  this  property,  while  in  those 

“The  ruby  signifies  divine  power  and  love;  dig¬ 
nity  and  royalty.” 


The  tourmaline  is  called  a  Brazilian 
ruby  when  of  a  red  color. 

ARTIFICIAL  RUBIES. 

Some  French  chemists  have  recently  suc¬ 
ceeded  in  making  artificial  rubies  of  pre¬ 
cisely  the  same  form  and  crystallization 
and  of  equal  hardness  to  the  natural  ones, 
but  the  crystals  produced  are  so  minute 
that  it  is  doubtful  whether  this  form  of 
production  will  ever  prove  remunerative. 
These  crystals  are  produced  by  heating 
alumina  for  a  long  period  with  borax  in  a 
platinum  vessel.  The  borax  first  dissolves 
the  alumina,  and  then  the  elements  of  the 
borax  separate  and  disappear  by  volatili¬ 
zation,  leaving  the  alumina  in  a  crystallized 
state.  Colored  crystals  of  alumina  have 
also  been  made  by  bringing  the  gas,  fluride 
of  silicon,  into  contact  with  the  vapor  of 
boracic  acid  at  a  high  temperature;  mutual 
decomposition  takes  place,  fluoride  of 
boron  escapes,  and  the  alumina  is  left  dis¬ 
tinctly  crystallized.  It  is  curious  that  the 
same  matter,  under  identical  circumstances, 
communicates  sometimes  a  red  and  some¬ 
times  a  blue  color,  which  fact  corresponds 
with  the  conditions  in  which  both  rubies 
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and  sapphires  are  found  in  nature,  both 
blue  (sapphires)  and  red  (rubies)  crystals 
occurring  together. 

THE  STAR  RUBY. 

Another  form  of  ruby  much  esteemed 
in  the  east  is  called  the  star  ruby,  having 
a  six-pointed  star  across  the  crystal.  This 
star  appears  to  be  formed  by  a  silky  im¬ 
perfection  in  the  gem,  and  when,  examined 
by  the  light  of  the  sun  or  of  a  candle 
shows  forth  with  great  distinctness.  Large 
prices  are  obtained  for  stones  of  this  kind, 
especially  when  the  center  of  the  star  is 
in  the  middle  of  the  gem. 

THE  ORIENTAL  RUBY. 

The  oriental  ruby  is  indisputably  the 
most  valuable  of  precious  stones.  The¬ 
ophrastus  speaks  of  it  as  incombustible,  and 
as  having  the  appearance  of  a  burning  coal 
when  held  up  to  the  sun.  He  is  said  to 
have  given  forty  gold  pieces  for  a  very 
small  one.  It  is  generally  found  loose  in 
sand  or  debris  in  company  with  other 
precious  stones.  It  will  readily  scratch 
emerald,  topaz,  rock  crystal,  and  indeed, 
all  other  stones,  save  the  diamond,  though 
it  slightly  yields  in  hardness  to  the  sap¬ 
phire.  Its  color  is  carmine,  cochineal,  and 
rose-red,  often  with  a  play  of  violet;  the 
most  valued  color  being  that  of  pigeon’s 
blood. 

WHERE  RUBIES  ARE  FOUND.. 

The  greatest  emporium  of  rubies  is  the 
kingdom  of  Burmah.  Heretofore  no 
strangers  were  allowed  to  visit  the  ruby 
mines,  but  as  Burmah  is  now  a  British 
possession,  any  desired  particulars  in  re¬ 
gard  to  the  mines  will  doubtless  become 
public  property  in  good  time.  However, 
the  usual  methods  in  obtaining  the  product 
of  mines  of  this  kind  are  about  the  same 
everywhere. 

There  are,  undoubtedly,  large  quantities 
of  valuable  rubies  to  be  obtained  in  the 
mountainous  regions  of  upper  Burmah, 
but,  up  to  this  date,  so  far  as  is  known, 
they  have  never  been  systematically  ex¬ 
plored.  The  wild  inhabitants  of  those 
regions  pay  tribute  to  the  British  and 
Chinese  governments  with  rubies. 

Red  and  blue  corundum  is  found  in  crys¬ 
tals  in  the  states  of  New  York  and  New 
Jersey.  They  are,  however,  of  small  size 
and  cannot  be  used  for  jewelry. 

Where  rubies  and  sapphires  are  met  with, 


gold  is  almost  sure  to  be  present.  They 
are  usually  found  in  hexagonal  rounded 
prisms  in  layers  of  earth,  or  in  beds  of 
rivers  and  streams. 

The  ruby  is  cut  by  means  of  diamond 
powder  on  an  iron  wheel  or  skaif,  and 
polished  on  a  copper  one  with  tripoli  and 
water.  In  the  east  they  use  corundum 
wheels  for  the  cutting,  but  the  work  is 
not  flat  and  sharp.  The  best  and  most 
usual  form  of  cutting  the  ruby  is  the  mixed 
or  half  brilliant,  although  silky  and  imper¬ 
fect  stones  are  frequently  cut  en  cobochon. 

HOW  RUBIES  ARE  MINED. 

The  ruby  mines  of  Burmah,  whence 
come  some  of  the  finest  stones,  have  long 
been  known,  and  the  king  is  said  to  pos¬ 
sess  the  rarest  and  most  wonderful  speci¬ 
mens.  They  are  worked  by  sinking  shafts, 
until  the  ruby-producing  soil  is  met  with, 
which  occurs  at  various  depths,  sometimes 
within  two  feet  of  the  surface,  sometimes 
30  feet  below  it;  when  this  stratum  is 
found  it  is  followed  up  until  it  becomes 
necessary  to  sink  another  shaft,  or  until 
it  is  exhausted;  the  stones  found  are  al¬ 
most  always  small,  and  seldom  free  from 
defects,  the  rhombohedral  crystals  are 
rarely  perfect,  and  usually  worn  down  into 
rounded  surfaces.  These  mines  are  rigor¬ 
ously  guarded,  no  European  being  allowed 
to  approach  them  on  any  pretence.  They 
are  a  royal  monopoly,  and  fine  stones  can 
only  be  smuggled  away,  as  the  order  is  to 
retain  all  for  the  king’s  treasury.  When 
a  particularly  large  and  fine  stone  is  found, 
it  is  usual  to  send  out  a  procession  of 
grandees  with  soldiers  and  elephants  to 
meet  it.  One  of  the  titles  of  the  king  of 
Burmah  is  Lord  of  the  Rubies. 

ROMANCE  AND  TRADITIONS. 

(Compiled  from  various  sources.) 

Brahmin  traditions  speak  of  the  abode 
of  the  gods  lighted  by  enormous  rubies 
and  emeralds.  In  China,  rubies  have  been 
used  from  the  earliest  time  for  ornament¬ 
ing  the  slippers  of  women,  and  there,  as  in 
India,  they  are  to  be  met  with  incrusted 
into  jade  vases,  sword  handles,  or  pipe 
mounts.  In  the  authorized  version  of  the 
Bible  they  are  spoken  of  in  the  Proverbs 
and  in  the  Book  of  Job,  and  there  can  be 
no  doubt  that,  the  ruby  was  well  known  to 
the  ancient  Greeks  and  Romans.  The 
anthrax  of  Theophrastus,  and.  the  Indian 
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carbuncle  spoken  of  by  Pliny,  were  no 
doubt  rubies,  and  both  authors  ascribe  to 
it  the  power  of  giving  light  in  the  dark. 
Ancient  cameos  and  intaglios  are  still  in 
existence,  engraved  on  this  stone,  about 
500  years  B.  C.,  which,  as  is  well  known, 
was  the  highest  period  of  Greek  art. 

According  to  Pliny,  the  Ethiopians  had 
a  way  of  increasing  the  splendor  of  rubies 
by  laying  them  for  14  days  in  vinegar, 
which  increased  their  luster  for  a  time,  but 
afterwards  made  them  softer  and  more 
brittle. 

In  later  ages,  the  magical  properties  as¬ 
signed  to  the  ruby  were  that  it  was  an 
amulet  against  poison,  plague,  sadness,  evil 
thoughts,  wicked  spirits,  etc.  It  also  kept 
the  wearer  in  health,  and  cheered  his  mind ; 
and  it  was  thought  that  if  he  or  the  donor 
were  in  danger,  it  would  become  black  or 
obscure,  and  would  not  reassume  its  pris¬ 
tine  color  until  the  peril  had  passed  away. 

The  number  of  large  rubies  in  existence 
of  fine  quality  is  very  small ;  one  of  the 
largest  in  the  French  crown  jewels  adorns 
the  order  of  the  Golden  Fleece,  and  is  cut 
into  the  form  of  a  dragon  with  extended 
wings. 

The  king  of  Burmah  is  said  to  possess  a 
ruby  as  large  as  a  pigeon’s  egg,  of  extra¬ 
ordinary  quality.  In  the  Russian  treasury 
is  said  to  be  one  of  a  very  large  size,  which 
was  presented  by  Gustavus  III.,  king  of 
Sweden,  and  among  the  crown  jewels  of 
Austria  are  several  of  fine  quality  and  con¬ 
siderable  size. 

It  is  stated  that  in  the  pyramid  of  Egypt, 
built  by  Cheops,  there  was  at  one  time  a 
ruby  of  the  size  of  a  hen’s  egg  which  lit 
up  the  tomb  of  the  monarch  as  with  the 
light  of  day. 

Milton  describes  the  cobra  “his  head 
raised  aloft,  and  rubies  in  his  eyes.”  This 
description  has  been  copied  by  Rudyard 
Kipling  in  his  Jungle  Book. 

EMERALDS. 

The  most  celebrated  emerald  mines  in 
the  world  are  those  situated  near  Bogota, 
Colombia.  They  were  discovered  by  Lan- 
chero  in  1555,  but  the  Spaniards  did  not 
commence  working  until  1568.  They  are 
now  worked  by  a  company,  who  pay  an 
annual  rent  to  the  government,  and  employ 
120  workmen.  Workings  were  stopped  in 

"'The  emerald  represents  hope  in  immortality ,  ex- 
^ted  faith  and  victory  over  trial  and  sin.” 


the  middle  of  the  last  century,  and  it  was 
rumored  that  fires  had  broken  out,  and 
that  the  mines  were  unsafe.  It  was  not 
until  1844  that  active  operations  were  re¬ 
sumed.  About  that  time  a  Colombian 
named  Paris — after  whom  the  rare  mineral 
Parisite  was  christened — got  out  some  fine 
stones  and  sold  them  for  large  sums  in 
Europe  and  in  the  United  States.  A  French 
company  was  afterwards  formed,  and  dur¬ 
ing  the  empire  all  the  finest  stones  went 
direct  to  the  Paris  market. 

HOW  EMERALDS  ARE  MINED. 

The  great  Muzo  mine  has  the  form  of  a 
tunnel  of  about  100  yards  deep,  with  very 
inclined  'walls.  On  the  summit  of  the 
mountains,  and  quite  near  the  mouth  of 
the  mine,  are  large  lakes,  whose  waters 
are  shut  off  by  means  of  water-gates, 
which  can  be  easily  shifted  when  the  labor¬ 
ers  require  the  water.  When  the  waters 
are  freed  they  rush  with  great  rapidity 
down  the  walls  of  the  mine,  and  on  reach¬ 
ing  the  bottom  of  it  they  are  conducted  by 
means  of  an  underground  canal  through 
the  mountain  into  a  basin.  The  matrix  of 
the  emerald  is  a  bituminous  limestone,  rich 
in  carbon,  deposited  on  red  sandstone  and 
clay  slate,  and  believed  to  be  of  Necomian 
age.  To  obtain  the  emeralds  the  workmen 
begin  by  cutting  steps  on  the  inclined  walls 
of  the  mine,  in  order  to  make  firm  resting- 
places  for  their  feet.  The  overseer  places 
the  men  at  certain  distances  from  each 
other,  to  cut  out  a  wide  step  with  the  help 
of  pickaxes.  The  loosened  stones  fall  by 
their  own  weight  to  the  bottom  of  the 
mine.  When  this  begins  to  fill,  a  sign  is 
given  to  let  the  waters  loose,  which  rush 
down  with  great  force,  carrying  the  frag¬ 
ments  of  rock  with  them,  through  the 
mountain,  into  the  basin.  This  operation 
is  repeated  until  the  horizontal  beds  are 
exposed,  in  which  the  emeralds  are  found. 
The  emeralds  are  sometimes  accompanied 
by  beautiful  crystals  of  iron-pyrites,  and 
now  and  then  by  crystals  of  parisite.  An 
emerald  is  not  unfrequently  found  in  frag¬ 
ments  which,  when  placed  together,  form 
one  beautiful  crystal.  It  has  been  con¬ 
jectured  that  in  the  course  of  formation 
the  stone  became  divided,  and  yet  each 
part  continued,  when  separated,  its  crys¬ 
tallization.  Another  remarkable  circum¬ 
stance  is  that  the  emeralds  break  shortly 
after  being  separated  from  the  matrix. 
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This  is  sometimes  prevented  by  a  little  fore¬ 
sight,  viz.,  by  placing  the  stones  in  a  vessel 
for  some  days,  and  protecting  them  from 
the  rays  of  the  sun.  . 

SOURCE  OF  THE  COLOR. 

This  stone  and  the  beryl  are  of  the  same 
chemical  composition,  differing  only  in 
color.  The  beautiful  green  color  of  the 
emerald  is  unsurpassed  by  any  other  gem, 
whilst  the  beryl,  or  acquamarine,  is  of  a 
light  blue  or  sea-green  as  its  latter  name 
implies.  These  stones  are  found  crystal¬ 
lized  in  regular  hexagonal  prisms,  and  be¬ 
long  to  that  system  of  crystallization.  The 
top  of  the  crystal  is  flat  at  right  angles  to 
the  prism,  and  sometimes  the  angles  and 
edges  are  beautifully  truncated  or  modified. 
The  crystals  of  beryl  are  usually  found 
striated  longitudinally  often  throughout 
the  stone  as  well  as  on  the  surface,  which 
is  not  the  case  with  the  emerald ;  both 
these  gems  in  the  natural  state  form  most 
beautiful  specimens  for  the  mineralogical 
student.  The  rich  green  color  of  the  emer¬ 
ald  contrasts  with  the  limestone  matrix  in 
which  it  is  found  inbedded.  The  beryl  is 
found  in  crystals,  occasionally  of  immense 
size,  of  many  shades  of  green  passing  into 
yellow,  and  sometimes  perfectly  transpar¬ 
ent. 

The  emerald  is  so  rarely  found  perfect, 
that  the  saying,  “an  emerald  without  a 
flaw  has  passed  into  a  proverb.  It  is  the 
stone  which  ranks  next  in  value  to  the 
ruby,  and  on  account  of  the  pleasing  effect 
it  has,  both  by  day  and  candle-light,  it  is 
a  very  favorite  gem.  Latterly  it  has  in¬ 
creased  enormously  in  value.  The  emeralds 
which  now  come  into  the  market  seem  to 
be  far  inferior  to  those  found  in  former 
times.  The  value,  when  of  a  deep  rich 
grass-green  color,  clear,  and  free  from 
flaws,  is  from  $100  to  $200  the  carat ;  thpse 
of  lighter  shade  are  worth  much  less,  the 
price  ranging  from  $1  to  $75  the  carat; 
but  experience  is  the  only  guide  which  can 
enable  anyone  to  form  a  correct  estimate 
of  the  actual  worth  of  any  but  the  very 
finest  quality.  The  emerald  is  cut  on  a 
copper  wheel  with  emery,  and  polished  on 
a  tin  one  with  rottenstone ;  it  is  most  com¬ 
monly  trap  cut,  and,  when  cut  like  a  bril¬ 
liant,  with  rounded  tables,  it  is  generally 
to  disguise  flaws  which  would  otherwise 
be  apparent.  In  India,  advantage  is  taken 
of  the  facility  with  which  the  emerald  can 


be  cloven  at  right  angles  to  its  axis;  so 
that  in  Indian  ornaments,  we  often  see 
very  flat  emeralds  of  a  large  size.  It  is  to 
be  remarked,  that  the  size  of  the  emerald 
does  not  increase  its  value  in  a  cubic  ratio ; 
that  is  to  say,  it  does  not  progress  in  price 
like  the  diamond  or  ruby. 

WHERE  EMERALDS  ARE  FOUND. 

There  is  no  doubt  that  the  ancient  Egyp¬ 
tians  worked  the  emerald  to  a  very  large 
extent.  Pliny  alludes  to  some  old  emerald 
mines  near  the  Arabian  sea,  and  M.  Cail- 
land  discovered  these  ancient  workings 
when  sent  by  the  viceroy  of  Egypt  on  an 
exploring  mission.  He  found  many  of  the 
mines  or  caves  so  large  that  400  men  could 
work  together  in  them;  and,  that  they  had 
been  used  of  old,  he  deduced  from  seeing 
there  ropes,  levers,  lamps,  and  tools  of 
various  kinds,  besides  many  vessels. 

The  Ural  and  Altai  mountains  have  of 
late  years  furnished  true  emeralds.  The 
first  stone  was  found  accidentally,  in  1830, 
by  a  charcoal  burner,  at  the  root  of  a  tree 
on  the  east  side  of  the  Ural.  This  discov¬ 
ery  led  directly  to  the  regulated  working 
of  the  bed  which  yielded  in  the  first  year 
some  fine  specimens — one  of  the  extraor¬ 
dinary  weight  of  101^  carats;  but,  un¬ 
fortunately,  the  yield  gradually  decreased. 
Very  fine  crystals  of  emerald  are  found  in 
mica-schist  at  Stretnisk,  on  the  River  Ta- 
kowja,  which  lies  to  the  north  of  Kather- 
inenburg,  on  the  Asiatic  slope  of  the  Urals. 
The  emerald  is  there  worked  commercially. 

The  mineral  also  occurs  in  the  moun¬ 
tains  of  the  Sahara,  the  beds  being  of  mica- 
slate,  and  in  the  bed  of  the  River  Har- 
rach,  in  Algeria,  where  it  joins  the  River 
Oued  Rouman.  In  the  latter,  emerald 
crystals  have  been  found  in  white  lamel- 
lated  limestone. 

The  only  European  locality  yielding  good 
crystals  of  emerald  is  the  Heubachthal,  in 
Salzburg,  where  the  mineral  occurs  em¬ 
bedded  in  mica-schist,  much  in  the  same 
way  in  which  it  is  found  on  the  Ural  moun¬ 
tains. 

The  finest  emeralds  are  found  at  Munzo, 
in  New  Granada,  near  Santa  Fe  de  Bogota, 
in  a  limestone  rock,  not  unfrequently  black 
and  containing  shells ;  some  of  the  crystals 
of  carbonate  of  lime  are  vitrified  and  high¬ 
ly  transparent,  and  the  emeralds  found  im¬ 
bedded  in  the  rock  are  often  in  crystals  of 
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a  large  size.  In  the  matrix  minute  dis¬ 
seminated  crystals  of  iron-pyrites  are  oc¬ 
casionally  found. 

In  the  Manka  Valley  of  Peru  the  natives 
appear  to  have  paid  divine  homage  to  a 
magnificent  emerald  of  the  size  of  an 
ostrich  egg,  which  they  named  the  goddess 
of  emeralds.  The  priests  enhanced  the 
value  by  displaying  it  on  big  festivals  only, 
when,  it  was  alleged,  the  temple  came  into 
possession  of  a  vast  number  of  these  cost¬ 
ly  gems,  which,  on  the  discovery  of  Peru 
by  the  Spaniards,  fell  into  the  hands  of 
the  conquerors ;  but  Pizarro  and  his  fol¬ 
lowers,  knowing  nothing  of  the  fragility  of 
the  gem,  broke  many  to  fragments,  sup¬ 
posing  they  would  possess  the  adamantine 
property  of  the  diamond  or  ruby. 

Nero,  it  is  well  known,  observed  the 
feats  of  the  gladiators  through  an  eye¬ 
glass  of  emerald;  hence  the  name  it  some¬ 
times  bore,  Neronianus. 

Isidorus,  Bishop  of  Seville,  says  of  the 
emerald,  that  it  not  only  surpasses  any 
green  herb  or  plant  in  color,  but  that  it 
gives  a  green  color  to  the  surrounding  air ; 
and  that  the  lapidaries  who  cut  emeralds 
have  good  eyesight  on  account  of  the 
agreeable  reflection  they  have  constantly 
before  them.  This  stone  was  also  used  in 
the  middle  ages  in  church  cups  and  chal¬ 
ices,  and  one  of  the  principal  ornaments 
of  the  crown  of  Charlemagne  was  a  lust¬ 
rous  emerald. 


The  following  properties  were  ascribed 
to  the  emerald  by  the  ancients,  who  had 
dedicated  the  stone  to  Mercury :  It  was 
supposed  to  be  good  for  the  eyes,  on  which 
account  it  was  worn  as  a  seal  ring;  it  was 
supposed  to  color  any  water  green  in 
which  it  was  placed ;  to  preserve  women  in 
childbirth,  and  to  be  an  infallible  preserva¬ 
tion  of  chastity.  When  ground  down,  it 
was  taken  in  doses  of  six  grains,  as  a 
remedy  for  various  diseases. 

The  treasuries  of  Europe  and  Asia  are 
rich  in  this  gem ;  the  comparatively  low 
price  which  it  formerly  brought,  and  its 
pleasing  color,  having  caused  it  to  be  col¬ 
lected  and  worn  in  every  country.  The 
Russian,  Saxon,  and  papal  crowns,  con¬ 
tain  emeralds  of  wonderful  beauty  and  of 
large  size.  In  the  Austrian  treasury  there 
is  said  to  be  a  crystal  of  emerald  weigh¬ 
ing  2,000  carats,  and  the  Duke  of  Devon¬ 
shire  possesses  one  weighing  nearly  nine 
ounces.  The  mines  now  seem  to  produce 
crystals  very  inferior  to  those  formerly 
coming  thence,  and  at  present  it  is  rare  to 
meet  with  fine  stones. 

In  the  vale  of  Jordan,  it  is  reported 
that  in  olden  times  there  were  to  be  found 
serpents  with  collars  of  huge  emeralds 
growing  on  their  backs. 

An  ancient  Mohammedan  tradition 
claims  that  if  a  snake  or  serpent  opens 
its  eyes  on  an  emerald  it  immediately  be¬ 
comes  blind. 


EMERALD  CRYSTALS. 


iEir  METAL 

BY  Victor  A.Buntzel. 


In  furnishing  to  the  readers  of  The  Business 
Man's  Magazine  a  general  description  of  a  busi¬ 
ness  engaged  in  the  manufacture  of  metal  ornaments 
made  of  copper  and  zinc,  including  a  cost  accounting 
system,  I  expect  to  present  an  article  of  unique  in¬ 
terest  because,  as  I  shall  endeavor  to  show,  there 
are  perhaps  no  other  branches  of  manufacture  where 
the  entire  manufacturing  process,  as  well  as,  finally, 
the  perfection  of  the  finished  product,  depends  so 
much  on  the  promptness  and  the  skill  of  the  artisan. 

The  artist  is  here  the  prime  factor.  If  his  inspira¬ 
tion  has  failed  to  create  what  was  expected  from 
him,  his  entire  work  has  to  be  reproduced,  or  an 
unsatisfactory  product  would  be  the  consequence. 
Intentionally  I  have  used  the  word  create,  for  the 
artist  has  nothing  tangible,  nothing  in  the  form  of 
a  pattern  or  model  whatever  from  which  he  could 
build  the  figure  desired.  He  is,  in  his  work  of  mod¬ 
eling,  thrown  entirely  upon  his  own  imagination  and 
is  expected  to  meet  the  taste  of  the  customer.  In 
very  few  instances  only  a  small  model  is  given  to 
him,  or  an  illustration  taken  from  some  magazine 
must  guide  him  meagerly  in  his  work. 

He  must  be  a  perfectly  high  grade  man,  rich  in 
imagination,  versed  in  the  harmonious  lines  of  archi¬ 
tectural  beauty,  impressive  in  conception  and  fruitful 


The  illustrations  have  been  obtained  from  the  factory  of  Theo.  E.  Hergert  and  from  the  art  bronze 
manufacturing  establishment  of  The  Gorham  Manufacturing  Company,  both  of  New  York  City. 
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THE  SHOW  WINDOW. 


in  his  creation,  for  his  work  is  inspected 
by  the  critical  eye  of  the  architect. 

A  short  examination  of  one  of  the  show 
windows  of  the  store  illustrated  will,  I 
think,  readily  convince  my  readers  that  I 
have  not  been  carried  away  by  undue  en¬ 
thusiasm  in  my  acknowledgment  and  rec¬ 
ognition  of  the  essential  requirements  and 
qualifications  that  must  be  embodied  in 
the  employer  as  well  as  in  the  employe  to 
make  each  job  a  positive  success  from  its 
first  inception. 

Ornaments  of  every  description  and  de¬ 
sign,  useful  and  solely  decorative,  are  gath¬ 
ered  there.  Many  of  them  serve  a  prac¬ 
tical  purpose  besides  their  decorative  char¬ 
acter,  and  must  therefore  answer  both  re¬ 
quirements,  a  somewhat 
difficult  point  in  the  process 
of  manufacture. 

In  the  left  corner  of  the 
picture,  partly  covered  by 
the  work  there,  is  a  Chinese 
dragon  about  one  yard  long, 
made  of  copper.  A  great 
number  of  them  were  or¬ 
dered  to  be  decorative  parts 
for  a  Chinese  pavilion  as 
supports  for  its  roof  and 
serving  at  the  same  time  as 
spouts. 

The  illustration  of  the 
second  window  shows  a 
steer’s  head,  the  distance  of 
which  from  horn-tip  to 


horn-tip  is  nearly  seven  feet.  The  little 
horse  leaning  on  the  corner  pillar  about 
two  and  a  half  feet  high  is  a  weather  vane. 

Before  now  entering  upon  the  details  of 
the  manufacturing  process  I  must  not  omit 
to  mention  that  this  business  not  only  pro¬ 
duces  such  goods  as  are  strictly  ornamental 
figures,  but  it  also  manufactures  orna¬ 
ments,  and,  in  quantities  as  are  convenient, 
parts  of  elaborate  cornice  and  facade  work. 
To  the  former  class  belong,  to  mention 
only  a  few  articles,  brackets,  shells,  gar¬ 
lands,  ribbons,  drops,  wreaths,  moldings, 
including  balustrades,  the  latter  quite  fre¬ 
quently  on  top  of  the  cornice,  while  few 
articles  mentioned  for  facade  work  are  car- 
touches,  coat-of-arms,  centerpieces,  etc. 

Therefore  a  stock  of  many 
hundred  different  parts  in 
various  sizes  and  varieties 
amounting  to  many  thous¬ 
ands  of  dollars  is  constantly 
manufactured  and  sales  from 
stock  play  an  important  role. 
About  60  per  cent  of  this 
stock  is  of  zinc  and  40  per 
cent  of  copper,  the  only  two 
materials  used. 

For  fine  ornamental  work 
copper  is  preferred  owing 
to  its  greater  flexibility  and 
durability  and  because  it 
holds  any  kind  of  paint  for 
a  much  longer  period  than 
zinc.  A  great  number  of 
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buildings  in  New  York  have  their  fine 
architectural  cornice  and  facade  work 
painted  with  a  color  so  strikingly  in  re¬ 
semblance  to  stone  work  that  everyone  is 
deceived  as  to  the  true  nature  of  the  ma¬ 
terial. 

Although  ornamental  metal  figures,  as 
well  as  building  ornaments,  come  quite  ex¬ 
pensive,  they  are  naturally  preferred  to 
stone  work — firstly,  owing  to  their  small 
weight;  secondly,  because  they  still  are  a 
great  deal  cheaper  than  sculptors’  work ; 
and,  finally,  they  are  quicker  produced. 


obtainable.  The  artist  begins  now  to  throw 
against  it  such  a  quantity  of  modeling  clay 
(a  mixture  of  modeling  clay  and  plaster 
of  Paris)  as  will  be  required  for  the  size 
of  article  to  be  modeled.  As  long  as  the 
clay  retains  its  pliability— i.  e.,  as  long  as 
it  remains  plastic — the  artist  molds  with 
his  hands  the  general  outlines,  at  first  only 
roughly  pressing  and  forming  and  shifting 
the  material  till  the  clay  ultimately  assumes 
the  form  desired.  When  the  clay  has  suf¬ 
ficiently  hardened  the  artist  uses  his  tools, 
carving,  scraping,  polishing  and  smoothing 


MODELING  IN  CLAY  AND  PLASTER. 


As  mentioned  before,  every  article  turned 
out  of  the  factory  must  be  modeled  at  first, 
•and  the  manufacturing  process  naturally 
begins  in  the  studio. 

Looking  at  Illustration  No.  3,  you  will 
find  in  semi-finished  condition  a  cartouche 
about  seven  feet  high  supported  by  an  up¬ 
right  standing  scaffold. 

A  scaffold  formed  of  several  rough 
boards  similar  to  the  blackboards  used  in 
schools,  or  much  more  like  the  big  quotation 
boards  used  in  stock  exchanges,  and  sup¬ 
ported  by  stout  boards,  is  erected  in  a  posi¬ 
tion  where  it  will  receive  the  best  light 


the  surface  till  the  outlines  become  distinct 
and  clear  and  the  finished  form  appears 
faultless.  Although  this  entire  evolution, 
as  just  described,  seems  to  be  a  very  quick 
process,  I  have  to  remark  that  it  takes 
sometimes  several  weeks  until  a  figure  is 
completed,  which  fact,  considering  the 
high  wages  paid  for  this  work,  explains 
the  costliness  of  the  product. 

From  this  now  finished  form  the  mask 
is  taken,  this  giving  us  a  convex  form,  the 
mask  of  the  model.  This  forms  the  final 
act  in  the  modeling  room. 

Both  forms  are  now  removed  to  the 
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molding  room.  The  original  form  (con¬ 
vex)  is  laid  face  upwards  in  a  very  strong 
wooden  box,  which  is  then  filled  with 
molding  sand  and  pressed  as  hard  as  per¬ 
missible.  The  box  is  then  turned  over  so 
that  the  form  which  was  at  the  bottom  is 
now  laying  on  top.  The  form  which  leaves 
its  clear  and  distinct  impression  in  the 
molding  sand  is  now  removed.  The  cavity 
thus  formed  is  then  filled  in  with  molten 
zinc  which  is  provided  in  near-by  melting 
vats.  After  the  zinc  has  thoroughly  cooled 


It  must  be  mentioned  here  that  big  fig¬ 
ures  are  cut  into  several  pieces  and  that 
this  cutting  is  done  in  the  modeling  room, 
for  it  will  be  clear  to  everyone  that,  for 
example,  a  figure  of  a  woman’s  bust  and 
head  of  10  to  12  feet  in  height  could  not 
be  handled  in  one  piece  in  the  process  just 
described. 

After  the  zinc  castings  have  been  found 
to  be  without  fault  the  original  models  are 
broken  off,  for  the  latter  have  become  of 
no  value. 
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off  the  form  is  taken  out  of  the  molding 
sand.  This  is  then  the  convex  zinc  form 
of  the  original  model.  The  concave  zinc 
form  is  now  obtained  with  the  aid  of  the 
plaster  of  paris  mask  by  the  same,  but  re¬ 
verse  procedure  as  far  as  the  placing  of 
the  mask  into  sand  box  is  concerned. 

The  two  solid  zinc  forms  thus  received, 
one  convex,  the  other  concave,  constitute 
what  is  generally  called  the  casting;  and 
is  known  as  the  pattern  in  the  language 
of  accountants. 


The  two  castings  are  now  brought  to  the 
stamping  room.  This  room  consists  of 
ten  drop  hammers  and  is  provided  with  a 
row  of  gas  ovens  situated  immediately  be¬ 
hind  the  hammers.  The  drop  hammers  are 
not  operated  by  steam  or  electricity,  but 
are  handled  with  the  aid  of  a  slipping  rope 
by  the  workmen. 

Either  a  sheet  of  copper  or  zinc  is  now 
placed  between  the  two  forms.  This  sheet 
when  inserted  for  the  first  time  is  not  heat¬ 
ed.  The  hammer  is  dropped  and  the  sheet 


The  author  of  this  excellent  article,  Mr.  Victor  A.  Buntzel,  has  had  a  very  extensive  and  varied 
experience,  having  been  employed  in  a  bank,  a  pencil  factory,  two  publishing  offices,  a  real  estate 
and  insurance  office,  and  for  some  time  on  the  staff  of  Mr.  J.  Hr  Goodwin,  the  author  of  the  text  book 
on  book-keeping  so  extensively  advertised  in  The  Business  Man's  Magazine.  In  his  present  position 
as  accountant  in  the  metal  ornament  manufacturing  business  he  has  had  ample  opportunity  to  appreciate 
the  artistic  side  of  the  industry. 
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of  metal  assumes  the  form  of  the 
castings.  This  process  is  repeated, 
but  from  now  on  heating  the  sheet 
every  time  it  is  taken  out  of  the 
drop  hammer.  The  heating  in  the 
gas  oven  is  done  for  the  purpose  of 
making  the  metal  more  pliable.  The 
stamping  is  continued  until  the  sheet 
shows  the  exact  form  of  the  two 
castings. 

These  sheets,  which  show  the  de¬ 
sign  in  the  same  manner  as  an  em¬ 
bossed  letter  shows  on  writing  paper, 
are  now  taken  to  the  cutting  and 
soldering  room.  The  margins  of 
sheets  with  straight  outlines,  as  for 
example  moldings,  are  cut  off  with 
a  drop  knife  of  the  same  construc¬ 
tion  as  the  cutting  knives  used  in 
printing  presses,  while  the  margins 
of  such  work  where  the  design  has 
to  be  cut  out  clearly,  like  drops  or 
shells,  an  endless  bandsaw  is  used. 
The  margins  thus  cut  off  are  col¬ 
lected  in  barrels. 

Before  the  goods  reach  the  as¬ 
sembling  rooms  they  are  inspected 
by  solderers,  for  it  may  happen  that 
the  material,  while  under  the  weight 
of  the  drop  hammer,  receives  small 
cracks  or  leaks,  especially  in  such 
places  where  the  metal  is  bent  at  an 
extremely  sharp  angle.  The  most 
skilled  workman  is  unable  to  avoid 
these  cracks,  which  are  then  mended 
and  soldered  up  on  the  inside  of  the 
sheet.  This  is  the  last  step  of  the 
entire  manufacturing  process. 

In  connection  with  this  work  there 
is  also  in  this  factory  a  spinning  de¬ 
partment,  forming  an  indispensable 
adjunct  to  the  character  of  the  goods 
manufactured  there. 

A  hardwood  model  is  fastened  mu 
the  middle  of  a  horizontal  spindle 
and  in  front  of  this  model  a  dial  is 
screwed.  This  dial  is  either  of  cop¬ 
per  or  zinc.  The  spindle  is  revolv¬ 
ing  rapidly,  turning  the  model  and 
dial  in  the  same  direction.  The  spin¬ 
ner  holds  a  piston  under  his  arm, 
the  lower  end  of  which  forms  a  flat, 
cut  blade  of  about  one  inch  width 
which  he  presses  against  the  cen¬ 
ter  of  the  dial,  forcing  the  same 
slowly  over  the  model.  By  this  pro- 
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cess  zinc  and  copper  balls  are  made.  They 
are,  of  course,  spun  in  halves  and  then  sol¬ 
dered  together. 

It  remains  only  to  mention  that  such 
goods  as  consist  of  several  parts,  as,  for 
example,  a  bracket,  consisting  of  three 
parts,  are  finished  only  in  parts  and  the 
customer  has  to  put  them  together.  This 
rule  holds  only  good  for  cornice  work. 
Ornamental  figures  are,  whenever  possible, 
furnished  complete. 

As  far  as  the  cost  accounting  system 
is  concerned,  I  shall  only  dwell  upon  such 
points  as  are  characteristic  to  this  special 
line  and  are  also  indispensable  to  concise 
accounting  results. 

The  first  step  in  the  production  of  the 
manufactured  article  is  the  purchase  of 
the  raw  material.  This  is  best  done  by 
a  purchase  order  blank  prepared  in  tripli¬ 
cate.  The  original  is  sent  to  seller,  the 
duplicate  is  kept  in  the  office  on  file,  while 
the  triplicate  goes  to  the  receiving  depart¬ 
ment.  The  invoice  when  received  is  sent 
to  the  receiving  department,  where,  after 
comparison  with  the  order  placed  and  the 
goods  received,  it  is  marked  O.  K.  and 
returned  to  the  office.  Posting  is  done 
directly  from  the  invoice.  As  all  the  raw 
material  used  in  the  manufacture  of  orna¬ 
mental  figures  are  only  five  in  number,  a 
summary  sheet  of  goods  purchased  was 
kept  as  per  following  sketch.  This  sum¬ 
mary  is  totaled  every  month  and  the  total 
posted  to  the  debit  of  materials  in  the  gen¬ 
eral  ledger. 

The  stock  clerk  having  only  a  few  raw 
materials  in  his  charge  is  keeping  a  stock 
ledger  in  which  several  pages  are  allotted 
to  each  of  the  five  articles.  The  debit  side 
of  the  stock  ledger  shows  the  date  when 
goods  received,  the  name  of  the  supply 
house,  the  quantity  purchased  and  the  unit 
price,  while  the  credit  side  presents  the 
quantities  withdrawn  and  the  requisition 
number. 

As  we  have  seen  from  the  general  de¬ 
scription  of  the  business,  we  have  prac¬ 
tically  two  departments  of  accounting: 

1.  The  record  of  cost  of  all  jobs  for 
stock. 

2.  The  record  of  cost  of  all  jobs  to 
order. 

The  orders  having  their  origin  in  the 
office,  it  was  desired  to  have  them  distin¬ 
guished  in  appearance  by  different  colored 


order  blanks.  Every  order  received  at  the 
office  is  copied  on  a  card  (see  Sketch  2) 
numbered  consecutively  and  according  to 
date.  The  order  number  is  also  trans¬ 
ferred  to  the  original  order  of  the  cus¬ 
tomer.  As  a  form  has  to  be  modeled  which 
is  subject  to  the  approval  of  the  architect, 
it  is  of  the  utmost  importance  to  have  the 
model  ready  for  inspection  at  the  date 
promised.  Promptness  is  not  only  a  sign 
of  good  education,  but  it  also  is  a  mighty 
business  getter.  In  order  to  keep  track  of 
these  inspection  days  a  steel  pointer  is 
placed  one  day  ahead  of  the  inspection, 
leaving  sufficient  time  for  proper  notifica¬ 
tion  to  the  artist  as  well  as  to  the  archi¬ 
tect.  This  order  blank  is  for  the  sole  use 
of  the  office  and  is  kept  in  a  file  for  ‘‘Or¬ 
ders  for  Inspection,”  and  is  removed  after 
inspection  in  a  tray  for  “Orders  Under 
Construction.” 

The  order  thus  properly  recorded,  the 
shop  order  is  made  out.  It  has  been 
found  convenient  and  practical  to  have  all 
four  departments  on  one  sheet.  On  the 
shop  order  (see  Sketch  3)  only  one  line 
is  provided  for  the  article.  But  as  it  fre¬ 
quently  occurs  that  an  order  consists  of 
12  to  20  different  items,  especially  in  archi¬ 
tectural  cornice  work,  several  typewritten 
copies  of  the  estimate  are  made,  which, 
after  cutting  off  the  estimated  sum  (always 
for  this  purpose  brought  out  sufficiently 
far  from  the  text),  are  attached  as  fly 
leaves  to  each  department.  Before  the  shop 
order  is  handed  to  the  modeling  depart¬ 
ment  it  is  ascertained  whether  there  al¬ 
ready  exists  a  pattern  for  this  order.  If 
this  should  be  the  case,  the  space  of  the 
first  and  second  department,  the  modeling 
and  molding  department,  is  stamped  “No 
modeling”  and  “No  molding,”  and  the 
shop  order  is  handed  to  the  foreman  of 
the  stamping  room,  who  has  charge  of  all 
patterns.  The  patterns  are  of  course  num¬ 
bered  and  the  foreman  has  two  indexes 
(card  index),  one  arranged  alphabetically 
and  the  other  numerically,  for  orders  are 
sometimes  received  by  the  name  of  the 

article  and  then  again  by  numbers.  The 
patterns  are  kept  in  large  tiers  divided 

into  compartments  lettered  vertically  and 
numbered  horizontally. 

The  shop  order  leaves  sufficient  space  at 
the  bottom_^  for  the  items  of  shop  and  gen¬ 
eral  expenses  and  shows  also  for  compari¬ 
son’s  sake  the  estimated  sum.  This  shop 
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order  constitutes  then  the  cost  ledger  ac¬ 
count. 

It  happens  very  frequently,  especially 
when  orders  for  cornice  work  are  received^ 
that  a  part  of  the  order  has  to  be  modeled 
and  made  anew,  while  the  rest  of  the  order 
is  for  stock.  To  avoid  confusion  in  a  case 
like  this,  from  the  original  order  received 
from  the  customer,  an  order  is  given  to 
the  stock  clerk  for  the  entire  order.  The 
items  are  numbered  consecutively.  But 
the  modeling  room  receives  only  the  items 
of  articles  to  be  made,  and  provided  with 
their  consecutively  running  numbers,  the 
same  as  the  numbers  of  the  stock  clerk’s 
sheet. 

Both  shop  orders  receive  the  same 
number,  one  lettered  “A”  and  the  other 
“B.”  Such  orders  are  stamped  “Split 
Shop  Order.”  If  it  is  requested  to  send 
the  parts  from  stock  at  once,  the  shipping 
clerk  checks  off  the  items  on  his 
sheet.  Whenever  the  factory  deliv¬ 
ers  parts  of  this  order  to  the  shipping 
department  the  article  is  accompanied  by 
the  tag,  as  shown,  in  duplicate. 

The  original  is  given  back  to  the  de¬ 
partment  foreman  as  a  voucher  for  the 


article  delivered,  while  the  duplicate  is 
filed  by  the  shipping  clerk  in  an  envelope 
bearing  the  number  of  this  order.  With 
the  last  article  of  this  order  delivered  the 
shipping  clerk  receives  the  original  shop 
order,  which  is  then  delivered  with  all 
tags  belonging  to  it  to  the  accounting  de¬ 
partment. 

This  plan  of  interim  delivery  tags,  of 
which  I  do  not  claim  to  be  the  originator, 
although  I  have  not  seen  it  in  practice 
elsewhere  up  to  this  time,  has  done  away 
with  a  great  deal  of  confusion. 

As  far  as  the  distribution  of  material  is 
concerned,  the  same  is  obtained  upon 
handing  the  requisition  blank  to  the  stock 
clerk.  Requisition  blanks  also  made  out 
in  triplicate,  one  copy  being  retained  by 
the  foreman,  one  copy  forming  the  store¬ 
keeper’s  vouchers,  being  receipted  by  the 
party  obtaining  the  goods,  and  the  third 
copy  is  forwarded  to  the  office. 

The  third  copy  of  the  requisition  blank 
is  entered  on  a  summary  sheet  of  materials 
consumed,  the  amount  being  extended  to 
the  column  designated  to  correspond  with 
the  order  number  against  which  the  goods 
were  drawn. 
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This  sheet  is  also  totaled  every  month, 
and  the  total  charged  in  the  cost  ledger 
to  the  respective  order.  On  the  general 
ledger  manufacturing  is  debited  and  mate¬ 
rial  credited. 


In  exactly  the  same  way  labor  is  dis¬ 
tributed.  The  labor  totaled  at  the  end  gf 
each  month  should,  of  course,  equal  the 
amount  of  pay  roll  which  is  posted  directly 


from  the  times  report.  This  makes  one 
of  the  best  possible  checks  on  the  pay  roll. 
On  the  general  ledger  manufacturing  is 
debited  and  accrued  labor  credited. 

With  Material  and  Labor  Records  prop¬ 
erly  devised,  the  next  step  is  the  ascer¬ 
taining  of  the  manufacturing  expenses.  As 
all  the  labor,  with  one  or  two  exceptions 
only,  is  skilled  labor,  the  most  satisfactory 
results  have  been  derived  by  the  prorating 
method  on  that  basis. 

In  conclusion  I  want  to  say  that  the 
waste  of  material  is  a  considerable  one. 
This  waste  is  compiled  from  the  work  tick¬ 
ets  and  carefully  compared  with  the  quan¬ 
tity  sold,  which,  similar  to  the  control  of 
the  pay  roll,  is  an  efficient  check  against 
dishonest  elements. 


“OinoJi  Htgift” 


YEAR  — in  the  endless 
A  procession  of  the  centu- 

ries — is  but  as  a  day.  So, 
at  the  close  of  this  event¬ 
ful  year  of  1906  I  wish 
our  readers  “Good  Night.”  I  will  see 
you  again  in  the  morning. 

The  year  of  1‘906  will  be  associated 
with  many  physical  calamities,  but  busi¬ 
ness  generally  has  prospered  and  The 
Business  Maws  Magazine,  with  its  as¬ 
sociated  enterprises,  has  had  its  full  share 
of  prosperity.  It  has  made  hosts  of  new 
friends  and  retained  all  the  old  ones. 

To  both  old  friends  and  new,  there¬ 
fore,  I  repeat  my  salutation  —  Good 
Night!  I  will  meet  you  again  in  the 
morning. 


A  Story  of  Advertising,  Narrating  How 
Sam  Sax,  Jr.,  Found  Himself 


ID  it  take  yon  seven  years 
to  buy  that  plug  of  to¬ 
bacco  for  me?”  said  old 
man  Sax,  when  he  first 
cast  eyes  on  the  return¬ 
ing  prodigal. 

“I  don’t  think  you’ve 
brought  much  change 
back,  either,”  he  added,  reflectively,  look¬ 
ing  keenly  at  the  general  woe-begone  ap¬ 
pearance  of  his  first-born. 

“I  never  had  much  genius  for  money¬ 
making,”  said  the  young  man,  ‘'but  I’ve 
earned  my  living  honestly  while  I’ve  been 
away,  and  that’s  something.” 

“Yes,”  said  the  old  man,  “but  you’ve 
evidently  earned  mighty  little  else.  What 
you  been  doing?” 

“Tried  clerking  first.  No  good.  Had  .1 
row  with  the  manager  on  general  princi¬ 
ples.  I  got  to  know  a  journalist,  and 
since  then  I’ve  been  traveling  around,  do¬ 
ing  odd  jobs — principall}'^  writing  for  pa¬ 
pers.” 

“Don’t  seem  to  be  much  in  it.  You 
never  got  that  streak  from  me.  Your 
mother’s  responsible,  I  guess.  Showed  me 
some  poetry  she  had  printed  once;  but  the 
magazine  people  forgot  to  pay  her  for  it. 
You  been  up  against  the  same  thing?” 

“Sometimes,”  said  the  young  man,  evi¬ 
dently  anxious  to  change  the  subject. 


“What’s  the  latest  with  you?  I  heard 
something  about  your  mining  career 
through  the  papers  a  year  ago.” 

“You  did?”  said  the  old  man,  losing  his 
temper,  “then  why  in  thunder  were  you  so 
long  coming  here?” 

“Hold  hard,  father,”  said  the  boy.  “It’s 
pretty  hard  for  one  of  my  stock  to  ac¬ 
knowledge  defeat.” 

“Yes,  there’s  something  in  that,”  said 
the  old  man,  with  a  softened  tone  of  voice. 
“I  don’t  blame  you  in  a  way.  But  why 
didn’t  you  let  me  know?  I  might  have 
helped  you  to  get  an  interest  in  a  paper.” 

“I  was  editor  of  one  for  six  months,  and 
lost  my  position  through  speculating  in 
mining  stock.” 

“Whose  ?” 

“The  United  States  Investment  Com¬ 
pany.” 

“Well,  that’s  the  limit  from  a  son  of 
mine.  Didn’t  you  know  they  were  bitter 
competitors  of  mine?  Only  had  a  few 
holes  in  the  ground— but  that  wasn’t  be¬ 
cause  they  didn’t  try  mighty  hard  to  get 
my  claims  away  from  me.  Didn’t  you  hear 
they  were  fighting  me?” 

“It’s  not  necessary  to  ask  a  question  like 
that,  father.  Of  course,  I  didn’t.  1  read 
some  of  their  literature,  and  got  enthusi¬ 
astic  over  the  prospect.  Borrowed  consid¬ 
erable.  Company  smashed  up,  and  when 
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my  financial  predicament  became  known  I 
had  to  leave  the  paper.  It’s  taken  18 
months’  hard  work  to  get  straight.  But  I 
owe  no  one  a  cent  now.” 

"Literature,”  said  old  man  Sax.  “Yes, 
that  was  the  curse  with  the  Investment 
crowd.  They  got  out  mighty  fine  ‘gold 
brick’  reading  matter,  and;  raked  in  the 
money,  too.  Why,  the  old'man  who  found- 
ed  the  company  took  awa;^'$150,000  a  short 
time  before  the  crash"  <^»e.  Some  of 
yours,  too,  I  guess, «.pow^  Every  penny  of 
the  money  was  stolen  from  people  who 
couldn’t  tell  gold*Mrst  if  they  were  to  see  it. 

“You  ought  to  have^’^en  the  bunch  who 
came  out  one  Sunday  to  view  the  pros- 
pects.  Everyone  who  was  willing  to  invest 
$1,000  or  more  got  free  transportation  from 
anywhere  and  back.  The  heads  of  the  con¬ 
cern  were  busy  for  two  days  that  week  be¬ 
fore  the  crowd  came  out,  blowing  gold 
dust  into  the  earth.  You  should  have 
heard  the  mob  cheer  when  a  rascally  as- 
sayer  proved  before  their  eyes  that  there 
were  so  many  ounces  of  gold  to  the  ton.  I 
told  the  sheriff  about  it ;  but  I  guess  he 
was  ‘fixed,’  too,  from  the  way  he  acted. 

“The  finish  came  after  they  paid  two 
quarterly  dividends  out  of  the  capital.  The 
old  man  left  his  boys  to  fight  the  matter 
out  in  the  law  courts ;  but,  bless  you,  what 
could  the  stockholders  prove  as  to  where 
the  money  had  gone?  There  was  a  big 
heap  of  second-hand  machinery,  fit  for  the 
scrap  heap,  representing  the  biggest  asset 
on  the  credit  side  of  the  company’s  state¬ 
ment.” 

“What’s  your  position,  father?” 

“Worth  a  solid  hundred  thousand  in  the 
Bank  of  Nevada,  and  could  sell  the  claims 
as  they  stand  for  nearly  double  that 
amount.  But  it’s  not  one-half  of  what  I 
ought  to  be  worth  if  these  claims  were 
only  properly  exploited.  Can’t  get  the 
financial  backing  necessary  to  put  in  suf¬ 
ficient  machinery  and  enough  men  to  work 
the  mines.  I  might  use  up  that  money  in 
the  bank ;  but  it  wouldn’t  go  nearly  far 
enough.  I  meed  some  of  those  Wall  and 
La  Salle  street  capitalists  behind  me.  Some 
I  wrote  admitted  it  looked  as  though  I 
had  good  prospects ;  but  I  never  pushed 
’em  very  hard  to  come  in.  I’ve  been  some¬ 
what  scared  of  those  promoters.  Have  a 
personal  acquaintance  with  three  fellows 
v/ho  got  gently  handed  the  frosty  hand 


when  that  kind  took  hold  of  the  steering 
gear. 

“Something’s  got  to  be  done,  though,  if 
we’re  ever  really  going  to  push  this  busi¬ 
ness  for  all  it’s  worth.  Why,  my  partner, 
who’s  been  with  me  for  five  years,  went 
home  last  week  with  a  draft  on  a  Canadian 
bank  for  not  one-half  he  should  have  real¬ 
ized.  Simply  tired  and  disgusted  of  work¬ 
ing  and  waiting.” 

Sax,  Junior,  remained  silent  for  a  few 
minutes,  only  half  listening  to  the  old  man 
as  he  went  on  speaking  of  the  possibilities 
that  lay  in  his  claims.  It  was  evident 
some  big  idea  had  gripped  his  imagination. 

“Going  away  tonight?”  said  Sax,  Senior, 
an  hour  later  to  his  son.  “Won’t  stay,  eh? 
Got  car  fare  and  lunch  money?” 

“Yes.  Guess  I’ll  make  Chicago  tomor¬ 
row.” 

Two  days  later  a  young  man  might  have 
been  seen  busy  iii  the  vicinity  of  La  Salle 
street,  Chicago,  talking  to  bankers  and 
company  promoters.  Within  a  short  time 
he  had  secured  an  engagement  with  an 
advertising  concern  at  a  small  salary,  on 
the  understanding  that  he  was  to  be  spe¬ 
cially  assigned  to  any  financial  advertising 
that  could  be  secured.  Lie  spent  his  nights 
poring  over  the  mysteries  of  modern 
finance,  and  particularly  those  details  re¬ 
lating  to  mines  and  mining. 

Ten  months  after  his  son’s  visit  the  old 
man  received  a  neat,  well-printed  booklet 
from  “The  Financial  Advertising  Com¬ 
pany,”  manager,  Sam  Sax,  Jr.  There  was 
also  a  full  review  of  the  possibilities  of  a 
strong  and  judicious  advertising  campaign 
to  obtain  more  capital — so  that  the  Sax 
mines  might  be  worked  to  better  advan¬ 
tage.  The  letter  which  accompanied  the 
statement  and  booklet  was  a  marvel  of 
strong  English  and  keen,  convincing  logic. 
It  was  read  by  Sax,  Senior,  at  least  a 
dozen  times. 

A  week  after  the  letter  in  question  was 
mailed  a  young  man  might  have  been  seen 
getting  off  a  train  stopping  near  the  Sax 
claims,  and  late  the  same  night  a  consulta¬ 
tion  between  father  and  son  took  place 
which  lasted  until  well  into  the  small  hours 
of  the  morning. 

“Guess  that’s  where  I’ve  been  short, 
though  the  world  knew  little  of  advertising 
when- 1  was  a  youngster,”  said  the  old 
man  at  length.  “It’s  past  me,  though,  and 
I’m  too  old  to  learn  now.” 


A  CONSULTATION  TOOK  PLACE. 


“You  mean  to  drive  the  band-wagon, 
don’t  you?”  he  added  energetically.  ‘“Sort 
of  act  as  master  of  drawing-room  cere¬ 
monies  while  I  look  after  things  in  the 
basement.  You  wear  go-to-meeting  clothes, 
show  specimens  of  quartz,  and  get  more 
capital  into  the  business.  I  don’t  know 
but  what  I  might  try  you  out.  Mind, 
though,  if  you  fail  to  swing  the  deal,  back 
you  go  to  the  newspapering  and  adver¬ 
tising  business.” 

Three  weeks  after  the  midnight  consul¬ 
tation  a  young  man,  elegantly  dressed,  was 
working  early  and  late  in  a  well-furnished 
suite  of  offices  in  Wall  Street,  New  York 


City.  Every  morning  in  the  daily  papers 
and  financial  journals  appeared  well-word¬ 
ed,  strong,  confidence-inspiring  advertise¬ 
ments  setting  forth  the  merits  of  the  Sax 
claims  in  Nevada. 

Thousands  of  small  and  large  investors 
were  receiving  copies  of  the  new  company’s 
prospectus — an  unusually  meritorious  speci¬ 
men  of  persuasive,  well-written,  confidence- 
inspiring  advertising  literature.  The  argu¬ 
ments  used  were  hot  with  enthusiasm  and 
evidently  inspired  by  truth. 

In  La  Salle  street,  Chicago,  a  young 
journalist  with  whom  Sax,  Junior,  had 
often  broken  a  $10  bill  when  the  pair  were 
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hard  up,  was  repeating  the  same  operation 
with  western  fortune-seekers.  A  stream 
of  money,  small  at  first,  but  growing  big¬ 
ger  every  day,  began  to  pour  into  the 
treasury  of  the  young  concern. 

The  advertising  campaign  was  undoubt¬ 
edly  well  managed.  Never  before  had  Sax, 
Junior,  dreamed  that  his  past  experience 
could  be  so  valuable  to  him.  Never  had 
he  dreamed  he  could  write  such  forceful 
English,  or  meet  a  total  stranger  in  his 
office,  and  by  the  sheer  force  of  truth  and 
word-painting  of  scenes  he  had  actually 
viewed,  be  able  to  converse  with  that  stran¬ 
ger  as  though  he  had  known  him  all  his 
life.  So  potent  was  his  language  and  ar¬ 
guments  that  almost  invariably  before  the 


stranger  left  he  had  obtained  a  substantial 
deposit  on  a  more  or  less  large  amount  of 
the  company’s  stock. 

Gradually  the  amount  paid  in  swelled  to 
large  dimensions.  At  the  end  of  two 
months  it  was  $100,000 ;  at  the  end  of  three, 
$240,000,  and  when  the  final  share  of  stock 
was  sold  Sax,  Junior,  sent  a  telegram  to 
the  old  man  announcing  that  fact,  and 
signing  the  message  with  his  own  name. 

In  a  few  hours’  time  a  yellow  envelope 
was  handed  to  him  by  a  telegraph  mes¬ 
senger. 

“Come  home  for  a  spell,”  ran  the  mes¬ 
sage.  “Going  to  give  you  one-third  inter¬ 
est  in  my  share.  You’re  a  mighty  good 
man  for.  the  band-wagon.  Sax,  Senior.” 


TRANSPORTING  GOLD  DUST. 


Accounting  Records  for  Hospitals 

’TTiis  article  is  published  by  agreement  simultaneously  in  this  magazine  and  the  National 
Hospital  Record.  It  will  be  continued  in  our  January  number  when  many  valuable  special 

forms  will  be  described,  such  as  comparative  records,  clinical  charts  and  training  school 
reports. 

The  application  of  the  most  improved  card  system  for  patients’  accounts  will  also  be 
fully  explained  and  illustrated. 

Every  hospital  manager  should  acquaint  himself  with  the  labor-saving  qualities  and 
other  advantages  of  this  up-to-date  method  of  accounting. 


description  of  articles  or  supplies  ordered, 
terms  of  each  purchase,  price,  department 
to  which  charge  is  to  be  made  on  the 
books,  and  amount.  (See  Diagram  1.) 

This  form  should  be  filled  out  in  tripli¬ 
cate  by  means  of  a  carbon  inter-leaf,  the 
triplicate  being  a  short  leaf  by  omitting 
the  “Quantity”  column  at  the  extreme  left 
and  thus  commencing  with  the  blank  col¬ 
umn  next  following. 

The  duplicate  is  retained  in  the  office 
for  ordinary  reference ;  the  triplicate  is 
sent  to  the  stores-keeper.  When  the  goods 


N  DEVISING  a  system  of  ac¬ 
counting  records  for  a  hos¬ 
pital  it  is  desirable  to  com¬ 
mence  with  the  purchase  of 
the  necessary  supplies,  and, 
as  this  involves  a  description  of  the 
voucher  system,  it  will  also  include  the 
treatment  of  all  bills  rendered  or  obliga¬ 
tions  incurred  for  which  payment  must  be 
made  by  cash  or  check. 

THE  PURCHASE  ORDER. 

The  first  requirement  is  a  purchase  order 
on  which  will  be  recorded  the  quantity  and 
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Diagram  1. 
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are  received  the  stores-keeper  reports  on 
the  triplicate  purchase  order  the  quantities 
received  and  also  enters  same  on  his  stores 
record ;  he  then  transmits  the  triplicate, 
with  quantities  filled  in,  to  the  superintend¬ 
ent’s  office  where  the  quantities  reported 
are  compared  with  the  quantities  ordered. 
The  invoice  received  is  also  checked  in  the 
usual  way  as  to  prices,  terms  and  exten¬ 
sions,  and  the  triplicate  purchase  order  is 
then  attached  to  the  invoice  which  should 
be  marked  with  the  purchase  order  num¬ 
ber. 


This  method  possesses  two  distinct  ad¬ 
vantages  ; 

Eirst — It  does  awav  with  the  necessity 
for  a  special  report  of  goods  received  by 
the  stores-keeper.  Second — It  prevents  the 
presentation  of  a  duplicate  invoice  for  the 
same  goods  for  the  superintendent’s  O.  K., 
as  the  triplicate  purchase  order  must  ac¬ 
company  each  invoice  presented  for  ap¬ 
proval. 

Under  this  method  the  certification  of 
the  correctness  of  an  invoice  and  the  ap¬ 
proval  of  the  auditing  committee,  should  be 
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made  upon  the  invoices  themselves  by 
means  of  rubber  stamps  and  the  signatures 
of  the  necessary  officials. 

VOUCHER  RECORD. 

The  next  procedure  is  the  entering  of  the 
invoice  on  the  voucher  record  and  the 
making  of  the  voucher. 

There  will  always  be  differences  in  the 
distribution  of  departments  and  the  nature 
of  the  headings  of  the  various  columns  re¬ 
quired  by  different  hospital  managements, 
but  it  is  sufficient  here  to  show  the  general 
form,  as  this  may  be  adapted  to  any  re¬ 
quirement. 

INDIVIDUAL  PURCHASE  LEDGER  ACCOUNTS. 

Where  cash  discounts  are  always  taken 
advantage  of  (which  we  believe  to  be  in¬ 
variably  the  case  in  hospitals),  it  is  abso¬ 
lutely  unnecessary  to  carry  individual  pur¬ 
chase  ledger  accounts  with  the  parties  from 
whom  the  purchases  are  made. 

THE  VOUCHERS  PAYABLE  ACCOUNT. 

In  the  general  ledger  (a  ledger  contain¬ 
ing  all  accounts  that  enter  into  the  trial 
balance  with  the  exception  of  either  indi¬ 
vidual  patients’  or  individual  creditors’  ac¬ 
counts)  should  be  opened  an  account  wliich 
may  be  called  “Vouchers  Payable”  or 
“Audited  Vouchers  Payable.”  (We  pre¬ 
fer  the  latter  as  being  more  correct). 

In  accounting  nomenclature  this  is  called 
a  controlling  account,  because  it  represents 
the  accounts  and  aggregate  balances  the 
particulars  of  which  are  recorded  else¬ 
where,  and  exhibits  a  summary  of  same. 
At  the  close  of  each  month,  therefore,  the 


audited  vouchers  entered  m  the  voucher 
record  will  be  footed  and  the  total  amount 
credited  to  Audited  Vouchers  Payable  ac¬ 
count,  the  debits  being  made  to  the  de¬ 
partments  specified. 

A  separate  column  is  provided  in  the 
cash  book  headed  ^^Audited  Vouchers 
Paid,  and  at  the  close  of  each  month  the 
total  of  this  column  is  debited  to  Audited 
Vouchers  Payable  account,  the  credit  being 
to  cash. 

The  balance  of  Audited  Vouchers  Pay¬ 
able  account  would  therefore  represent  the 
amount  of  unpaid  bills  and,  as  in  hospitals, 
bills  are  usually  paid  on  a  certain  day  of 
the  month— say  the  10th,  the  balance  of 
this  account  should  exactly  correspond 
with  the  footing  of  Audited  Vouchers  ap¬ 
pearing  in  the  voucher  record. 

TREATMENT  OF  UNPAID  VOUCHERS. 

It  may  happen,  however,  that  the  pay¬ 
ment  of  some  bill  or  bills  may  be  held  up 
by  reason  of  dispute,  or  something  of  that 
kind,  so  that  we  recommend  the  provision 
on  the  voucher  record  of  an  additional 
column  headed,  “Unpaid  Vouchers,”  as 
shown  in  the  illustration.  Diagram  2.  The 
amounts  of  such  unpaid  vouchers  should 
be  brought  forward  from  month  to  month, 
on  the  voucher  record,  as  the  first  entry 
for  each  succeeding  month  until  settled. 

DEPARTMENT  KEY  LETTERS. 

It  will  be  noted  on  the  voucher  record 
that  each  item  of  distribution  has  been  pro¬ 
vided  with  a  key  letter.  This  is  to  save 
time  and  labor  in  writing  the  department 
charges  on  the  purchase  orders  and  also  on 
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the  vouchers.  The  complete  key  should  be 
listed  inside  of  the  front  cover  of  the 
voucher  record  (if  a  bound  book)  but,  as 
a  matter  of  fact,  the  person  in  charge  of 
the  voucher  work  will  speedily  memorize 
the  key. 

THE  VOUCHER. 

The  old  plan  of  making  out  special 
vouchers,  attaching  same  to  invoice,  and 
mailing  to  creditors  with  separate  check 
and  requesting  return  of  receipted  vouchei, 
is  now  scarcely  ever  used  by  up-to-date 
establishments.  In  addition  to  the  amount 
of  labor  involved,  it  was  found  that  these 
receipted  vouchers  and  invoices  frequently 
never  came  back  and  the  records  were  con¬ 
sequently  imperfect,  the  returned  check  be¬ 
ing  the  only  evidence  of  payment. 

The  voucher-check  is  therefore  coming 
into  general  use  and  our  illustration — Dia¬ 
gram  3 — shows  one  of  the  best  of  these 
new  devices.  It  consists  of  a  check  made 
in  duplicate  by  means  of  carbon  inter-leaf 
and  with  the  distribution  to  departments 
made  on  the  left-hand  margin.  More  lines 


for  department  letters  may  be  provided  if 
necessary,  but  we  think  those  illustrated 
are  sufficient  to  cover  the  invoices  received 
during  one  month  from  the  same  party. 

The  date  of  invoice,  key  letter  of  de¬ 
partment  to  be  charged,  and  amount,  are 
inserted,  and  the  check  portion  filled  out 
in  the  regular  way.  The  carbon  copy  of 
the  document  is  then  attached  to  the  dupli¬ 
cate  purchase  order  and  invoice,  making  a 
complete  record  of  the  transactions  which  ‘ 
cannot  possibly  be  improved  upon. 

Where  the  voucher  system  is  not  con¬ 
sidered  desirable,  the  general  plan  above 
outlined  may  be  followed  so  far  as  relates 
to  the  carrying  of  accounts  payable  instead 
of  individual  accounts  with  the  creditors. 
In  this  case  ordinary  checks  will  be  used 
instead  of  voucher  checks,  but  a  purchase 
record  will  be  necessary  in  order  to  pro¬ 
vide  the  necessary  distribution  to  depart¬ 
ments. 

The  proper  record  of  provisions  and  sup¬ 
plies  received  and  their  distribution  is  of 
great  importance  to  the  hospital  manage¬ 
ment  as  upon  this  depends  the  accuracy  of 
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the  statistics  compiled  in  regard  to 
the  average  maintenance  expense  per 
patient. 

it  is  not,  of  course,  practical  to  go 
into  minute  details  in  respect  to  cost 
of  meals,  but  a  properly  arranged 
stores  record  will  furnish  the  neces¬ 
sary  information  as  to  provisions  re¬ 
ceived  and  cost,  and  provisions  used, 
covering  a  certain  period  during 
which  so  many  meals  of  one  kind 
and  another  have  been  served.  The 
proper  way,  therefore,  is  to  take 
time  to  compile  for  one  week  or  one 
month  a  table  of  costs  of  the  vari¬ 
ous  meals  served,  whether  house, 
half  house,  extra,  or  special  kinds  of 
diet. 

MENU  AND  SPECIAL  DIET  SHEETS. 

It  is  understood  that  one  blank  is 
to  be  filled  out  for  each  meal.  The 
articles  to  be  served  are  to  be  writ¬ 
ten  in  the  blank  space,  which  should 
number  from  eight  to  twelve.  The 
supervisor  takes  the  chart  about  the 
corridors  and  the  corridor  purse  in 
charge  fills  in  the  room  numbers  on 
her  corridor  and  then  checks  the  ar¬ 
ticles  on  the  regular  list  that  are 
wanted.  In  this  manner  the  pa¬ 
tients’  appetite  and  their  physical 
condition  can  be  consulted  as  to  what 
is  desired.  This  list  may  be  supple¬ 
mented  by  special  orders  on  special 
diet  sheets,  shown  in  the  accom¬ 
panying  form.  It  may  be  found  de¬ 
sirable  to  use  a  similar  special  diet 
sheet  for  each  corridor  with  the  meal  di¬ 
vision  omitted  and  the  patients’  name  in¬ 
serted  in  the  blank  at  the  left. 

APPROXIMATE  FOOD  TABLE. 

We  also  show  a  table  of  approximate 
quantities  of  food  required  for  a  25-bed 
hospital,  a  50-bed  hospital  and  a  100-bed 
hospital.  (See  Diagram  6).  This  will  be 
found  a  very  important  help  in  establishing 


BREAKFAST 


Beefstead,  Round 
“  Porterh 
Egrgs 

Cereal,  Cooked  fresh 
Prepared - 

Bread  for  toast,  1  1 
loaves 

Bread  (plain)  in  add. 
Butter  -  -  - 


each)  - 
Coffee  (dry) 
Sugrar 

’^ruit  fresh 
etc.)  - 
Fruit  stewed 


of  milk 


Hospital  of 
25  Beds 

Hospital  of 
50  Beds 

5  lbs. 

8  lbs. 

c  8  lbs. 

10  lbs. 

2  doz. 

4Kdoz. 

5  qts. 

10  qts. 

-  1  pkg. 

2  pkgs. 

4  loaves 

8  loaves 

2  loaves 

4  loaves 

-  1^  lbs. 

2J4  lbs. 

)  1/4  pts. 

3- pts. 

-  6  qts. 

12  qts. 

3  to  4  cups 

5  to  7  cups 

3  lbs. 

5  lbs. 

j 

1  doz. 

2J4  doz. 

2  qts. 

; 

7 

4  qts. 

Hospital  of 
100  Beds 


15  lbs. 

211  lbs. 

8  doz. 

20  qts. 

4  pkgs. 

2  doz.  1. 

1  doz.  1. 

5  lbs. 

2  qts. 

24  qts. 

2  lbs. 

15  lbs. 

5  doz. 

7  to  9  qts, 


DINNER 


Soup  -  -  - 

Croutons  or  Crackers 
Roast,  Rib  - 
Lamb,  Leg 
Chops  -  -  . 

Potatoes  -  -  . 

Celery  ... 
Beets  -  -  .  . 

Bread,  bakers  1  11 

loaves  ... 
Tea 

Sugar  .... 
Milk 

Dessert,  Rice  puddini 
Ice  Cream,  in  bulk  - 
Ice  Cream,  brick  - 


Scalloped  Potatoes, 
(potatoes,  milk,  b’tter 
Bread  .  .  .  . 

Butter 

Fruit  stewed  .  .  . 

Tea  .... 
Milk  .  -  .  . 

Eggs,  special  diets  - 
Cream  .  .  .  . 

Oysters,  raw 


5  qts. 

10  qts. 

2  lbs. 

6  lbs. 

8  lbs. 

12  lbs. 

10  to  12  lbs. 

15  to  18  lbs. 

2  doz. 

4  doz. 

1  pk. 

Yz  busli. 

1  doz.  stalks 

1  large  bun. 

Vt.  pk. 

1  pk. 

3  loaves 

6  loaves 

lb. 

14  lb. 

2  lbs. 

3  lbs. 

3  qts. 

7  qts. 

4  qts. 

6  to  7  qts. 

4  to  6  qts. 

8  to  10  qts. 

2  to  3  br’ks 

4  to  8  br’ks 

20  qts. 

10  lbs. 

20  lbs. 

25  to  30  lbs. 
1]^  doz. 

1  busli. 

2  large  bun. 
bush. 

1  doz. loaves 
1  lb. 

5  lb. 

15  qts. 

18  to  20  qts. 
4  to  5  gal. 

10  bricks 


SUPPER 


3  qts.  sliced 

6  qts. 

6  loaves 

12  loaves 

114  ibs. 

3  lbs. 

2  qts. 

5  qts. 

141b. 

14  lb. 

4  qts. 

6  to  7  qts. 

1  doz. 

2  doz. 

1  pt. 

1  qt. 

2  to  3  qts. 

3  to  5  qts. 

10  to  12  qts. 
2  doz. 

6  lbs. 

10  to  12  qts. 
1  lb 

10  to  12  qts. 
4  doz. 

1  gal. 

6  to  8  qts. 


Diagram  6. 


the  standard  unit  per  patient  above  refer¬ 
red  to,  as  the  actual  costs  may  very  accur¬ 
ately  be  ascertained  by  preparing  a  similar 
table  that  will  be  specially  suited  to  the 
particular  requirements  of  the  hospital  in 
question.  This  table  will  also  be  a  check 
on  the  requisitions  of  the  chef  on  the  stores 
department. 

{To  be  Continued.) 


Cost  Accounts  for  a  Jobbing  Machine  Shop 

t 

By  WESLEY  A.  FINK 

( Continued  from  our  Nov.  No.  Page  96  j 

There  are  such  a  large  number  of  machine  shops  scattered  over  the  country,  and  to  be 
found  in  every  town  of  any  importance,  that  a  system  of  records  specially  designed  for  the 
ordinary  requirements  of  such  a  business  cannot  fail  to  be  found  of  interest  and  value  to 
tho^e  proprietots  who  appreciate  the  importance  of  systematic  records  that  will  disclose 
accurately  the  true  condition  of  the  business  and  the  actual  results  of  each  separate  job 
whenever  required. 

This  article  wi  1  be  continued  in  our  January  number. 


VOUCHER  RECORD. 

HESE  vouchers  are  then  en¬ 
tered  alphabetically  in  the 
purchase  journal  (Fig.  5) 
which  also  contains  columns 
for  distribution  as  on  the 

VOUCHER  SUMMARY. 

When  the  vouchers  are  all  entered  the- 
sum  of  the  various  distribution  columns 
should  equal  the  total  column.  After  all 
the  vouchers  for  the  month  have  been  en¬ 
tered  a  summary  is  made  at  the  bottom  of 
the  page  as  follows : 


SUMMARY. 

5  general  stores . $  8  00 

6  iron  castings  .  16  00 

7  brass  castings .  10  00 

8  patterns  .  5  00 

2  machinery  acet . 100  00 

28  To  vouchers  payable . $139  00 


These  totals  are  then  posted  to  the  proper 
accounts  in  the  ledger.  In  a  business  where 
the  bills  are  paid  once  a  month,  the  total  of 
the  vouchers  payable  can  be  posted  in  one 
entry,  thus  eliminating  the  separate  individ¬ 
ual  purchase  account  from  the  ledger,  the 
one  account  answering  for  all.  As  pay¬ 
ments  are  made  they  will  be  charged  to 
Vouchers  Payable  account  in  the  ledger. 
In  this  case  it  will  be  necessary  to  keep  a 
little  memorandum  book  of  vouchers  un¬ 
paid,  and  to  check  them  off  as  they  are 
paid.  But  when  payments  are  made  on 
account,  or  it  is  desired  to  keep  a  record 
in  the  ledger  of  individual  purchase  ac¬ 
counts,  the  various  amounts  in  the  total 
column  can  be  posted  in  the  ledger  to  the 
credit  of  the  individual  accounts,  instead  of 
to  a  Vouchers  Payable  account. 

After  the  vouchers  have  been  entered  in 
the  purchase  journal,  the  invoices  with  the 
vouchers  attached  should  be  filed  away  al¬ 
phabetically  in  a  Shannon  cabinet  drawer 


file  with  arched  files,  keeping  each  firm’s 
invoices  together  for  a  whole  year  in  proper 
rotation  month  by  month.  In  this  way  if 
it  is  desired  to  go  back  over  invoices  to 
compare  previous  charges,  the  invoices  of 
any  one  firm  for  the  year  may  be  found  to¬ 
gether.  At  the  end  of  the  year,  the  in¬ 
voices  should  be  transferred  to  the  cheap 
Monarch  pasteboard  transfer  boxes  with 
arched  files,  and  arranged  alphabetically 
and  labeled  with  the  year  on  outside  as  A 
to  H  1905,  I  to  R  1905,  S  to  Z  1905. 

VOUCHER  RECEIPT. 

In  payment  of  the  Accounts  Payable,  it 
is  well  to  use  a  combined  voucher  receipt. 
These  receipts  when  returned  can  either 
be  filed  away  with  the  vouchers  and  invoices 
or  kept  in  the  regular  receipt  file  and  con¬ 
venient  voucher  receipt  is  shown  in  Fig.  6. 

STORES  REQUISITION. 

Stores  Issued  Book — No  stores  should  be 
delivered  by  the  store-keeper  except  upon 
written  requisition  signed  by  the  foreman 
or  by  the  proper  person  in  authority.  These 
requisitions  should  show  the  job  number 
or  account  to  be  charged  as  in  Fig.  7. 

STORES  ISSUED  BOOK. 

From  these  requisitions  the  charges  are 
entered  up  daily  in  the  “Stores  Issued 
Book,”  as  in  Fig.  8. 

If  only  one  stores  account  is  kept  in  the 
general  ledger,  only  one  column  for  amount 
is  needed,  and  the  other  columns  can  be 
dispensed  with.  The  prices  should  first  be 
entered  in  the  amount  column  and  then 
extended  to  the  outer  column,  headed  by 
the  name  of  the  particular  branch  of  stores 
affected.  At  the  end  of  the  month  the  addi¬ 
tions  of  the  various  columns  are  made, 
and  if  correct,  the  totals  of  the  detail  col- 
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umns  should  agree  with  the  total  of  the 
amount  column.  A  summary  is  then  made 
in  this  book  at  the  end  of  the  month,  and 
posted  to  the  general  journal  as  follows: 

Stores  issued  account . $10,000  00 

I'o  General  stores  account....  $5  000  00 

I^ron  castings  .  S^OOO  00 

Brass  castings  .  2,000  00 

After  the  requisitions  have  been  entered 
into  the  Stores  Issued  Book”  daily,  this 
book  should  be  turned  into  the  office,^  and 
the  charges  posted  from  there  to  the  vari¬ 
ous  jobs  in  the  cost  ledger.  If  instead  of 
using  a  bound  book,  loose  sheets  with  car¬ 
bon  foils  are  used,  the  original  sheets  can 
be  turned  into  the  office  every  day  and 
filed  away  in  a  binder,  and  the  carbon  copy 
retained  in  the  storeroom.  If  desired  the 
office  copy  only  could  have  the  prices  ex¬ 
tended. 

Any  stores  rejected  or  returned  to  the 
supply  houses  could  also  be  entered  in  the 
Stores  Issued  Book,”  and  the  name  of  the 
firm  entered  in  the  “Job- Number”  column. 
An  entry  for  these  returns  at  the  end  of 


the  month  should  also  be  made  in  this  book 
and  posted  to  the  general  journal  as  fol¬ 
lows  : 

For  stores  returned  to  vendor — 

John  Doe  . $200  00 

Richard  Roe  .  loo  00 

To  stores  account .  $300  00 

As  all  stores  received  are  charged  to 
stores  account  in  the  general  ledger,  so  all 
stores  issued  to  jobs,  or  used  for  repairs 
or  returned  to  vendors,  should  be  credited 
to  stores  account. 

STORES  RETURNED. 

Stores  Returned  Book— All  stores  issued 
to  jobs  and  not  used  should  be  returned 
to  storeroom,  and  credited  to  the  job  num¬ 
ber  or  account.  This  can  be  kept  in  a  book 
ruled  the  same  as  the  “Stores  Issued  Book,” 
but  if  loose  sheets  are  used  they  may  be 
made  of  different  colored  paper.  The 
summary  at  the  end  of  the  month  should 
be  posted  to  general  journal  as  follows: 


Stores  account  . $100  00 

To  stores  issued  account .  $100  00 
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or  just  the  reverse  of  the  summary  in  the 
“Stores  Issued  Book.” 

STORES  LEDGER. 

Stores  Ledger — In  large  establishments 
where  it  is  desirable  to  know  the  amounts 
of  various  stores  on  hand,  a  stores  ledger 
should  be  kept.  A  loose  leaf  book  or  card 
index  is  best  adapted  for  this  purpose,  a 
sheet  or  card  is  headed  with  the  name  c 


the  article  to  be  recorded.  The  amounts 
received  are  posted  from  the  “Stores  Re¬ 
ceived  Book”  or  “Stores  Returned  Book,” 
and  entered  on  the  card  or  sheet;  and  the 
amounts  issued  are  posted  from  the  “Stores 
Issued  Book,”  and  the  balance  on  each  card 
or  sheet,  if  correctly  kept  should  equal  the 
amount  of  that  particular  article  on  hand. 


{To  be  Continued.) 
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N  THE  field  of  advertising  and 
display,  it  might  seem  that 
up-to-date  merchants  had  ex¬ 
hausted  the  possibilities  in 
the  way  of  electric  light  signs, 
etc.  It  remained,  however  for  an  ingeni¬ 
ous  and  enterprising  Cleveland  merchant 
to  discover  a  way  of  multiplying  his  avail¬ 
able  window  display  space  by  four— a  seem¬ 
ing  impossibility. 

This  is  how  he  did  it. 

The  window  floor  was  arranged  so  that 
it  revolved  like  an  endless  chain  over  two 
drums  at  either  end ;  the  window  floor  ex¬ 
tending  back  into  the  store  the  depth  of 
the  window  and  being  separated  by  a  black 
velvet  cloth. 

The  different  aluminum  articles — some 
200  in  number — were  wired  to  the  mov¬ 
ing  window  floor,  and  thus  produced  such 


a  unique  and  striking  effect  as  to  challenge 
the  attention  of  large  numbers  of  pedes¬ 
trians. 

Before  this  device  was  installed,  but  fifty 
pieces  could  be  shown,  and  that  in  the  old- 
time,  stationary  style. 

This  enterprising  merchant  has  “blazed 
a  new  trail”  in  the  window  display  line 
which  merchants  in  many  other  lines  of 

business  may  find  it  to  their  advantage  to 
employ. 

The  device  was  home-made,  simple  in 
design,  inexpensive,  and  driven  by  a  small 
electric  motor  concealed  below  the  floor. 

T  he  accompanying  photographs,  secur¬ 
ed  under  adverse  reflecting  conditions, 
show  the  general  appearance  of  this  novel 
arrangement. 

The  detailed  sketches  show  accurately 
the  mechanism. 


Put  Brains  in  Your  Ink,  or  Printing  as  Advertising 

By  CHAS.  I  I.  COCHRANE 

Good  advertising  is  that  which  brings  in  more  money  than  it  costs  although  on  account 
of  some  results  being  indirect  they  cannot  always  be  traced. 

The  author  makes  a  suggestion  for  department  store  free  advertising  and  strongly  re¬ 
commends  the  use  of  distinctive  designs  on  all  stationery  of  every  kind  issued  which  will 
immediately  associate  it  in  the  minds  of  the  readers  with  the  business  to  which  it  belongs. 

It  is  poor  policy  to  attempt  to  save  money  by  cheapening  the  quality  of  stationery  and 
print’ng. 


HILE  my  subject  reads  “Print¬ 
ing  as  Advertising,”  I  might 
emphasize  it  by  changing  only 
one  letter,  making  it  “Printing 
Is  Advertising.” 

1  he  merchant  who  would  make  money 
out  of  his  printing  should  never  forget  that 
printing  is  advertising,  and  that  it  is  a  mis¬ 
take  to  pass  the  proof  of  any  scrap  of  print¬ 
ing  bearing  his  name  without  considering 
its  utility  as  an  advertisement,  as  well  as  its 
fitness  to  serve  the  special  purpose  for 
which  it  is  printed. 

The  railway  company  that  uniforms  its 
men  uses  them  for  advertising.  This  has 
been  seriously  protested  against  as  an  in¬ 
fringement  of  an  employe’s  personal  rights. 
Whether  or  not  this  renders  it  objectionable 
is  not  of  interest  here.  I  bring  the  matter 
up  simply  because  it  shows  the  right  adver¬ 
tising  spirit,  recognizing  an  opportunity  to 
be  taken  advantage  of. 

Every  piece  of  printing  is  the  servant  of 
the  man  who  pays  for  it,  and  it  can  be  taken 
advantage  of  in  much  the  same  way,  to 
advertise  him  and  to  add  to  Ins  receipts — 
if  he  knows  how  to  use  it. 

RESTAURANT  AIA’EKTISING. 

d  he  other  day,  at  a  lunch  counter,  I  re¬ 
ceived  a  paper  napkin  with  the  proprietor’s 
name  prettily  printed  in  the  center.  Of 
course,  he  paid  more  for  the  napkins  with 
this  printing,  and  though  they  never  circu¬ 
lated  outside  of  his  place,  they  served  to 
impress  transient  customers  with  his  name, 
and  we  all  know  what  a  good  name  means 
to  a  restaurant.  That  man  knew  how  to 
use  printing. 

ESSENTIAL  TO  BUSINESS  MEN. 

Many  business  men  have  their  doubts 
about  advertising,  because  they  see  so  much 
money  wasted  in  that  way,  and  they  get  to 


look  upon  it  as  a  sort  of  sink  hole  that  will 
destroy  business.  Any  prominent  feature 
of  business  management  can-be  overworked 
so  as  to  destroy  the  whole  business  fabric, 
and  this  is  as  true  of  poor  advertising  as 
of  other  errors.  But  because  some  people 
overdo  advertising,  or  make  use  of  poor 
advertising  methods,  is  no  reason  why  any 
business  man  should  .regard  advertising  as 
non-essential  to  his  business. 

There  is  no  business  that  is  not  assisted 
by  advertising.  Even  the  President  of  the 
United  States  does  well  to  advertise  hin. - 
self,  although  in  such  an  instance,  the  meth¬ 
ods  are  utterly  dififerent  from  that  of  the 
merchant  who  seeks  to  be  favorably  known 
to  the  buying  public. 

That  advertising  which  brings  in  more 
money  than  it  costs  is  good  advertising;  or 
if  it  is  apparent  that  the  traceable  returns 
very  nearly  pay  the  cost,  it  is  practically 
certain  to  be  good  advertising,  for  there  are 
usually  more  untraceable  than  direct  re¬ 
turns  from  an  advertisement.  One  pleased 
customer  may  bring  you  only  a  dollar  re¬ 
turn  at  the  time,  for  a  $10  advertisement, 
but  if  he  stays  pleased,  he  may  be  worth 
eventually  hundreds  of  dollars  to  you.  The 
printed  advertisement  can  only  give  you  the 
chance  to  please  customers — you  must  do 
that  work  yourself,  or  through  your  sales¬ 
men,  else  no  advertising  will  pay. 

If  the  average  permanent  customer  is 
worth  $500  to  you  in  ten  years,  it  is  surely 
a  good  expenditure  of  $50  that  brings  you 
one  customer  who  proves  permanent.  Is  it 
not  then  apparent  that  even  $50  added  to 
the  cost  of  a  piece  of  printing  will  pay  if  it 
brings  one  permanent  customer?  This  is 
why  it  is  imperative  to  use  good  printing 
that  is  painstakingly  prepared  and  carefully 
edited. 


THE  BUSINESS  MAN’S  MAGAZINE. 


75 


A  CLASSIFICATION. 

Printing  may  be  divided  into  three  gen¬ 
eral  classes:  (1)  printing  for  general  util¬ 
ity,  as  labels,  letter-heads,  bill-heads,  time- 
sheets,  blank  forms^  used  in  transacting  of¬ 
fice  business,  and  the  like;  (2)  printing  that 
is  purely  advertising,  as  booklets,  circulars, 
folders,  etc.,  for  sending  to  prospective  cus¬ 
tomers ;  (3)  printing  that  is  partly  for  use 
and  partly  for  advertising,  as  the  catalog 
or  price-list,  business  card,  wall-hanger,  etc. 

During  the  last  decade  there  has  been 
great  education  and  advance  in  the  second 
class  of  printing  named,  that  which  is  rec¬ 
ognized  as  pure  advertising,  and  every  large 
business  house  now  maintains  experts  to 
handle  such  printing  and  so  manage  it  as 
to  bring  results.  Thus  the  mails  are 
flooded  with  ornate  printing  that  seeks  to 
hold  the  attention  by  its  beauty  or  attrac¬ 
tive  arrangement.  This  sort  of  printing¬ 
advertising  is  so  well  understood  that  I 
will  not  give  much  space  to  it. 

EXAMPLES  OF  FREE  ADVERTISING. 

It  is  in  printing  of  the  first  class,  the  gen¬ 
eral  utility  printing,  that  most  business  con¬ 
cerns  fail  to  see  their  opportunity  to  make 
their  names  more  familiar  to  the  great  pub¬ 
lic.  See  how  the  manufacturers  and  whole¬ 
salers  'of  canned  goods  get  their  advertising 
free  from  every  can  displayed  by  every  gro¬ 
cer,  because  they  know  enough  to  place 
upon  it  an  attractive  advertising  label ;  and 
then  reflect  how  many  business  houses  are 
continually  sending  out  things  on  which 
they  might,  but  do  not,  take  advantage  of 
similar  conditions,  and  advertise  themselves 
as  well  as  do  the  wholesalers  of  canned 
goods. 

Here  is  a  suggestion  for  department  store 
free  advertising  that  comes  to  my  mind : 
We  all  know  that  these  stores  habitually 
wrap  their  bundles  in  light  yellow  manilla 
paper,  with  a  cheaply  printed  “adv.” 
thereon.  If  one  store  in  each  great  city 
should  use  pink  paper,  and  add  a  line  to  all 
their  daily  paper  advertising  “The  store 
where  you  get  the  pink  bundles,”  in  a  short 
time  every  pink  bundle  in  the  city  would 
remind  the  public  of  that  store,  and  serve 
as  an  advertisement  that  costs  nothing. 

Most  department  stores  recognize  the 
principle  I  am  endeavoring  to  inculcate, 
when  they  leave  pads  of  neat  note-paper, 
with  the  store  heading  printed  in  the  cor¬ 
ner,  on  which  their  women  customers  who 


visit  the  store  parlor  are  free  to  write  to 
their  friends.  The  customer  is  pleased  at 
having  a  free  seat  and  free  stationery,  and 
sends  out  with  her  letter  a  free  advertise¬ 
ment  for  the  firm. 

Whatever  your  business  may  be,  the 
chances  are  that  you  order  from  half  a 
dozen  to  a  hundred  dozen  jobs  of  printing 
every  year,  which  you  want  for  utility— 
for  the  easy  conduct  of  your  business.  The 
question  I  wish  to  force  home  to  you  is, 
how  much  thought  and  attention  have  you 
ever  given  to  rendering  any  or  each  of  these 
of  some  advertising  value?  I  cannot  in 
this  article,  directly  suggest  such  uses  to 
you,  for  I  do  not  know  what  blanks  you 
may  use,  or  what  may  be  the  nature  of  each 
one’s  business,  but  if  I  can  set  you  to  think¬ 
ing,  you  will  work  out  the  details  for  your¬ 
self,  and  this  article  will  not  have  been 
printed  in  vain. 

The  pink  wrapper  idea  was  evolved  while 
writing  this  article.  If  you  give  half  an 
hour’s  thought  to  your  own  business,  con¬ 
sidering  what  might  advertise  you  without 
increased  cost,  you  might'  find  something 
that  you  could  use  which  would  be  as  good 
as,  or  better  than,  the  pink  wrapper  idea. 
Somewhere  in  your  routine  printing,  there 
is  sure  to  be  something  just  as  usable  for 
your  advertising. 

DISTINCTIVE  DESIGNS. 

There  is  a  very  successful  concern  in 
New  York,  Patterson,  Gottfried  &  Hunter, 
who  sell  machinists’  supplies.  Eor  20  yeau 
or  more,  they  have  made  a  practice  of  hav¬ 
ing  a  bright  red  corner  about  half  an  inch 
across,  printed  on  everything  they  ordered. 
Probably  more  than  half  the  machinists  east 
of  the  Mississippi  have  seen  some  of  their 
stationery,  or  labels,  or  what-not,  and  be¬ 
come  familiar  with  this  little  red  blotch, 
which  has  been  for  years  an  advertisement 
for  this  firm  with  the  long  name,  rather  too 
clumsy  for  advertising  purposes, 

I  do  not  know  much  of  the  Uneeda  bis¬ 
cuit  methods,  but  if  I  were  ordering  the 
National  Biscuit  Company’s  printing,  for 
office  and  factory  use,  or  any  other  purpose, 

I  would  print  that  “In  Er  Seal”  device  on 
every  job,  and  thus  spread  the  advertising, 
to  increase  public  acquaintance  with  it. 

It  is  well  to  have  some  distinctive  way 
of  presenting  your  name  to  the  public.  The 
Wanamaker  way  is  to  print  the  name  “John 
Wanamaker”  on  everything,  in  a  conven- 
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tionalized  imitation  of  the  handwriting  of 
this  famous  advertiser.  Every  sort  of 
printing  used  in  his  stores  has  his  name  on 
it  in  this  characteristic  way,  and  yours 
should  be  equally  conspicuous  on  your 
printing. 

If  my  name  was  John  Starr,  and  I  sold 
stationery,  I  should  write  it  and  print  it 
always  in  some  such  way  as  this : 

JOHN  *  STARR 
*  Stationer  * 

with  the  stars  in  deep  red  ink,  and  I  would 
print  it  thus  on  every  label,  tag,  statement, 
order-blank,  time-blank,  or  anything  else 
that  I  ordered  from  the  printer.  'I  should 
pay  more  for  my  printing,  of  course,  but  I 
should  gradually  force  on  the  public  mind 
an  association  between  my  name  for  sta¬ 
tionery,  and  after  a  few  years  this  would  be 
a  valuable  business  asset. 

One  way  to  make  money  in  business  is 
to  take  time  to  think  how  to  turn  small 
things  to  your  advantage.  Printing  is  one 
of  the  small  things  that  escape  a  great 
many,  because  though  they  advertise  and 
think  much  of  advertising,  they  have  failed 
to  associate  the  two  together  so  intimately 
as  to  regard  all  printing  as  advertising,  and 
this  is  essential  if  you  are  to  make  money 
out  of  printing. 

ADVANTAGES  OF  ORIGINALITY. 

One  of  the  common  mistakes  made  in  ad¬ 
vertising  is  to  follow  some  other  fellow’s 
lead — to  do  as  others  do.  This  may  some¬ 
times  pay  in  a  small  way,  but  no  great  ad¬ 
vertiser  was  ever  a  copyist.  It  is  the  orig¬ 
inal  thing  that  captures  the  public  eye,  that 
makes  the  possible  customer  think  of  you 
when  he  wants  something  in  your  line. 

This  is  why  you  should  study  your  own 
printing.  It  matters  not  how  large  or  how 
small  your  business ;  it  will  pay  you  to 
study  your  own  printing,  and  think  out 
some  original  thing  to  print  on  all  your 
announcements,  all  your  booklets,  and  all 
your  utility  printing. 

“Truly  Warner”  is  in  the  hat  business, 
and  I  venture  that  no  reader  of  this,  living 
in  a  city  where  Warner  has  a  store,  does 
not  know  that  fact.  If  Warner  had  not  had 
the  happy  idea  of  printing  his  name  in  this 
unique  fashion,  he  would  have  been  lost  in 
the  maze  of  other  ordinary  hatters.  But  he 
has  printed  that  odd  combination  so  often 
that  when  we  see  it,  we  must  perforce  think 
of  him  as  a  clever  genius,  and  one  likely  to 


give  us  a  good  and  stylish  hat  for  our 
money. 

Warner  recently  opened  another  store  in 
Brooklyn,  and  filled  the  window  with  hats 
all  marked  $2.  Another  dealer  in  the 
block  decked  his  window  as  nearly  like 
Warner’s  as  he  could,  and  marked  all  the 
hats  $1.50.  Warner  paid  no  attention,  and 
he  gets  more  trade  than  the  imitator.  Some 
way  the  public  does  not  like  an  imitator, 
and  probably  most  men  said  to  themselves : 
“The  $1.50  hats  are  not  as  good  as  War¬ 
ner’s,  or  they  would  not  be  so  cheap.”  So, 
by  simply  printing  “Truly  Warner”  until 
he  became  conspicuous,  Warner  actually 
now  makes  business  by  the  weak  competi¬ 
tion  that  emphasizes  his  methods  to  the 
public. 

GET  A  REPUTATION. 

Never  try  to  save  money  by  cheapening 
the  quality  of  your  printing.  No  matter 
what  the  printing  is  for,  even  if  it  is  a 
number  to  go  inside  a  hatband,  consider 
whether  it  offers  a  chance  for  advertising, 
and  make  it  an  attractive  number,  with 
your  name  on  it  in  some  way.  Once  you 
get  your  name  up  as  an  advertiser,  other 
people  will  give  you  free  advertising,  just 
as  in  this  article  John  Wanamaker,  the 
National  Biscuit  Company,  Patterson,  Gott¬ 
fried  &  Hunter,  and  Truly  Warner  are  re¬ 
ceiving  free  advertising.  They  get  this  for 
nothing  as  a  tribute  to  the  brains  they  have 
put  into  their  printing.  You  can  get  some 
of  this  publicity,  too,  if  you  advertise  suffi¬ 
ciently  and  originally. 

I  remember  talking  once  with  a  solicitor 
for  advertising,  who  sold  space  in  what  are 
called  “journals,”  that  is  the  announcement 
that  some  society  would  hold  a  picnic,  a 
ball,  or  the  like,  surrounded  with  so  much 
advertising  that  one  cannot  find  the  real 
announcement.  I  asked  him  how  he  man-* 
aged  to  get  so  much  advertising  for  such 
poor  mediums. 

“Oh,  that’s  easy,”  he  said,  “I  mark  the 
top  half  of  each  page  as  sold  to  the  biggest 
and  best  known  advertisers,  and  the  little 
fellows  easily  take  the  rest,  and  then,  when 
the  bottom  halves  are  sold,  I  rub  out  the 
word  “sold”  on  one  or  two  pages  at  a  time, 
and  work  off  the  space  on  larger  houses.” 

This  man,  in  his  rascally  way,  played 
upon  the  weakness  of  human  nature — the 
following  of  the  successful  advertising — 
and  be  contributed  to  advertising  him. 
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Sometimes  he  printed  the  advertisement  of 
such  without  charge,  to  lend  character  to 
his  publications. 

Just  as  the  great  business  combinations 
called  trusts  gather  business  because  of 
their  size  and  reputation,  so  the  large  ad¬ 
vertiser  gathers  trade  all  the  time  from  the 
known  fact  that  he  is  a  large  advertiser, 
one  who  is  constantly  using  printer’s  ink 
to  advance  his  interests. 

ENCOURAGE  SUGGESTIONS. 

In  preparing  your  printing,  never  allow 
yourself  to  get  the  notion  that  you  know 
all  about  advertising.  The  greatest  adver¬ 
tisers  are  the  greatest  students  of  advertis¬ 
ing.  No  matter  how  great  experience  you 
have  had,  you  have  much  to  learn.  You 
may  O.  K.  a  page  of  printing  with  the  idea 
that  it  is  everything  it  should  be  or  could 
be  as  an  advertisement,  and  yet  your  errand 
boy  might  sometimes  suggest  a  valuable 
addition  or  improvement.  Encourage  such 
ideas  in  your  employes.  There  is  no  tell¬ 
ing  how  much  help  you  may  receive  from 
them.  It  is  one  of  the  difficulties  of  adver¬ 
tising  that  you  have  to  print  something  dif¬ 
ferent,  something  new  all  the  time,  to  in¬ 
terest  the  public.  The  thing  that  did  well 
last  month  or  last  year  is  apt  to  fail  on  a 
future  trial.  Most  people  are  caught  by 
that  which  is  novel. 

printers  with  ideas. 

If  you  get  hold  of  the  right  sort  of 
printer,  he  may  be  a  great  aid  to  you  in 
securing  this  necessary  novelty.  There  are 
a  few  printers  whose  work  is  worth  two  or 
three  times  the  average  price  because  of 
the  ideas  they  put  into  the  announcements 
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they  print  the  advertising  ideas  and  sug¬ 
gestions.  If  there  is  one  of  this  sort  in 
your  city,  tie  up  to  him,  no  matter  what  it 
costs.  He  gets  the  price  not  only  for  the 
printing  alone,  but  for  the  advertising  qual¬ 
ity  he  gives  it.  Such  men  are  geniuses — 
artists  in  their  line. 

It  is  a  tremendous  advantage  for  an  ad¬ 
vertiser  who  uses  much  printing,  to  get  hold 
of  such  a  printer  and  have  him  work  for 
no  one  else  in  the  advertiser’s  line  of  trade. 
If  you  are  not  in  touch  with  such  a  printer, 
look  for  him.  Sometimes  you  can  train  a 
young  printer  to  do  this  for  you — some  fel¬ 
low  chock  full  of  bright  ideas,  who  does 
not  yet  know  the  possibilities  of  his  own 
genius.  There  is  this  undeveloped  talent, 
and  the  really  brainy  advertiser  will  look 
for  such,  and  when  he  finds  the  man,  pay 
enough  to  own  him  and  the  product  of  his 
mind. 

There  is  nothing  that  a  business  man  can 
buy  which  is  likely  to  be  worth  so  much 
more  than  it  costs,  as  advertising  brains. 
The  schools  turn  out  lots  of  young  “ad” 
writers  of  all  sorts  of  abilities.  Some  of 
them  have  the  divine  afflatus,  if  I  may  be 
pardoned  for  borrowing  a  phrase  from  the 
poets — that  can  be  turned  into  good  money 
through  the  printer.  As  long  as  your  ad¬ 
vertising  falls  short  of  being  the  very  best 
in  your  line  of  trade,  keep  hunting  for  this 
sort  of  young  man.  The  best  and  brainiest 
is  the  cheapest  for  you. 

The  whole  theory  of  printing  as  adver¬ 
tising,  can  be  summed  up  in  one  terse  sen¬ 
tence  : 

Put  brains  in  your  ink. 


Of  Interest  to  Bankers 

(Culled  from  Exchanges) 


Cashing  Deposits. 

N  almost  every  bank  there  is 
a  customer  who  is  getting 
more  than  his  due.  It  is  sin¬ 
gular  what  crude  ideas  some 
customers  have  of  the  powers 
of  a  bank.  ]\Iany  seem  to  think  that  an  entry 
in  the  pass  book  of  the  total  of  the  de¬ 
posit  ticket  becomes  immediately,  by  some 
magical  process,  clean  cash  to  be  with¬ 
drawn  at  will  at  the  paying  teller's 
window.  I  have  in  mind  at  the  moment 
a  man  in  a  northern  city  who  depos¬ 
ited  a  check  on  a  distant  point,  and  the 
same  day  issued  his  check  to  another  party 
for  the  amount,  which  check  was  presented 
through  the  next  clearing.  It  was  a  physi¬ 
cal  impossibility  for  the  bank  to  have  re¬ 
ceived  advice  of  the  payment  of  the  check, 
much  less  to  have  received  the  avails 
thereof,  when  the  man’s  second  check  was 
presented,  and  he  was  called  up  on  the  tele¬ 
phone  and  told  that  his  check  was  pre¬ 
sented,  but  that  the  funds  were  not  there 
to  meet  it.  He  indignantly  replied  that  he 
knew  the  book-keeper  was  mistaken,  that 
he  had  made  a  deposit  only  the  day  before. 
The  book-keeper  replied:  “Yes;  but  we 
have  not  yet  received  the  money  on  the 
check  which  you  deposited.”  The  customer 
replied :  “The  amount  is  at  my  credit  as 
shown  by  my  pass  book,  and  I  will  come 
up  to  the  bank  at  once  and  prove  that  you 
are  wrong.”  When  he  called  he  was  waited 
upon  by  an  officer  of  the  bank,  who  ex¬ 
plained  the  situation  to  him.  The  customer 
expressed  great  surprise  at  the  lack  of  dili¬ 
gence  on  the  part  of  the  bank.  Said  he : 
“Are  you  not  members  of  the  clearing 
house?”  The  cashier  replied,  “Yes.”  “Well,” 
said  the  man,  “now  I’ve  got  you,  because 
there  is  a  clearing  house  in  the  city  where 
that  check  is  payable,  and  you  can  inquire 
of  that  bank  if  that  is  not  so.”  He  had  the 
idea  that  the  clearing  house  was  a  magical 
something  where  all  the  other  clearing 
houses  in  the  United  States,  from  Jackson¬ 
ville  to  San  Francisco,  immediately  met  and 
made  a  simultaneous  exchange  of  checks 
and  that  they  were  all  good. 


ADVANTAGES  OF  DEMAND  LOANS. 

The  discount  teller  had  gone  to  lunch, 
and  I  was  temporarily  filling  his  position. 
While  so  engaged,  an  eminent  banker  ap¬ 
peared  at  the  window  to  pay  the  interest  on 
a  demand  loan.  He  also  desired  to  change 
the  demand  loan  to  a  60-day  time  loan.  I 
referred  the  matter  to  the  president  of  the 
bank,  who  was  a  gentleman  of  the  old 
school,  and  at  times  quite  bluff  in  his  de¬ 
meanor.  Times  were  then  quite  strenuous 
and  money  was  very  tight;  for  this  reason 
it  was  apparent  why  the  change  in  the 
tenor  of  the  note  was  desired.  The  pres¬ 
ident  replied  that  he  did  not  wish 
to  have  the  note  changed,  but  would  leave 
it  a  demand  loan.  I  reported  his  decision 

to  Mr.  - ,  who  insisted  that  the  loan 

should  be  changed.  I  was  therefore  obliged 
to  again  timorously  enter  the  sanctum  of 
the  president.  He^  was  busily  engaged  in 
conversation  with  another  gentleman,  and 
did  not  relish  the  interruption.  I  again 

stated  Mr.  - ’s  desire  for  the  change.  He 

again  stated  to  me,  in  no  uncertain  way, 
that  the  loan  should  remain  a  demand  loan, 

and  said  to  me:  “You  go  and  tell  Mr. - 

that  he  has  had  that  loan  ever  since  he  was 
a  boy,  and  that  I  prefer  to  have  it  remain 
the  way  it  is.”  You  can  imagine  my  feel¬ 
ings,  when  emerging  from  his  office,  an 
inexperienced  youth,  with  a  message  of  this 
sort  to  one  so  high  in  business  circles.  I 
finally  concluded  that  ‘I  would  not  quote  his 

exact  words,  but  told  Mr. - that  the  loan 

would  have  to  remain  as  it  was,  a  demand 
loan.  He  then  went  into  the  president’s 
office  himself,  and  after  remaining  there 
some  time  he  came  out  and  renewed  the 
loan  on  its  old  basis,  which  continued  to 
run  with  us  for  years  afterwards. 

VERIFICATION  OF  TRUST  CO.  ACCOUNTS. 

■  The  book-keeper  posts  the  individual 
ledger  direct  from  checks  and  credits;  at 
the  close  of  business  he  enters  the  general 
items  in  the  debit  and  credit  books  and 
posts  the  general  ledger,  takes  off  proof  of 
the  general  ledger,  and  enters  results  in  the 
statement  book,  which  he  hands  to  the  sec- 
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retary  on  the  following  morning.  He  also, 
under  the  secretary  s  guidance,  enters  the 
loans  in  the  security  and  margin  book ; 
makes  note  of  mortgage  loans  and  insur¬ 
ance,  and  keeps  record  of  purchases  of 
secuiities  and  investments  by  the  compau}'^. 

T.  he  check  clerk,  who  practically  belongs 
to  the  book-keeping  department  as  assistant 
book-keeper,  receives  the  checks  and  credits 
fiom  the  book-keeper,  lists  them  individ¬ 
ually  on  sheets,  one  sheet  for  each  account, 
and  when  completed  makes  a  machine  total 
of  the  work  from  the  sheets,  which  he 
proves  with  the  check  and  credit  lists  of  the 
tellers.  He  extends  the  balances  in  pencil 
and  the  next  morning  before  business  calls 
the  balances  of  his  changed  accounts  back 
to  the  extensions  of  the  individual  ledger, 
thus  making  a  complete  verification. 


A  Bank  Liability  Record. 

I  he  attached  liability  record  appears  to 
possess  many  features  of  interest  and  util¬ 
ity.  It  is  reproduced  from  Bank  Notes  and 
the  deviser  is  Mr.  W.  C.  Renaker,  cashier 
Hamilton  County  National  Bank,  of  Cleves, 
Ohio. 

The  object  of  this  card  is  to  keep  a 
check  on  the  loans  of  a  bank  to  its  cus¬ 
tomers,  and  Mr.  Renaker  proceeds  to  de¬ 
scribe  its  value  as  follows: 

For  instance,  in  this  national  bank,  with 
a  capital  of  $25,000,  we  are  limited  to  a 
loan  of  $2,500  to  any  one  person,  firm  or 
company..  Once  or  twice,  accidentally,  we 
would  get  hold  of  good  paper  that  would 
run  us  over  that  limit.  Now  with  this 
card  system  I  have  a  limit  placed  on  each 
custonier  of  the  bank  as  to  what  I  can 
loan  them.  The  limit  is  placed  by  the  dis¬ 


count  committee  as  to  how  much  I  can 
loan  a  party  directly,  and  how  much  addi¬ 
tions  I  can  take  that  party  as  indorser  on 
other  peoole’s  paper. 

The  card  inclosed  shows  that  Wm.  L. 
Smith  can  borrow  $1,000  of  this  bank  on 
his  own  name,  and  that  he  can  go  security 
for  his  friends  additional  as  joint  maker 
of  a  note  for  $500  more.  This  card  also 
shows  that  Wm.  L.  Smith  has  one  note  of 
$400  at  this  bank,  and  as  security  as  joint 
maker  on  $4/6  of  other  paper  and  the 
names  of  whom  for.  It  is  a  very  easy  mat- 
tei  to  keep  a  line  of  what  notes  have  been 
paid.  For  instance,  in  looking  into  your 
note  case,  every  note  up  to  June  25th  is 
paid.  At  a  glance,  then,  you  know  that 
note  401,  due  on  the  4th,  is  paid,  and  you 
can  check  it  off. 

Now,  further,  if  in  taking  Wm.  L. 
Smith’s  paper,  you  want  someone  else  to 
go  on  his  paper  to  make  it  good,  I  make 
a  notation  on  the  front  as  “over”  and  then 
on  the  back  write  a  list  of  names,  any  two 
of  which  will  make  his  note  good. 

I  find  this  card  completely  fills  our 
wants,  and  of  course  it  can  be  changed  to 
fit  any  locality  or  conditions. 

I  use  it  in  a  card  case  with  1,000  cards 
printed  as  shown,  which  cost  us  $7.50.  This 
makes  the  cost  less  than  a  loose  leaf  ledger 
and  within  the  reach  of  every  small  coun¬ 
try  bank. 

TJiese  cards  could  be  gotten  up  by  you 
and  kept  in  stock  the  same  as  the  “Record 
of  Advertising  IMailed”  cards  are. 

A  Voucher  Check  Used  by  a  Bank. 

The  Union  Bank  &  Trust  Company  of 
Helena,  Montana,  writes  The  Banking 
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Law  Journal  that  they  object  to  the  folded 
voucher  check  as  being  very  awkward  to 
handle  and  requiring  a  great  deal  of  time 
by  the  remittance  clerks  in  handling. 

They  use  a  padded  check  with  printed 
stub,  as  shown  below.  They  also  use  a 
rubber  stamp  containing  the  same  informa¬ 
tion  as  the  stub  of  the  check.  This  rubber 


stamp  is  placed  upon  the  bills.  This  plan 
appears  to  involve  an  objectionable  dupli¬ 
cation  of  work  in  filling  out  stub  and  rub¬ 
ber  stamps  on  the  bill  and  could  probably 
be  improved  upon  in  this  respect  by  pro¬ 
viding  for  a  record  of  the  required  infor¬ 
mation  on  the  check  itself  and  making  the 
checks  in  duplicate. 


Why  This  College  Graduate  Was 

Not  a  Success 


He  became  saturated  with  other  men’s 
thoughts. 

He  depended  too  much  on  books. 

He  thought  his  education  was  complete 
when  he  left  college. 

He  regarded  his  diploma  as  an  insurance 
policy  against  failure. 

His  mind  was  clogged  with  theories  and 
impractical  facts. 

He  mistook  a  stuffed  memory  for  an  ed¬ 
ucation,  knowledge  for  power,  and  scholar¬ 
ship  for  mastership. 

He  knew  languages  and  sciences,  but  was 
ignorant  of  human  nature. 

He  knew  Latin  and  Greek,  but  could  not 
make  out  a  bill  of  goods  or  bill  of  sale. 

He  was  well  posted  in  political  economy, 
but  could  not  write  a  decent  business  letter. 

His  four  years  in  the  world  of  books  left 
him  permanently  out  of  joint  with  the 
world  of  practical  affairs. 


He  was  above  beginning  at  the  foot  of 
the  ladder  when  he  left  college. 

The  stamina  of  the  vigorous,  independent 
mind  he  had  brought  from  the  farm  was 
lost  in  academic  refinements. 

He  thought  that  his  four  years’  college 
course  had  placed  him  immeasurably  above 
those  who  had  not  had  that  advantage. 

He  had  never  assimilated  what  he  learned 
and  was  crippled  by  mental  dyspepsia. 

The  habit  of  discriminating  minutely, 
weighing,  balancing  and  considering  all 
sides  of  a  subject,  destroyed  his  power  of 
prompt  decision. 

He  thought  that  the  world  would  be  at 
his  feet  when  he  left  college,  and  made  no 
effort  to  win  its  favor. 

He  could  not  digest  his  knowledge. 

He  knew  enough,  but  could  not  manage 
it  effectively — could  not  transmute  his 
knowledge  into  practical  power. — O,  S. 
Marden  in  Success  Magazine. 
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Accounting  System  for  a  Furniture  Factory 

By  EDW.  M.  STRADLEY 

The  very  best  kind  of  technical  article  is  that  which  is  most  practical,  i.  e. — that 
describes  a  system  constructed  to  meet  actual  business  requirements.  Such  articles  are 
usually  devoted  either  exclusively  to  the  general  office  system,  or  to  the  factory  system,  and 
it  is  not  often  we  are  able  to  present  (as  in  this  case)  a  complete  system  for  both  general 
office  and  factory  as  designed  and  installed  by  the  author,  who  is  president  of  The  National 
Audit,  Appraisement  and  Guarantee  Co. 

The  combination  referred  to  considerably  enhances  the  value  and  greatly  increases 
the  usefulness  of  the  article  to  both  students  and  business  men. 

This  article  will  be  continued  in  our  January  number. 


PURCHASE  ORDER. 

HIS  order  should  be  filled  out 
in  accordance  with  particu¬ 
lars  called  for  on  Form  1, 
which  is  made  in  triplicate. 
The  original  of  blue  bond 
paper  should  be  sent  to  the  individual  or 
company  from  whom  the  goods  are  or¬ 
dered;  the  duplicate  of  pink  bond  paper 
should  be  sent  to  the  accounting  depart¬ 
ment  and  held  on  file  until  the  invoice  is 
received  and  attached  to  material  received 
sheet  duplicate  in  accordance  with  Form  2 ; 
the  triplicate  should  remain  Jn  the  pur¬ 
chasing  department  files  for  reference  and 
record. 

MATERIAL  RECEIVED  SHEET. 

When  the  goods  are  received  this  form 
should  be  filled  out  by  the  receiving  clerk 
using  indelible  pencil  for  original  and  car¬ 
bon  paper  for  duplicate.  The  original  and 
duplicate  should  be  sent  to  the  accounting 
department.  The  duplicate  should  be  at¬ 
tached  to  the  Purchase  Order,  Form  1,  and 
the  original  should  be  filed  numerically 
after  being  priced.  The  receiving  clerk 
should  sign  sheet,  stating  the  date  goods 
were  received.  The  date  of  invoice  should 
also  appear  on  this  sheet  as  well  as  the 
Purchase  Order  number,  and  the  party  en¬ 
tering  same  in  Raw  Material  Stock  Ledger 
should  sign  initials  and  folio  number  in 
place  provided  for  same.  To  distinguish 
original  and  duplicate  apart,  the  original 
should  be  printed  on  yellow  bond  paper 
and  the  duplicate  on  white  bond,  which 
should  be  padded  and  punched  for  binding 
on  post  binder. 


MATERIAL  REQUISITION. 

When  material  is  required,  for  orders 
going  through  the  shop,  the  foreman 
should  authorize  the  stock  clerk  to  deliver 
the  articles  required  to  the  operating  de¬ 
partment  on  this  requisition,  and  to  save 
time  each  department  should  draw  their 
supplies  for  each  day’s  work  between  the 
hours  of  7  to  9  a.  m.  The  requisition 
should  be  signed  by  the  foreman,  as  well 
as  by  the  party  receiving  the  goods,  which 
would  in  most  cases  be  a  sub-foreman  of 
some  certain  department.  At  the  end  of 
the  day  the  stock  clerk  should  hand  into 
the  office  all  requisitions,  and  no  material 
should  be  delivered  to  operators  unless  au¬ 
thorized  by  the  superintendent  or  foreman. 
1  his  requisition  should  be  filed  numerically 
in  a  binder  provided  for  that  purpose. 

STOCK  SHEET  (rAW  MATERIAL.) 

This  should  be  kept  on  the  loose  leaf 
ledger  plan.  A  separate  sheet  should  be 
used  for  each  article  of  raw  material,  such 
as  the  different  sizes,  kinds  and  grades  of 
lumber,  screws,  glue,  and  in  fact,  all  ma¬ 
terial  used  in  the  course  of  Furniture 
Manufacturing,  including  all  supplies  used 
in  taking  care  of  machinery,  etc.  In  the 
upper  left-hand  corner  are  the  words 
“Classification  Number,”  “Sheet  Number,” 
Maximum”  and  “Minimum.”  “Classifica¬ 
tion  Number”  refers  to  the  classification  of 
the  material  in  numerical  order  in  stock- 
room.  “Sheet  Number,”  the  number  of 
sheet  of  classified  stock  kept  in  stock 
ledger.  “Maximum”  and  “Minimum”  re¬ 
fers  to  the  quantity  of  each  article  to  be 
carried  in  stock,  and  is  intended  to  regu- 
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late  purchases.  For  instance,  after  one  or 
two  months’  operation  of  the  system  you 
can  judge  from  the  quantities  used  “gen¬ 
erally,”  how  much  you  should  carry  in 
stock  to  meet  the  demands  of  your  fac¬ 
tory. 

The  information  called  for  under  cap¬ 
tion  “Ordered”  can  be  obtained  from  the 
Purchase  Order,  Form  1,  handed  into  ac¬ 


Form  2. 


counting  department  daily,  and  this  infor¬ 
mation  called  for  under  this  caption  should 
be  posted  daily. 

"The  information  called  for  under  cap¬ 
tion  “Received”  can  be  obtained  from  Ma¬ 
terial  Received  Sheets,  Form  2,  which 
should  be  entered  daily. 

The  information  called  for  under  caption 
“Delivered”  can  be  obtained  from  the  Ma¬ 
terial  Requisition,  Form  3,  which  should 
also  be  posted  daily. 

The  information  called  for  under  cap¬ 
tion  “Balance”  represents  the  difference  be¬ 
tween  the  columns  headed  “Received”  and 
the  column  headed  “Delivered,”  both  in 
quantity  and  value.  The  difference  be¬ 
tween  the  column  headed  “Ordered”  and 
the  column  headed  “Received”  will  repre¬ 
sent  the  goods  ordered  and  not  received. 


Adding  the  total  balances  together,  the 
Raw  Material  Ledger  should  agree  with 
balance  to  debit  of  Raw  Material  in  Gen¬ 
eral  Ledger  account.  This  sheet  should  be 
put  in  a  lock-post  binder,  which  can  be 
easily  locked  and  unlocked  without  having 
to  take  out  any  sheets ;  for  instance,  the 
Mann  or  Jones  binder. 

PRODUCTION  ORDER. 

This  order  should  be  made  out  for  all 
goods  ordered  from  the  factory,  and  no 
work  should  be  done  without  having  first 
issued  an  order  which  should  be  duly 
signed  by  the  manager.  This  order  repre¬ 
sents  the  authority  to  manufacture  goods 
and  will  enable  the  manager  to  require  a 
fixed  amount  of  work  from  the  factory 
daily.  All  material  used  on  this  order 
should  be  charged  against  this  order  and  a 
separate  order  should  be  issued  for 
each  lot  of  furniture  to  be  manu¬ 
factured.  For  instance :  this  Produc¬ 
tion  Order  is  only  intended  to  carry 
the  serial  number  of  the  order  with  the 
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quantities  and  dates  required  by  the  man¬ 
ager.  Each  order  should  carry  with  it 
the  cutting  order  for  the  cut-off  saw,  as 
well  as  the  drawings  for  the  mill  depart- 
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ment,  cabinet  department,  and  the  list  of 
material  to  be  drawn  from  stockroom,  and 
if  not  in  stock,  should  be  purchased.  The 
details  as  to  finish  should  as  well  accom¬ 
pany  order,  so  that  the  finishing  or  paint¬ 
ing  and  varnishing  department  can  know 
how  to  arrange  their  work  to  get  this  or¬ 
der  done  on  time. 

When  the  order  is  completed  and  deliv¬ 
ered  to  the  storeroom,  this  form  should 


be  returned  to  the  office  together  with  Pro¬ 
duction  Report,  showing  the  production  for 
the  day.  The  numbers  of  Production  Re¬ 
port  or  Reports,  as  the  case  may  be,  should 
■be  entered  on  the  order,  the  duplicate  re¬ 
maining  in  the  book  is  for  the  purpose  of 
stating  the  cost  of  each  order  issued. 

TIME  CARD. 

The  Time  Card  should  be  made  out  by 
mechanic  when  he  has  a  helper  on  a  job 
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for  the  day,  for  both  helper  and  himself, 
filling  out  the  information  called  for  on 
card.  When  helper  is  working  alone,  he 
should  fill  out  card  giving  information 
called  for,  as  each  workman’s  time  is  cal¬ 
culated  from  his  time  card,  which  is  en¬ 
tered  in  Pay  Roll  Book  for  payment  at 
end  of  pay  roll  period.  An  International 
Time  Recorder  should  be  used  to  record 
time  of  arrival  and  departure  of  each  em¬ 
ploye,  thereby  securing  a  complete  check 
on  the  time  turned  in  by  employes  in  fac¬ 
tory,  as  well  as  ascertaining  the  number 
of  hours  other  employes  spend  in  factory 
offices. 

PAY  ROLL  BOOK. 

This  should  be  a  bound  book  in  accord¬ 
ance  with  form  and  should  be  used  as  fol¬ 
lows;  All  time  cards  should  be  collected 
and  the  hours  entered  in  the  proper  day 
space  alongside  of  the  workman’s  name 
and  check  number,  and  after  being  ex¬ 
tended  and  entered  in  cost  ledger,  should 
be  put  in  the  cabinet  under  the  proper 


check  number  and  name  until  end  of  week, 
when  they  should  be  collected  together 
and  the  value  of  each  workman’s  time  en¬ 
tered  in  the  amount  column  alongside  of 
check  number,  as  well  as  enter  the  value 
of  the  labor  in  the  proper  department  un¬ 
der  the  proper  column.  Direct  Labor  is 
charged  to  a  cost  sheet.  Indirect  is  an 
expense  as  well  as  Supervision.  Com¬ 
mencing  at  left  hand  side  of  sheet  and  add¬ 
ing  horizontally  to  Friday,  the  total  should 
agree  with  the  total  of  the  amount  column 
alongside  of  the  check  number. 

COST  SHEET  (FINISHED  PRODUCT). 

This  should  be  kept  on  the  loose  leaf 
ledger  plan. 

MACHINE  LABOR. 

A  separate  Cost  Sheet  should  be  made 
out  for  each  Production  Order  number, 
showing  articles  ordered  from  factory.  As 
soon  as  Time  Cards  are  extended,  enter 
the  value  of  hours  spent  on  each  operation 
from  1  to  24  in  machine  department. 

(To  he  continued.) 


Cash  or  Credit 

How  Caesario  Macaroni  acquired  an  overcoat  for  nothing 
By  WM.  W.  HANNA.  M.  A. 


T  WAS  not  that  Caesario  Mac¬ 
aroni  really  needed  such  an 
expensive  coat.  In  Italy,  the 
land  of  his  nativity,  Caesario 
would  have  gone  without  an 
overcoat  from  one  year’s  end  to  the  next 
and  would  have  been  quite  content.  In 
America,  however,  it  becomes,  during  the 
winter  season,  and,  especially  in  New  York 
City,  much  colder,  at  times,  than  it  ever 
does  in  sunny  Italy ;  so  much  the  more  so, 


W.  W.  HANNA. 


in  fact,  that  an  overcoat  of  some  sort  is 
quite  a  necessity. 

Now  Caesario  might,  well  enough,  have 
selected  an  ordinary  ten  or  fifteen  dollar 
article  to  meet  the  case ;  but  then, — Caesario 
had  ambitions,  and  also,  Caesario  had  a 
girl,  whom  he  loved  devotedly  and  who 
undoubtedly  appreciated  a  fine,  dressy  ap¬ 
pearance  in  her  young  man. 

Well,  after  all,  why  should  not  Caesario, 
for  once,  indulge  his  fancy  for  a  fine  mer¬ 
ino,  silk-lined  outer  garment.  The  tag  on 
the  collar,  exhibiting  $30  as  the  price,  need 
not  prove  the  insurmountable  obstacle ; — 
for,  was  not  Caesario  in  the  employ  of  the 
same  department  store  that  owned  the  coat 
and,  would-be  not  get  a  ten  per  cent  dis¬ 


count,  as  an  employe  and  could  he  not,  as 
well,  get  it  on  credit,  for  the  same  reason. 

They  might  claim  part  of  the  price  and 
deduct  it  out  of  his  wages  next  pay  day ; 
Caesario  had  thought  of  that,— but,  then 
again,  they  might  not.  Caesario  bought 
the  coat, — took  it  home  and,  in  a  very 
short  time  afterwards,  was  wearing  it  on 
Sundays,  on  holidays,  too,  and,  without 
question,  on  all  other  days  as  well. 

Of  course,  as  might  naturally  be  ex¬ 
pected,  the  coat  soon  showed  signs  of  wear; 
but  this  did  not  worry  Caesario.  He  had 
only  to  raise  objections  to  the  fit  or  to  the 
character  of  the  material  and,  presto, — the 
store  would  take  in  the  buttons,  put  in 
new  sleeve  linings,  alter  to  suit,  or  do 
whatever  else  he  might  require.  For 
Caesario’s  credit,  in  spite  of  his  non-pay¬ 
ment  for  the  merchandise  sold,  still  re¬ 
mained  unimpaired.  Dunning  letters  he 
had  received  at  his  home  from  the  corre¬ 
spondence  department  of  the  store.  Let¬ 
ters,  that  of  late,  he  had  neglected  to  open ; 
he  never  had  had,  really,  any  occasion  to 
do  so,  as  they  always  remained  unanswered, 
and  yet,  notwithstanding  these  importuni¬ 
ties  and  this  indifference,  the  humble 
Caesario,  one  of  a  long  list  of  employes, 
was  somehow  always  overlooked  in  this 
connection,  as  also  at  pay  day. 

So  time  ran  on,  then  some  months  later, 
Caesario  had  a  little  misunderstanding 
with  the  head  of  his  department  and  quit. 
Still  the  store  did  not  forget  that  Caesario 
owed  $30,  less  ten  per  cent,  for  one  over¬ 
coat,  a  silk-lined  merino,  and  so,  collector 
after  collector  was  dispatched,  early  and 
late,  to  interview  the  redoubtable  Caesario. 
But,  alas,  Caesario’s  kinsfolk,  with  whom 
he  boarded,  could  speak  no  English  and 
the  collectors  knew  no  Italian ;  so,  with 
Caesario  always  away,  there  was  an  ab¬ 
sence  of  any  real,  satisfactory  solution  of 
the  difficulty. 

Caesario  would  write  long  letters  to  the 
store,  when  at  length  the  collectors  threat- 
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ened  suit.  He  claimed  the  goods  ’vere  not  as 
represented ;  that  the  overcoat,  guaranteed 
to  fit,  was  a  misfit  and  even  prevailed  on 
them,  during  the  second  winter  he  had  it,  to 
take  it  hack  and  re-alter  it  again  for  him. 

This  time,  the  store  kept  the  coat  for 
the  balance  of  that  winter,  in  the  hope  that 
Caesario  Macaroni  would  call  for  it  and 
make  full  settlement.  Vain,  illusory  was 
the  hope.  Caesario,  who  had  meanwhile 
purchased  a  cheaper  one,  as  a  second  best 
for  wear,  allowed  them  to  continue  their 
possession  of  the  half-worn  garment. 

The  sales  department,  to  whom  it  was 
referred,  refused,  at  length,  to  keep  the 
coat  longer ;  it  had  been  sold,  it  has  been 
re-altered.  Better  notify  him  at  once  of 
these  facts,  send  it  home  forthwith  and  im¬ 
mediately  collect. 


This  happened,  excent  the  last,  accord¬ 
ing  to  program.  Caesario  got  the  coat 
safely  back  again  and  in  time  for  a  third 
winter,  but,  Caesario  paid  not  one  centime 
of  the  price. 

The  irate  collector,  who  next  called,  re¬ 
quested  to  know  how  much  Caesario  would 
pay  for  the  coat.  “Patience”  was  almost  “at 
the  point  where  it  ceases  to  be  a  virtue.” 
Caesario  would  not  pay  even  $20  for  the 
coat.  Would  not  put  any  price  upon  it. 
How  did  he  know  what  the  still  unsatis¬ 
factory  article  of  apparel  was  worth.  He 
would  have  to  see  a  tailor.  And  so,  by 
this  time,  the  coat  having  lost  its  fine  ap¬ 
pearance  to  such  an  extent  it  was  of  little 
value  to  either  the  store  or  Caesario. 
Caesario  was  allowed  to  keep  the  coat  and 
keep  the  nrice  of  it  also. 


Selling  Impressions 

By  W.  H.  GRIFFIN 

Sales  Manager  for  the  Elliott  Addressing  Machine  Co. 

A  series  of  suggestions  intended  to  indicate  how  favorable  impressions  may  be  made 
bj^  the  salesman  in  introducing  himself  to  prospective  customers. 


E  THIS  article  seems  written 
in  the  form  of  advice,  it  is  not 
tendered  from  the  standpoint 
or  assumption  of  superior 
ability  or  experience,  but  only 
from  that  of  a  student  of  cause  and  effect. 
'1  here  is  a  great  deal  of  excellent  advice 
given  in  print  now-a-days,  through  the 
business  magazines,  but  with  most  of  it, 
reasons  or  results  do  not  accompany.  This 
tends  to  deprive  it  of  value  and  perma¬ 
nency  through  lack  of  understanding.  The 
doctor  advises  that  an  infant  be  wakened 
every  three  hours  during  the  night  to  be 
fed.  This  seems  almost  cruel  when  the 
child  is  sleeping  soundly,  and  needs  the 
restoring  and  invigorating  influence  thus 
exercised,  but  when  the  M.  D.  explains 
that  the  amount  of  food  given  will  feed 
the  system  for  three  hours  only,  and  after 
that,  the  sleep  is  the  sleep  of  exhaustion 
instead  of  rest,  the  situation  is  more  clearly 


understood,  and  the  advice  more  closely 
followed. 

TELEPATHY. 

The  prime  business  of  the  salesman  is 
to  make  others  think  as  he  does  by  a  sys¬ 
tem  of  telepathy,  in  which  he  far  excels 
the  advertisement,  catalog,  novelty  or  other 
method  of  presentation,  through  the  power 
and  exercise  of  all  his  senses,  bringing  to 
bear  upon  his  hearer  the  very  best  products 
of  his  experience  training  and  judgment 
through  speech.  With  the  increasing  abil¬ 
ity  of  the  buyer  to  secure  goods  in  many 
markets  of  many  makers  which  will  meet 
his  requirements,  it  remains  with  the  sales¬ 
man  to  impress  upon  him  the  fact  that  his 
line  will  fill  the  bill  much  better  than  any 
other,  and  this  has  resulted  in  a  close  study 
of  impression-making,  with  the  develop¬ 
ment  and  distribution  of  ideas  aiding  to 
its  perfegtign, 
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The  first  impression  to  be  made  is  that 
of  a  gentleman,  and  this  *can  only  be  ef¬ 
fected  with  the  exercise  of  quiet  and  mod¬ 
esty.  The  first  thing  to  be  met  is  visual 
inspection ;  be  quiet  therefore  in  dress.  The 
best  dressed  man  in  a  crowd  is  the  least 
noticeable,  and  not  the  lond  and  vociferous 
human  clothes-rack  who  compels  attention 
by  his  freakishness.  The  best  dresser  of 
my  acquaintance,  from  an  artistic  stand¬ 
point,  was  a  commercial  artist  of  moderate 
means,  a  worker  in  colors,  however,  whose 
taste  ran  to  patterns  but  of  such  small 
size,  and  such  quiet  colors,  that  their  make¬ 
up  was  only  distinguishable  at  close-range ; 
the  nearer  one  got,  however,  the  nearer  he 
wanted  to  get,  a  most  delightful  and  ef¬ 
fective  impression  to  create.  In  jewelry, 
let  quality  and  not  size  be  the  standard, 
and  old  pieces  of  antique  design  will  often 
attract  attention  and  comment,  making  a 
pleasant  and  interesting  break  in  a  busi¬ 
ness  conversation.  It  goes  without  saying 
that  one  should  be  as  painstaking  as  pos¬ 
sible  in  the  care  of  the  dress  and  person. 
The  buyer’s  impression  will  be  along  the 
reasoning  that  you  are  not  likely  to  bestow 
any  more,  if  as  much,  care  on  him  and  his 
orders,  as  you  do  on  yourself. 

BE  ATTUNED. 

Be  quiet  in  your  entrance  and  do  not 
let  it  interfere  in  any  way  with  the  har¬ 
mony  of  the  office  hum.  Become  a  part  of 
it  and  keep  in  tune.  You  may  not  be  able 
to  set  the  pitch  which  may  vary  from  a 
boiler  factory  to  an  undertaking  estab 
lishment,  but  glide  into  the  current  like  a 
canoe  under  skilful  paddling,  and  don't 
churn  things  up  like  the  puffing,  bustling, 
tooting  tug,  which  although  useful,  is  al¬ 
ways  an  “outsider.” 

Do  not  be  in  too  much  of  a  hurry  to  “get 
next  to  the  “main  squeeze.”  State  your 
business  briefly  but  explicitly  to  whoever 
may  first  address  you  from  the  office-boy 
up.  He  is  the  first  link  in  your  chain  of 
circumstances  with  which  to  draw  an  or¬ 
der,  and  that  chain  is  only  as  strong  as  its 
weakest  link,  and  as  long  as  you  can  keep 
up  interest  and  connection.  State  what 
you  have  to  sell  and  find  out  who  is  most 
directly  connected  with  the  use  of  it. 

Do  not  ask  for  the  manager  first.  His 
time  is  more  valuable  than  of  those  lower 
down,  and  you  are  apt  to  get  none  or  much 
less  of  it.  If  3^our  application  for  it  is 
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backed  by  some  member  of  the  department 
most  interested,  your  chances  of  success  are 
greatly  improved  and  strengthened.  You 
cannot  fail  of  help  through  the  collection 
of  all  the  technical  information  possible 
before  the  final  presentation  of  your  case. 

SOCIABILITY. 

Do  not  be  over-sociable,  the  first  to 
shake  hands,  to  tell  a  funny  story  or  to 
inquire  after  the  family  health.  Leave  if 
to  the  other  man  to  put  the  negotiations 
on  a  friendly  basis  if  he  wills,  and  be  care¬ 
ful  not  to  overstep  his  advances. 

What  you  want  first  is  the  buyer’s  re¬ 
spect,  and  when  secured,  it  will  form  the 
b'est  possible  introduction  to  his  friendship. 
Respect  for  your  opinion  will  form  a  vastly 
better  basis  for  business  relations  than  a 
merely  social  acquaintance,  and  it  is  a 
great  mistake  to  put  the  cart  before  the 
horse  in  this  connection.  The  younger 
man  is  somewhat  hampered  by  his  lack  of 
age  and  experience  in  establishing  a  repu¬ 
tation  for  sound  judgment,  but  he  can 
avail  himself  of  all  the  technical  informa¬ 
tion  which  the  house  can  furnish,  and  by 
employing  it  with  modesty  and  tact,  he 
can  in  time  prove  his  advice  worth  listen¬ 
ing  to. 

You  can  safely  suggest  in  the  form  of  a 
question,  but  never  presume  to  advise  di¬ 
rect  unless  you  are  requested  to  do  so.  The 
statement  of  personal  preference  without 
such  request  is  the  characteristic  of  the 
cheap  clerk  behind  the  counter,  and  be¬ 
neath  the  salesman,  whose  ability  to  make 
others  think  his  way  by  more  adroit  and 
less  offensive  methods  puts  him  where 
lie  is. 

KNOCKING. 

Don’t  “knock.”  There  has  been  so  much 
written  about  the  unpopularity  of  the 
“knocker”  that  it  is  unnecessary  to  dwell  on 
this  point,  but  deprecation  of  competing 
goods  as  poor  policy  is  self-apparent.  If 

A^our  competitor  has  been  in  business  for 
some  time,  it  is  reasonable  to  suppose  that 

his  goods  must  have  merit,  and  to  cast 
reflection  upon  them  is  to  throw  a  shadow 
on  your  own  representations. 

If  a  concern  is  new,  you  cannot  speak 
from  experience  regarding  its  product,  and 
it  is  therefore  better  left  alone  to  speak  for 
itself.  Always  stand  by  the  house  in  its 
mistakes  and  delays  since  it  must  stand  by 
you,  and  while  you  can  apologize  and  ex- 
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plain,  never  condemn,  not  being  on  the 
ground  at  home  and  knowing  the  real  state 
of  affairs.  A  somewhat  inelegant  but  very 
trite  saying  is  “It  is  a  dirty  bird  that  fouls 
its  own  nest.” 

ESPRIT  DU  CORPS. 

There  is  no  language  like  the  English 
for  variety  and  shade  of  meaning,  but 
nevertheless  there  are  two  expressions 
from  the  French  which  are  not  readily 
translatable  into  English.  One  is  “Esprit 
du  Corps”  the  cultivation  of  which  is  the 
greatest  evidence  of  ability  a  sales  man¬ 
ager,  or  any  other  handler  of  a  body  of 
men  can  evince.  “Team  Work”  comes 
about  as  close  as  anything  in  our  language, 
and  it  relates  to  the  dealing  with  mind  and 
not  matter.  “Noblesse  oblige”  is  the  other 
expression  to  which  I  refer,  and  about  the 
best  translation  I  can  give  of  that  is  to 
quote  from  some  printed  advice  to  “Play 
the  game  like  a  gentleman.”  In  other 
words  “Fight  fair”  and  “Have  as  good  an 
opinion  of  yourself  as  you  can  live  up  to.” 

JOLLYING. 

Keep  clear  of  the  “jolly”  or  any  other 
form  of  deception,  which  will  become  a 
habit  of  increasing  strength,  and  remem¬ 
ber  that  indiscriminate  joking  will  never 
fail  to  lead  to  embarrassing  situations.  I 
shall  never  forget  one  instance  where  the 
partner  of  a  concern  was  a  habitual  “jol¬ 
lier”  and  generally  ready  to  take  his  medi¬ 
cine  in  kind.  One  day,  however,  he  was 
not  himself,  but  I  was  not  aware  of  the 
fact  until  in  response  to  some  joking  re¬ 
mark,  I  received  a  volley  of  abuse  that 
fairly  took  me  off  my  feet,  and  taught  me 
a  life-long  lesson.  It  did  not  tend  to  les¬ 
sen  my  discomfiture  to  note  the  smiles  and 
laughter  of  the  clerks  in  the-  store  who 
were  “wise”  before  my  appearance  on  the 
scene. 

Door-to-door  solicitation  is  extremely 
tiring,  especially  when  the  line  requires  a 
pro-and-con  discussion.  The  telepathic 
transmission  of  animal  magnetism  and 
mental  force  is  bound  to  occur  as  any 
earnest  salesman  can  testify  by  “that  tired 
feeling,”  and  through  the  necessity  of  re¬ 
cuperation  in  order  to  get  back  to  “con¬ 
cert  pitch,”  class  work  is  productive  of 
much  better  results.  Not  only  does  the 
time  elapsing  between  calls  allow  oppor¬ 
tunity  for  recreation,  with  a  change  and 
variety  of  surroundings,  but  he  has  a  chance 


to  ponder  and  analyze  his  last  call  with  its 
experiences,  and  all  the  time  he  is  be¬ 
coming  better  posted  on  the  customs  and 
requirements  of  the  line  he  is  working. 

POLITENESS. 

Be  heartily,  not  formally,  polite.  By 
the  former  I  mean  the  inborn  tendency  of 
the  gentleman,  which  shows  itself  in  speech, 
action  and  bearing  or  demeanor.  By  the 
latter  I  mean  the  superficial  and  effusive 
veneer  of  the  Frenchman  or  his  imitator. 
Give  your  host  the  first  and  every 
opportunity  for  a  hearing  and  re¬ 
member  that  the  best  and  soundest 
basis  for  self-esteem  is  respect  for  others. 
Do  not  be  afraid  to  use  the  word  “sir” 
in  answering  questions,  especially  to  older 
speakers.  It  is  a  mark  of  respect 
and  good  breeding  which  never  fails  to 
make  a  good  impression.  The  true 
standard  of  politeness  is  aptly  illustrated 
by  the  story  of  a  governor  of  North  Caro¬ 
lina,  who  while  walking  with  his  son  was 
accosted  by  an  old  negro,  who  removed 
his  hat  while  making  his  morning  saluta¬ 
tion. 

In  response  the  governor  not  only  re¬ 
plied,  but  carefully  doffed  his  silk  tile^ 
and  when  questioned  by  his  son  as  to  his 
reason  for  doing  so,  he  answered,  “Why, 
you  wouldn’t  have  your  father  outdone  in 
politeness  by  an  old  darkey  would  you?” 

TACT. 

The  opening  remark  is  another  very  im¬ 
portant  feature,  and  should  be  studied  up 
with  great  care.  I  heard  a  salesman  some 
time  ago  enter  the  private  office  of  a  gen¬ 
eral  manager  with  the  inquiry  “May  I 
bother  you  for  a  few  minutes  ?”  which  cer¬ 
tainly  deserved  a  prompt  and  decisive 
“No.”  A  man  acknowledges  himself  either 
a  knave  or  a  fool  to  ask  for  the  time  and 
opportunity  to  “bother”  a  business  man.  It 
is  equally  damaging  to  call  for  the  pur¬ 
pose  of  ascertaining  if  goods  are  satisfac¬ 
tory.  You  should  take  it  for  granted  that 
they  are  and  be  looking  for  duplicate  or¬ 
ders  :  the  kicks  will  come  in  fast  enough 
without  an  invitation. 

The  opening  of  the  conversation  should 
be  a  carefully  planned  attack  with  questions 
or  propositions  of  a  sufficiently  general  na¬ 
ture  to  admit  of  no  denial,  and  as  far  away 
for  the  time  being  as  you  can  possibly  get 
from  the  actual  question  of  the  purchase  of 
your  goods.  Every  man  can  hardly  say 
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“No”  to  the  reduction  of  expense,  the 
increase  of  business,  or  the  improvement 
of  system,  and  when  he  expresses  himself 
as  interested  in  any  one  of  these  proposi¬ 
tions,  the  salesman  has  a  chance  to  gradu¬ 
ally  bring  him  round  to  a  connection  of 
his  offering  with  the  desired  result.  The 
principal  aims  of  the  salesman  should 
be  to  present  the  largest  number  of  good 
points  of  his  offering  with  the  least  pos¬ 
sible  language,  and  to  meet  objectionable 
propositions  with  decisive  and  unanswer¬ 
able  responses.  Words  that  make  no  im¬ 
pression  are  useless,  and  that  make  an 
unfavorable  impression,  are  worse  than 
useless ;  actions  likewise  are  of  like  im¬ 
portance  and  effect,  and  it  is  therefore  of 
words  and  actions,  as  related  to  impres¬ 
sions  that  we  propose  to  deal.  “First  im¬ 
pressions  are  lasting  impressions,”  with 
just  enough  exceptions  to  prove  the  rule, 
and  while  numerous  articles  have  been 
written  on  the  actions  of  approach,  they 
do  not  state  the  nature  of  the  impression 
it  is  intended  to  convey  tnereby.  * 

FOLLOW  A  FLOCK  AM. 

When  you  feel  yourself  becoming  seedy 
and  fagged,  no  matter  what  the  time  of 
day,  knock  off  and  restore  your  nerve 
forces  to  normal  condition.  Take  each  in¬ 
dividual  call  by  itself  as  the  principal  busi¬ 
ness  of  the  day,  and  forget  everything  else 
for  the  time  being.  Make  that  particular 
call  the  prime  object  of  your  existence, 
and  another  good  feature  of  class  work  is 
that  you  can  start  out  with  more  or  less 
technical  information  in  the  shape  of  ref¬ 
erences,  specific  uses,  etc.,  culled  from  the 
records  already  at  hand  in  the  office. 

Supply  yourself,  however,  with  a  care¬ 
fully  laid  out  itinerary  for  each  day,  with 
a  sufficient  number  of  calls  to  accommo¬ 
date  any  amount  of  failure  to  connect 
through  absence,  engagement  or  otherwise, 
and  if  the  house  makes  the  mistake  of  judg¬ 
ing  your  day’s  work  by  the  number  of  calls 
made,  explain  that  many  calls  mean  few 
hearings,  and  that  generally  business  pros¬ 
pects  are  in  an  inverse  ratio  to  calls  made. 

Be  a  good  loser.  The  easy  winner,  on 
the  crest  of  the  wave,  has  no  more  climb¬ 
ing  to  do,  and  is  apt  to  get  soft-muscled 
and  self-satisfied,  with  nothing  to  learn 
and  everything  to  teach.  The  race  is  not 
always  to  the  swift,  or  the  victory  to  the 
strong.  Every  loss,  if  taken  rightly,  is  food 


for  thought  and  study,  sure  means  of  de¬ 
velopment,  and  productive  of  a  philosophy 
which  reduces  nervousness  to  a  minimiuxi. 
“Blessed  is  he  who  expecteth  nothing,  for 
he  shall  not  be  disappointed.” 

Dedicate  your  first  call  to  “getting  into 
touch”  with  your  man  and  his  conditions, 
and  don’t  get  nervous  and  fight  for  an 
opening  if  circumstances  indicate  that  you 
cannot  land  an  order  first  clip.  Don’t  put 
all  your  wares  in  your  window  at  once, 
but  leave  everything  in  good  shape  for  next 
time.  Leave  the  impression  that  you  are 
after  business  and  will  come  and  work  for 
it,  but  lead  it  your  way,  instead  of  pushing 
and  crowding.  When  you  get  it,  remember 
“There  is  no  advertisement  like  a  pleased 
customer”  and  lay  a  foundation  for  the  fu¬ 
ture. 

VALUE  OF  EXPRESSION. 

Do  not  let  other  salesmen’s  “strikes”  dis¬ 
concert  you.  Circumstances  and  opportun¬ 
ity  are  largely  responsible  for  them,  not 
ability,  and  they  tend  to  disturb  rather 
than  promote  the  steady  average  and  ad¬ 
vance,  which  form  the  surest  basis  of  pro¬ 
motion  to  positions  of  trust  and  responsi¬ 
bility.  Do  not  under-rate  the  value  of  good 
language  and  a  wide  general  vocabulary. 
Doubtless  business  calls  would  savor  more 
strongly  of  social  courtesy  if  conversation 
was  carried  on  with  less  brevity,  owing 
largely  to  a  paucity  of  fluent  expression. 
A  halting  demonstration  for  lack  of  ready 
means  of  expression  is  a  tremendously 
nervous  thing  to  listen  to,  and  no  man  will 
think  the  less  of  you  for  any  exhibition  of 
knowledge,  provided  it  is  easy  and  natural, 
and  tendered  with  the  assumption  of  his 
ability  to  understand  as  much  and  a  little 
more  than  you  have  to  offer. 

Probably  the  most  important  factor  in 
the  making  of  impression  is  the  human 
voice,  regarding  which  and  its  handling 
I  have  seen  very  little  or  nothing  that  I 
can  remember  in  print.  My  most  valuable 
lessons  from  other  salesmen  were  learned 
concerning  the  use  of  this  organ,  and  the 
character  and  desirability  of  the  effects 
produced.  The  laugh  is  a  thing  to  be  care¬ 
fully  used,  never  very  plentifully  and  al¬ 
ways  quietly.  The  boisterous  laugh  is  like 
the  loud  sneeze  or'  nose-blowing,  unpar¬ 
donable.  I  know  of  one  salesman  whose 
laugh  is  his  principal  stock  in  trade,  short, 
light  but  hearty,  and  full  of  good  nature. 
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He  is  wofully  lacking  in  technical  knowl¬ 
edge  of  his  line,  but  laughs  himself  out  of 
the  tight  places.  I  know  of  another  sales¬ 
man  who  is  fairly  well  posted  on  argument 
for  discussion,  but  his  boyish,  inane,  in¬ 
opportune  laughter  kills  any  effect  he  may 
have  produced.  Vacuous  and  superficial  as 
it  is,  it  imparts  the  same  effect  to  his  con¬ 
versation. 

On  the  other  hand,  the  smile  can  be  more 
generally  employed  to  the  extent  of  look¬ 
ing  pleasant,  animated  and  interested.  One 
of  the  meanest  men  I  ever  knew  passed  for 
a  clever,  jovial  and  heartily  good  fellow  be¬ 
cause  when  speaking  or  spoken  to,  his  face 
lighted  up  with  a  smile.  Of  course  the 
smirk,  which  is  artificial,  and  the  grin 
which  is  foolish,  are  to  be  carefully  avoid¬ 
ed,  but  it  never  comes  amiss  to  look  pleas¬ 
antly  interested  and  attentive.  If  you  are 
receiving  an  order,  it  is  the  way  you  should 
look;  if  you  are  being  turned  down  it 
covers  disappointment  and  paves  the  way 
for  better  luck  next  time.  If  listening  to 
favorable  remarks  regarding  your  com¬ 
petitor’s  line  and  disparaging  comparisons 
against  your  own,  it  shows  that  you  are 
neither  “scared”  nor  “rattled,”  but  confi¬ 
dent  of  your  ability  to  “get  back”  when  the 
opportunity  arrives.  “Laugh  and  the  world 
laughs  with  you,”  and  while  a  twinkling 
eye  may  not  be  “A  soft  answer”  it  may 
prove  the  “Ounce  of  prevention.” 

ELOCUTION. 

I  cannot  emphasize  too  strongly  a  slow^ 
easy  and  dignified  delivery,  under  all  cir¬ 
cumstances,  even  when  requested  to  be 
brief.  It  gives  the  speaker  time  to  weigh 
and  select  his  words  with  care,  it  calms 
down  the  listener,  and  tends  to  put  him  at 
ease  regarding  several  matters.  First,  he 
feels  that  you  are  not  going  to  rush  things 
and  push  for  an  order  without  full  and 
free  consideration  of  your  proposition. 
Second,  he  understands  that  you  consider 
your  offering  of  too  much  consequence  to 
be  given  anything  but  a  careful  and  thor¬ 
ough  presentation.  Third,  he  recognizes 
the  fact  that  what  you  do,  you  will  do  thor¬ 
oughly  and  well,  and  are  willing  to  come 
again  to  finish  the  job.  More  than  once 
a  refusal  to  talk,  courteously  received, 
serves  to  open  up  a  conversation,  because 
the  fact  is  established  that  it  will  not  be 
a  trying  and  vexatious  task  to  get  rid  of 
the  salesman  at  the  desired  moment. 


1  he  most  effective  and  accomplished 
user  of  slow  speech  I  have  known  was  the 
junior  partner  of  a  large  and  high-toned 
concern  of  jewelers  and  silversmiths,  who 
never  failed  to  make  the  buyer  feel  that  his 
case  would  be  threshed  out  to  the  very 
bottom  until  satisfaction  was  secured,  no 
matter  what  the  time  required  for  the  pur¬ 
pose,  and  with  this  habit,  which  was  na¬ 
tural  with  him,  he  coupled  the  feature  of 
avoiding  the  set  phrases ;  coming  directly  to 
the  business  point  such  as  “What  would 
3'ou  like?”  “Are  you  waited  on?”  “What 
can  I  do  for  you  ?”  etc.,  with  a  greeting 
and  inquiry  as  to  health  if  personally  ac¬ 
quainted,  or  otherwise  with  some  impeii- 
sonal  remark  about  the  weather,  thus 
creating  an  opening  of  a  social  nature  for 
the  statement  of  the  business  to  be  tran¬ 
sacted,  removing  all  impression  of  hurry  or 
pressure,  and  imparting  a  restfulness  which 
was  simply  refreshing  and  delightful. 

In  another  salesman  I  have  studied  with 
much  interest  and  profit  his  manner  of 
“nursing”  a  prospective  customer,  with  a 
pleasant  tone,  coupled  with  a  change  of 
modulation  and  an  interested  and  respon¬ 
sive  manner.  A  monotone  is  exceedingly 
tiresome,  and  while  a  man  with  a  harsh 
and  unmusical  voice  is  handicapped,  he 
can  quiet  it  down,  and  change  its  pitch  at 
will,  with  very  gratifying  results.  Let  any¬ 
one  see  and  feel  the  influence  of  the  voice 
of  the  orator  whether  in  political  argu¬ 
ment,  eulogistic  delivery,  or  scriptural 
reading,  and  he  realizes  how  greatly  the 
cultivation  of  the  use  of  the  vocal  organs 
has  been  neglected. 

In  connection  with  the  voice  and  its 
uses,  do  not  overlook  the  value  and  im¬ 
portance  of  good  language  and  a  wide  vo¬ 
cabulary.  As  I  have  previously  intimated, 
it  is  the  business  of  the  salesman  to  find 
out  the  peculiar  points  of  merit  of  his 
article,  and  especially  where  they  differ 
from  competing  lines,  and  emphasize  and 
display  these  special  features  as  the  prin¬ 
cipal  desideratum  in  that  entire  class  of 
product.  This  may  require  no  little  repeti¬ 
tion  to  convince,  and  the  English  language 
is  the  most  fertile  medium  of  expression 
extant  for  saying  the  same  thing  in  dif¬ 
ferent  ways.  You  can  drive  your  nail  home 
and  clinch  it  without  boring,  by  striking 
at  the  same  point  from  different  direc¬ 
tions,  and  the  “good  talker”  that  every- 
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body  likes  to  -listen  to,  is  the  easy  talker, 
who  never  lacks,  halts  or  stumbles  for  the 
right  word  at  the  right  time. 

EDUCATION. 

It  is  the  mistake  of  bright  and  clever 
salesmen  who  were  made  so  by  having 
their  own  living  to  earn  at  so  early  an 
age  that  many  educational  advantages  were 
denied  them,  to  belittle  the  value  or  neces¬ 
sity  of  education  in  the  attractive  pre¬ 
sentation  of  a  proposition,  and  to  deprecate 
the  use  of  good  language,  or  perhaps  a 
little  better,  as  being  beyond  the  under¬ 
standing  of  the  average  listener.  Now  no 
man  will  take  offense  at  being  given  the 
very  best  you  have  to  offer,  and  tht  use  of 
good  language  in  dealing  with  him  implies 
that  you  consider  it  common  to  him  and 
is  an  implied  and  delicate  compliment.  The 
man  in  the  office  has  more  time  for  read¬ 
ing  and  study  than  the  man  on  the  road, 
and  certainly  it  is  a  grave  mistake  to  cre¬ 
ate  the  impression  ever  so  little  in  the  mind 
of  the  buyer,  that  you  are  approaching  him 
from  a  height  a  trifle  above  rather  than 
“on  the  level.” 

Nothing  ’is  ever  lost  by  showing  proper 
respect  to  the  man  for  the  position  he  oc¬ 
cupies,  and  the  fact  must  be  recognized 
that  the  patronage  is  to  come  from  the 
buying  side  and  not  from  the  selling.  The 
“good  language”  to  which  I  refer  is  hardly 
the  product  of  the  grammar  or  the  diction¬ 
ary,  but  can  be  obtained  from  the  work  of 


those  whose  business  it  is  to  handle  lan¬ 
guage  to  the  best  possible  advantage,  and 
with  the  greatest  effect.  The  addresses  of 
our  leading  orators,  and  the  works  of 
standard  authors  are  within  the  reach  of 
every  salesnian,  and  if  he  will  even  give 
some  of  the  time  to  the  editorial  pages  of 
the  foremost  papers  in  that  respect,  which 
he  now  bestows  on  the  criminal  records 
and  sporting  news,  the  result  will  be 
gratifying  from  a  business  standpoint. 

HEALTH. 

And  finally  from  the  standpoint  of 
health,  it  is  no  more  than  common  honesty 
that  a  salesman  should  bring  his  best  phy¬ 
sical’  and  mental  powers  to  business  every 
morning  of  every  day  in  the  year  and  with¬ 
out  dwelling  on  the  temptations  of  the 
hotel  menu,  the  lonesome  evening,  the  so¬ 
cial  and  convivial  requirements  of  busi¬ 
ness  relationship,  etc.,  with  the  advantages 
of  the  “Simple  Life.”  I  will  only  state 
in  general  that  the  foundations  of  good 
health  are  good  digestion  and  good  cir¬ 
culation.  A  glass  of  hot  water  for  the 
former,  and  a  short  and  simple  set  of  ex¬ 
ercises  for  the  latter  every  morning  will 
produce  marvelous  effects.  In  speaking  of 
results  obtained  from  these  simple  means, 
a  physician  remarked,  “That  is  the  only 
real  way  to  doctor,  but  people  won’t  do 
it.”  “He  that  controlleth  himself  is  greater 
than  he  that  taketh  a  city.” — Selah. 


System  for  the  Retailer 

By  JOHN  A.  MANSON 
Article  No.  2 — Freight  and  Cartage 

This  is  one  of  a  series  of  articles  we  have  arranged  to  publish  for  the  benefit  of  re¬ 
tailers,  contributed  by  Mr.  Manson,  who  is  a  Director  of  the  New  England  Hardware 
Dealers’  Association. 


N  MANY  lines  of  business 
freight  will  average  nearly 
five  per  cent  of  cost  of  goods 
purchased.  Many  of  the  goods 
are  bought  delivered  and 
freight  charged  back  to  concerns  from 
whom  purchased,  some  of  the  goods  come 
prepaid,  while  on  the  other  hand  some  im¬ 


portant  lines,  on  which  freight  is  about 
ten  per  cent  of  cost,  are  bought  f.  o.  b. 
factory,  consequently  freight  on  goods  is 
not  expense,  but  additional  cost.  Likewise 
is  cartage  and  cost  of  goods  is  certainly 
what  cost  is  laid  in  place  of  business.  Most 
merchants  find  it  more  economical  to  have 
their  freight  drawn  by  cartage  concerns, 
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rather  than  to  draw  it  themselves.  In  many 
places  such  cartage  concerns  pay  the  freight 
bills  and  draw  all  odd  lots  of  goods  for 
about  50  cents  a  ton  and  car  lots  for  40 
cents  a  ton.  It  is  certainly  a  convenience 
to  have  some  such  arrangement  and  settle¬ 
ments  made  monthly  and  payments  occa¬ 
sionally  made  on  account  if  freight  is  com¬ 
ing  in  rapidly. 

The  following  illustration  of  page  from 
Freight  and  Cartage  Record  shows  how 
freight  received  is  recorded.  The  goods, 
together  with  freight  bill,  are  brought  to 
place  of  business  and  the  person  who  re¬ 
ceives  the  freight  checks  the  number  of 
pieces  with  the  freight  bill  and  signs  it, 
after  noting  in  Freight  and  Cartage  Record, 
the  date  received,  the  number  of  pieces,  the 
route  on  which  received,  the  shipper,  the 


weight  and  the  freight  charges.  The  person 
who  checks  invoices  notes  his  name  in 
Freight  and  Cartage  Record  and  on  each 
invoice  records  the  date  goods  were  re¬ 
ceived,  the  weight  of  the  shipment,  the 
amount  of  freight  charges,  or  if  goods 
were  prepaid.  At  the  end  of  the  month 
the  freight  bills  are  all  checked  up  with  the 
freight  and  cartage  record  and  account 
then  figured  and  settled  accordingly.  As 
weights  of  shipments  and  freight  charges 
have  been  noted  on  invoices,  it  is  the  work 
of  person  who  makes  final  verification  of 
such  invoices  to  see  that  all  freight  charges 
are  correct. 

• 

The  same  illustration  of  page  from 
Freight  and  Cartage  Record  shows  final 
figures  and  settlement  with  cartage  concern: 


SHIPPING  RECORD 


5 

6 
7 
7 
7 

lo 
I  o 
Id 
Id 
15- 
17 

lo 

Zo 

^4 

Z4 

a? 


S 

4 

4 

lo 

15 

STo 

do 

6 

5oo 

4o 

2. 

2.00 

2. 

(, 

d 

4- 

Z 


Cci5e5  Hardware 
C<ns<*i  Files 
fbeltirvb 

fbo  I  e  s  Cottb  MVfl  ste 
Rolls  D'd’o  l^lf 
Rolls  V/i're'Nlettii^^ 


Shovels 


Shov 

fool 


fbd  les 

[boxes  fbobbi'H' 
Keds\Vi>“e  Noils  Cicor') 
[boles  Corner  fbeoJ 
Coses  Poi^t 
Co  ses  Oors 
Rolls  r(^cin6  (icor) 
[boxes  Too  Is 
Coses  rbults 
[boles  Tv/ine 
Coses  Screvvs 
[bris  Clue 


P-eF  Corbin 
G.t  H.  fborn/'tt' 
Jewell  fbelTrhoCo. 
Bristol  Co^ 
N.C.T-r  Co. 

Co. I  WriAKt*  Wire  Co. 
Co. I  k'lno'oKoxel  Co. 
’.R.rJ  hoVT  rteTol 


R.R.R. 

C.V.R.a 

R.R.R. 

CTCo. 

R.R.R. 

C.N/.R.R 

C.VRR 

C.T.Co. 

C.V.R.R 

R.R.R 


Rttjbur&K  St^eel  Co. 
17.  M.  Corner  Co 
P.S.Co.  ' 

N.y.  fb-o.  Co. 
Pittsburgh  Steel  Co 

S.L-r  R^Co. 

StoQley  Works 
Trovers  fbros. 
Corbio  ScW.  Corb. 
R.sT  WfldellCo. 


RoTe 

Rote 


Cor 

less 


4o  4-  Ton 

Car  5"o  4  Tof)  ,/  _• 

'  //Olfli 

Vn 


M.CoIIii^stCo 


to  Ibolfl  ^ce 


6o.  oo 
oo 
55.76 
^  /  as.  76 


Between  Scylla  and  Charybdis,  or  The 

Credit  Man’s  Side 

By  ORRIN  L.  GRIDLEY 

An  article  written  partly  to  convince  the  reader  that  the  credit  man  also  has  his  troubles 
and  that  the  traveling  salesman  is  not  always  a  being  in  whom  implicit  confidence  may  be 
reposed.  The  unfortunate  credit  man  damages  his  reputation  both  when  he  turns  down 
an  order  and  the  customer  doesn’t  fail  but  places  it  somewhere  else,  and  when  he  accepts 
an  order  with  financial  loss  as  the  result 


YEAR  or  so  ago,  in  the  Sat¬ 
urday  Evening  Post,  in  some 
very  interesting  chapters,  a 
Mr.  Crewdson  gave  his  read¬ 
ers  some  realistic  pictures  of 
the  life  of  the  traveling  salesman,  and  of 
some  of  the  arts  employed  to  secure  orders 
from  unwilling  customers. 

Several  weeks  afterwards  he  gave  a  sup¬ 
plementary  chapter  showing  how  the  efforts 
of  the  salesman  were  handicapped  and 
sometimes  nullified  by  the  methods  of  the 
credit  man  of  the  house  which  he  repre¬ 
sented. 

If  I  remember  correctly,  the  credit  man 
whose  short-comings  were  shown  up  by 
Mr.  Crewdson  was  a  young  man  whose 
errors  were  doubtless  due  to  his  lack  of 
experience,  for  if  there  is  any  position 
where  experience  will  come  in  play  it  is  in 
this  very  one.  Just  as  the  physician  who 
has  years  of  practice  behind  him  will  see 
at  a  glance  symptoms  that  the  young  doctor 
had  wholly  failed  to  notice — ones  that  are 
vital  to  the  case,  the  very  life  of  the  pa¬ 
tient  depending  on  their  consideration — so 
with  the  experienced  credit  man,  he  will 
notice  danger  signals  that  will  entirely  es¬ 
cape  the  observation  of  the  younger  man. 

But  as  is  usually  true  in  any  case,  there 
are  two  sides  to  this  question — the  side  of 
the  credit  man  as  well  as  that  of  the  sales¬ 
man  ;  and  having  been  a  credit  man  for 
several  years,  I  propose  to  give  a  few  ob¬ 
servations  showing  his  side  of  the  matter 
to  make  clear  that  he  does  not  always  de¬ 
serve  all  the  approbrium  that  is  put  upon 
him. 

In  the  first  place,  the  credit  man  is  under 
fire  from  three  sides — three  sides,  mind  you 
— these  being  the  executive  head  (or  heads) 
of  the  house,  the  traveling  men,  and  the 
customers. 


THE  SENIOR  MEMBER  INTERFERES. 

The  senior  member  of  the  firm  is  apt 
to  come  around  to  your  desk  and  .say, 
“How  is  it  about  Adams?  I  notice  that 
he  owes  us  $1,500,  and  hasn’t  paid  us  a 
dollar  in  three  months.”  You  explain  that 
he  has  a  contract  with  the  government  that 
is  nearly  completed,  and  as  soon  as  it  is 
done  he  will  get  his  pay,  and  just  as  soon 
as  he  receives  it  he  will  pay  us.  “How 
about  Barton — why  don’t  you  make  him 
pay?”  You  explain  that  you  have  taken 

security  on  a  piece  of  real  estate  (which 

• 

Barton  acknowledges  he  never  should  have 
bought),  but  that  he  has  made  arrange¬ 
ments  to  sell  it,  and  that  we  will  have  our 
money  from  the  proceeds  of  the  sale  in  a 
very  few  days. 

“What’s  the  matter  with  Cass — why  don’t 
he  pay?  No  money  in  over  two  months.” 
The  matter  with  Cass  is  that  he  has  been 
very  sick,  not  having  been  out  of  the 
house  for  six  weeks,  but  that  he  is  now 
nearly  well  again  and  soon  will  be  able  to 
do  something  for  us.  And  so  it  goes  on 
down  the  alphabet.  When  he  gets  to  Morse 
you  have  to  acknowledge  that  he  is  a  pretty 
tough  proposition,  and  that  you  are  afraid 
that  his  case  will  turn  out  a  bad  debt. 

THE  TRAVELING  MAN  COMPLAINS. 

Then  the  first  thing  you  know  the  travel¬ 
ing  man  will  give  you  a  broadside.  He 
will  go  to  the  heads  of  the  firm  and  com¬ 
plain  that  you  have  “turned  down”  Wheel¬ 
er  &  Green’s  order  because  they  are  a  little 
slow,  and  proceed  to  air  his  views  after 
this  manner:  “If  your  man  Jones  (your¬ 
self)  hasn’t  any  more  sense  than  to  shut 
down  on  these  people  you  had  better  get 
someone  for  a  credit  man  who  has ;  why, 
they  are  perfectly  good,  their  customers 
are  nearly  all  good  farmers  who  are  too 
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busy  to  come  to  town,  and  who  have  not 
sold  their  wheat  yet.  Just  let  them  alone, 
sell  them  all  the  goods  you  can,  and  they’ll 
pay  all  right  in  a  few  weeks,”  and  so  on, 
while  their  open  account  is  past  due  and 
you  have  an  unpaid  note  in  the  safe  which 
they  want  to  renew. 

THE  CUSTOMER  WANTS  TIME. 

And  then  there  is  the  customer  himself. 
After  forbearance  has  ceased  to  be  a  virtue 
lie  will  beg  off  and  beg  off  with  ex¬ 
cuses  which  have  little  for  a  foundation  ex¬ 
cept  his  own  imagination;  and  stave  you 
off  with  promises  that  he  has  little  or  no 
intention  of  keeping.  And  then,  to  crown 
all,  just  as  likely  as  not  he  will  go  to  the 
head  of  the  firm  and  complain  of  the  way 
he  has  been  treated  and  tell  him  that  if 
they  want  him  to  pay  they  “had  better  get 
someone  else  to  look  after  the  collection 
of  their  accounts.” 

It  has  been  said  many  a  time  that  as  the 
salesman  comes  in  close  touch  with  the 
customer,  and  is  consequently  familiar  with 
his  conditions  and  surroundings,  that  he  is 
well  qualified  to  judge  as  to  his  credit, 
whether  he  is  to  be  carried  or  not  and  to 
what  extent.  This  is  probably  true  in  the 
majority  of  cases,  but  many  times  it  is  not. 
The  trouble  is  that  the  salesman  allows 
himself  to  be  influenced  by  his  desire  to 
make  sales.  In  a  large  portion,  if  not  the 
greater  number,  of  jobbing  houses  ,  the 
salesman’s  wages  depend  on  the  amount  of 
his  sales  or  the  amount  of  profit  accruing 
to  the  house  from  them.  He  is  usually 
paid  a  fixed  sum,  all  over  that  depending 
on  the  volume  of  business  which  he  sends 
in.  So  it  sometimes  happens  that  the  sales¬ 
man  will  conceal  and  fail  to  report  a  cus¬ 
tomer’s  true  condition,  even  when  known 
to  him,  for  fear  his  orders  will  not  be  filled. 
Take  the  case  of  E.  P.  Barrows,  for  in¬ 
stance. 

THE  SALESMAN  CONCEALS  FACTS. 

Barrows  was  doing  a  good  business  in 
one  of  the  growing  cities  of  North  Dakota 
and  paying  his  bills  as  they  became  due. 
After  a  while  he  began  to  drag,  then  took 
to  settling  his  account  by  notes.  These  he 
managed  to  pay  for  some  months  as  they 
matured,  then  he  would  let  one  of  them  go 
by  every  once  in  a  while.  When  spoken  to 
about  him  the  salesman  who  went  there  al- 
wa3^s  stood  up  for  him,  giving  one  reason 
after  another  for  Barrows’  failure  to  pay 


better,  but  always  getting  a  good,  large 
order  every  trip. 

Finally,  one  day  Barrows  wrote  a  letter 
to  the  firm  saying  that  he  fully  realized 
how  slow  he  had  been,  but  said  that  his 
time  had  been  so  occupied  by  politics  that 
he  had  not  been  able  to  give  the  attention 
to  his  business  which  rightfully  belonged 
to  it;  but  that  he  had  “got  there,’’  to  use 
his  own  expression  (been  elected),  and 
from  that  time  on  he  would  take  hold  and 
soon  have  things  in  better  shape.  This  was 
somewhat  reassuring,  and  things  went  on; 
but,  as  a  matter  of  fact,  it  was  only  a  few 
months  b  Aore  he  made  a  complete  and  dis¬ 
astrous  failure,  causing  a  loss  of  several 
thousand  dollars  to  the  firm  who  had  been 
carrying  him.  It  then  transpired  that  the 
salesman  in  question  had  known  all  the 
time  of  Barrows’  true  condition  and  had 
deliberately  concealed  his  knowledge  of  it 
from  the  house  in  order  that  his  sales 
might  be  increased  and  his  salary  increased 
in  the  same  proportion.  It  is  hardly  neces¬ 
sary  to  add  that  he  was  peremptorily  dis¬ 
charged  and  another  man  put  on  his  route. 

And  so  this  all  goes  to  show  that  implicit 
confidence  cannot  always  be  placed  in  the 
salesman’s  opinions,  nor  should  the  diffi¬ 
culties  he  sometimes  lays  in  the  credit  man’s 
already  thorny  path  be  under-estimated. 

I  will  now  bring  this  article  to  a  close 
by  relating  a  little  incident  which  goes  to 
show  more  clearly  still,  perhaps,  the  un¬ 
certainties,  if  not  the  perplexities,  which 
sometimes  beset  the  credit  man. 

James  L.  Horton  was  doing  a  little  busi¬ 
ness  on  Washington  street  and  wanted  to 
run  a  small  account.  I  sent  inquiries  to 
each  of  the  two  leading  commercial  agen¬ 
cies  as  to  his  standing,  etc.  The  response 
first  received  gave  him  a  fine  send-off,  and 
judging  from  the  tenor  of  the  report  he 
would  prove  to  be  a  desirable  customer,  one 
that  we  would  be  glad  to  have  on  our 
books.  But  when  the  report  from  the 
other  agency  was  received  a  far  different 
picture  was  presented.  In  fact,  it  was  di- 
rectK"  the  opposite  of  the  other,  as  different 
as  black  is  from  white.  The  man  was  in 
very  poor  shape.  To  trust  or  not  to  trust! 
Yes,  that  was  the  question  before  the  house. 
After  giving  the  two  reports  due  consid¬ 
eration,  it  was  decided  to  take  the  <^afe  side 
and  to  decline  the  account.  In  the  course 
of  a  month  or  so  Horton  failed  and  went 
out  of  business. 


Co-operative  Collections  by  Merchants’ 

Associations 

A  means  for  reducing  the  risk  attendant  upon  the  conduct  of  a  retail  credit  business. 


HE  value  of  co-operative  ef¬ 
fort  in  the  handling  of  retail 
credits  is  more  fully  recog¬ 
nized  today  than  ever  before, 
and  more  and  more  of  the 
retail  merchants  of  our  smaller  towns  are 
taking  advantage  of  this  means  of  keeping 
the  matter  of  collections  in  hand.  There 
is  some  sentiment  against  making  public 
the  details  of  one’s  business,  but  when  the 
method  is  thoroughly  understood  this 
sentiment  disappears.  The  co-operative 
collection  agency  has  two  points  of  ad¬ 
vantage  ;  It  makes  collections  which  would 
otherwise  be  impossible  and  it  prevents 
credits  which  would  surely  become  bad 
debts.  A  description  of  a  typical  system 
of  this  sort  will  be  of  interest,  and  for  this 
purpose  we  will  choose  the  system  operated 
by  the  Business  Men’s  Association  of 
Sayre,  Pa.  Sayre  is  a  thriving  commercial 
and  manufacturing  town  of  8,000  inhabit¬ 
ants  and  because  of  the  nature  of  the  in¬ 
dustries  operated  there  credit  is  a  neces¬ 
sary  evil — if  evil  it  is  to  be  considered. 
There  are  the  usual  number  of  people  in 
Sayre  who  fail  to  pay  their  debts  promptly, 
but  thanks  to  the  Business  Men’s  Associa¬ 
tion  there  are  fewer  losses  to  report  and 
many  who  would  elsewhere  fail  to  pay  at 
all  are  there  paying  their  bills  promptly  or 
are  paying  cash. 

The  first  step  in  the  collection  and  pre¬ 
vention  system  is  the  placing  of  past  due 
bills  in  the  hands  of  the  association  for 
collection.  Of  course  this  is  not  done 
where  there  is  a  disposition  to  pay  or  until 
the  ordinary  means  of  collection  have  been 
exhausted.  At  the  association’s  office  there 
is  kept  a  collection  register  in  which  the 
accounts  sent  in  by  each  merchant  are  re¬ 
corded. 

A  ledger  account  is  opened  with  each 
debtor  and  a  record  is  made  of  the  follow¬ 
ing  items:  Name,  occupation,  address, 
amount,  date  of  bill,  date  of  letters  sent. 
There  are  columns  pro\'\^^:<|  fj^r  dates  an^d 


amounts  of  payments  and  for  “remarks.” 
In  this  column  are  entered  any  promises 

made  by  the  debtor  and  any  information 
which  is  pertinent,  either  in  connection 

with  the  account  itself  or  as  a  guide  to  fu¬ 
ture  action  as  to  credit. 

Upon  the  listing  of  an  account  with  the 
association  a  letter  is  sent  to  the  debtor 

reading  thus:  “Your  account  with . 

. has  been  placed  with  the  Busi¬ 
ness  Men’s  Association  for  collection. 

Amount,  $ .  Kindly  give  it  your 

prompt  attention.” 

Failing  a  response  to  this  letter  another 
is  sent  reading  thus  :  “We  again  call  your 

attention  to  your  account  of  $ . , 

with  . ,  which  has 

been  placed  with  this  association  for 
collection.  Not  receiving  any  response 
to  our  former  communication  we  presume 
that  you  have  not  given  the  matter  due 
consideration.  If  you  cannot  pay  the  sum 
all  at  once  come  in  and  make  arrangements 
mutually  satisfactory.  Thus  we  shall  be 
able  to  keep  your  name  off  the  monthly  re¬ 
port.” 

If  the  debtor  still  ignores  the  matter  the 
following  letter  is  sent : 

“Your  account  with  . , 

amounting  to  $ . ,  has  not  been 

settled.  Can  you  afford  to  risk  the  loss  of 
your  reputation  and  credit  by  still  neglect¬ 
ing  to  pay  this  debt?  At  the  expiration  of 

. • . days,  without  further  notice,, 

this  account  remaining  unsettled  and  noi 
satisfactory  arrangement  having  beeni 
made  in  reference  thereto,  this  association 
will  be  under  the  necessity  of  using  other 
means  of  effecting  a  collection.  We  shall 
also  report  the  matter  to  every  member  of 
the  association  and  to  the  associations  in 
Athens  and  Waverly.”  (The  latter  towns, 
it  may  be  stated,  are  near  by.) 

This  notice,  in  spite  of  the  fact  that  fur¬ 
ther  notice  is  not  due,  is  followed  by  this 
last  appeal — or  threat,  according  to  how  it 
'^3'^  yiewed : 
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“There  still  remain  on  the  books  of  this 
department  unsettled  claims  to  the  amount 

of . ,  of  which  you  have  had 

repeated  notices.  As  we  are  determined  to 
close  these  old  accounts  we  give  you  one 
more  opportunity  to  call  at  this  office  and 
either  settle  or  arrange  for  payment  of  the 
above.  The  fault  will  be  your  own  if  no 
attention'  is  paid  to  this  letter  by  you,  and 
we  shall  take  such  action  as  we  may  deem 
legal  to  realize  the  largest  amount  possible 
for  the  benefit  of  the  creditor.  Your  atten¬ 
tion  to  this  letter  within . days  will 

save  you  further  trouble  and  costs.” 

If  these  letters  are  productive  of  no  re¬ 
sult  the  debtor  is  placed  on  the  “delin¬ 
quent  list.”  This  list  is  published  from 
time  to  time  and  is  circulated  among  the 
members  of  the  association.  As  a  rule  the 


debtor  will  pay  or  compromise  the  matter 
as  he  has  no  relish  for  being  branded  as 
not  worthy  of  trust.  Legal  measures  are 
taken  on  occasion,  of  course,  and  as  a  re¬ 
sult  of  the  plan  but  few  bad  accounts  are 
found  on  the  books  at  the  end  of  the  year. 
Of  course  the  true  way  to  avoid  bad 
debts  is  to  refuse  to  trust  those  who  will 
not  pay,  and  when  forewarned  as  to  the 
standing  of  those  on  this  “delinquent  list” 
there  is  little  excuse  for  the  merchant  who 
will  extend  credit.  It  is  an  easy  matter  to 
organize  an  association  of  this  character 
and  the  expense  is  trifling,  so  there  is  no 
reason  why  every  town  and  city  should 
not  get  in  line.  Such  a  method  as  this 
is  no  hardship  to  those  who  pay  their  bills 
and  the  other  sort  are  not  deserving  of 
consideration. 


Directors 


HE  failure  of  the  Real  Estate 
Trust  Company  of  Philadel¬ 
phia,  was  due  to  the  irregu¬ 
larities  of  a  president  who 
has  committed  suicide,  and  to 
the  negligence  of  directors  who  did  not 
know  what  the  president  was  doing,  and 
took  no  pains  to  find  out. 

If  we  are  to  continue  to  do  business  by 
means  of  corporations,  it  is  imperatively 
necessary  that  there  shall  be  honest  and 
faithful  directors.  The  weakest  link  of  the 
whole  company  system  is  exactly  where  it 
should  be  the  strongest,  namely,  the  board 
of  directors. 

Is  there  any  way  to  provide  by  law  for 
faithful  directorship?  Not  entirely;  but 
certainly  something  might  be  done  in  that 
direction.  In  the  absence  of  other  sug¬ 
gestions,  the  following  recommendations 
arc  made,  for  criticism  is  of  little  avail 
that  does  not  propose  something  beftci 
than  that  complained  of. 


1.  Limit  the  number  of  directors. 

2.  Increase  their  responsibility,  indi¬ 
vidual  and  collective,  financial  and  legal. 

3.  Provide  for  adequate  salaries  for  di¬ 
rectors,  so  as  to  pay  for  the  increased 
responsibility,  and  remove  temptation  for 
criminal  profits. 

4.  Abolish  executive  and  finance  com¬ 
mittees,  so  that  every  important  question 
would  be  passed  upon  by  every  director. 

5.  Make  directors  criminally,  as  well  as 
financially,  liable  for  every  form  of  wrong¬ 
ful  use  of  other  people’s  money. 

6.  Prohibit  directors  from  acting  in 
dual  capacities,  from  selling  to  the  com¬ 
panies  they  serve,  and  from  serving  in 
competing  corporations. 

These  reforms  would  not,  of  course,  pre¬ 
vent  all  wrong,  nor  would  they  bring  about 
a  corporation  millenium ;  but  they  would 
go  very  far  toward  removing  the  evil  of 
“directors  who  do  not  direct.” — The  Wall 
Street  Journal. 
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The  Slobt^V^rntckc  Vertical  Filing 
4*  Cabinets  are  made  for  most  every  size  of 
commercial  paper  manufactured  and  in¬ 
clude  Bill,  Letter,  Cap,  Report,  Document, 
and  Card  Index  files.  You  can  obtain  these 
Cabinets  in  the  “Elastic”  Horizontal  Units  or  in 
the  Upright  Sections  with  skeleton  or  finished 
ends.  Our  new  booklet  on  S/'W  Vertical  Filing  Equip¬ 
ment  is  an  exhaustive  treatise  on  the  subject,  demonstrating 
the  advantages  of  the  system  and  containing  copious  illustra¬ 
tions  of  complete  equipments  used  by  Concerns  of  National 
reputation. 

Copy  sent  on  request.  Write  for  “No.  95  W”  and  Catalogues. 

Carried  in  stock  by  Agents  in  all  of  the  principal  towns  and  cities  of 
the  United  States. 

Where  not  represented  we  ship  on  approval,  freight  paid.  Uniform  prices 
everywhere. 

Ohc  Co. 


CINCINNATI. 


BRANCH 

STORES: 


New  York 

380-382  Broadway,  Cor.  White. 


Chicago 

224-228  Wabash  Ave. 


Boston 

91-93  Federal  St. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers 


How  to  Make  Commercial  Motor  Cars  Pay 


By  E.  RALPH  ESTEP 

The  fifth  of  a  series  of  interesting  articles  designed  to  familiarize  business  men  with  the 
possibilities  of  commercial  motors,  and  to  impart  information  that  will  enable  users  of  these 
vehicles  to  obtain  from  them  the  best  results. 


TUDY  the  traffic  first;  then 
study  the  car.  Intelligent 
buying  of  connnercial  vehicles 
is  75  per  cent  of  success  in 
their  usage,  d  o  buy  intelli¬ 
gently  one  must  know  for  wli.it  he 
buying.  Mere  knowledge  of  motor  car  con¬ 
struction  is  a  detail.  There  may  be  cer¬ 
tain  forms  of  business  hauling  to  which 
just  now  commercial  motor  wagons  are  not 
profitably  adapted.  To  find  out  about  this 
is  more  important  than  to  find  out  about 
the  mechanical  excellence  of  a  car.  There 
may  be  some  business  of  small  light  de¬ 


liveries  111  which  a  motor  car  would  be 
bound  to  be  unprofitable  by  being  of  too 
great  capacity.  Perhaps  this  business 
should  have  only  a  motor  tricycle  with  a 
parcel  carrier.  Perhaps  some  establish 
inents  needing  considerable  load  capacity- 
have  not  enough  of  heavy  hauling  to  keep 
busy  a  car  of  the  size  required  to  do  the 
work.  This  is  a  situation  that  is 
common.  The  only  way  power  wagons 
can  be  made  to  pay  in  such  cases  is  by 
co-operation  among  several  houses  whereby 
one  car  may  be  kept  at  full  service  all  the 
lime,  and  thus,  while  operating  at  a  con- 


Chuck  It 


is  used  instead  of  ordinary  coffee 


“There’s  a  Reason” 


The  Road  to  Wellville 
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siderable  total  cost  would  furnish  excep¬ 
tionally  cheap  transportation  for  the  re¬ 
spective  individual  users. 

There  is  also  to  be  considered  carefully 
the  business  which  is  too  large  so  far  as 
its  traffic  is  concerned  to  attempt  the  use 
of  vehicles  easil}'^  obtainable.  However,  in 
any  kind  of  business,  the  fact  that  it  may 


work.  It  is  just  to  the  motor  vehicle  to 
meet  it  half  way. 

TO  MAKE  COMMERCIAL  MOTORS  PAY. 

In  adapting  traffic  it  should  always  be 
remembered  that  motor  service  makes 
economy  by  efficiency,  not  by  inherent 
cheapness.  To  make  a  power  vehicle  pay 
keep  its  wheels  turning  steadily  in  regular 


seem  difficult  and  almost  impossible  to  lind 
vehicles  that  vvill  fit  the  service,  should  not 
deter  the  aspiring  user  from  study  of  the 
situation.  New  forms  of  power  vehicles 
are  appearing  rapidly.  Demand  will  create 
more.  Then,  too,  it  is  easily  possible  in 
most  traffic  to  find  features  in  the  traffic 
itself  which  may  be  re-adapted  to  suit  mo¬ 
tor  vehicles  of  present  type.  Traffic  is  by 
long-standing  methods  evolved  and  devel¬ 
oped  to  meet  the  peculiarities  of  horse 


work.  It  requires  systematized  work  as 
well  as  an  excellent  wagon  to  accomplish 
this  result.  Wherever  machinery  is  applied 
to  work  previously  done  by  less  efficient 
methods  new  system  must  be  created  to 
keep  the  machinery  busy.  Mechanical  pow¬ 
er  that  is  idle  half  of  the  time  and  over¬ 
loaded  the  other  half  is  expensive. 

Presuming  a  traffic  system  and  a  vehicle 
that  have  been  adapted  to  each  other  the 
next  consideration  of  importance  is  or- 


I'llK  liUSINKSS  MAN'S  MACA/.INK 


After  we  have  heard  a  man  talk,  it 
doesn  t  make  so  much  difference  what 
kind  oF  clothes  he  wears. 

After  we  have  read  a  letter,  it  doesn’t 
make  so  much  difference  what  sort  of 
paper  it  is  written  upon. 

But,  as  we  see  the  man  before  we 
hear  him,  and  the  paper  before  we  read 
the  letter,  it  behooves  the  caller  to  give 
care  to  his  dress,  and  the  correspondent 
thought  to  his  stationery.  Use 


for  the  priceless  first  impression  it  creates. 


That  Old  Hampshire  Bond  is  good  paper  for  commercial 
stationery  is  the  testimony  of  business  and  professional 
men.  Many  of  them  have  told  us  it  is  the  best. 

Prove  this  yourself — have  your  printer  show 
you  the  Old  Hampshire  Bond  Book  of  Speci¬ 
mens,  or  better  still,  write  us  /or  a  copy.  It 
contains  suggestive  specimens  of  letterheads 
and  other  business  forms,  printed,  lithographed 
and  engraved  on  the  white  and  fourteen  colors 
of  Old  Hampshire  Bond.  Please  write  on  your 
present  letterhead 

Hampshire  Paper  Company 

The  only  paper  makers  in  the  world  making  bond  paper  exclusively 

South  Hadley  Falls,  Massachusetts. 
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ganizatioii  whereby  the  theory  of  econom¬ 
ical  traffic  may  be  put  into  practice.  In  a 
small,  say  a  one-vehicle,  service  organiza¬ 
tion  is  simple  but  equally  as  necessary  as 
in  a  complex  service.  Especially  at  the 
beginning  is-  it  required  that  the  organi¬ 
zation  be  efficient  in  handling  detail.  The 
system  may  be  carefully  evolved  but  prac¬ 
tice  may  show  mistakes  in  it.  Careful  at¬ 
tention  to  detail  in  the  service  will  suggest 
changes  quickly  tending  toward  future 


economy.  The  user  who  gives  no  attention 
to  detail  learns  there  have  been  mi.'itakes, 
but  does  not  learn  what  they  are.  He  loses 
money  finding  out. 

CONCERNING  DRIVERS. 

An  essential  part  of  organization  is  the 
obtaining  of  good  men.  The  driver  of  a 
commercial  car  is  a  factor  that  must  be 
carefully  considered.  The  first  require¬ 
ment  in  him  is  honesty.  The  country  is 
full  of  half-educated  motor  vehicle  drivers 
who  imagine  the  automobile  industry  to  be 
a  joke.  They  drive  commercial  vehicles  if 
they  cannot  get  positions  driving  pleasure 
cars.  They  apply  pleasure  car  methods  to 
business  wagon  handling.  If  unto  their 
insincerity  of  purpose  they  add  dishonesty 
their  employer  is  in  a  dangerous  position. 

About  a  year  ago  a  western  user  of  a 
business  motor  wagon  complained  to  the 
maker  of  the  vehicle  that  the  service  was 
expensive  beyond  reasonable  limits  and 


that  the  service  was  inefficient.  The  mak¬ 
er  was  surprised  and  sent  a  man  to  “shad¬ 
ow”  the  vehicle  before  openly  considering 
the  situation.  The  “detective”  found  that 
in  addition  to  handling  the  vehicle  roughly 
and  without  proper  care  he  was  actually 
dishonest.  Each  morning  he  would  drive 
out  with  a  full  load  for  delivery,  unload  it 
at  a  convenient  point,  drive  across  town, 
and  pick  up  a  load  of  delivery  from  a  bus¬ 
iness  house  which  paid  him  personally  for 
the  service.  This  load  he  would  deliver 
and  then  return  for  his  original  load.  Of 
course  he  would  then  be  away  from  his 
employer’s  warehouse  so  long  that  he 
would  excuse  the  delay  by  blaming  the  car. 
The  driver  was  arraigned,  discharged  and 
his  successor  made  the  service  profitable. 

THE  COMMERCIAL  MOTOR  STABLE. 

In  the  stabling  of  the  vehicle  the  organ¬ 
ization  of  the  system  must  include  arrange¬ 
ments  for  proper  care.  This  care  should 
be  given  the  wagon  when  its  day’s  work  is 
over,  not  just  before  it  commences. 

If  washing,  lubrication,  fuel  replenishing, 
charging  in  the  case  of  an  electric,  and  any- 
items  of  constant  attention  are  left  until 
morning  they  will  be  slighted  or  disregard¬ 
ed.  In  limited  service  where  the  driver 
does  this  inside  work  it  is  almost  neces¬ 
sary  that  he  be  a  man  who  understands  the 
car  mechanically.  He  need  not  be  a  fac¬ 
tory  expert.  He  must  be  a  conscientious 
man  who  has  been  carefully  taught  to 
handle  his  vehicle.  It  is  easier  to  teach  an 
honest,  hardworking  man  used  to  handling 
vehicles  on  crowded  streets  how  to  take 
care  of  the  vehicle  than  it  is  to  teach  a  me¬ 
chanic  how  to  drive  conservatively  in  con¬ 
gested  street  traffic. 

Repairs  are  difficult  in  accomplishment 
cheaply.  A  one  or  two-vehicle  service  can¬ 
not  include  a  machine  shop  and  special  me¬ 
chanics.  It  should,  however,  comprehend  a 
well-ordered  stable  equipped  carefully  for 
washing  and  other  work  of  general  atten¬ 
tion.  to  the  vehicle.  It  should  be  kept  clean 
and  be  rigged  with  a  bench  with  tools  for 
simple  work.  Many  expenses  in  motor  ve¬ 
hicle  usage  are  due  to  lack  of  knowledge  of 
what  to  do  rather  than  to  the  extent  of  re¬ 
pairs.  When  machine  work  and  parts  re¬ 
placement  are  necessary  by  reason  of  actual 
breakdown  the  buying  of  such  work  should 
be  done  by  trustworthy  people  and  not  by 
or  at  the  mere  suggestion  of  a  driver  who 
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A  Gift  of  Comfort 

Is  Always  Appreciated 

This  Combination  Box  Containing 


AND 


Makes  an  appropriate  Christmas  Gift 

The  Suspenders  and  Garters  in  this  pre'ty  Combina¬ 
tion  Box  cost  only  75c.  You  will  not  find  anything  else 
as  useful,  so  attractively  boxed  for  so  little  money. 
There  are  4  different  box  covers — Julia  Marlowe  as 
Juliet;  Viola  Allen  as  Viola ;  Edith  Wynne  Mathison 
as  Rosalind,  and  Maxine  Elliott  as  Portia. 

PRESIDENTS  are  worn  by 
most  men  because  they’re  the 
most  comfortable  suspenders. 

They  rest  lightly  on  the  shoul¬ 
ders.  Bending  or  reaching, 
the  back  quickly  and  grace¬ 
fully  slides  without  the  least 
puli  anywhere.  PRESIDENTS  wear  longer, 
because  there  s  no  strain  to  weaken  them, 

BALL  BEARING  GARTERS  have  a 

separate  sock-hold  working  independently  on 
a  Ball  Bearing  Swivel.  They  can’t  slip, 
bind  or  loosen. 

You’ll  want  one  or 
more  boxes  for  Christ¬ 
mas  presents.  Your 
dealer,  if  he  has  none 
will  get  them  for  you. 

If  not,  we  will  mail 

this  HANDSOME  COMBINATION 
GIFT  BOX  of  Suspenders  and  Garters 
postpaid,  for  75c. 

President  Suspenders  alone  {no 
garters)  in  a  gift  box  equally 
as  attractive,  only  50c. 

The  President  1907  Art  Calendar, 

5  parts,  10  colors,  includes  four  8x12 
inch  pictures  of  strikingly  beautiful 
types  of  American  Womanhood.  No 
printing  on  picture.  The  prettiest 
calendar  you  ever  saw. 

Price,  25c.  postpaid. 

THE  C.  A.  EDGARTON  MFG.  CO. 


Please  mention  7  he  business  Man^s  Mag;a2tne  when  writing  to  advertisers. 


104 


THE  BUSINESS  MAN’S  MAGAZINE. 


may  be  in  a  position  to  obtain  commissions 
on  purchases  of  the  kind. 

STATISTICS  ARE  IMPORTANT. 

It  is  desirable  to  establish  a  system  of 
daily  reports  on  the  service  of  the  vehicle. 
These  ought  to  be  extensive,  complete  and 
made  on  special  printed  forms,  so  that  the 
information  contained  in  them  is  easily  ap¬ 
parent  and  in  shape  to  be  tabulated  and 
compared.  There  should  be  noted  on  the 
report  the  time  the  vehicle  leaves  the  barn 
in  the  morning;  the  times  during  which 
it  runs  respectively  empty  and  loaded ;  tlie 
mileage  on  each  run;  the  weights  of  the 
loads ;  duration  of  stops  and  causes  in  cases 
of  trouble  with  the  vehicle  or  on  account 
of  other  unusual  delay;  the  time  spent  in 
work  on  the  vehicle  in  the  barn ;  the  char¬ 


acter  of  the  work ;  all  moneys  spent  on  re¬ 
pairs ;  the  amount  and  cost  of  lubricating 
oils  and  fuel  used  each  day;  the  electric 
current  consumed  in  the  case  of  electric 
vehicles,  and  comment  or  suggestions  by 
the  driver  on  the  general  service. 

If  the  service  is  systematically  and  intel¬ 
ligently  installed  and  organized  then  the 
one  who  installs  it  must  first  and  all  the 
time  remember  that  a  power  commercial 
vehicle  is  not  an  automobile  in  the  popu¬ 
lar  acceptance  of  the  word.  The  business 
wagon  bears  no  more  relation  to  the  pleas¬ 
ure  motor  car  than  does  the  horse  drawn 
coal  truck  to  milady’s  dog  cart.  In  oper¬ 
ating  the  one  it  must  not  be  confused  with 
the  other.  Make  the  commercial  vehicle 
pay  by  operating  it  as  a  serious  piece  oi 
machinery,  not  as  a  highway  innovation. 


Convention  of  the  National  Business 
Teachers’  Association 


E  have  received  the  following 
notice  to  the  members  of  the 
National  Business  Teachers’ 
Association,  and  have  pleas¬ 
ure  in  publishing  same ; 

LAST  CALL  TO  THE  FEDERATION. 

Fellow  Teachers:  I  trust  that  you  are 
making  your  arrangements  to  attend  the 
Association  at  Cleveland.  Everything  in¬ 
dicates  that  the  next  meeting  will  be  the 
largest  and  best  in  the  history  of  the  Fed¬ 
eration.  The  committees  are  busy  shap¬ 
ing  up  the  details.  Excellent  hotel  accom¬ 
modations  at  moderate  rates  have  been  se¬ 
cured  at  Hotel  Euclid,  and  transportation 
at  reduced  rates  has  been  arranged  for  on 
all  railroads.  The  Association  publishes  in 
book  form  a  detailed  report  of  the  proceed¬ 
ings,  which  contains  much  valuable  infor¬ 
mation.  The  last  report  contained  about 


two  hundred  and  fifty  pages,  was  well 
edited  and  profusely  illustrated.  Every 
member  of  the  Association  is  entitled  to 
one  copy  free.  The  regular  membership 
fee  is  $2.  If  you  cannot  possibly  arrange 
to  attend,  then  do  the  next  best  thing, — 
send  your  enrollment  fee  to  the  secretary 
of  one  of  the  sections,  and  you  will  receive 
the  report  of  the  entire  proceedings.  This, 
of  course,  should  be  the  last  resort.  Your 
presence  and  co-operation  is  earnestly  so¬ 
licited.  If  you  are  interested  in  the  Busi¬ 
ness  Teachers’  Association  send  your  en¬ 
rollment  fee  to  C.  W.  Benton,  Secretary- 
Treasurer,  Valparaiso,  Ind. 

I  loping  to  greet  you  at  the  Association,  I 
am.  Fraternally  yours, 

W.  S.  Ashby, 

President  Business  Teachers’  Associa¬ 
tion. 
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Pointers  in  Up-to-date  Business  Science 


Loose  Leaf  System  in  a  Tobacco  Warehouse 

BY  W.  H.  ERAUGIION. 


lilLE  probably  only  a  small 
per  cent  of  the  readers  of  this 
journal  will  be  directly  inter¬ 
ested  in  tobacco  warehouse 
accounting,  yet  the  system  de¬ 
scribed  in  this  article  affords  such  an  oppor¬ 
tunity  for  illustrating  the  wonderful  versa¬ 
tility  of  the  loose  leaf  system,  that  it  should 
be  of  interest  to  everyone  who  is  looking 
for  the  best  method  of  making  office  records. 

The  farmers  of  the  dark  tobacco  district 
deliver  theii*  crops  of  cured  tobacco  to 
the  prizing  houses,  where  it  is  classified 
and  compressed  into  hogsheads  weighing 
from  1,200  to  1,900  pounds.  The  hogs¬ 
heads  are  then  hauled  or  shipped  to  a 
warehouse  to  be  sold  for  the  account  of 
the  farmer.  A  single  hogshead  sometimes 
contains  tobacco  belonging  to  five  or  six 
farmers,  and  one  man  may  have  tobacco 
in  quite  a  number  of  hogsheads.  This  com¬ 
plication  arises  from  the  necessity  of  class¬ 
ifying  the  tobacco  so  that  all  the  contents 
of  any  one  hogshead  will  be  of  the  same 
grade  and  color  throughout. 

Of  course,  an  accurate  record  of  each 
hogshead  must  be  kept,  showing  its  history 
in  detail  from  the  time  it  is  rolled  into  the 
warehouse  until  it  is  sold  and  shipped,  and 
the  charges  on  it  must  be  properly  dis¬ 
tributed  among  the  farmers  who  have  to¬ 
bacco  in  it. 

In  warehouses  where  bound  books  arc 
used  this  record  is  kept  in  a  set  of  books, 
usually  four  in  number.  First,  the  receiv¬ 
ing  clerk  enters  the  hogshead  in  the  “re¬ 
ceiving  book,”  recording  the  name  of  the 
prizing  house  from  which  the  hogshead 
is  received  and  the  marks  on  the  head  of 
the  hogshead  including  the  prizer’s  serial 
number.  A  warehouse  serial  number  is 
then  marked  on  the  hogshead  and  entered 
in  the  receiving  book.  These  entries  are 
posted  to  another  book  in  which  all  hogs¬ 
heads  coming  from  the  same  prizer  are  as¬ 
sembled  on  a  page  under  his  name,  and 
arranged  according  to  his  serial  number 


of  each  hogshead.  This  is  for  the  purpose 
of  locating  each  hogshead  when  the  prizer 
sends  in  numbered  “type  samples”  of  the 
tobacco  in  each  hogshead  together  with  a 
list  showing  weight  of  each  farmer’s  to¬ 
bacco.  Then  there  is  another  book  called 
the  “inspection  book”  in  which  is  recorded 
the  information  relative  to  breaking  open 
the  hogsheads,  sampling,  etc.  It  is  also 
necessary  to  have  still  another  book  in 
which  to  assemble  from  the  inspection 
book  certain  information  regarding  “re¬ 
sampling.”  Thus  it  will  be  seen  that  the 
history  of  each  hogshead  is  “strung  out” 
through  four  books,  each  of  which  is  abso¬ 
lutely  indispensable  so  long  as  sewed  books 
are  used.  In  copying  and  transferring  from 
one  book  to  another  a  vast  amount  of  tedi¬ 
ous  work  is  involved  and  there  is  always 
the  possibility  of  error  at  each  step. 

SUPERIORITY  OF  LOOSE-LEAF  RECORDS. 

\V’ith  a  loose  leaf  system,  it  is  entirely 
<lifferent.  The  accompanying  illustration 
>bows  the  form  printed  on  the  sheets  of 
;m  improved  Loose  Leaf  Warehouse 
Record.  The  size  of  the  sheets  is  5x8  in¬ 
ches.  One  sheet  is  devoted  to  each  hogs¬ 
head,  and,  when  completed,  will  contain  in 
compact  form  a  perfect  history  of  the  hogs¬ 
head  which  can  be  read  at  a  glance — much 
easier  and  quicker  and  better  than  tracing 
the  entries  back  through  four  scattered 
books. 

The  first  entry  on  these  blank  sheets  is 
made  by  the  receiving  clerk.  He  has  on 
his  desk  a  binder  in  which  a  supply  of  the 
blank  leaves  are  placed.  As  the  hogsheads 
are  received,  he  records,  in  the  blanks  pro¬ 
vided  at  the  right  hand  end  of  the  sheet, 
all  the  data  which  serve  to  identify  the 
hogshead.  It  will  be  noticed  that  this  in¬ 
formation  is  on  the  outer  edge  of  the  sheet 
when  held  in  the  binder,  so  that  it  can  be 
noted  at  a  glance  while  “flipping”  the 
loaves  through  the  fingers. 

\i  the  clothe  of  each  dav  the  sheets  that 
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wn  printed  heading 

MULLEN’S  ACCOUNT 


bimpiy  raise  the  sheet  on  top  of  “  Mul  ” 

KIRTLEY  a  printed  heading  for  each  account 
tab  is  raised. 

Any  account  is  found  exactly  the 
one  at  the  index  tab 

In  the  KIRTLEY  you  never  “leaf  over 
you  at  once  to  the  desired  account 

loaded  in  places.  It  requires  fewer  leather  tabs  than  any  other  index. 

This  improved  index  saves  fully  one-third  of  the  book-keeper  s  time.  It  is  so  simpi 
that  anyone  can  find  an  account  as  quickly  as  the  book-keeper.  It  is  without  exceptioi 
the  greatest  improvement  ever  made  in  bound  or  loose-leaf  ledgers. 

The  KIRTLEY  has  all  the  advantages  of  the  most  improved  ledgers  with  its  own  self 
indexing  feature  besides— it  is  the  only  one  of  its  kind. 

Before  you  purchase  your  new  ledger  for  1907  send  for  portfolio  of 
KIRTLEY  loose-leaf  or  bound  sheets  (state  which). 

Compare  the  KIRTLEY  with  your  1906  ledger.  That  is  all  we  ask. 

You  will  see  that  the  Kirtley  will  pay  for  itself  in  six  months,  by  sav¬ 
ing  your  book-keeper’s  time — it  will  help  him  to  prevent  mistakes. 

More  than  100  varieties  of  the  KIRTLEY  SELF-INDEXING  LEDGERS 
are  now  made  in  form  and  size,  to  suit  any  line  of  business.  Send  for 
the  portfolio  of  sheets  TO-DAY. 

Address  Department  B 


same  way  as  Mullen’s — only  two  turns  are  necessary 
the  other  at  subindex  at  the  top  of  the  sheet. 

sheets  you  do  not  want— ///<?  subindex  taka 
The  KIRTLEY  index  is  flexible — it  is  never  over- 
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have  been  started  by  the  receiving  clerk 
are  taken  out  of  his  binder  and  carried 
into  the  office  where  they  are  arranged  in 
the  “prizer’s  binder,”  following  the  natural 
sequence  of  the  prizer’s  number  at  the  low¬ 
er  right  hand  corner,  so  that  the  sheet 
bearing  any  given  prizer’s  number  may  be 
instantly  found.  When  the  prizer  sends 
in  his  list  of  farmers  having  tobacco  in  his 
hogshead  No.  167,  for  instance,  we  turn  to 
the  sheet  bearing  that  number  (in  lower 
corner)  and  enter  the  farmers’  names  and 
their  respective  weights,  as  shown  in  the 
illustration. 

After  “type  samples”  have  been  received 
from  the  prizers  and  re-numbered  with 
the  warehouse  number;  as  shown  in  the 
upper  corner  of  the  same  sheet,  the  sheets 
are  then  taken  out  of  the  prizer’s  binder 
and  re-arranged  in  the  inspection  binder 
according  to  the  warehouse  number  (in 
upper  corner).  When  a  hogshead  is 
“broken”  and  sampled,  the  correct  sheet 
is  quickly  located  in  the  inspection  binder 
by  means  of  the  warehouse  number,  and 
the  date  of  breaking  together  with  the 
gross,  tare  and  net  weights  and  the  grade 
are  entered.  Every  sheet  will  remain  in  the 
inspection  binder  until  the  corresponding 
hogshead  is  sold.  It  is  sometimes  neces¬ 
sary  to  re-open  a  hogshead  and  get 
samples  several  times  before  it  is  finally 


sold ;  and  each  time  the  corresponding 
sheet  is  found  and  the  date  and  revised 
weights  entered. 

When  the  hogshead  is  sold,  the  record 
is  taken  out  of  the  inspection  binder  and 
filed  in  the  “sales  binder,”  the  natural  order 
of  the  warehouse  numbers  being  main¬ 
tained.  All  the  remaining  items  are  now 
entered — such  as,  itemized  charges  on  the 
hogshead,  pro  rata  of  charges  for  each 
farmer,  distribution  of  loss  in  weight,  in¬ 
voicing  and  shipping  instructions,  etc. 
From  these  completed  records  entries  are 
made  on  the  regular  warehouse  sales  book. 

In  this  system  all  the  copying  and  trans¬ 
ferring  required  under  the  old  method  is 
avoided  and  about  two-thirds  of  the  labor 
is  saved.  The  binders  in  which  the  sheets 
are  kept  hold  the  leaves  as  securely  as  if 
they  were  sewed  in  and  are  as  easily 
handled  as  an  ordinary  book;  at  the  same 
time  the  construction  is  such  that  any 
leaf  may  be  quickly  taken  out  or  a  new 
one  inserted  without  disturbing  the  other 
sheets.  By  having  the  four  binders  all  con¬ 
flict  in  the  work  of  the  office  employes  is 
avoided.  For  more  convenience,  three  or 
four  sales  binders  may  be  provided  and 
they  may  then  be  distributed  among  as 
many  clerks  for  figuring  charges,  making 
out  invoices,  etc. 
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THIS  TRADE  MARK  IS  FOUND  ON  EVERY 


McUOUD 


We  are  proud  of  the  PONIES ;  we  a 
sent  STRENGTH  and  COMFORT 


proud  of  the  CHAIR  —  they  repre- 
A  CHAIR  FOR  EVERY  BACK 


LOOK 
AT  THE 
ADJUSTABLE 
BACK 


THIS  IS 
ONE  OF  THE 
POPULAR 
STYLES 


ARE 

PROPERLY 

NAMED 


^  It  hts  where  you  want  it 
to  fit.  It  follows  your  every 
movement,  giving  a  maxi¬ 
mum  of  comfort. 

^  No  backaches ;  no  tired 
feeling  to  the  persons  that 
uses  any  one  of  our  forty 
varieties  of  chairs. 

^  The  comfort  of  the  chairs 
is  their  strong  point  —  they 
rest  the  back  —  they  are  es 
whose  duties  require  them  to 
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Customers*  Check  in  the  Shoe  Repairing  Business 

BY  C.  P.  RITMER, 


The  inclosed  system  is  designed  to  be 
used  by  shoe  repairing  establishments  or 
can  be  used  by  shoe  stores  who  do  repair¬ 
ing  and  wish  to  keep  that  department  sep¬ 
arate.  The  total  sales  could  be  credited 
to  one  ledger  account  and  thus  keep  a  dis¬ 
tinct  record.  The  form  as  illustrated  hardly 
needs  any  explanation  and  is  easily  ap¬ 


plied  without  disturbing  any  other  system 
that  may  be  in  use.  When  a  customer 
leaves  shoes  to  be  repaired  the  kind  of 
work  is  checked  and  the  amount  entered  both 
in  the  check  and  in  the  column  at'  the  left 
of  the  check.  These  checks  are  separated 
by  a  perforated  line  so  that  they  are  easily 
torn  off. 
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The  Simplest  Check  Figure 

BY  JAMES  FLETCHER  RUARK. 


I  have  used  a  number  of  them — check 
figures — and  now  I  have  discarded  them 
all.  In  my  case  the  individual  book¬ 
keeper  posts  all  items  relating  to  custom¬ 
ers’  ledgers  from  original  entries  direct. 
After  he  has  finished  posting  a  day’s  work, 
he  takes  out  the  same  original  sheets  and 
enters  them  on  the  statements  (current) 
which  are  kept  in  an  alphabetical  file.  If 
an*  item  happens  to  be  the  first  debit  or 
credit  in  the  current  month,  the  book¬ 
keeper  begins  a  statement,  and  so  on.  The 
statements  are  posted  up  to  “last  night” 

Pay  Roll 

BY  F.  W. 

A  Loose  Leaf  Pay  Roll  form  is  herewith 
submitted  which  will  be  found  very  satis¬ 
factory  for  general  use  and  is  designed  par¬ 
ticularly  to  meet  the  requirements  of  fac¬ 
tories  where  it  is  desired  to  check  the  total 
time  with  the  recapitulation  of  work  tickets. 

The  time  sheet  for  each  week  is  made  up 


the  same  as  the  ledgers  all  the  time.  At 
the  end  of  the  month,  while  one  book¬ 
keeper  is  checking  items  on  statements 
against  ledger  postings,  filling  in  balances 
and  bringing  down  new  balances  on  ledger 
No.  1,  ledger  No.  2,  No.  3,  etc.,  are  free 
to  be  posted  to ;  then  the  ledgers  are  alter¬ 
nated  at  certain  hours  of  the  day,  or  once 
a  day. 

It  has  proved  the  best  and  simplest 
check,  being  a  reverse  posting  medium, 
which  makes  up  the  statements  for  the 
month  current,  without  extra  labor. 

Records 

MORTON. 

independently  and  is  sent  to  the  cost  clerk, 
who  compares  each  workman’s  time  with 
that  reported  as  employed  on  the  various 
jobs.  The  total  of  these  should  agree  with 
the  total  hours  entered  on  the  pay  roll, 
thereby  providing  an  absolute  check  on  the 
accuracy  of  the  same. 
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THIS  BOOK  I 


Prlnciples^of  the 
fMail  Order  Business 
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*^RINCIPles  OF  the  mailorder  business 

Is  the  one  book  that  will  teach  you  ail  there  is  to  know  about  the  mail  order 
business.  Never  before  has  this  important  subject  been  fully  treated,  and  put 
in  plain  language  which  can  be  understood  by  the  novice  as  well  as  the  ex- 

AP  ^^1,  explained  at  length  and  fully  illus¬ 

trated.  Al,  that  you  have  been  taught  about  the  mail  order  business  mav  be 
wrong,  but  this  book  will  show  you  how  you  can  make  an  unfailing  success 
of  the  mail  order  business,  whether  you  have  unlimited  capital  or  onH-  a  few 
dollars  to  invest.  The  following  partial  synopsis  of  the  contents  will  give  some 
idea  of  the  scope  of  this  wonderful  work. 

Chapter  I.  Largely  introductory..  Shows  the  great  possibilities  of  the  mail 
order  business.  How  manufacturers  can  market  their  goods  by  this  method 
either  by  selling  to  retailers,  smaller  mail  order  dealers,  or  direct  to  the  public.’ 

Chapter  11.  The  standpoint  of  the  small  dealer.  How  to  begin  the  business 
as  a  sid.e-line,  acquiring  the  necessary  experience  to  go  in  deeper.  Ready-print 
circulars  and  catalogs.  How  to  keep  records  by  the  card  index  system  How 
to  follow  up  inquiries. 

Chapter  III.  The  catalog  business.  How  the  profit  is  made.  The  evolu¬ 
tion  of  a  mail-order  custom.er.  How  a  customer  is  secured.  The  kind  of  ads. 
that  pull.  Amount  of  money  to  spend  in  advertising.  How  to  place  it  advan¬ 
tageously,  etc. 

Chapter  IV .  The  follow-up  system.  Examples  of  follow-up  letters  that 
bring  a  large  percentage  of  orders. 

Chapter  V.  The  class  of  goods  for  the  man  with  limited  capital.  How  to 
grow  from  cheap  goods  into  a  more  pretentious  class  of  articles.  Examples 

Chapter  VI.  Selling  goods  through  agents.  The  right  method.  Price  and 
profit.  Examples  of  good  ads  and  letters. 

and  what  you  ought  not  to  do.  Postal  regulations  and 
infractions. 

Chapter  XVI.  The  future  growth  of  the  mail-order  ] 
business.  This  class  of  trade  constantly  increasing. 
The  impetus  given  the  mail  trade  by  the  extension  of 
the  Rural  Free  Delivery.  The  cumulative  results  of  cir¬ 
cular  mailing.  How  to  strengthen  a  good  first  impres¬ 
sion  so  that  an  order  follows.  This  chapter  shows  the 
way  to  “key”  your  ads  effectively. 

Chapter  XVII.  “Miscellaneous  Schemes.”  Matrimon¬ 
ial  bureaus  and  their  operation.  The  right  class  of  ad¬ 
vertising  literature  Courses  in  hypnotism,  and  tlie  im¬ 
mense  profits  realized.  Palmistry,  Astrology  and  Phy¬ 
sical  Culture  are  also  given  attention.  How  to  start  a 
successful  book  or  subscription  business  by  the  mail 
order  method.  The  books  that  sell.  Valuable  points  on 
guessing  contests  and  puzzle  offers. 

Chapter  XVIII.  Gives  exhaustive  consideration  to  the 
question  of  Financial  Advertising.  How  to  get  mail-or¬ 
ders  for  investment  securities  and  speculative  ventures 
on  margin.  Literature  and  methods.  The  best  mediums 
to  use.  Brokers’  advertising.  The  discretionary  pool. 
Get-rich-quick  schemes.  Real  estate  advertising.  Build¬ 
ing  and  loan  societies.  Selling  mining  stocks.  Follow¬ 
up  letters,  etc.  Three  model  letters  showing  the  right 
sort  of  argument  to  use. 

Chapter  XIX.  This  chapter  gives  a  plan  for  working 
up  a  very  profitable  business.  Small  capital  is  required. 
Where  to  get  goods  that  will  sell.  A  number  of  valu¬ 
able  points  for  every  beginner  in  the -mail-order  business. 

Chapter  XX.  Contains  a  number  of  letters  of  mail-or¬ 
der  firms  (names  omitted)  who  were  not  succeeding  as 
well  as  they  should,  or  who  had  made  absolute  failures 
of  the  business.  The  reasons  for  the  lack  of  simcess. 

The  Appendi.v  contains  the  names  of  manufacturers 
and  jobbers  who  supply  mail-order  men  with  goods,  sup¬ 
plies  and  circulars  needed  in  their  business.  Full  ad¬ 
dresses  are  given. 
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Chapter  VII.  “Hints  by  the  way.”  Practical  experi¬ 
ence  of  a  concern  that  has  succeeded  where  others  fail¬ 
ed.  Three  follow-up  letters  that  will  prove  excellent 
models  for  many  mail-order  dealers. 

Chapter  VIII.  The  mail-order  medicine  business.  In¬ 
quiries,  and  how  to  turn  them  into  orders.  The  value 
of  testimonials,  and  how  to  get  them.  The  price  and 
the  profit.  The  value  of  a  new  idea,  etc.  Examples  of 
good  ads  and  letters. 

Chapter  iX.  Selling  medicines  through  agents.  How 
to  get  agents  and  how  to  keep  them.  The  literature. 

Selling  on  consignment  and  making  collections.  Three 
strong  letters  to  agents.  This  is  a  long  chapter — the 
subject  is  fully  covered. 

Chapter  X.  Giving  satisfaction.  Promptness  in  filling 
orders.  Slack  methods  and  where  they  lead.  The  key¬ 
stone  of  a  successful  mail  business. 

Chapter  XL  Legitimate  schemes.  How  to  make  a 
big  profit  and  still  give  satisfaction.  Samples  of  scheme 
circulars^  and  follow-up  letters.  An  example  of  a  good 
scheme  is  given. 

Chapter  XII.  The  trust  or  consignment  scheme  is 
gone  into  fully.  The  author  has  had  wide  experience  in 
this  class  of  business^  and  speaks  with  full  knowledge. 

The  best  class  of  articles  and  premiums  are  shown  in 
the  light  of  practical  experience.  Where  to  buy  at  lowest 
prices.  How  to  get  replies  at  the  lowest  possible  figure. 

Delinquent  creditors.  How  to  keep  the  percentage  of 
losses  down.  Examples  of  dunning  letters.  Do  not  go  into 
the  trust-scheme  business  without  reading  this  chapter. 

Chapter  XIII.  Advertising  mediums.  Importance  of 
buying  the  right  class  of  circulation.  Value  of  the  differ¬ 
ent  monthlies.  How  to  place  your  ad  in  papers  that 
will  pull. 

Chapter  XIV.  Typographical  detail.  How  space  is 
measured.  Display  ads.  Reading  matter  ads.  A  flat 
rate.  Classified  ads.  Position.  How  to  send  copy,  etc. 

Chapter  XV.  Postal  pointers.  What  you  ought  to  do 

c  Book  Free  send  $1.00  today  for  a  year’s  subscription  to  Advertising,  edited  by  .'\rtnur  r.. 

bwett.  Ihis  IS  the  mail-order  advertisers’  guide — the  only  monthly  magazine  devoted  to  the  most  important 
branch  of  advertising.  ^  It  has  for  its  contributors  the  most  brilliant  and  experienced  advertising  men  in  the 
world  and_  every  conceivable  subject  pertaining  to  advertisment  writing,  space  buying,  system,  methods,  etc.,  is 
discussed  in  a  masterly  manner  at  once  interesting  to  the  tyro  and  convincing  to  the  most  experienced  adver¬ 
tisers— such  as:  The  Chance  for  the  Small  Business,  Mailing  Cards.  The  Value  of  Price  in  Advertising.  W'lv 
booklets  bring  business.  Doctors  and  Advertising,  The  Farmer,  the  Catalogue,  Letters  the  mainstay  of  the 
Proposition,  Retail  Advertising  in  the  Country,  How  Country  Merchants  can  draw  trade.  Employing  an  .Ad 
Writer,  1  he  Advertising  Writer  and  the  man  who  pays  him.  How  and  why  the  Ad  Writer  gets  business.  Go xl 
Schemes  and  Bad  ones.  Continuous  Advertising,  Inactive  Advertising  Matter,  etc.,  etc.  The  man  who  is 
studying  a^ertising  by  correspondence  will  be  interested  in  “The  Letter.s  of  an  Advertising-  3Ian  to  Hi.s 
Brother,”  which  discusses  in  a  series  of  heart  to  heart  talks  the  trials,  difficulties  and  temptations 
that  beset  the  young  advertising  writer  in  learning  and  following  his  profession. 

Jil**V*’'*!*^  **  ?  mall  order  men  and  other  bnsiness  men  who  wish  to  extend  their  bnslness.  It  will  elve  von  the  reqnisite  lfnowled<»e  to  ent<*r 

the  business  inteltigenUy,  and  wllh  prospect  of  success.  You  will  receive  this  book  and  a  year’s  slibscriptien  to  Advertising  (12  numbers,  2  volumes  ) 

SEND  $1  TO-DAY  and  take  advantage  of  this  great  offer,  which  contains  the  biggest  dollar’s 
- - -  worth  of  advertising  instruction  advice  and  information  ever  offered. 

ARTHUR  E,  SWETT,  Royal  Insurance  Building,  Dept,  9,  CHICAGO 
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By  having  the  binding  edge  on  the  right, 
one  name  sheet  is  sufficient  for  several 
weeks  and  the  time  sheets  can  easily  be  in¬ 
serted  in  the  proper  place,  preparatory  to 
the  completion  of  the  pay  roll. 

A  new  name  sheet  can  be  made  out  at 
stated  periods  or  whenever  changes  in  em¬ 
ployes  render  it  desirable.  The  time  sheets 
are  allowed  to  remain  in  their  proper  place, 
week  after  week,  having  the  most  recent 
one  always  on  the  top  and  when  a  new 
name  sheet  is  made  out  the  old  one  is  fold¬ 
ed  over  lengthwise  to  the  same  width  as  the 
time  sheets  it  covers,  and  all  are  filed  away 


ill  a  periiiaiieiit  binder.  In  factories  where 
a  large  number  of  workmen  are  employed, 
a  separate  sheet  is  used  for  each  depart¬ 
ment  and  numbered  accordingly. 

The  distribution  of  amounts  into  denom¬ 
inations  is  a  great  convenience,  as  by  this 
means  the  exact  amount  required  in  each 
denomination  may  be  procured,  *  thereby 
facilitating  the  filling  of  pay  envelopes  with¬ 
out  the  probability  of  a  shortage  or  over¬ 
supply  of  change. 

The  cross  footing  of  these  columns  also 
provides  a  check  on  the  accuracy  of  the 
total  footing. 


Storage  of  Household  Goods 

BY  T.  HENRY  SWEETING, 

President  Atlas  Storage  Co. 


I  notice  on  page  89  of  the  July  issue  of 
The  Business  Man's  MACAaiNE  an  article 
on  storage  of  household  goods.  It  seems 
to  me  that  our  system  is  so  much  superior, 
as  regards  accuracy  and  time  saving,  that 
I  send  a  set  of  our  papers.  When  the  goods 


come  in,  they  are  checked  by  the  receiv¬ 
ing  clerks  on  the  sheets  printed  in  black. 
The  Warehouse  Receipt  is  then  made  out 
from  this  original,  and  a  letter  press  copy 
taken,  so  that  if  the  Warehouse  Receipt- 
should  be  lost,  we  can  furnish  an'  exrat;t-- 
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Please  mention  The  Business 


■WiW-M 


You  haven’t  an  excuse  left.  You  can 
select  a  machine,  from  our  47  different 
styles,  giving  you  exactly  what  you  need 
for  the  economical  handling  of  your  sys¬ 
tem. 

You  can  save  from  30  to  60  per  cent  in 
the  adding  and  listing  of  figures,  no  mat¬ 
ter  whether  it  is  the  handling  of  figures 
of  value,  or  the  figures  of  weight,  meas¬ 
ure  by  feet  and  inches,  hours  and  min¬ 
utes,  tons  and  hundred  weights,  dozen 
and  gross,  pounds  and  bushels. 

You  can  handle  these  figures  and,  in 
addition,  the  dollars  and  cents  figures, 
too.  Any  one  of  these  machines  can  be 
had  hand  or  electrically  operated.  Any 
one  can  be  had  in  any  capacity — with  or 
without  fractions,  from  six  columns  to 
fifteen  columns  of  figures. 

The  Burroughs  Bookkeeping  Machines 
you  see  are  more  than  adding  and  listing 
machines,  because,  with  loose  leaf  meth¬ 
ods,  you  can  handle  forms  up  to  18"  in 
width,  both  cross-tabulating  and  column¬ 
footing.  With  such  a  machine  your 
present  system  can  be  shortened,  ren¬ 
dered  less  expensive,  and  your  office 
force  strengthened  thirty  to  sixty  per  cent. 

BURROUGHS  ADDING  MACHINE  CO. 

82  Amsterdam  Ave. 

Detroit,  Michigan,  U.  S.  A. 


1  I  4 
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'iuplicai*'  ai  aii>  titiu*.  liy  Jiaving  the  names 
of  all  articles  of  furniture  printed  on  the 
receipt  in  alphabetical  order,  one  can  see 


at  a  glance  just  what  the  goods  consist  of. 
Jt  also  keeps  a  uniformity  about  the  papers, 
which  is  verv  desirable. 


NOT  NEGOTIABLE 


ATLAS  STORAGE  COMPANY 

2029  to  2035  Market  Street 

Ph  Hade  Ip  h  ia . 


1^cce^ve^  from . 

the  merchandise  described  hereon  to  be  held  on  monthly  storage  irom  receipt,  (subject  to  the  conc  i- 
bons  endorsed  hereon)  and  to  be  delivered  only  upon  return  of  this  receipt  and  payment  of  all  charges 

Atlas  Storage  Company 

_ _  Per . 


DETAIL  INVENTORY  OF  GOODS  ON  STORAGE 


3 


a 

S' 

/ 

/ 

zt. 


Album. 

Andiron*. 

Awnings. 

Awning  Frames. 

Axe. 

Baby  Carriages. 

Bag!!  (eontents  unknown). 
Bales  ••  •* 

Barrels  “  “ 

Banjo 

Baskets  (eropiy). 

“  (contents  unknown). 
B.alh  Tubs. 

Btdsiesds. 

Bed  Slais.  ibundles). 

Bed  Springs. 

Benches. 

Bicycles. 

Bird  Cage. 

Blacking  Box 
Blackboard. 

Book  Cases  (cont.  unknown) 
Book  Shelves. 

Boxes  (conteuts  unknown). 
Bolsters. 

Boards,  Pie. 

Boards,  Ironing. 

Boilers. 

Books. 

Brackets. 

Bric-abrao. 

Brooms. 

Brushes. 

Bureaus  (contents  nnknown) 
Bundles  "  •• 

Buckets  and  Cans. 

Cabinets, 

Camp  Chairs  and  Stools. 
Carpets  (bundles). 

"  Wood  (bundles). , 
Carpet  Paper. 

Carriage. 

Cellar  Shelves. 

Cbeval  Glass. 

Chests,  (contcnls  unknown) 
Chests.  Ice.  "  “ 

Chairs,  Upholstered. 

'*  Cane  Seat 

Woodeu. 

“  Carpet. 

■'  Dental. 

Folding. 

High. 

"  Leather. 

“  Morris. 

“  Rock,  Upholstered 

'•  •'  Cane  Seat. 

“  “  Wooden. 


/ 


Chairs  Rock,  Carpet. 

Chest  of.  Drawers. 

China  Closet. 

Chiflbiilers  (cont.  nnknown). 
Closet. 

Clocks. 

Clothes  Hooks. 

Clothes  Horse. 

Clothes  Props  (bandies). 
Clothes  Tree. 

Cots. 

Couch. 

Cornices. 

Commodes. 

Counters. 

Crates. 

Cri  bs. 

Cradle. 

Crockery. 

Cupboard. 

Curtains. 

Curtain  Poles. 

Stretcher*. 

Cuspadore. 

Demijohns  (cont.  unknown). 
Desks. 

Divan. 

Doll  Furniture. 

Doors. 

Dress  Form. 

Dressing  Tables. 

Dumb-bells. 

Easels. 

Feather  Beds. 

Figure*. 

Filters. 

Fire  Screen. 

Flags. 

Flag  Poles. 

Flower  Stand. 

Foot  Rests. 

Folding  Bed. 

Gas  Fixtures. 

Gas  Oveu. 

Group. 

Guitar. 

Guns. 

Hall  Stands. 

Hampers. 

Hassocks. 

Hat  Racka 
Hobby  Horses. 

Hoe. 

Horns. 

Hose. 

Ice  Cream  Freezers. 

Image. 

Indian  Clubs. 


£at 


Jar. 

Keg. 

Kettles. 

Kitchen  Utensils. 

Ladders. 

Ladders,  Step, 
f.umbrequina 
Lamps 
Lap  Boards. 

Lathe. 

Lawn  Mowers. 

Letter  Press. 

Lounges. 

Machinery. 

Marble  Slabs. 

Mats. 

Matting  (bundles). 

Mattresses. 

■  Mirrors. 

Music  Rack. 

Music  Cabinet. 

Otlice  Furniture. 

Oil  Cloth. 

Organ. 

Oveu. 

Packages. 

Pails,  cov.  (cont.  unknown). 
Pails,  empty. 

Paper  Boxes.  ' 

Pedestal. 

Piano.  s9^ 

Piano  Lamp. 

“  Stool. 

"  Cover. 

Pictures. 

i’illows. 

Porch  Curtain. 

Press. 

Quilts. 

Rake. 

Refrigeratbrs  (cont.  unknown) 
Rugs. 

Safe. 

Saw. 

Scales. 

Screen  Door. 

Screens 
Scuttles. 

Sedee. 

Set  China. 

Sewing  Machlnes.^^ fo/2.Qi 
Shades  (bundles).  ^ 

Shovels. 

Shelves. 

Sham-holder, 

Show  Case. 

Side  Board  (cont.  unknown). 
Sieves. 


Signs. 

Sled. 

Sofas. 

Stands 

Stair  Rods  (bundles). 

Stair  Pads. 

Store  Fixtures. 

Stoves  and  Pipe. 

“  Gas. 

“  Oil. 

Sword. 

Sweeper. 

Tables,  Ext.  and  boards. 

••  Library. 

**  Marble  Top. 

“  Ironing. 

••  Kitchen. 

‘‘  Folding 
Taborettes 
Tubs. 

Tanks. 

Towel  Racks. 

Toy*. 

Tree  Holder. 

Trunks  (contents  uukuown). 
Tray. 

Tresslc*. 

Tricycle. 

Type  Writer*. 

Umbrella. 

Umbrella  Stand. 

Valises  (conteuts  unknown). 
Vases. 

Violin. 

Vise. 

Wagon. 

Wallers. 

Wall  Pocket, 

Wardrobe*. 

Wash  Boards. 

Washing  Machine. 

Wash  Stands. 

Water  Coolers. 

What-Not*. 

Wooden  Pattern. 

Work  BaskcL 
Wringer*. 

Zinc  (rolls). 

Zinc  (sheets): 


CHARGES:  ^ 

Storage,  per  month.  — 
Carting,  w^  — 

Packing,  ^C, 

Insurance,  $/Soo 


U  [((■> 
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'AfcDPHNOID  PENS 


FOR  OFFICE  MEN 

Here  are  pens  made  especially  for  you.  They  serve  you  instantly, 
smoothly— just  firm  enough  to  give  the  right  resistance,  they  yield  to  every  whim 
and  peculiarity  of  your  style. 

Aluminoid  pens  wear  longer  than  other  pens,  they  wear  smoother,  they  don’t  clog 
with  ink  and  corrode  like  steel  pens.  You  take  better  care  of  them,  you  dislike  to 
throw  one  away.  Below  we  show  five  styles,  each  a  perfect  tool  for  its  purpose  : 


No.  3  Bank  Ledger — Especially  made 
for  banks  and  counting  houses  where  a 
clean  set  of  books  is  a  matter  of  pride. 

No.  4  Salomon’s  Falcon — The  best 
all-around,  general  utility  pen  made  for 
the  business  man. 


No.  6  Insurance  Writer— Especially 
adapted  for  writing  insurance  policies  and 
is  very  rigid  in  action. 

No.  8  Way-Bill  and  Invoice— Is  design¬ 
ed  for  rougher  business  uses  such  as  shipping 
tags  and  rapid  writing  on  coarse  papers. 


No.  15  Cannon  Ball — The  swiftest  writing  pen  made.  Used  by  telegraph  operators, 
business  men.  Everyone  who  wants  a  pen  that  will  write  faster  than  he  can  use  it. 

Aluminoid  Pe7is  are  on  Sale  at  First-class  Stationers 


Samples  of  the  Five  Pens  Illustrated  mailed  FREE 
on  Request  to  any  Business  House  in  the  Country 


Salomon  Co.» 


339  Broadway, 

NEW  YORK 


A.L  .SALOMONS 
ALUMINOID 


8 


A.L.5AL0M0N' 

ALUMINOID 


A.L.5AL0M0N' 

ALUMINOID 


A.L.5AL0M0N'. 
'  ALUMINOID 


»-*A.L.5AL0M0N. 

ALUMINOID 
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The  Business  Man’s  Magazine  for  1906. 

N  accordance  with  a  time- 
honored  custom  the  Christ¬ 
mas  number  of  The  Busi¬ 
ness  Man’s  Magazine  de¬ 
votes  a  little  more  space  than 
usual  to  light  literature.  It  is  generally 
supposed  that  even  business  men  are  ac¬ 
customed  to  a  certain  amount  of  mental 
relaxation  at  this  time  of  the  year,  and  we 
have  no  doubt  that  a  good  business  story 
like  “The  Automatic  General  Manager” 
will  be  welcomed  by  all  readers  as  afford¬ 
ing  timely  entertainment. 

The  article  on  “Manufacturing  Architec¬ 
tural  Sheet  Metal  Ornaments”  combines 
general  and  technical  features  in  an  unusu¬ 
ally  attractive  manner. 

A  review  of  the  contents  of  The  Busi¬ 
ness  Man’s  Magazine  for  the  12  months 
ending  December,  1906,  shows  that  our 
readers  have  been  furnished  with  an  aston¬ 
ishing  variety  of  information  and  inter¬ 
esting  reading.  Such  articles  as  “Business 
Possibilities  in  Labrador;”  “The  Alleged 
American  Commercial  Conquest  of  Mex¬ 
ico  ;”  “Business  Aspects  of  Municipal  Own¬ 
ership,”  “The  Contest  Between  Monopoly 
and  the  People,”  all  contributed  by  authors 
of  high  repute  and  national  prominence, 
have  attracted  widespread  and  most  favor¬ 
able  attention. 

In  the  technical  field  we  have  covered 
mining,  job  printing,  lumber,  brokerage, 
real  estate,  laundries,  wholesale  fish,  poul¬ 
try  raising,  water  and  telephone  companies, 
advertising  agencies,  wholesale  grocery,  re¬ 
tail  furniture,  wholesale  hay  and  grain, 
packing  houses,  retail  drugs,  retail  tailor¬ 
ing,  wholesale  produce,  savings  banks,  trust 
companies,  export  agencies,  hospitals,  build¬ 
ing  and  loan  associations,  and  cotton  mills. 

In  the  line  of  manufacturers’  costs,  a 
very  valuable  series  of  articles  on  factory 


management  and  organization  has  been 
published.  These  articles,  together  with 
much  additional  matter,  are  now  "being  re¬ 
produced  in  book  form. 

Other  cost  accounting  articles  haye  de¬ 
scribed  methods  for  manufacturers  of 
boots  and  shoes,  automobiles,  candy,  paper, 
machinery,  bank  and  office  fixtures,  and 
sheet  metal  ornaments. 

In  the  way  of  special  systems  for  specific 
business  departments  we  have  covered  an 
immense  territory  and  the  subjects  are  too 
numerous  to  mention,  ranging  from  mul¬ 
tiple  cash  registers,  automatic  travelers, 
perpetual  inventories  and  distribution  of 
overhead  expense  in  factories,  to  records 
for  music  teachers  and  dressmakers,  and 
storage  of  household  furniture. 

•  Special  attention  has  been  devoted  to  the 
advertising  and  salesmanship  departments, 
and  a  very  interesting  feature  has  been  the 
development  of  our  standard  prize  compe¬ 
titions,  which  have  been  liberally  patron¬ 
ized  by  our  subscribers. 

The  business  law,  business  dress  and 
commercial  law  departments  have  also  been 
very  favorably  received  and  much  appre¬ 
ciated. 

In  the  year  1907  we  hope  to  still  further 
demonstrate  that  the  foremost  business 
magazine  in  the  world  is  The  Business 
Man’s  Magazine. 


Some  Important  Results  Accomplished. 

The  Business  Man’s  Magazine  feels 
that  the  campaign  inaugurated  by  it  early 
this  year  for  universal  two-cent  fares  on 
the  railroads  of  the  United  States  is  bear¬ 
ing  the  intended  fruit  and  that  to  the  in¬ 
fluence  of  this  publication  may  be  traced 
much  of  the  tendency  in  all  localities  to 
put  this  desirable  measure  into  effect. 

In  opening  this  campaign,  we  considered 
it  desirable  to  enlist  the  best  writer  on  rail- 
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Cs«l):«city  9,999  9}>9.»9. 


A  Complete  Adder 

FOR  $1.00 


The  Dilworth  Adder 

a  practical  adding  machine,  size  and  shape  of 
an  ordinary  card  case  sent  postpaid  for  $1.00. 
Has  no  complicated  mechanism  to  get  out  of 
order,  is  simple  and  convenient  as  you  can  carry 
it  in  your  pocket  for  use  on  all  occasions.  In 
adding  you  can  see  the  total  at  any  time  for  any 
part  of  an  addition  so  that  interruption  can  not 
inconvenience  you.  This  adder  is  just  as  efficient 
as  an  expensive  machine  and  a  lot  more  conven¬ 
ient.  Will  last  a  lifetime. 


Send  a  dollar  today  and  if  the  adder  not  satisfactory  we  will 

promptly  refund  your  money. 


DILWORTH  ADDER  COMPANY 


Ills  Farmers  fiank  nuilditi^. 


PITTSBURG,  PA. 


The  MANN  LOOSE  LEAF  OUTFIT  consists  of  Mann  Led^fer  (with  or  without  Yale 
lock),  Mann  Transfer  Binder,  Spring[  Holder  and  Deprima  Flat  Opening  Leaf. 

Mann  Ledgers  fitted  with  Yale  tumbler  locks,  insure  absolute  security  for  business 
records. 

Best  workmanship  and  materials  only  are  used  in  the  manufacture  of  our  binders 
and  leaves,  while  the  actuating  mechanisms  are  simple  and  strong,  and  the  finished 
devices  have  the  lines  of  perfect  books.  Write  for  information  and  catalog. 


The  MANN  LEDGER 

lNiERCH*N““ii 
1  EAVES 


BINDER  AND  LOCK 
PATENTED 


ManK  CCKrlkT 


LESLIE  PATENTED  BINDER  AND  LEAVES.  The  best  for  the  pur¬ 
pose  on  the  market:  will  hold  I  leaf  or  1000  leaves  with  equal  firmness. 


WILLIAM  MANN  COMPANY 

Blank  Book  Makers,  Stationers,  Printers  and  Lithographers.  Manufacturers  of  Copying 

Books  and  Papers  and  Loose  Leaf  Devices. 

59-61  Maiden  Lane,  New  York.  $29  Market  St.,  Philadelphia,  Pa. 


Please  mevtion  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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road  topics  and  a  series  of  articles  by  Hon. 
Chas.  E.  Townsend  was  arranged  for,  the 
matter  prepared  by  him  being  supplemented 
by  that  of  other  well-posted  writers,  whose 
articles  were  more  especially  along  the 
lines  of  two-cent  fares. 

All  members  of  Congress  and  as  well  the 
prominent  railroad  officials  of  the  country 
were  furnished  the  issues  of  The  Business 
Man's  Magazine  in  which  these  articles 
appeared  and  every  means  were  used  to 
give  the  subject  as  great  publicity  as  pos¬ 
sible. 

Michigan  had  been  among  the  lirst  of  the- 
states  to  introduce  and  put  into  effect  a 
law  compelling  cheaper  fares  under  certain 
specified  conditions,  the  law  being  so 
graded  that  roads  earning  $3,000  per  mile 
could  charge  but  two  cents  per  mile;  roads 
earning  $2,500  per  mile  two  and  one-half 
cents  per  mile,  while  roads  whose  earnings 
from  passenger  traffic  were  less  than  $2,500 
are  allowed  to  charge  three  cents  per  mile. 

During  this  year,  Ohio  swung  into  line, 
passing  a  law  by  which  all  roads  within 
the  state  are  allowed  to  charge  but  two 
cents  per  mile. 

More  recently,  the  Pennsylvania  and 
New  York  Central  lines  which  together 
cover  the  states  of  New  York,  Pennsyl¬ 
vania,  New  Jersey,  Delaware,  Massachu¬ 
setts,  Ohio,  Michigan,  Indiana  and  Illinois 
have  elected  to  put  on  sale  thousand  mile 
tickets,  which  are  transferable  and  usable 
by  either  the  original  purchaser  or  by  anv- 
one  to  whom  he  may  give  or  sell  it,  at  a 
flat  rate  of  $20. 

The  weaker  lines  have  threatened  and 
will  be  forced  to  put  on  sale  tickets  over 
their  lines,  good  for  anyone  and  for  any 
distance  at  a  flat  rate  of  two  cents  to  pro¬ 
tect  their  passenger  traffic. 

Tlie  result  will  be  that  by  January  Jst. 
1007.  the  states  above  named  will  practic¬ 
ally  if  not  eniirel}’  have  the  benefits  of 
straight  two-cent  fares,  and  with  so  large 
a  portion  of  the  country  enjoying  this,  the 
legislatures  of  other  states  may  be  left 
alone  to  pass  such  measures  in  the  near 
future  as  will  give  to  their  constituents 
the  same  desirable  laws. 

The  situation  so  far  as  the  railroads 
themselves  are  concerned,  is  that  practic¬ 
ally  all  of  them  on  which  this  reduced  fare 
has  been  in  effect  long  enough  to  make 
comparisons,  show  an  increase  in  passen¬ 


ger  earnings  over  corresponding  periods 
during  which  higher  rates  were  charged. 

This  is  the  “handwriting  on  the  wall,” 
and  The  Business  Man's  Magazine  takes 
credit  to  itself  as  being  in  a  measure  instru¬ 
mental  in  forcing  the  issue  to  a  success¬ 
ful  termination ;  successful  not  only  for 
the  people,  but  for  the  railroads  themselves. 


Unprogressive  Public  Accountants. 

It  seems  almost  incredible  that  under  the 
present  conditions  of  business,  and  the  gen¬ 
erally  diffused  knowledge  and  experience 
in  relation  to  modern  methods  of  keeping 
business  records,  there  should  be  a  place 
for  a  concern,  calling  itself  an  organization 
of  accountants  and  auditors,  the  members 
of  which  really  constitute  an  organization 
for  the  sale  of  bound  books  in  which  they 
liave  a  personal  financial  interest. 

lhat  such  a  grafting  organization  exists, 
Iiowever,  is  conclusively  proved  by  a  re- 
jiort  we  recently  had  the  privilege  to  peruse 
in  which,  after  making  various  recommen¬ 
dations  for  the  supposed  improvement  of 
the  methods  of  the  manufacturing  estab¬ 
lishment  to  whom  the  report  was  address¬ 
ed,  this  accounting  and  auditing  company 
went  on  to  say  that  all  loose  leaf  records 
of  every  description  must  be  discarded  and 
l)ound  books  substituted  for  “obvious  rea¬ 
sons.” 

What  obvious  reasons? 

So  that  bound  books  might  be  purchased 
ill  rough  the  accounting  and  auditing  com¬ 
pany. 

The  manager  of  the  manufacturing  estab¬ 
lishment  in  question  was  hypnotized  into 
folio vving  this  outrageous  advice,  but  al¬ 
most  immediately  after  recognized  his  er- 
for  and  now  deeply  deplores  his  temporary 
weakness.  For  “obvious  reasons”  the  loose 
leaf  records  will  be  restored  without  delay, 
but  the  money  paid  for  the  work  of  the 
accounting  and  auditing  company  is,  of 
course,  irretrievably  lost. 


The  Abolition  of  Credit. 

It  is  interesting  to  know  that  on  account 
of  the  accumulation  of  bad  debts  our  Eng¬ 
lish  cousins  are  discussing  that  utterly 
chimercial  suggestion — the  abolition  of 
credit. 

A  daily  newspaper  proposes  that  credit 
be  limited  to  12  months  by  the  simple  expe- 
<Iient  of  making  debts  irrecoverable  by  law 
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Not  Something  Cheaper — But  Something  Better 

Metal  Sectional 
Steel  Filing  Cabinets 


(^UR  ONE  IDEA  in  bringing 
out  a  New  Line  of  Filing  Cab¬ 
inets  at  this  time  was  to  build  for 
Quality  in  every  particular —to 
meet  the  demand  for  “Something 
Better.” 

How  We  Build  Them 

Built  of  Steel.  Steel  frames,  steel  backs, 
■  steel  tops,  steel  side  panels, 
drawers  and  drawer  fronts — steel  throughout  and  not 
a  sliver  of  wood  anywhere.  They  cannot  burn, 
shrink  or  swell. 

Absolute  Security.  Stronger  than  any  other 

filing  cabinets,  the  se¬ 
curity  of  the  contents  is  made  complete  by  every 
cabinet  being  equipped  with  our  special  improved 
lock  which  fastens  every  drawer  with  one  turn  of  the 
key. 

UnCQUaled  Capacity.  From  25 to  50  per  cent 

greater  capacity  than 
wooden  files;  25  per  cent  greater  in  a  single  file;  50 
per  cent  when  you  use  them  in  combination. 

Expansion  is  provided  for  a  minimum  costand 
”  saves  floor  space  because  the  metal 

sectional  idea  includes  removable  side  panels  and 
interlocking  frames.  There  are  no  fillers  or  extra 
panels  to  pay  for. 


Fasv  of  Operation.  The  steel  drawers  run  on 

roller  bearings.  No  ex¬ 
asperating  sticking,  like  wooden  cabinets.  No  bind¬ 
ing.  Instant  adjustment  ot  drawer  followers  at  any 
point. 

Handsome  Finish. 


In  olive  green  enamel, 
striped  with  the  finest 
Solid  brass  drawer  handles  and  label 
No  “dipped”  work,  but  coat 


French  gold. 
iK.lders,  both  larpe. 
after  coat  of  the  finest  enamels  brushed  on,  baked  at 
high  temperature  and  rubbed  down  by  hand. 

Our  Offer  is  to  show  you  the  cabinets  and  prove 
■■■  to  you  that  they  are  the  most  desir¬ 

able,  the  most  economical  in  practical  wavs,  and 
the  best  made.  We  will  go  anywhere  to  do  this  and 
satisfy  you  by  any  reasonable  demonstration  or  trial. 

Inquiries  solicited  and  will  receive  prompt 
attention.  SEND  FOR  BOOKLET. 

Sales  Department 

The  Metal  Sectional 
Furniture  Company 

80  Willow  Driye 

Benton  Harbor,  Michigan 


The  Improved  Majestic  Led§:er 


The  Ledger*  that  Satisfies 

The  mechanism  of  the  Majestic  is  self  contained — it  does  not  use  the  back  casting  for  a 
fulcrum,  but  the  screws  in  extending  or  closing  the  ledger  play  either  against  or  toward 
each  other.  The  movement  is  very  simple  and  strong — the  amount  of  strain  on  the 
adjoining  parts  is  reduced  to  a  minimum.  Sheets  can  be  inserted  in  or  removed  from  the 
Majestic  almost  instantly  and  yet  when  the  ledger  is  closed  the  grip  is  so  tight  that  the  weight 
of  the  whole  book  can  be  sustained  on  one  sheet — the  sheets  are  as  firmly  gripped  or  more  so 
than  in  a  bound  book. 

O.  The  expansion  of  the  Majestic  is  100%  — a  ledger  with  a  minimum  capacity  of  2  inches  will 
expand  to  4  inches.  The  back  is  low — the  sheets  are  closer  to  the  desk  than  in  any  other  ledger. 

C.  The  material  used  in  the  Majestic  is  of  a  quality  that  will  last  a  lifetime.  That  this  ledger  is  unlike  all 
others  is  demonstrated  by  its  immense  sale  and  by  the  extra  favorable  comments  of  users  and  stationers. 

Our  48-page  Catalog  of  Loose-Leaf  Deyices.  Sent  Upon  Request 

Sieber  &  Trussell  Mfg.  Co.,  4004  Laclede  Ave.,  St.  Louis,  Mo. 

Largest  Exclusive  Loose  Leaf  Manufacturers  in  the  World 


Please  mcvtioii  The  Business  Man's  Magazine  rehm  writing  to  advertisers, 
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after  the  expiration  of  that  period.  Legisla¬ 
tion  of  this  kind  would,  undoubtedly,  great¬ 
ly  simplify  the  accountant’s  labors  when 
called  upon  to  distinguish  between  good, 
doubtful  and  bad  debts  in  preparing  his 
schedules. 

In  the  course  of  the  discussion  it  is 
somewhat  surprising  to  learn  that  large 
numbers  of  debtors  are  still  imprisoned  for 
non-payment  of  their  liabilities  every  year, 
notwithstanding  the  fact  that  imprisonment 
for  debt  is  supposed  to  have  long  since- 
been  abolished ;  and  it  would  appear  to  be 
a  severe  reflection  on  British  business  and 
governmental  policies  that  the  only  remedy 
to  be  found  which  will  abolish  imprison¬ 
ment  for  debt  is  the  abolition  of  credit. 

We  also  note  that  in  Great  Britain  hotel 
proprietors  cannot  recover  by  process  of 
law  any  debt  exceeding  $100,  or  any  debt 
exceeding  the  age  of  six  months.  The  par¬ 
ticular  reason  for  this  sapient  legislation  is 
certainly  not  of  a  transparent  nature. 


Incorporated  Accountants  of  New  York. 

Having  successfully  organized  the  Incor¬ 
porated  Accountants  of  New  Jersey  and 
Maryland,  we  are  now  engaged  in  organiz¬ 
ing  the  Incorporated  Accountants  of  New 
York,  and  have  no  doubt  all  New  York 
members  will  be  greatly  interested  in  this 
important  undertaking. 

The  magnitude  of  the  interests  of  The 
International  Accountants’  Society  in  New 
York  state, will  be  understood  from  the 
fact  that  we  now  have  over  400  members 
there,  most  of  whom  reside  in  New  York 
and  Brooklyn. 

The  first  meeting  for  consideration  of 
constitution  and  by-laws,  and  election  of 
officers  for  1907,  will  be  held  in  a  conven¬ 
ient  hall  in  New  York  City  on  Tuesday 
evening,  December  11.  Due  notice  will  be 
given  as  to  location  of  hall,  etc.,  by  mail. 


The  North  American  Audit  Society. 

Owing  to  the  constantly  increasing  re¬ 
quests  we  receive  from  business  men  in  the 
United  States  and  Canada  to  furnish  ex¬ 


perts  to  make  audits,  devise  improved  sys¬ 
tems  of  accounting  and  install  cost  systems, 
we  have  incorporated  The  North  American 
Audit  Society. 

This  organization  will  work  in  affiliation 
with  The  International  Accountants’  So¬ 
ciety,  and  will  make  it  its  business  to  fur¬ 
nish  incorporated  accountants  to  those  who 
desire  their  services  on  the  one  hand,  and 
to  obtain  expert  work  for  Incorporated  Ac¬ 
countants  on  the  other.  When  we  receive 
an  application  from,  say  Columbus,  Ohio, 
from  a  manufacturer  desiring  a  cost  sys¬ 
tem  installed  in  his  factory.  The  North 
American  Audit  Society  will  turn  over  the 
work  to  the  most  competent  incorporated 
accountant  residing  in  that  city  who  is  able 
to  undertake  it. 

We  predict  a  most  successful  career  for 
this  new  society  and  feel  that  it  is  the  one 
link  necessary  to  perfect  and  complete  our 
Correspondence  Courses.. 


Production  of  Rubies  and  Emeralds. 

The  three-colored  insert  to  be  found 
in  connection  with  the  article  on  “Pro¬ 
duction  of  Rubies  and  Emeralds,”  page 
48,  exhibits  precious  stones  in  the  rough 
as  mined,  as  usually  cut  (illustrated  sep¬ 
arately  and  also  in  the  two  necklaces),  and- 
some  striking  ways  of  displaying  them. 


Home  Study  and  The  Book-Keeper. 

The  November  number  of  Home  Study 
AND  The  Book-Keeper  discusses,  under  the 
head  of  Cost  Accounting,  the  unnecessary 
duplication  of  records,  the  treatment  of  un¬ 
finished  products,  cost  records  for  foun¬ 
dries,  and  the  disposition  of  overhead  ex¬ 
pense  in  the  repair  department  of  a  plumb¬ 
ing  business. 

Other  articles  relate  to  the  audit  of  tiic 
accounts  of  a  corporation,  perpetual  inven¬ 
tories,  fire  loss  adjustment,  the  treatment 
of  unproductive  labor,  live  stock  commis¬ 
sion  business,  association  matters,  and  ad¬ 
vice  “how  to  apply  for  a  position.” 

The  magazine  will  be  considerably  en¬ 
larged  as  an  appreciation  of  the  large  cir¬ 
culation  it  is  commanding. 
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Conolly’s 
No*  2 
Binder 


Always 

Locked 


Bound  in  Russia 
and  Corduroy 


ESTABLISHED  1888 


4  Facts 


1.  Positively  holds  from  one  sheet  up 

2.  No  posts  protruding  to  mar  the  desk 

3.  Posts  are  built  up  on  inside  of  book 

4.  Has  unlimited  capacity 

Write  for  Catalog 

Henry  Conolly  Co. 

Bookbinders  and  Printers 

47  Stone  Street,  Rochester,  N.  Y. 


$7.50  Outfit 

includes  our  No.  2  Binder,  one  Index  with 
Tabs,  “A-Z”  stamped  in  gold,  together  with 
500  sheets,  11"  (1,000  pages)  of  the  fol¬ 
lowing  Standard  Rulings  : 

Regular  Ledger 
Centre  Col.  Ledger 
Extra  Debit  Ledger 
Cash  Book 

Two,  Three,  Four  and 
Six  Col.  Journal 


Special  Rulinj^s 
and  Blank  Books 
to  Order.  Proofs 
Submitted. 


-OUT 


Nature’s  Ink  Eradicator 

and  Stain  Remover 


7. 


INK-OUT”  will  remove  those  stains  which  ruin  books  and  make  hands  unsightly.  Does  its 
work  quickly  and  simply,  and  without  injury ;  will  instantly  cleanse  Paper,  Linen,  Leather  or  the  most 
delicate  skin,  positively  removes  Ink  Stains,  no  matter  how  long  standing.  Also  removes 
Mildew,  Iron  Rust,  Arnica,  Laudanum,  Iodine  and  all  Fruit  and  Berry  Stains  from  fabrics. 
Is  absolutely  harmless  and  never  fails. 

“INK-OUT”  keeps  its  strength  in  any  climate  and  may  be  absolutely  depended 
upon  at  all  times.  No,  we  have  not  improved  “Ink-Out”  but  we  have  improved  the  way  of 
using  it.  We  have  thousands  of  testimonials  from  pleased  customers  all  over  the  world 
“  INK-OUT”  is  now  being  used  by  the 
offices  of  the  Pennsylvania  Railroad;  Cramp’s 
Ship  Yard;  Baldwin  Locomotive  Works;  City 
Hall,  Philadelphia,  Pa.;  Great  Northern  Rail¬ 
road;  Krupp’s  Gun  Works,  Germany,  and 
other  institutions  in  this  and  other  countries. 

“  INK-OUT  ”  has  proven  to  be  the  only  Ink  Eradicator 
that  works  successfully  on  foreign  inks  and  does  not  leave  an 
iron  mark  or  a  yellow  stain  on  white  paper.  Can  be  re-written 
upon  and  never  blurs.  Especially  useful  to  Book-keepers,  Clerks, 

Druggists,  House-keepers,  Dyers  and  Scourers,  and  Photographers, 
as  “Ink-Out”  removes  Pyro  Stains  from  the  hands  without  injury. 

PRICE,  25  CENTS  PER  BOX  ||]|  M  ^ 

Sent  post  paid  on  receipt  of.price.  Satisfaction  guaranteed  or  money 
refunded.  Each  bottle  good  for  2,000  erasures. 

Stationers,  Druggists  and  Dealers  everywhere We  are  doing  an 
immense  amount  of  general  advertising,  which  is  creating  a  local  demand 
on  you.  Be  prepared  to  fill  it.  If  your  dealer  cannot  supply  “INK-OUT,” 
send  his  name  and  25  cents,  stamps  or  silver,  for  a  box  postpaid. 

the'^th/rd  annual  National  Business  Show,  lgS!SE"S>RDEN.°N!?!!  Oct.  27  to  Nov.  3 
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It  is  better  to  buy  “  INK-OUT  ”  than 
to  WISH  YOU  HAD— "NUF  SED! 

AGENTS  WANTED.  STATE  RIGHTS  FOR  SALE 


The  Adner  Laboratory  Company 

OFFICE  AND  laboratory: 

Department  B.  5627  Musgrove  Street,  Philadelphia,  Pa. 


Ploase  tnevtion  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


The  Business  Man's  Magazine 

ONE  DOLLAR  PER  YEAR  IN  ADVANCE. 

■An  illustrated  magazine  devoted^  to  business  systems, 
including  book-keeping,  accounting,  auditing,  stenog¬ 
raphy,  salesmanship,  advertising,  manufacturing, 
credits,  collections,  short  cuts,  etc.,  etc. 

Published  monthly  by 

The  book-keeper  publishing  go.,  ltd. 

E.  H.  BEACH,  Editor. 


offices: 

Detroit,  Mioi.,  Book-Keeper  Building. 

New  York,  Johnston  Bldg  ,  28th  and  Broadway. 
Boston,  Mass.,  24  Milk  Street. 

Chicago,  III.,  1040  First  National  Bank  Building. 
Cincinnati,  Ohio,  818  Union  Trust  Bldg. 

St.  Louis,  Mo.,  Missouri  Trust  Building. 
Montreal,  P.  Q.,  74  East  Notre-Dame  Street. 
London,  England,  231-232  Strand. 
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For  the  Man  in  the  Factory. 

LL  business  men  interested  in 
the  problems  of  factory  prac¬ 
tice  and  in  factory  economy 
will  welcome  the  new  book 
“Factory  Management,”  by 
Chas.  B.  Cook.  This  work  is  a  very  val¬ 
uable  addition  to  the  literature  of  Cost 
Accounting  and  Factory  Management  for 
the  really  valuable  works  on  the  subject 
can  be  numbered  on  one’s  fingers  and  leave 
fingers  to  spare.  Mr.  C.  B.  Cook  is  a  well- 
known  expert  in  the  field  of  factory  prac¬ 
tice,  having  been  for  years  cost  accountant 
for  some  of  the  largest  manufacturing  con¬ 
cerns  in  the  country  and  his  exposition  of 
the  subject  is  particularly  clear  owing  to 
the  breadth  of  his  practical  experience.  The 
book  referred  to,  “Factory  Management,” 
is  bound  in  half  leather  with  gold  top  and 
titles,  215  pages,  fully  illustrated,  and  sells 
for  $5.  The  first  edition  is  just  off  the 
press  as  these  lines  are  written. 

A  Merry  Christmas. 

We  wish  our  readers  a  Merry  Christmas. 


Fortunately  there  is  every  reason  why  it 
should  be  a  joyous  holiday  season.  The 
whole  country  is  prosperous  and  this  pros¬ 
perity  extends  to  our  next  door  neigh¬ 
bors,  Canada  and  Mexico.  Here’s  to  a 
Merry  Christmas  and  a  Happy  New  Year 
and  many  of  them,  to  all  our  readers,  and 
to  all  who  aren’t  but  ought  to  be. 


A  Word  About  Ourselves. 

We  are  proud  of  this  issue  of  The  BLr.s- 
iNESS  Man’s  Magazine  and  we  feel  that 
we  have  reason  to  be.  Not  one  of  this 
month’s  magazines  will  excel  it  in  either  in¬ 
terest  or  artistic  merit.  This  Decerqber 
number  marks  for  us  the  opening  of  a  new 
era  of  usefulness.  Our  plans  for  the  com¬ 
ing  year  are  all  made  and  they  provide  for 
a  bigger,  better,  and  more  useful  magazine 
than  ever  before.  In  each  issue  will  appear 
contributions  from  the  pens  of  practical 
men — men  whose  business  it  is  to  do  things 
and  not  to  write  about  them,  but  they  have 
consented  to  write  about  them  for  the  read¬ 
ers  of  The  Business  Man’s  Magazine. 
There  will  be  many  of  these  articles  during 
the  next  12  months  and  each  individual  one 
of  them  will  be  worth  more  than  the  cost 
of  the  magazine  for  the  whole  year.  Not 
one  of  our  readers  should  miss  a  single 
issue  during  the  year  1907. 


Don’t  Forget  Home  Study. 

In  renewing  your  subscription  to  The 
Business  Man’s  Magazine  don’t  fail  to 
inclose  ten  cents  for  Home  Study  and  The 
Book-Keeper.  This  is  a  handsome  little  64- 
page  magazine  with  pages  of  standard  mag¬ 
azine  size,  issued  monthly  and  the  cost  is 
only  one  dime  a  year.  We  have  so  many 
more  good  things  for  the  book-keeper,  the 
accountant,  the  busy  man  and  the  student, 
than  we  can  find  room  for  in  The  Busi¬ 
ness  Man’s  Magazine  that  we  have  estab- 
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NONEVAPORATING  INKSTAND 


PATENTS 

AUG  .  8,1905 
AUG.28,l90e 
SEPT.  11,  1906 


Supplies  Just  the 
Right  Amount  of  Ink 
to  the  Pen  Without 
Pressing  Down  a  Funnei 


Send  for  our  Catalogue 
of  Office  Specialties. 


The  “Capitol**  is  a  large  and  handsome  inkstand  equally  suitable  for  home  or  office  desk,  constructed  on  scientific  prin¬ 
ciples.  Ihe  broad,  flat  base  gives  stability  (impossible  to  upset  it),  and  the  graceful  dome-shaped  reservoir  will  hold  several 
months’  supply.  Protected  both  from  air  and  dust,  the  ink  can  neither  evaporate  nor  clog,  and  always  remains  clear  and 
fluid  until  the  last  drop  is  used  from  the  concave  depression  under  the  funnel.  Inking  of  fingers  impossible,  as  funnel  con¬ 
struction  keeps  pen-holder  clean.  Get  a  “Capitol’*  to-day  and  see  how  far  superior  it  is  over  all  other  inkstands. 

Single  “Capitol,”  pressed  elass,  50c.;  cut  elass,  ^  l.OO. 

Pair,  with  oak  or  mahogany  base,  black  and  red  funnels,  pressed  elass,  )^3.S5;  cut  fflass,  $8.36* 

Fitted  with  ornamental  Sterling  Silver  tops,  an  especially  handsome  ffift,  $3.50  extra. 

For  sale  by  most  stationers.  If  yours  cannot  supply  you,  write  direct  to  us  mentioning  his  name.  If  you 
order  from  us  direct,  add  lo  cents  for  single  and  20  cents  for  double  stands,  to  cover  delivery  charges. 


CUSHMAN  tS.  DENISON  MFC.  CO.,  Dept.  7.  240-242  W.  23d  St.,  New  York 


H  IRew  Corporation 

manufacturing  a  standard  article  with  an  enviable  reputation,  invites  subscription  to  its 
preferred  treasury  stock.  The  capital  realized  from  this  offering  will  be  used  for  the  sole 
purpose  of  increasing  its  working  capital  and  manufacturing  facilities. 

CL  The  business  is  well  established  and  has  been  under  one  and  the  same  management 
for  nearly  twenty  years.  The  Company’s  sales,  within  the  past  four  years,  have  increased 
200  per  cent. 

(L  The  property  is  in  first-class  condition.  Plant  is  paid  for  and  is  of  modern  construc¬ 
tion,  containing  the  latest  improved  labor-saving  machinery  and  appliances.  The  goods 
manufactured  are  protected  by  patents  and  trade  mark. 

CL  Handsome  dividends  have  been  paid  stockholders  continuously  for  years.  More  than 
three-quarters  of  the  entire  capitalization  has  already  been  subscribed  by  officers  of  the 
Company  and  private  investors.  All  stockholders  are  on  an  equality  and  every  possible 
safeguard  provided  for  their  protection. 

CL  The  Company  is  highly  rated  and  refers  to  references  of  high  standing.  We  court  the 
closest  investigation  and  invite  correspondence  from  conservative  men  and  women.  History 
of  business,  showing  phenomenal  growth  and  describing  product,  sent  on  application. 


BLUM  SHOE  MFC.  CO. 


DANSVILLE,  N.  Y. 
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lished  Home  Study  and  The  Book-Keepek 
as  an  “overflow  magazine.”  You  never  put 
a  dime  anywhere  where  it  will  bring  you 
such  big  dividends. 


Be  Prompt. 

We  have  thousands  of  old  subscribers 
who  have  instructed  us  to  renew  their  sub¬ 
scriptions  without  notice  immediately  upon 
expiration.  These  of  course  receive  their 
copies  continuously.  Others  are  notified 
as  soon  as  the  term  paid  for  has  expired 
and  most  of  them  respond  promptly  but 
there  is  here  and  there  one  who  overlooks 
or  neglects  the  matter  and  this  sometimes 
causes  trouble  for  we  cannot  always  supply 
the  issues  missed.  We  try  to  keep  a  suf¬ 
ficient  supply  of  the -recent  back  issues  to 
take  care  of  cases  of  this  sort  but  the  con¬ 
stantly  increasing  demand  makes  it  diffi¬ 
cult  and  at  times  impossible.  Be  prompt 
in  ordering  your  subscription  renewed  and 
so  avoid  breaking  your  file. 


A  Few  Remarks  by  Pessimistic  Pete. 

Humor  and  business  will  not  mix.  There 
are  a  lot  of  funny  things  about  our  modern 
business,  but  when  you  come  to  think  them 
over  they  are  not  the  least  bit  .humorous. 

I  do  not  know  who  said  the  following, 
but  it’s  true:  “The  meek  shall  inherit  the 
earth— but  not  this  earth.”  If  there  is 
anything  you  want  particularly  you’d  better 
get  out  and  grab  for  it. 

Down  at  Niagara  Falls  there  is  a  big 
power  plant  run  by  water  power.  It  would 
take  1,900  tons  of  coal  a  day  to  produce 
the  power  they  turn  out  there,  so  they  save 
1,900  tons  of  coal  each  24  hours.  I  have 
not  noticed  that  they  saved  any  coal  for 
me.  Have  you? 

The  farmer  is  catching  up  with  the 
times.  He  now  mixes  oleo  with  his  butter 
at  home  instead  of  letting  the  city  fellow 
do  it  as  formerly.  It  is  thus  we  progress. 

Mark  Twain  says :  “I  like  criticism— but 
it  must  be  my  way.”  The  only  difference 
between  the  famous  author  and  the  rest  of 
us  is  that  he  owns  up. 


The  world  is  peopled  with  just  two 
classes  of  men — monopolists  and  those 
who  wish  they  were. 

An  honest  man  once  went  to  Chicago. 
He  is  not  there  now.  He  died  of  loneli¬ 
ness.  • 

This  country  of  ours  is  more  prosper¬ 
ous  now  than  ever  before  in  its  history. 
This  must  be  a  cheering  reflection  for  the 
man  who  is  trying  to  live  decently  and 
bring  up  a  family  of  five  children  on  a 
weekly  salary  of  $9.  He  is  prosperous,  but 
he  don’t  know  it. 

There  are  certain  places  in  this  world  of 
ours  where  reforms  are  badly  needed,  and 
the  needed  reforms  would  probably  follow 
pretty  shortly  if  we  could  get  any  half- 
dozen  of  people  to  agree  upon  the  proper 
place  to  start  in.  The  trouble  seems  to  be 
that  we  all  want  to  start  in  on  the  other 
fellow  and  leave  the  reformation  of  our¬ 
selves  to  posterity. 

Rascality  in  business  is  quite  common.  It 
would  be  less  in  fashion,  though  if  we 
were  to  stop  patting  the  successful  rascal 
on  the  back  and  tell  him  how  much  of  a 
rascal  he  is  instead  of  telling  him  how 
smart  we  think  he  is. 

All  the  business  literature  we  see  is  full 
of  good  advice  to  clerks  as  to  what  they 
ought  to  do  to  become  better  employes. 
Suppose  we  put  the  shoe  on  the  other  foot 
awhile  and  give  the  employer  a  little  ad¬ 
vice  as  to  what  he  ought  to  do  to  become 
a  good  employer.  It  might  help  some. 

There  would  probably  be  more  good 
clerks  to  be  had  if  there  were  more  em¬ 
ployers  who  knew  how  to  appreciate  a 
good  clerk  when  they  get  one. 

I  know  a  merchant  who  has  spent  20 
years  in  teaching  his  clerks  to  get  the  best 
of  customers.  And  yet  he  pretended  to  be 
surprised  the  other  day  when  one  of  his 
pupils  got  away  with  some  stuff  that  be¬ 
longed  to  him.  How  foolish ! 

There  is  just  this  difference  between 
firmness  and  obstinacy ;  When  it  is  you, 
it’s  firmness.  When  it’s  the  other  fellow, 
it’s  obstinacy.  It  all  depends  on  where  you 
stand  when  you  look  at  it. 
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W  a  Year 


One  of  Our 
1S-Month-Old  Trees 


DO  YOU  CARE 
FOR  IT? 

DO  YOU 
WISH  TO 
SAVE 

For  Old  Age  or 

Provide 

For  Healthy 
Middle  Age? 

If  so  you  cannot  find  a 


More  Conservative  or 
A  More  Reasonable 
Investment 

than  we  have  to  offer  you.  For 

1.  It  is  as  safe  as  city  real  estate. 

2.  It  is  better  than  a  savings  bank,  for  the 
return  is  greater. 

Our  Booklets 

will  prove  these  statements  to  you.  If  you 
can  invest  $5  or  more  monthly 

Write  for  these  Booklets  at  once.  They 
will  prove  that  A  Rubber  Plantation  is 
more  hopeful  than  a  Gold  Mine. 


Conservative  Knbber  Production  Co. 

j 

612  Monadnock  Bldg.,  San  Francisco.  California 


A  Dollar  an  Hour 

instead  of 

A  Dollar 


Do  you  realize 
what  this  means 
to  you  and  those 
depending  upon 
you.? 

Don’t  be  satis¬ 
fied  with  a  small 
salary  all  your 
life — do  as  thous- 
sands  have  done ; 
let  the  Interna¬ 
tional  Correspon¬ 
dence  Schools  show 
you  how  your  pay 
can  be  increased. 
It  matters  not 
where  you  are,  in  the  city  or  on  the  farm, 
in  the  mine,  or  in  the  mill,  in  the  office, 
store,  or  shop,  the  !•  C.  S.  can  and  will 

increase  your  earning  capacity. 

Dollar  an  Hour  is  not  out  of  your 
reach,  if  you  will  only  let  us  help  you.  It 
will  cost  you  nothing  to  ask  us — How  ?  Cut 
out  the  coupon — mark  any  occupation  you 
like — mail  at  once,  and  it  will  bring  to  your 
aid  all  the  resources  of  that  great  institution, 
the  I.  C.  S.,  an  establishment  founded  and 
maintained  for  the  benefit  of  poorly  paid  men 
and  women. 


1  Bookkeeper 
ft  Stenographer 
8  Adrertiaement  Writer 
4  Show  Card  Writer 
&  Window  Trimmer 

6  tommereial  Law  for 

Corporation  Emplojreea 

7  Illustrator 

8  Civil  Service 

9  Chemist 

10  Te.vtlle  Mill  Snpt. 

11  Electrleian 
lii  Elec.  Eniflneer 


13  Slechanical  Draftsman 

14  Telephone  Engineer 
1&  Elec.  LlshtlnaSupt. 

16  Meehan.  EnKuieer 

17  Surveyor 

18  Stationary  Engineer 

19  Civil  Engineer 

SO  Building  Contractor 

21  Architectural  Drattaiuan 

22  Architect 

28  Structural  Engineer 

24  Bridge  Engineer 

25  Mining  Engineer 


International  Correspondence  Schools, 

Box  1076,  SCRANTON,  PA. 

Please  explain,  without  further  obligation  on  my  part, 
bow  I  can  qualify  for  a  larger  salary  in 
the  position  numbered _ 


Name- 


Streetand  No.- 


Clty- 


State- 
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Accounting  Methods  for  the  Wholesale 

Grocery  Business 

By  J,  W.  UMSTATTD 

This  article  does  not  proceed  on  the  regular  old  fashioned  lines  of  describing  just  those 
books  arid  methods  which  constitute  a  double  entry  system.  It  devotes  more  attention  to 
the  auxiliary  records  which  are  quite  as  valuable  and  mere  interesting,  because  they  afford 
a  better  opportunity  for  variety  and  novelty  of  design. 

This  article  will  be  concluded  in  our  January  number. 


HE  old  order  of  things  as  ap¬ 
plied  to  business  and  business 
methods  has  been  very  much 
changed  in  these  strenuous 
times  of  the  twentieth  cen¬ 
tury.  Along  with  the  advancement  and 
progress  in  other  lines,  the  methods  of  ac¬ 
counting  have  kept  apace. 

The  small  merchant  if  he  be  wise,  no 
longer  keeps  his  accounts  upon  tickets,  in 


J.  VV.  UMSTATTD. 


memorandum  books,  or  in  a  loose  way, 
but  has  a  system  by  which  at  a  glance  he 
can  tell  what  lu*  is  doing. 

The  progressive  book-keeper  of  today 
does  his  work  in  much  less  time,  and  in  a 
way  that  is  more  satisfactory  to  his  em¬ 
ployers,  more  pleasant  for  himself,  than 
does  he  who  plods  along  in  the  old  way. 

We  live  in  a  day  of  system,  and  while 
there  is  danger  of  becoming  the  victims  of 
“red  tape,”  it  behooves  the  man  of  business 


to  take  advantage  of  every  opportunity  to 
improve  his  business.  The  motto  should 
be  “Prove  all  things  hold  fast  to  that  which 
is  good.” 

If  office  system  means  anything,  it  means 
to  adopt  those  methods  by  which  the  rec¬ 
ords  of  every  transaction  can  be  kept  in  a 
clear,  concise,  simple  way. 

In  presenting  the  method  of  accounting 
used  by  the  corporation  of  which  I  am  a 
member,  I  ma}'-  not  present  many  new 
ideas,  but  will  outline  a  system  that  is  prac¬ 
tical  and  simple,  eliminating  everything  that 
is  not  essential,  reducing  labor  to  a  mini¬ 
mum,  and  also  the  liability  of  making  er¬ 
rors  by  too  much  work. 

1  he  working  force  of  a  wholesale  gro¬ 
cery  business  is  as  follows : 


OFFICE. 


Buyer 

Sales  manager 
Credit  man 
Book-keeper 
Cashier 


WAREHOUSE. 

Receiving  clerk 
Shipping  clerk 
Stock-keeper 
Porters 


Assistant  book-keeper  Draymen 
Billing  clerk  road. 

Stenographer  Salesmen 

We  will  take  up  iheir  work  as  they  come 


ill  contact  with  the  stock. 

d  he  books  and  stationerv  used  are  as 


follows : 

•Sales  Books 
Journal  and  Cash 
Book 
Ledger 

Receiving  Book 
Stock  and  Price 
Book 

Letter  Heads 


Invoices 
Order  Sheets 
Statements 
Checks 
Receipts 
Stock  Report 
Cash  Vouchers 
Credit  Memos. 


There  is  nothing  that  gives  more  dignity 
and  prestige  to  a  firm  than  its  stationery. 
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Circular 

Letters 


are  done  neatly,  swiftly,  and 
with  least  trouble  on 


% 


The 

Rotary 

Neostyle 

— best  office  duplicator. 

One  copy  written  on  the  typewriter  like 
an  ordinary  letter,  but  on  a  prepared 
paper,  becomes  the  stencil  which  goes 
into  the  machine  and  from  which  the 
office  boy  prints  as  many  copies  as  may 
be  needed,  at  the  rate  of  one  a  second, 
all  exactly  like  the  original. 

You  keep  it  confidential  and  no  printer’s 
delays  worry  you.  The  Neostyle  way 
is  much  cheaper,  too. 

Let  us  send  you  circulars  which  will 
show  how  our  way  will  save  you  money. 

Neostyle  Co. 

30  Reade  St.,  New  York 

146  Franklin  St.,  Boston 
219  Randolph  St.,  Chicago 


Yours 

This  Complete 

Loose  Leaf  Library 


For  the 
Asking 


^  These  three  booklets,  which  we  will  mail  gratis 
to  any  business  or  professional  man,  contain  over 
200  pages  of  new  and  valuable  information,  on 
the  subject  of  i-oose  Leaf  Bookkeeping  and 
Accounting. 

^  No  matter  what  kind  of  records  you  keep,  or 
what  system  you  use,  these  books  will  show  you 
how  to  simplify  and  improve  your  methods. 

^  Over  50  Record  Forms,  designed  for  manu¬ 
facturers,  merchants,  managers  and  men  of  all 
professions,  are  illustrated,  described  and  fully 
explained  in  these  booklets. 

^  You  cannot  buy  a  more  comprehensive  and 
complete  treatise  on  the  subject  than  we  give 
you  in  this  Library. 

^  You  incur  no  obligation  by  accepting  the  books, 
which  we  will  be  glad  to  mail,  without  cost 
to  you,  upon  receipt  of  your  request  written  on 
your  business  stationery. 

John  C.  Moore  Corporation, 

Established  1839 

467  Stone  St.,  Rochester,  N.Y. 

Inventors  and  Manufacturers  of 
MOORE’S  MODERN  METHODS 
of  Loose  Leaf  Record  Keeping. 
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A  neat  design  like  illustration  carried  out 
in  letter  heads,  bill  heads,  checks,  etc.,  is 
much  neater  than  cheap  printing.  Do  not 
economize  in  your  printing. 

THE  BUYER. 

The  first  thing  in  order  after  the  or¬ 
ganization  of  a  mercantile  company,  and 


A  rt 1 c  1  e 

F 1  r 

A^d  ress 

1  ty 

— 

Pride 

Form  1. 


the  selection  of  employes,  is  the  purchasing 
of  the  stock.  The  man  who  does  this  well, 
is  kept  busy  in  this  one  capacity. 

He  has  a  card  index  outfit  on  his  desk 
arranged  alphabetically  with  cards  ruled  as 
Form  1. 

After  he  has  received  prices  from  travel¬ 
ing  men,  or  by  quotation,  he  notes  the  same 
upon  card  as  illustrated,  and  files  same  in 
the  case  after  the  proper  index  letter.  The 
reverse  side  of  card  can  be  used  for  memo¬ 
randa  about  this  particular  article,  always 
using  a  separate  card  for  each  article  or 
class  of  articles.  After  he  makes,  the  pur¬ 
chase,  if  from  a  salesman,  he  receives  an 
exact  copy  of  his  purchase  with  prices, 
terms,  etc.  This  is  placed  in  an  envelope 
bearing  the  address  of  the  firm  from  whom 
purchased  and  then  filed  in  a  Purchase 
File,  or  case.  If  he  buys  from  quotation 
the  letter  or  price  list  is  filed  in  same  man 
ner. 


When  the  invoice  for  purchase  is  received 
it  is  first  sent  to  the  buyer’s  desk.  He 
takes  from  his  case  the  copy  of  purchase, 
compares  same  with  invoice,  noting  prices, 
terms  and  amounts,  attaches  copy  to  the 
invoice  with  his  O.  K.  and  remarks. 

The  invoice  then  is  passed  to  the  assist¬ 
ant  book-keeper  who  verifies  the  exten 
sions,  and  places  same  on  file  until  the 
goods  arrive. 

The  bill  of  goods  once  bought,  the  next 
step  is  to  see  that  same  is  received  in  good 
condition. 

I  .i 

THE  RECEIVING  CLERK. 

The  receiving  clerk  makes  out  an  orig¬ 
inal  and  duplicate  copy,  using  carbon  sheets, 
of  all  goods  received  on  Form  2,  which  is 
punched  to  fit  post  binder. 

A  separate  slip  is  used  for  each  shipment 
received.  The  receiving  clerk  not  know¬ 
ing  what  the  invoice  calls  for,  must  check 
the  goods  correctly,  or  the  error  at  once  is 
discovered  when  the  receiving  slip  is  com¬ 
pared  with  the  invoice.  The’  privacy  of 
prices  is  thus  kept,  and  the  trouble  of  mis¬ 
laid  invoices  is  done  away  with.  When 
goods  are  returned  from  customers  the 
same  slips  are  used.  The  original  is  sent 
to  the  office  with  the  freight  bill  to  be  at¬ 
tached  to  the  invoice,  or  a  credit  memo- 


o 

-O' 

Ar'fi  cl  e 

Brd  i)d 

Oixaptity 

RuTe 

List 

Rjcked 

Cost 

Sell 

-  - 

- 
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-- 

- 

•• 
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Form  3. 
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FAST 

SAFE 


BIND 

FIND 


A  PERFECT  BINDER 


1 


ERE  is  something  you  will  appreciate. 
A  perfect  binder  at  last.  No  punching, 
no  sewing  or  mutilation  of  any  kind. 
A  touch  and  the  book  is  fastened — a  touch  will 
release  it.  The  book  will  open  just  as  wide  in 
the  binder  as  out  of  it.  It  is  simple,  strong 
and  perfectly  book-like  in  action. 

The  illustration  represents  the  ROEDDE 
BINDER.  Made  in  sizes  to  hold  any  magazine, 
thin  or  thick,  large  or  small.  Send  $1.00  for 
sample  binder  in  limp  covers,  seal  grain,  to  fit 
any  magazine  like  this  in  size,  or  $1.25  for  same 
binder  in  genuine  heavy  cow,  unlined — the  most 
durable  and  artistic  covet  we  make — either  in 
walrus  grain  or  in  ooze  velvet  finish. 

Send  postpaid  on  receipt  of  price.  Money 
cheerfully  refunded  if  not  perfectly  satisfactory. 

FOR  COMMERCIAL 
FORMS  OF  EVERY  KIND 

The  ROEDDE  BINDER  is  to  the  ordinary  bind¬ 
ing  as  the  loose  leaf  ledger  is  to  the  old-fash¬ 
ioned  bound  ledger.  In  a  moment  your  checks, 
receipts,  order-books,  catalogs  and  telephone 
directories  may  be  bound  in  substantial  board 
or  comfortable  flexible  covers.  Don’t  waste 
permanent  bindings  on  a  few  hundred  forms 
when  one  of  our  binders  will  serve  you  bet¬ 
ter  and  more  satisfactorily  for  many  thou¬ 
sand  forms. 

If  your  printer  or  litographer  does  not 
carry  our  binders  write  to  us  direct  for  de¬ 
scription,  prices  and  samples. 

Flexible  Back  Loose  Leaf  Ledger  Co. 

BUPPAUQ,  IV.  Y. 


303  MAirV  ST. 


National 
Blank  Books 

are  made  to  use  as  well  as  to  sell. 
In  addition  to  artistic  and  substan¬ 
tial  bindings,  they  contain  the  high¬ 
est  grade  paper  that  has  yet  been 
introduced  into  blank  book  con¬ 
struction.  They  stand  the  prac¬ 
tical  test  of  pen,  ink  and  eraser. 

National 
Blank  Books 

have  the  EAGLE  water-marked 
in  the  pages.  It  is  the  guarantee 
of  the  largest  manufacturers  in  the 
world.  The  National  Line  is  car¬ 
ried  in  your  city  by  the  leading 
stationers. 

National  Blank  Book  Co. 

18th  Street,  Holyoke,  Mass. 


I 
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Dat«  Sold _ 

T«rr)t - 

Got  oz^t  b\ 


Cdllcal  back  by _ 

Paid  oty  occoz/pt.. 


~T\^e  Lock eti'-Re eves  Co 

BrisTol  Tcqit) 

No  ,  - -  Sdlesipop _ 

Sold  to. _ _ _ 


R«- 


Shippers 

CtjocU 


Qi/oij- 

tity 


Po*to||'l  c«. 


Credit  OK 


b  *  0  S  b  I  p  ■ 


Sbe«t  No. 


V/ei^bl 


Price 


Le d  ^  e  < 


Dote  Billed 


E^xteQsio^s  OK’d  by 


Solesrjer)  t^izst  Qot 
Z^tetljese  colz/n^S 


Ar)oz;r)t  Forvrford 


Form  4. 


randum  issued.  The  copies  are  filed  upon 
a  binder  until  the  end  of  the  month,  then 
it  is  labeled  and  filed  away.  All  freights 
are  paid  once  a  week. 

STOCK-KEEPER. 

After  the  goods  have  been  checked  they 
are  then  turned  over  to  the  stock-keeper, 
who  with  his  assistants,  arrange  and  clas¬ 
sify  them  in  the  warehouse,  using  the  al¬ 
phabetical  arrangement  for  the  smaller  ar¬ 
ticles,  which  are  usually  kept  in  shelves 
upon  the  second  and  third  floors.  He  keeps 
the  buyer  posted  daily  by  a  stock  report 
sheet,  of  those  goods  that  are  getting  low 
and  need  to  he  ordered. 

THE  SALES  MANAGER. 

The  sales  manager  takes  each  invoice  and 
notes  the  cost  and  selling  prices  in  a  Stock 
and  Price  Book  arranged  as  Form  3. 

It  is  his  duty  to  keep  the  salesman  posted 
as  to  prices,  new  goods  and  prospective 
customers,  to  arrange  for  specialty  men 
and  territory.  He  meets  all  the  city  and 
traveling  salesmen  every  Saturday,  for  one 


hour  and  talks  over  the  situation,  and  ar¬ 
ranges  for  the  next  week’s  trip. 

Salesmen  are  provided  with  a  pad  of 
order  sheets  like  Form  4. 

All  orders  are  written  upon  the  sheets, 
and  mailed  to  the  house  every  day.  The 
total  sales  of  each  salesman  is  made  up 
from  the  original  sheets  once  a  week.  Each 
salesman  is  given  a  check  for  expense 
money,  and  same  is  charged  to  his  account 
as  agent.  His  daily  expenses  are  noted  in 
a  small  expense  book  which  is  sent  in 
every  Saturday. 

The  amount  of  this  book  after  being 
O.  K.’d  by  the  sales  manager  is  credited 
to  the  Agent  account  and  charged  to  Trav¬ 
eling  Expense  account. 

No  salesman  is  allowed  to  use  money  he 
collects  for  expense  purposes,  but  is  pro¬ 
vided  with  Form  5,  and  this  with  checks  or 
cash  is  turned  in  daily.  A  separate  account 
is  kept  as  his  personal  account. 

We  will  now  follow  the  order  sheet  in 
its  regular  order  or  course  through  the 
business.  The  order  sheet  having  been 
received  by  the  firm,  is  first  sent  to  the 
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'J'HE  Kahn  System  of  Reinforced  Concrete  combines  architecfiii-*.i 
possibilities  of  the  highest  order  with  all  the  practical  requirements 
J^*^"**  ®  "'•••'on-dollar  Marlborough-Blenheim  Hotel 

ir  an  to  Office  and  public  buildings,  warehouses  factories 

of  construction  where  beams  and  columns  are  used.  ^  ’ 

fieri  In  r  System  is  based  upon  the  Kahn  Trussed  Bar  which  when  imheri 

'nteresting  literalure  sent  on  request.  It  reouest  is 
TeSL'-  oneS  ftee'TcVaTe'  '  *'  Conctew  Bui! 

Trussed  Concrete  Steel  Co. 

7  WEST  CONGRESS  STREET 

LONDON  DETROIT  TORONTO 


FOR 


FOR 


Give  this  Perfected  Fountain  Pen 


Sure  to  Please 


A  fe^ood  pen  like  this  is  a  perpetual  satisfaction.  It’s  the  Hicks-Sackett  Pen-long  famous  among  literary  workers 
because  It  has  so  many  valuable  features,  all  its  own,  and  yet  no  bothersome  delects  of  the  ordinary  fountain  pens. 

.uln.  ’^®***,  because  it  has  no  screw  joints  to  gum  up,  stick  fast  or  ooze  ink.  Barrel  is  all  one  piece.  Just  a  quick  pull 

W  II  *  n  ^  *  closed.  Cap  is  different,  and  can’t  smear  ink  on  lower  end  of  barrel. 

**  f  ^  feed-stem  extending  the  whole  length  inside  of 

barrel.  Blotting  is  impossible,  and  the  last  drop  writes  as  well  as  the  rest. 

Lasts  well,  because  of  the  simplicity  and  accessibility  of  parts-pen  is  cleaned  more  easily  than  any  other-just 
slip  a  piece  of  paper  between  lip  and  pen-point.  j  j  j 

Looks  well,  because  it’s  made  of  handsomely  chased  hard  rubber,  or  with  gold  or  silver  mountings. 

Write  for  our  FREE  BOOKLET.  We  will  send  the  pen  postpaid,  on  approval, 
upon  receipt  of  price.  Pens  from  $2.50  up,  according  to  style  and  mountings. 

SUTTOIV  PEIV  COMPAIVY,  ;  ;  13  William  Street,  IVew  York  City 
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Pays  wnendz/e _ 

Pays _ days  slow- 

Collect  by  Att'orney? _ 

Make*  i/nii/sl ciairns — 


Form  6, 


sales  manager  who  notes  the  prices  and 
terms,  and  O.  K.’s  same. 

THE  CREDIT  MAN. 

The  credit  man  next  receives  the  order 
and  from  either  his  acquaintance  with  the 
purchaser,  or  from  mercantile  agency  re¬ 
ports,  places  his  O.  K.  upon  it.  He  usu¬ 
ally  finds  out  about  customers  from  other 
jobbing  houses  using  Form  6.  He  also 
has  a  card  index  outfit  for  the  credit 
rating  of  each  customer  with  cards  like 
Form  7. 

The  assistant  book-keeper  next  receives 
the  order,  numbers  it  by  an  order  register, 
then  sends  it  to  the  shipping  department. 
When  the  order  is  returned  to  the  office 
he  checks  same  on  order  register  to  avoid 
any  being  lost  by  shipping  department,  thus 
making  it  impossible  to  ship  goods  without 
the  proper  charge  having  been  made. 

In  the  shipping  department  all  items 
when  gotten  out  are  checked  on  the  order 
sheet  by  the  shipping  clerk,  then  double 
checked  by  a  recheck  clerk  or  packer. 
Goods  not  in  stock  are  marked  B.  O., 
meaning  Back  Order.  Those  not  obtain¬ 
able  are  marked  out.  The  shipping  clerk 
then  makes  the  dray  ticket,  freight  bill  and 


bill  of  lading,  using  a  form  printed  in  trip¬ 
licate  with  carbon  sheets.  The  recheck 
clerk  now  checks  all  items  on  the  dray 
ticket  as  they  are  put  on  the  dray,  being 
careful  to  see  that  no  article  is  omitted. 
The  signed  dray  ticket  and  bill  of  lading 
are  returned  by  the  driver  to  the  shipping 
clerk.  The  dray  ticket  is  filed  on  a  binder, 
and  the  bill  of  lading  is  attached  to  cor¬ 
responding  order  sheet  and  sent  to  the  of¬ 
fice.  City  deliveries  are  receipted  for  when 


No  r^e 


Ad  dress 


B2/S1 9ess - 

Terras - 

Dz/9's  Report - 

Brad  street's  Repo 
Special  Report  — 
Rej-ercQces - 


rt- 


Stock  Carried- 
Credit  Lir^it- 
Accoi/rjt  OpeQe 
Accoz/9t  Close 

Pa  Y  r)  e  nts - 

Rerpa  rks - 
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Form  7. 


delivered  in  a  receipt  book  made  with  per¬ 
forated  sheets.  These  are  torn  out  and 
filed  like  the  dray  tickets. 

The  order  sheet  is  now  on  the  billing 
clerk’s  desk,  who  makes  the  extensions  and 
invoice,  noting  on  same  all  articles  that  are 
to  follow  on  back  order,  and  those  that 
are  not  in  stock  and  cannot  be  obtained  in 
the  city. 

Back  orders  are  made  out  and  filed  in  a 
Back  Order  File.  All  invoices  are  made 
with  a  typewriter.  The  invoice  is  recheck¬ 
ed  by  the  assistant  and  mailed  together 
with  the  bill  of  lading  and  a  letter  of 
thanks,  also  an  order  sheet  and  addressed 
envelope  are  inclosed. 

(To  be  continued.) 


The  Letter  Head — see  page  126. 
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Dealers  know  make 

EARBORN  CARINETS  QUICK 

SAVE  TIME,  WORRY  and  ERRORS— IMPROVE  OUALITY  of  WORK— THERFFflRP  .savF  wniiiFv 


>42  In.  long,  24  in.  deep,  38  In.  high 


/?o//  Curtain 
to  Paj^er 
Cabinet. 


QUALITY  of  WORK-THEREFORE  SAVE  MONEY 
ARE  46  In.  long,  31  In.  deep,  45^  high 

Sold  around  the 

WORLD 

Universally  known  as  the 


No  6.  Dearborn  Junior  Cabinet 


Notice  how 

COPY-HOLDERS 

are  placed  in  direct  line  of 
vision,  enabling’  operator 
to  sit  up  straight.  Saves 
fully  45  per  cent  of  Time, 

Worry  and  Errors.  A  place 
for  everything,  everything 
in  its  place.  Solid  Golden 
Oak,  guaranteed  the  most 
complete  Typewriter  Cab¬ 
inet  ever  sold  anywhere 
near  the  price  We  ship 
responsible  parties  on  ap¬ 
proval,  freight  prepaid 
east  of  Rocky  Mountains, 
to  be  returned  at  our  ex- 
pense  if  not  satisfactory. 

What  more  can  we  offery 

IF  YOUR  DEALER  DOES  NOT  HANDLE  THEM  WRITE  DIRECT  TO  US 


DELIVERED 


NOTE— We  Desire  to  Announce  that  our  New  Catalos:  Cabinet  is 
Ready  for  Shipment.  New  Catalos:ue  Free. 

DEARBORN  DESK  COMPANY 

Alexander  A.  Samuel,  General  Manager 

501  Fisher  Buildina  CHICAGO.  U.  S.  A. 


No  I.  Dearborn  Special  Cabinet 


DELIVERED 


Just  the  Thing  for  a 
Christmas  Present 

AND  ONE 

THAT  WILL  BE  APPRECIATED 


'She  EQUIPOISE  TELEPHONE  ARM 


A  Necessity  in 

Every  Well-Appointed  Office  Home 


**  It^s  Indispensable'^  -  **  Could  Not 
Do  Without  It"— “Worth  Two 
or  Three  Times  The  Price" 
[Just  a  few  remarks  from  our  mail] 


Sent  Anywhere  on  Approval.  Write  NOW  for 
Prices  and  Name  of  Your  Nearest  Dealer 

OLIVER  MANUFACTURING  CO. 

503  Francis  Bld({.,  Philadelphia,  Penna. 
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The  Business  Man  in  Europe 

The  Institute  of  Directors 

It  might  be  well  for  the  business  m-^n  of  the  United  States  to  follow  the  example 
herein  set  forth  with  a  view  to  eliminating  directors  who  do  not  direct,  and  impressing  on 
corporation  directors  generally  the  importance  of  their  duties  and  the  actual  responsibilities 
they  undertake.  This  is  particularly  true  of  banks,  trust  companies  and  any  institution  that 
maintains  fiduciary  relations  with  the  public. 


E  HAVE  in  England  Chai- 
tered  Institutes  of  Account¬ 
ants  and  Secretaries,  and  now 
we  have  a  Chartered  Institute 
of  Directors. 

years  ago  a  number  of  gentle¬ 
men  in  the  city  formed  a  society  confined  to 
directors  of  public  companies.  The  rate  at 
which  the  limited  liability  principle'  has  in¬ 
creased  in  importance  in  this  country  is  il¬ 
lustrated  by  the  fact  that  while  the  account¬ 
ants  have  had  their  Chartered  Institute  for 
many  years,  it  took  the  Institute  of  Secre¬ 
taries  (of  public  companies)  about  eleven 
years  to  get  their  charter,  whereas  the  In¬ 
stitute  of  Directors — numerically  much 
smaller — has  obtained  the  coveted  charter 
of  incorporation  after  only  two  years  of 
existence. 

That  an  institute  of  the  sort  is  needed 
there  can  be  no  doubt.  Besides  furnishing 
the  usual  library,  reading-room,  and  similar 
appurtenances  of  a  professional  institute, 
the  Institute  of  Directors  means  to  work 
hard  towards  the  maintenance  of  a  high 
standard  of  membership,  and  to  make  its 
views  heard  in  the  legislation  affecting  pub¬ 
lic  companies  which  is  looming  ahead.  Its 
attitude  is  well  put  in  a  brochure  descrip¬ 
tive  of  its  aims  and  objects,  in  which  ap¬ 
pears  the  following  passage : 

“The  institute,  it  is  hoped,  will  eliminate 
and  render  almost  impossible  the  fraudu¬ 
lent  and  dishonest  director ;  and  on  the 
other  hand  will  encourage  and  protect  the 
honest  director,  who  is  often  exposed  to 
risks  quite  disproportioned  to  the  scanty 
and  uncertain  remuneration  he  receives. 
The  too  common  view  of  the  ordinary 
shareholder  that  a  director  is  a  lucky  per¬ 
son,  who  is  excessively  paid  for  the  per¬ 
formance  of  nominal  duties,  and  who  is  at 
once  to  be  found  guilty  and  persecuted,  if 
anything  goes  wrong  with  the  company,  al¬ 


though  the  director  may  have  been  in- no 
way  responsible  for  its  want  of  success,  re¬ 
quires  to  be  supplemented  and  corrected  by 
the  experience  of  those  who  know  that  the 
great  majority  of  directors  perform  their 
duties  efficiently,  honestly  and  assiduously, 
and  too  often  find  themselves  inadequately 
remunerated  for  the  sacrifice  of  time  -and 
labor,  which  they  spared  with  difficulty  and 
loss  from  their  private  affairs.” 

There  are  about  twenty-five  thousand  di¬ 
rectors  of  public  companies  in  the  United 
Kingdom,  and  the  membership  of  the  insti¬ 
tute  has  nearly  reached  its  first  thousand. 

THE  EVASION  OF  TAXES  AND  THE  EMIGRATION 
OF  CAPITAL. 

The  last  elections  in  Erance  resulted  in 
the  striking  victory  of  the  socialists  and 
other  parties,  the  sentiments  of  which 
towards  capitalists  cannot  be  regarded  as 
too  friendly,  and  in  view  of  this  and  the 
proposed  introduction  of  a  direct  income 
tax,  a  large  exodus  of  Erench  capital  is 
threatened.  The  French  government  an¬ 
nounced  recently  that  it  was  considering 
the  expediency  of  calling  a  national  confer¬ 
ence  to  consider  the  best  means  for  the 
mutual  repression  of  fraud  in  all  countries 
which  have  in  some  form  or  other  an  in¬ 
come  tax  and  succession  or  death  duties. 
This  proposal  has  been  most  unfavorably 
received  in  business  and  financial  circles, 
the  organs  of  which  are  unanimous  in  ex¬ 
pressing  the  opinion  that  such  a  conference 
would  be  futile,  and  that  any  repressive 
measures  would  tell  against  Erance  more 
than  any  other  country.  ' 

Reciprocity  would  not  be  possible,  they 
state,  and  this  for  the  simple  reason  that 
France  is  the  greatest  exporter,  and  the 
smallest  importer,  of  capital  in  the  world. 
Milliards  of  French  capital  are  invested  in 
Russia,  England,  Switzerland,  Germany, 


About  two 


THE  BUSINESS  MAN’S  MAGAZINE. 


135 


Improved  £  merson  B  inder 


Prices  From  50  Cents  Up 


Any  Size 


^  Any  Style 


We  shall  not  attempt  to  tell  you  much  in  regard  to  the  strong  points  of  the  EMERSON  BINDER  in 
this  space,  but  merely  call  your  attention  to  the  general  claim  that  we  make  concerning  it. 

The  EMERSON  BINDER  will  bind  any  Loose  Sheet,  Pamphlet,  Catalog,  Blue  Print,  Photograph, 
etc.,  etc.,  that  you  may  desire  to  file. 

The  PROOF  OF  THIS  STATEMENT  is  shown  conclusively  in  our  new  catalog  which  tells  every¬ 
thing  that  you  can  possibly  want  to  know  in  regard  to  such  a  binder  as  we  claim  the’  EMERSON  is. 

This  tale  is  briefly  and  logically  told  and  is  yours  for  the  asking. 


^he  Barrett  Bindery  Co. 


176*178  Monroe 
Street 


iicago. 


UPACE’SCLUE 


Has  been  the  STANDARD  for  ADHESIVES 


=for  25  Years= 


Always  ready  for  use,  its  great  adhesive¬ 
ness,  combined  with  its  keeping  qualities 
in  all  ciimates,  has  made  this  possible. 

Invaiuable  in  household  use  for  Furni¬ 
ture,  China,  Ivory,  Books,  Leather, 
and  wherever  a  strong  adhesive  is  desired. 

Does  not  set  quickly  like  the  old  style 
glue ;  has  four  times  the  strength  (Official 
test,  one  in.  sq.  hard  pine 
butted,  registered  1620  lbs. 
before  parting).  Used  by 
the  best  mechanics  and 
manufacturers  everywhere. 


Luscious 

in 

Flavor 


Wholesome 

as 

Bread 


Nearly  3  Million  Bottles 

sold  yearly,  besides  the  can 
and  bulk  Clue  for  Mechanics 
and  Manufacturers’  use. 

Either  the  one  ounce  Bottle  or  Patent 
Collapsible  Tube  (seals  witha  Pin),  retailing 
for  10  cts.,  mailed  for  12  cts.,  if  your  dealer 
hasn’t  our  line.  Specify  which. 


LEPAGE’S  PHOTO  PASTE 

2  oz.  size  retails  5  cts.;  by  mail,10  cts. 

LEPAGE’S  MUCILAGE 

2  oz.  size  retails  5  cts.;  by  mail, 10  cts. 
are  like  the  Glue,  unequalled,  the  best 
of  their  kind  in  the  world,  and  are  put 
up  in  convenient  and  attractive  pkgs. 


RUSSIACEMENTCO. 

209  Essex  Street  ,  .  .  Gloucester,  Mass. 


Is  tHe  only  CAIVDV 

with  sustaining  nourishment  for  the  “Between- 
Meals-Hunger”  felt  by  all  who  work  or  play. 

So  boxed  in  caramel  form  that  it  is  handy  to 
carry  when  shopping,  calling,  traveling  or  work¬ 
ing.  Put  it  in  the  school-bag  for  recess. 

Avoid  the  dangers  of  ordinary  candy--Mackin- 
tosh’s  English  Toffee  is  good  and  safe  to  eat  at 
all  times.  Try  it  NOW. 

Any  dealer  can  supply  you  (5c.,  10c.  or  $1.60  tin)  or 
will  send  out  and  get  it.  If  not,  write  to  Dept.  66. 

JOHN  MACICirSTOSH 

78  Hudson  St.,  INew  Vork: 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


jji  THE  BUSINESS 

Italy,  Spain,  Belgium — in  fact  all  the  v/orld 
over — but  there  is  no  nation  having  an  ap¬ 
preciable  amount  invested  in  France,  Then, 
detection  of  fraud  would  be  exceedingly 
difficult,  because  millions  of  dollars’  worth 
of  securities  can  be  carried  in  a  bag  from 
one  country  to  another.  Furthermore,  it 
would  not  be  in  the  interest  of  all  the  na¬ 
tions  to  aid  the  French  government  in  this 
matter,  for  their  profits  from  the  employ¬ 
ment  in  their  midst  of  large  sums  of  French 
capital  are  large  and  varied.  I  have  seen 
in  French  papers  advertisements  of  Swiss 
banks,  inviting  deposits  of  bonds,  etc.,  and 
undertaking  to  cash  the  coupons  and  to 
remit  the  proceeds  in  plain  envelopes,  thus 
rendering  easy  the  concealment  of  part  of 
one’s  income.  Many  countries  have  no  di¬ 
rect  income  tax,  or  have  very  liberal  in¬ 
come  tax  laws  (e.  g.,  Belgium  and  Switzer¬ 
land),  and  nothing  is  easier  than  for  the 
foreign  capitalist  to  spend  a  pleasant  holi¬ 
day  each  year  in  the  country  where  he 
keeps  such  an  account  (and  the  sum  saved 
in  income  tax  may  more  than  pay  for  it). 
This  at  once  benefits  the  trade  of  the  coun¬ 
try  visited,  and  as  such  visitors  gradually 
familiarize  themselves  with  matters  and  in¬ 
vestments  in  the  country,  they  are  prone  to 
invest  larger  sums  there. 

One  of  the  foremost  French  financial  au¬ 
thorities  has  expressed  the  view  that  it  is 
only  the  very  rich  who  evade  these  taxes  on 
capital,  the  man  who  is  moderately  well  off 
seldom  going  to  much  trouble  in  the  matter. 

The  introduction  of  death  duties  in  the 
United  Kingdom  has  resulted  in  many  men 
making  over  their  fortunes  to  their  chil¬ 
dren  during  their  own  lifetime.  Some  of 
them  get  bitten,  however.  I  have  in  mind 
one  large  fortune  which  was  made  over  to 
a  son,  who,  however,  died  before  his  father, 
so  that  the  latter  had  to  pay  the  duty  on 
what  was  really  his  own  estate,  and  he. 
dying  soon  after,  this  particular  estate  paid 
double  duty  within  a  few  years. 

ITALIAN  STATE  RAILWAYS. 

In  Italy  the  railways  are  being  taken  over 
by  the  state,  and,  as  usually  happens  when 
companies  sell  their  undertakings  to  the 
government,  the  plant  is  found  to  be  what 
is  mildly  expressed  as  far  from  adequate. 


MAN'S  MAGAZINE. 

A  preliminary  sum  of  105,000,000  lire  has 
been  voted  for  rolling  stock,  and  the  man  • 
ner  in  which  the  state  department  of  rail¬ 
ways,  the  Direzione  generafe  delle  ferrovie 
dello  stato,  proposed  to  give  preference  to 
home  industries,  without,  however,  deliv¬ 
ering  itself  into  the  hands  of  the  manufac¬ 
turers,  was  rather  ingenious.  In  the  event 
of  the  prices  and  terms  quoted  by  the  lat¬ 
ter  not  being  considered  perfectly  satisfac¬ 
tory,  tenders  from  other  countries  were  to 
be  invited,  but  other  things  being  equal, 
home  tenders  were  to  have  the  preference 
so  long  as  they  did  not  exceed  foreign  esti¬ 
mates  by  more  than  five  per  cent,  in  some 
cases  eight  per  cent. 

As  it  has  turned  out,  however,  the  Italian 
makers  were  so  full  with  orders  from  the 
railways  that  the  state  has  already  had  to 
place  with  foreign  establishments  orders  for 
some  150  locomotives,  600  passenger 
coaches  and  6,000  goods  wagons. 

CAN  YOU  T-HINK  OF  A  NEW  USE  FOR  SUGAR? 

It  often  occurs  that  an  industry  develops 
to  such  an  extent  that  it  is  absolutely  im¬ 
possible  to  gauge  and  accommodate  the  sup¬ 
ply  to  the  demand.  This  is  the  case  in  the 
European  sugar-producing  countries,  the 
exports  of  which  are  no  longer  sufficiently 
large  to  account  for  the  surplus  production. 

The  Chambre  syndicale  des  fabricants  de 
sucre  de  France  has  had  a  happy  thought, 
and  is  offering  a  prize  of  one  hundred 
thousand  francs  for  the  discovery  of  a  new 
industrial  use  in  France  for  one  hundred 
thousand  tons  of  sugar.  As  the  history  of 
industry  is  full  of  instances  of  valuable 
uses  being  found  for  what  were  previously 
waste  products,  it  is  quite  possible  that 
some  such  use  can  be  found  for  sugar,  and 
as  the  prize  is  not  limited  to  members  of 
any  French  nationality,  readers  of  this 
magazine  desirious  of  earning  a  trifle  of 
twenty  thousand  dollars  might  do  worse 
than  experiment  with  the  contents  of  the 
domestic  sugar  basin.  If,  however,  many 
people  start  doing  this,  the  world’s  con¬ 
sumption  of  sugar  will  be  augmented  by 
this  very  means — which  was,  perhaps,  the 
arriere  pensee  of  the  originators  of  the 
scheme ! 
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It  Numbers  as  tnc  Arrow  Points 

“  And  Never  Makes  Mistakes 

emMovr^""  ^  machine  as  in  an 

ploye.^  As  well  place  a  $5  boy  m  a  position  of  responsibility  as  dele- 

gate  the  important  work  of  numbering  your  files,  documents,  card  indexes 
checks,  orders,  etc.,  to  a  $5  machine.  muexes, 

The  Bates  Hand  -  Numbering  Machine 

makes  a  $5  boy  worth  $30.  It  costs  enough  to  insure  absolute  accuracy 
and  dependability.  It  numbers  legibly  and  rapidly  and  will  do  all  of  the 
numbering  work  of  any  office. 

Avoid  cheaper  machines  and  machines  of  similar  name.  Ask  for  and 
insist  on  getting  the  original  Bates  machine  made  at  Orange,  N.  J.,  by 

BATES  MANUFACTURING  COMPANY 

31  Lakeside  Ave.,  Orange.  N.  J. 

For  sale  by  all  leading  stationers.  Write  for  booklet. 


CONSECUTIVE 


DUPLICATE 


REPEAT 


12175 

12176 

12177 

12178 


14C54 

14654 

14655 
14655 


14869 

14869 

14869’ 

14869 


What  others  have  tried  to  do,  we 
have  accomplished,  viz ; 

A  Loose  Leaf  Binder  that  will 
hold  One  Sheet  Securely,  or 
More  up  to  1,000  equally  firm, 

A  Binder  with  Faultless  Alignment. 


NEW  YORK  OFFICE 
^  150  Nassau  St. 

W.  B.  WILSON,  Manager 

Stephen  Qreene  Co.,  Arch  and  I6th  Sts. 
PHILADELPHIA,  PA. 


A  Binder  that  you  can  Open 
and  Close  as  quick 
as  a  flash. 


Pittsburg  Office,’  Equipment  Co., 
204  Wood  Street,  PITTSBURG,  PA. 


Patent 


IT  IS  THE 


“Kalamazoo”  Loose  Leaf  Binder 

YOU  WAINT  IT - WE  IVIAKE  IT! 

OUTF^ITS  HROIVI  $1:2.75  TO  $25.00 

Special  Size  Binders,  Sheets  and  Indexes  to  Order. 

Send  for  Catalog  B. 

THE  KALAMAZOO  LOOSE  LEAF  BINDER  CO.,  ADDRESS  DEPT.  A,  KALAMAZOO,  MICH. 
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HE  Milwaukee  Sentinel  of 
November  4  had  much  to  do 
in  stirring  up  the  interest  in 
shorthand  in  the  Badger 
state  by  printing  an  article 
under  the  head,  “Expert  Stenographers  of 
Milwaukee  Whose  Income  Is  Larger  Than 
a  Congressman’s  Salary.”  The  article  in 
itself  is  an  excellent  one  and  shows  what 
experts  can  do  in  this  business.  It  is  re¬ 
produced  below  in  full : 

“When. a  court  reporter  can  make  clear, 
above  all  expenses  of  office,  rent  and  sup¬ 
plies,  more  money  in  a  year  than  the  sal¬ 
ary  of  a  congressman,  why  is  it  that  there 
are  so  few  court  reporters?  Why  do  only 
a  small  per  cent  of  those  who  take  up 
shorthand  and  typewriting  as  a  profession 
show  the  persistence  and  efficiency  required 
to  rise  to  the  top  notch  in  their  work  when 
good  court  reporters  are  scarcities  not  only 
in  Milwaukee,  but  in  every  other  large  city? 
The  work  is  clean  and  fascinating  and  it 
offers  aside  from  the  big  net  earnings, 
many  inducements  usually  demanded  by  a 
scholarly  turn  of  mind. 

“Since  man  emerged  from  the  barbaric 
system,  or  lack  of  system,  of  settling  his 
disputes  with  his  neighbor  by  the  use  of  the 
battle  ax  and  hand  to  hand  combat,  there 
have  been  courts  which  attempt  to  dispense 
justice  according  to  the  highest  lights  of 
the  times.  Almost  with  the  organization  of 
the  first  court  there  sprung  into  existence 
the  court  reporter,  for  some  record  of  pro¬ 
ceedings  must  be  kpet. 

“In  olden  days  he  undoubtedly  took  his 
notes  in  longhand,  for  shorthand  is  com¬ 
paratively  a  modern  art.  Even  after  this 
great  time-saving  system  was  worked  out, 
longhand  was  utilized  in  writing  out  the 
notes  taken  in  shorthand  and  thus  making 
permanent  records  of  what  transpired  in 


court,  in  a  form  that  could  be  easily  read 
by  everyone,  for  the  typewriter  is  even 
newer  than  shorthand. 

“The  older  court  reporters  of  today  can 
remember  the  time  when  all  legal  docu¬ 
ments  and  reams  of  testimony  had  to  be 
written  out  by  hand.  They  do  not  like  to 
recall  those  laborious  times.  And  when  they 
do,  they  see  in  the  mind’s  eye,  backs  pre¬ 
maturely  bent  with  long  stooping  over  the 
writing  table,  eyes  dimmed  with  the  strain 
of  tedious  hours  and  fingers  crooked  and 
gnarled  'with  the  pains  of  writer’s  cramp., 

OFFICIAL  COURT  REPORTERS. 

“Every  court  of  record  today  has  one  or 
more  official  court  reporters.  Every  word 
spoken  during  court  sessions,  by  either 
judge,  attorney  or  witness,  is  taken  down 
verbatim  and  the  official  records  of  all  pro¬ 
ceedings  are  kept  in  the  fireproof  vaults  at 
the  courthouse, 

“Lawyers  are  too  numerous  to  mention. 
So  numerous,  indeed  that  many  of  them 
can’t  make  a  living.  Not  so  with  the  court 
reporter.  He  is  kept  busy  all  the  time  and 
there  are  not  enough  to  go  around.  Sten¬ 
ographers  there  are  by  the  hundreds  every¬ 
where,  but  there  is  a  vast  deal  of  difference 
between  a  stenographer  and  a  court  re¬ 
porter.  It  is  to  be  wondered  at  that,  court 
reporting  being  as  old  a  profession  as  that 
of  a  lawyer,  the  one  is  always  over-crowded 
while  the  other  is  ‘under-done.’ 

REPORTERS,  EARNINGS. 

“The  average  court  reporter  cleans  up  a 
handsome  sum  each  year  which  a  good  ma¬ 
jority  of  lawyers  would  be  proud  to  boast 
of.  While  Milwaukee  court  reporters  are 
adverse  to  telling  their  earnings,  it  is  said 
by  one  of  them,  who  also  does  a  good  deal 
of  work  in  Chicago,  that  the  average  earn¬ 
ings  above  expenses  of  reporters  in  the 
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It  Needs  A  Book 
To  Tell  It 

Having-  the  book  that  describes 
CONKLIN’S  self-filling  FOUN¬ 
TAIN  PEN  is  the  next  best  thing 
to  having  the  pen  itself. 

We  want  you  to  know  how  it  is 
possible  to  fill  the 
CONKLIN  PEN 
as  easily  as 
dipping  a 
common 
pen  into 
an  ink- 
stand. 

We  want 
to  tell 
you  why 
U  is  the 
only 
"ountain 
pen  that 
is  never  in 
trouble. 

Book 
Sent 
Free. 


Think  oi 
a  fountain 
pen  being 
filled  in¬ 
stantly  by 
one  piessure 
of  the  tliiunb! 
And  not  only 
tilled  but 
cleane(?  a  a 
■well. 

If  you 
ever  ex¬ 
pect  to 
need  a 
f  o  u  n  tain 
pen,  yon 
should  have 
this  bo  ck. 
Beautifully 
Illustrated,  and 
well  worth  writ¬ 
ing  for.  A  pcstal 
card  will  do. 


CONKLIN’S 

SelS-Filling  Pen 

S3LD  DY  DEALERS  EVERYWHERE. 

The  Conklin  Pen  Co. 

514-516-518  Jefferson  Ave..  Toledo,  0. 

93  Reade  St.,  New  York. 

144-146  Monroe  St.,  Chicago. 

1652  Curtis  St.,  Denver. 

402  Union  Sav.  Bank  Bldg.,  Oakland,  Cal. 

38  Shoe  Lane,  Fleet  St.,  London,  E.  C.,  Eng. 
47  Market  St.,  Melbourne,  Aus. 


No.  4-OFFICE  and  HOTEL  MAIL  BAGS 

lOxlJ  inch . $4.00  each 

Hx  13  inch .  4.80  each 

J  2x1 5  inch .  5.60  each 

J3xI7  inch .  6.40  each 

J4xl9inch .  7.20  each 

J5x2Imch . 8.00  each 

16x23  inch .  9.50  each 

(Lock  and  Key  50  cents  extra) 

R.  A.  Humphrys  Sons 

1025  Callowhill  Street,  Philadelphia,  Pa. 


R.  EMPLOYER: 


A  few  reasons  why  the 
modern  office  assistant 


Mechanical  Accountant 


IS 

neces¬ 

sary 

in 

YCUR 

office 

and 

count¬ 

ing 

room 


SAVES  TirVIE.  SAVES  MONEY. 

kinds  of  arithmetical  work  with  absolute  correct- 
possibility  of  errors  and  all  worry. 
ni  A I  exclusive  feature,  DOUBLE  ROW  OF 

is  adde^  proving  the  work  as  it 

lesSfiblrp'artiff  “  >■•!='>  '<> 

MECHANICAL  ACOUNTANT  CO. 

12-18  Warren  St.  Providence.  R.  I. 


DHL  ART  OFFICE  FURNITURE 


A’c.  5/1—  y.r/anese  Copper 

^This  sightlv  STEEL 
REVOLVING  DESK 
STOOL — adjustable— light, 
strong  —  can  not  wear  out 
—  no  bolted  or  riveted 
joints— $4.50 


No. 621 — Japanese  Copper 

This  STEEL  TYPE¬ 
WRITER  and  OFFICE 

CHAIR  with  adjustable 
spring  back— no  bolts,  or 
rivets— 1  i  g  h  t ,  wield  y, 
strong  and  artistic  $4.50 

Both  of  these  Cold  Rolled  I'  Sfeel  Cluiirs  have  oiir 
exclusive  patent  automatic  loclune  device — the  hand¬ 
iest— simplest  Idea  for  revolving  the  seat  without 
removing  the  screw. 

Get  our  literature.  If  your  dealer  cannot  supply  you  send  your  order  di¬ 
rect  to  us.  We  pay  freight  East  of  the  Mississippi— north  of  Tennessee. 

THE  TOLEDO  METAL  FURNITURE  CO. 

125  Huron  Street  Toledo,  Ohio 
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Illinois  metropolis  reaches  $500  a  month 
and  there  are  not  a  few  in  the  east  who 
annually  clear  $20,000.  How  many  lawyers 
of  wide  reputation  can  say  as  much? 

“The  salary  of  the  official  circuit  court 
reporter  in  Wisconsin  is  fixed  at  $2,000  a 
year.  This,  however,  amounts  to  a  mini¬ 
mum  remuneration,  a  guarantee  that  he 
will  receive  for  his  year’s  work  nothing 
less  than  that.  For  in  addition  to  his  sal¬ 
ary  he  is  allowed  to  charge  10  cents  a  folio 
for  transcripts  and  five  cents  more  for  each 
copy.  A  folio  consists  of  100  words  and 
there  are  two  and  one-half  folios  on  a 
page  of  legal  cap  paper,  so  he  receives  a 
quarter  for  each  page,  and  half  that  sum 
for  copies.  It  costs  him  little  more  to 
make  a  dozen  copies  for  it  only  takes  that 
much  more  paper  and  a  little  extra  time 
to  get  the  sheets  together.  For  a  dozen  or 
15  copies  can  be  made  in  this  manner  at 
the  same  time. 

“The  good  reporter  finds  no  trouble  in 
getting  $10  a  day  for  outside  work.  This 
as  a  salary,  and  in  addtion  the  10  cents  a 
folio  and  five  cents  for  copies.  On  a  big 
task  there  will  be  a  great  deal  of  transcript, 
as  in  the  case  of  a  convention,  where 
speechmaking  runs  rampant,  a  stipulated 
price  may  be  agreed  upon.  If  daily 
transcript  is  to  be  made,  either  in  court 
work  or  convention  work,  the  reporter  gets 
a  much  higher  rate  than  if  he  can  take  his 
time  in  typewriting  his  shorthand  notes. 

“The  fact  that  so  many  men,  who  have 
afterward  attained  high  positions  in  public 
life,  started  their  careers  as  court  reporters, 
is  proof  that  it  is  a  profession  which  may 
well  deserve  the  consideration  of  ambitious 
young  men.  That  is  not  to  say  that  women 
may  not  also  find  it  a  remunerative,  inter¬ 
esting  and  congenial  occupation.  For  there 
are  not  a  few  women  reporters  in  Mil¬ 
waukee  and  other  cities  and  they  rank  high 
in  the  profession. 

“But  young  men  especially  have  found  it 
a  stepping  stone  to  positions  of  public  trust 
and  honor,  while  others  have  been  satis¬ 
fied  with  the  immediate  returns  of  report¬ 
ing  and  have  settled  down  in  the  business 
for  life. 

SOME  PROSPEROUS  REPORTERS. 

“Judge-elect  W.  H.  Timlin,  of  the  Wis¬ 
consin  supreme  court,  began  his  career 
years  ago  as  a  court  reporter  at  Two  Riv¬ 
ers  and  Manitowoc.  With  the  information 


he  gained  in  the  course  of  his  daily  duties 
and  the  assistance  of  night  study,  he  finally 
drifted  into  the  practice  of  law.  In  this 
profession  he  soon  displayed  the  ability 
which  has  placed  him  in  the  first  rank  as 
a  jurist  in  this  state. 

“Others  in  high  places  in  national  life 
started  in  the  same  way,  but  went  into 
fields  more  congenial  or  more  suited  to 
the  display  of  their  abilities.  Postmaster 
General  Cortelyou  is  an  instance,  as  is 
Secretary  Loeb,  keeper  of  the  inner  seals 
of  the  White  House,  private  secretary  and 
confidant  to  President  Roosevelt. 

“At  least  one  court  reporter  has  become 
many  times  a  millionaire.  Edward  Easton, 
who  reported  the  trial  of  Guiteau,  murderer 
of  President  Garfield,  now  counts  his  an¬ 
nual  income  in  six  figures.  He  developed 
business  acumen  and  is  president  of  the 
American  Graphophone  and  Columbia  Pho¬ 
nograph  companies.  James  O.  Clephane, 
who  reported  the  trial  of  President  An¬ 
drew  Johnson  when  he  was  impeached  by 
the  senate,  accumulated  wealth  in  later 
years  by  exploiting  the  Mergenthaler  lino¬ 
type  machine,  and  he  was  also  heavily  in¬ 
terested  in  the  development  of  the  phono¬ 
graph. 

“The  greater  number  of  those  who  adopt 
the  profession,  however,  find  their  work 
congenial  and  interesting  enough  to  sat¬ 
isfy  them.  There  is  the  ever-changing  sub¬ 
ject  matter  of  the  case  which  he  must  han¬ 
dle,  the  opportunity  to  study  human  nature 
in  its  constantly  changing  phases,  the  new 
facts  brought  to  him  from  every  calling, 
every  business,  every  sort  of  invention. 
For  a  year’s  work  in  the  court  is  a  kaleido¬ 
scope  of  human  suffering,  endeavor,  hope 
and  defeat  and  success. 

CHARACTER  READING. 

“The  court  reporter  comes  to  be  a  keen 
reader  of  human  character.  One  in  Mil¬ 
waukee  who  has  spent  years  in  recording 
the  procedures  of  court  says  that  he  can 
detect  in  a  moment  whether  a  witness  is 
committing  perjury  or  not.  It  is  his  opinion 
that  a  liar  carries  the  stamp  of  his  untruth 
written  in  every  line  of  his  face. 

“The  nature  of  his  work  teaches  him 
these  things.  When  a  case  is  called  the 
reporter  takes  his  place  at  a  table  within 
a  few  feet  and  in  front  of  the  witness  chair. 
He  must  keep  every  faculty  centered  upon 
the  witness  to  guard  against  losing  any 
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KORONA  CAMERAS 


Sold  by  Aatl'trust 
dealers  only  and 
direct  from  the 
factory 


F amous  for  their  Lens  equip¬ 
ments  and  sound  principles 
of  construction. 

KORONAS 

Have  many  advantages  en¬ 
tirely  their  own  and  they  are 
made  to  suit  every  require¬ 
ment  of  photographic  work. 


25^ 

mail  order 
discount 


ONE  LOOK 
THROUGH  A 
TURNER-REICH 
PRISMATIC 
BINOCULAR 

brings  conviction  that  an  ordi¬ 
nary  field  glass  is  a  waste  of 
money  at  any  price. 

OUNDLACH-MANHATTAN  OPTICAL  CO. 

796  Clinton  Ave.,  So.  Rochester.  N.  Y. 


’DESKS 


OUR  NEW  “400”  SERIES 

No.  400  (like  cut)  has  deep  drawers  arranged 
with  VERTICAL  FILING  EQUIPMENT,  writing 
bed  not  broken  by  typewriter,  which  disappears 
In  dust-proof  compartment.  Gunn  Desks  are 
made  in  250  different  patterns,  in  all  woods 
and  finishes,  fitted  with  our  :ime-saving  DROP- 
FRONT  Pigeon-Hole  Box.  If  you  desire  an 
up-to-date  desk  of  any  description  and  best 
possible  value  for  your  money,  get  a  Gunn.  Our 
reference— “The  User— The  Man  with  the  Gunn.” 

Sold  by  all  leading  dealers  or  shipped  direct  from 
the  factory.  Send  for  catalogue  of  desks  and  filing 
.  devices — mailed  FREE. 

Gunn  Furniture  Co.,  Grand  Rapids, 


Maters  of 
Gunn  Sec¬ 
tional  Book 
Cases 


Professional  Men 
restoring  the  worn 
and  tired  brain  to  its 
normal  condition. 


cnmicftL works  providence  R 


Adjustable 

Incle>c  Taos 

20.^  of  a  booKKeeper's 


A  steel  clip,  enclosed  in  leather  tabs,  on  the 
projecting  portion  of  which  any  inscription 
may  be  written  or  printed.  Instantly  put  on  a 
leal  or  card  and  holds  with  a  vice-like  grip,  but 
quickly  removed  to  another  leaf. 


TAGS  TO  WRITE  ON.  (Made  in  7 
sizes)  permit  of  writing  any  inscription 
and  of  erasing  and  rewriting  as  often  as 
desired. 


PRINTED  TAGS  in¬ 
clude  Alphabets  (15 
different  ones),  Ac¬ 
counts, Months,  States, 

Cities,  Days  of  Week. 

Tags  with  specii'l  in¬ 
scriptions  printed  to 
order  promptly  at 
moderate  cost. 

WE  GUARANTEE  the  tags  to’pay  for  them¬ 
selves  in  the  time  saved  by  their  use,  and  will 
send  tags  to  any  responsible  person  or  firm  on 
anproval,  to  be  returned  if  not  found  profitable. 
We  prepay  transportation. 

WRITE  TODAY  on  your  letterhead  and  receive 
our  catalogue  ana  pricelist  showing  how  YOU 
can  save  time  and  labor.  Sample  tag  5  cents. 

Dept.  A  Chas.  C.  Smith,  Mfr. 
Exeter,  Nebraska 
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word  that  may  fall  from  his  lips..  As  he 
learns  to  do  this  he  soon  comes  to  read 
the  mind  of  the  persoa,  sitting  in  the  in¬ 
quisitorial  chair.  It  is  a  sort  of  telepathic 
communication  which  tells  the  sensitive 
mind  of  the  reporter  different  things  than 
the  mere  words  which  the  lips  utter. 

“To  have  a  quick  ear  and  readily  catch 
the  meaning  of  a  spoken,  sentence  is  one 
of  the  first  requirements  of  a  reporter  who 
wants  to  rise  to  the  top  of  the  profession. 
It  is  one  thing  to  catch  the  drift  of  the  wit¬ 
ness’s  meaning  and  sometimes  quite  an¬ 
other  thing  to  record  accurately  every  word 
he  utters. 

“The  reporter  must  be  able  to  write 
shorthand  as  speedily  as  the  average  per¬ 
son  talks.  Sometimes  it  will  be  necessary 
for  him  to  write  200  words  a  minute.  Oc¬ 
casionally  a  witness  or  an  attorney  becomes 
greatly  excited  and  his  words  fall  from  his 
lips  like  the  sound  coming  from  a  bunch  of 
firecrackers  which  have  all  been  lighted  at 
once.  As  a  general  rule,  however,  a  speed 
of  150  is  sufficient. 

GOOD  EDUCATION  NECESSARY. 

“A  fair  education  is  an  absolute  necessity 
in  doing  the  work  which  is  required  of  a 
reporter.  Perhaps  there  is  no  other  prop 
fession  which  calls  for  such  a  fund  of  gen¬ 
eral  information.  Knowledge  of  the  law 
is  not  all  that  is  required.  A  good  reporter 
must  at  all  times  have  a  smattering  knowl¬ 
edge  of  the  subject  under  discussion.  He 
must  spell  correctly  and  have  a  fairly  quick 
movement  of  the  hand. 

“  Tf  a  person’s  knowledge  is  limited  he 
will  soon  run  into  snags  in  this  profession,’  - 
says  William  M.  Foster,  reporter  of  the 
county  court.  Tn  a  big  case  technical  ex¬ 
pressions  are  frequent,  and  it  is  of  the  ut¬ 
most  importance  at  times  that  one  knows 
just  what  those  expressions  mean  or  the 
transcript  may  be  of  little  value  after  it  is 
completed.  • 

“  ‘During  the  famous  Schandein  will  case 
the  expert  witness  from  Chicago,  a  widely 
known  physician,  was  about  the  hardest 
person  to  report  that  I  ever  came  across. 
Everyone  who  attempted  to  report  him 
gave  the  same  verdict.  He  had  physiolog¬ 
ical,  anatomical  and  pathological  names  at 
his  finger’s  ends,  and  he  rattled  them  off 
at  a  terrific  rate. 

“  ‘As  an  instance  of  how  a  person  may 
be  caught  up  on  words  with  which  he  may 


not  be  familiar,  take  ferro-cyanide  and 
ferri-cyanide.  I'o  hear  a  p'crson.  pronounce 
either  word  in  the  course  of  testifying  one 
might  easily  think  he  said  the  other. 
Spoken  rapidly,  no  one  can  detect  the  dif¬ 
ference  between  them.  But  one  may  be  a 
poison,  while  the  other  is  not.  And  the 
good  reporter  makes  no  mistake. 

“  ‘I  remember  a  green  court  reporter  who 
was  taking  testimony  one  time  in  a  court 
commissioner’s  hearing.  The  commissioner 
announced  that  a  subpoena  “duces  tecum” 
might  issue.  The  court  reporter,  to  whom 
the  term  was  entirely  new,  wrote  in  his 
n.otes  “subpoena  to  induce  us  to  come.”  ’ 

THE  WIDE  RANGE  OF  INTEREST. 

“Amusing  and  pathetic  incidents  are  the 
daily  tonic  of  the  court  reporter,  that  stim¬ 
ulate  him  during  the  monotony  of  routine 
work.  Women  quite  frequentl}^  find  scenes 
in  court  a  little  more  than  they  can  stand. 
One  young  woman,  recently  reporting  a 
trial  in  the  circuit  court,  became  so  over¬ 
come  under  the  strain  of  hearing  a  father 
tell  the  shortcomings  of  his  son  that  she 
laid  her  head  in  her  arms  in  the  midst  of  a 
sentence  and  took  a  good  cry. 

“  ‘I  just  couldn’t  help  it,’  she  told  the 
judge  afterward.  ‘That  poor  old  man  sit¬ 
ting  there  with  bowed  head  and  eyes  brim¬ 
ming  over  with  tears  was  too  much  for  me. 
If  it  hadn’t  been  that  I  had  to  look  at  him 
occasionally  to  catch  what  he  was  saying 
it  would  have  been  all  right.’ 

“But  it  is  in  the  district  and  juvenile 
courts  where,  in  the  first,  all  manner  of 
petty  wrong-doers  are  haled  before  the  bar 
of  justice,  and  in  the  second  the  wayward 
boys  and  girls  are  brought  for  a  more  stern 
punishment  than  they  would  find  at  home, 
that  court  reporting  finds  its  widest  range 
of  interest. 

“  ‘Down  here  we  have  things  to  contend 
with  that  they  don’t  have  in  the  other 
courts,’  said  Alfred  O.  Wilmot^  who  re¬ 
ports  these  two  courts.  ‘We  do  not  have 
the  formality  that  prevails  in  the?  state  or 
federal  courts.  Everything  goes^'  with  a 
rush.  In  the  district  court  sometimes 

'  'j 

high  as  100  cases  are  disposed  of  in  one 
day.  One  has  to  be  familiar  with  every 
kind  of  a  language  and*  every  conceivable 
sort  of  brogue  and  accent.  We  get  them  all 
here  in  the  course  of  time. ^  In  the  juvenile 
court  things  are  different  still,  **  There  the 
judge  tries  to  convince  the  kids  That  k  is 
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The  Hotchkiss  Automatic 
Paper  Fastener 


O.  The  Hotchkiss  No.  1  Automatic  Paper  Fastener 
uses  a  single  strip  (see  cut)  on  which  there  are 
25  staples.  These  staples  when  inserted  into  the 
machine  are  automatically  cut  off  and  fed  forward, 
accurately  and  without  failure.  The  staple  is  always 
ready  to  be  driven  and  a  single  blow  will  drive  it 
through  1  to  25  sheets  of  paper,  and  with  the  same 
movement  feed  forward  the  next  staple. 

ALEX  H.  IRVIN  COMPANY,  CURWENSVILLE,  PA. 


I  Can  Give  You  a 
Better  Grade 
of  Printing  for 
Less  Money 

CE,  Let  Me  Prove  It.  Simply  send  me  a 
sample  of  the  last  job  turned  out  by  your 
printer,  together  with  the  number  you  had 
printed.  Nothing  more.  Do  not  even 
hint  at  the  price  you  paid  for  the  work. 

IT  I  will  give  you  a  complete  estimate  of  the  cost 
and  with  this  I  will  send  samples  of  my  everyday 
work  for  other  firms.  Compare  my  prices  with 
your  printer’s.  Compare  my  quality  with  his. 

Then  give  your  next  job  to  the  man  with  the 
lowest  price  and  the  highest  quality. 

H  I  have  a  plant  especially  fitted  for  large  edition 
printing.  My  machinery  is  new  and  the  best  of  its 
kind.  My  employees  are  experts.  I  guarantee 
high  quality  work  promptly  delivered.  My  rent, 
taxes  and  operating  expenses  are  extremely  low. 

o.  But  most  important  of  all  to  my  cus¬ 
tomers;  I  promise  satisfactory  work  or 
no  pay.  This  is  a  binding  guarantee  that 
attaches  itself  to  every  order  I  accept. 

Send  the  sample  to-day  and  let  me  prove 
a  “saving  worth  while.” 

WARREN  B.  LONG 

Factory:  Crisfield,  Maryland 

Office:  Manhattan  Life  Bldg.,  Philadelphia,  Pa. 


What  Is  the  letter 
oi  YOUR  line  ? 


PAGE 

Lawyers 

15 

Leather  Workers 

18 

Life  Insurance  Agents 

26 

Lumbermen 

18 

Last,  but  not  Least,  Yours 

•> 

• 

There  is  a  special  Lead  Pencil  for  every 
line  of  work.  That  people  of  all  work 
may  know  how  to  get  the  right  pencil, 
Dixon’s  Pencil  Guide  has  been  devised.  It 
is  alphabetically  indexed  by  vocations^ 
so  all  you  have  to  do  is  to  look  for  your 
letter,  turn  to  the  page  and  find  the  pencil 
you  need,  described  by  name  and  number. 
The  Guide  is  free. 

If  your  dealer  doesn’t  keep  Dixon’s  Pencils,  send 
16  cents  for  samples,  worth  double  the  money. 

Dept.  N  Joseph  Dixon  Crucible  Co.,  Jersey  City,  N.  J. 


Em 


If  you  earn  less  than  $25  per  week  I  can  DOUBLE  yonr 
salary  by  teaching  you  how  to  write  catchy,  intelligent 
advertising. 

One  graduate  fills  $10,000  place,  another  $6,000  and  any 
numbei  earn  $1,500.  The  advertising  manager  of  the 
famous  Beechnut  Bacon,  another  graduate,  was  a  drug 
clerk  a  year  ago. 

A  $12  clerk  in  a  New  Jersey  rubber  company,  less  than  a 
year  ago,  I  placed  in  the  advertising  chair  of  a  large  land 
company  in  Alabama,  after  cornpleting  my  course  a  few 
months  ago.  Last  month  he  resigned  to  take  charge  of  the 
largest  department  store  in  the  State. 

These  are  more  examples  of  possibilities  awaiting  Powell 
graduates,  and  the  demand  from  advertisers  for  their  ser¬ 
vices  is  THREE  TIMES  greater  than  in  any  previous  year. 

My  system  of  Instruction  by  Mail  is  the  only  one  in  exist¬ 
ence  that  has  the  hearty  endorsement  of  the  great  experts 
and  publishers,  and  I  am  anxious  to  send  my  prospectus 
and_“Net  Results, ’’  together  with  the  most  remarkable  fac¬ 
simile  proof  ever  given  in  the  history  of  corre.spondence 
instruction,  if  you  are  interested.  Simply  add  ess  me. 
GEORGE  H.  POWELL,  234  Metropolitan  Annex,  New  York 
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not  a  court  at  all,  but  only  a  family  talk. 
The  children  are  induced  to  tell  their  sto¬ 
ries  in  their  own  language  and  we  have  to 
take  everything  down. 

“  T  remember  an  Irishman  that  was 
brought  into  the  district  court  one  time 
charged  with  disorderly  conduct.  It  seems 
that  he  had  been  traced  from  one  saloon 
to  another  and  he  was  asked  what  he  had 
to  drink  in  each  of  them.  He  had  whisky 
in  each  one  of  them,  but  had  different 
names  for  all.  In  the  first  saloon  he  en¬ 
tered  he  had  a  bit  of  a  sensation,  in  the 
next  a  hummer,  the  next  a  bit  of  crater, 
and  so  on,  until  the  court  was  in  possession 
of  12  different  names  for  whisky.  It  would 
not  be  difficult  to  collect  enough  slang  ex¬ 
pressions  here  in  a  short  time  to  fill  a 

“Court  reporters  sometimes  find  a  young 
and  not  too  conscientious  lawyer  who  tries 
to  work  into  the  testimony  answers  which 
the  witness  has  not  given.  It  is  said  these 
sprouting  attorneys  will  frequently  ask 
questions  rapidly  and  answer  them  them¬ 
selves  by  ‘yes’  or  ‘no,’  relying  on  keeping 
the  reporter  so  busy  that  he  will  confuse 
his  notes.  Reporters  soon  detect  any  at¬ 
tempt  to  befuddle  them,  and  it  is  rare  that 
their  transcripts  are  assailed  as  faulty  on 
these  grounds. 


“Court  sessions  as  a  rule  begin  at  10 
o’clock  in  the  morning  and  continue 
throughout  the  day  until  5  o’clock  in  the 
afternoon,  with  a  noon  recess  of  from  12 
to  2  o’clock.  This  noon  recess  is  utilized 
by  the  court  reporter  in  making  transcript 
of  the  testimony  he  has  taken  down  in 
shorthand  during  the  morning  session.  If 
daily  transcript  is  to  be  gotten  out,  the 
reporter  goes  immediately  to  his  luncheon 
and  then  hastens  back  to  his  room. 

“Here  the  phonograph  is  used  in  a  man¬ 
ner  which  few  people  realize.  It  is  the 
popular  belief  that  the  phonograph  is  mere¬ 
ly  a  toy  and  that  it  never  serves  any  really 
useful  purpose.  But  it  is  the  development 
of  this  unique  invention  which  is  the  secret 
of  profit.  Without  mechanical  contrivances 
for  getting  out  transcript,  reporting  would 
be  a  much  more  costly  procedure  for  court 
and  attorneys,  or  the  reporter  would  be 
reduced  to  a  slave  and  drudge. 

“It  is  generally  found  by  women  report¬ 
ers  that  their  voices  have  not  the  volume 
sufficient  to  make  the  desired  impression 
upon  the  receiving  phonograph.  For  this 
reason  they  are  much  handicapped  because 
they  must  themselves  typewrite  all  their 
work  without  the  aid  of  assistants. 


Tussle  With  a  Telephone 


UMBER,  please?”  The  dulcet 
tones  of  the  invincible  “hello” 
girl  trilled  the  query  into  the 
waiting  ear  of  the  wag  at  the 
other  end  of  the  circuit. 

“Give  me  two  pair  of  aces,”  same  the 
answer. 

“Do  you  think  you’re  playing  draw 
poker?”  interrogated  the  girl  at  “Central.” 

“Certainly  not,”  was  the  reply.  “I'm  call¬ 
ing  a  telephone  number.  Kindly  let  me 
have  four  ones.” 

“I’m  afraid  I  don’t  understand,”  said  the 
operator.  “Can’t  you  make  your  call 
clearer?” 

“I’m  doing  the  best  I  know  how.  Can 
you  connect  me  with  one,  one,  one.  one?” 

“Guess  you’ve  got  the  wrong  number ; 
try  again.” 


“No,  I  haven’t;  it’s  in  the  book.  Maybe 
you  specify  it  as  eleven  eleven.” 

“Say,  do  you  think  this  is  a  policy  shop? 
What  number  are  you  calling?” 

“I’m  trying  to  tell  you.  See  if  you  can 
give  me  one  hundred,  eleven,  one.” 

“No,  I  can’t,”  came  the  sharp  reply.  “I 
have  no  time  to  wait.  If  you  can  not  be 
more  explicit  you  had  better  send  a  tele¬ 
gram.” 

‘Why  do  you  have  such  nonsensical  num¬ 
bers  in  your  old  books  if  you  can’t  under¬ 
stand  them?”  argued  the  caller.  “Here  it  is 
as  plain  as  day — four  ones  in  succession.” 

“Oh,  you  mean  one,  one,  double  one. 
Why  didn’t  you  say  so?  I’ll  connect  you.” 

“Don’t  bother;  I  just  wanted  to  discover 
how  you  called  for  that  strange  collection 
of  figures.  Good-by.” — Exchange. 
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THE  SENGBUSCH 

Self-Closing  INKSTAND 


15  DAYS’  TRIAL 

FREE 


No.  2—3  in.  Cut  Glass 
Price,  $2.00 


No.  3—3  in.  Plain  Glass 
Price,  $1.75 


No.  1 — 3  in.  Every  man  having  occasion  to  sign 

D  1  «1  cn  name  needs  this  inkstand.  No 

Price,  $1.0U  ofllce  is  thoroughly  equipped  unless 

using  them.  The  name  states  its  chief 
advantage  over  all  others.  It’s  self-closing.  That  means  dust-proof 
and  non-evaporating.  The  “dip”  is  always  uniform,  making  it  Im¬ 
possible  fur  pen-holder  to  become  inky.  Ink  never  spurts  and  Inkstand 
is  never  out  of  order.  Filled  very  easily. 


UPBETSC  TUP  ^PPPDa  Write  your  order  on 
n  Ih  b  I  n  Ci  r  ■  b  ■  your  business  letter 

head,  also  send  your  stationers’  name  and  address,  and  we  will  send 
you  this  inkstand  on  15  days’  FREE  TRIAL.  If  found  satisfactory 
remit  price — if  not,  return  at  our  expense. 


SENGBUSCH  SELF-CLOSING  INKSTAND  CO. 
B-3II  Montgomery  Bldg.  MILWAUKEE,  WIS. 


Financing  An  Enterprise 


By  Francis  Cooper 

d.  A  practical  work  of  540  pages  telling  how  money 

is  secured  for  enterprises. 
In  two  volumes,  buckram 
binding. 

d  Volume  1  describes  the 
methods  and  requisites  of 
successful  financing ;  tells 
when  and  how  to  investi¬ 
gate  an  enterprise ;  also  how 
it  may  be  held  and  protect¬ 
ed,  together  with  a  full  and 
valuable  discussion  of  cap¬ 
italization. 

d.  Volume  11  tells  how  to 
prepare  a  prospectus  and 
how  to  present  an  enter¬ 
prise,  (I)  personally,  (2)  by  letter,  (3)  by  circulars,  (4) 
by  general  advertising.  It  also  contains  a  full  discus¬ 
sion  of  trust  fund  guarantees,  guaranteed  stock  and 
bonds,  underwriting,  commissions  and  the  general 
problems  of  promotion. 

Ct,  The  work  is  free  from  advertising,  is  practical  and  to  the  point. 
Jt  is  the  only  first-class  publication  of  the  kind.  It  is  of  value  and 
interest  to  every  promotor,  investor  and  business  man. 

540pp.  8vo.  1906.  Two  volumes.  Prepaid  price,  $4-. 
(Either  volume  separately,  $2.00.) 

Descriptive  booklet  on  application. 

THE  RONALD  PRESS  CO,,  Rooms  16-17,  229  Broadway,  N.  Y. 


Ho!  For  Palm  Beach! 

the  most  healthful;  the  most  beautiful;  the  most 
fashionable  Winter  resort  in  all  America.  When 
you  are  in  Florida  you  cannot  afford  to  return 
North  without  having  visited  the  only  resort  that 
is  talked  of  at  a  distance. 

The  largest  hotel  in  the  world,  the  original  alli¬ 
gator  pen;  the  ostrich  farm;  the  inimitable  Ole¬ 
ander  avenue;  Munyon’s  Fairy  Island;  the  rub¬ 
ber  tree;  the  jungle  trail;  the  ocean  pier;  a  four- 
masted  schooner  washed  high  and  dry  on  the 
sands  are  but  a  few  of  the  wonderful  sights.  You 
can  fish,  hunt,  sail,  bathe  or  play  golf,  or  watch 
others  in  the  act  while  you  sit  leisurely  by  and 
enjoy  the  unsurpassable  climate.  Within  a  rad¬ 
ius  of  twenty-five  miles  you  can  see  everything 
for  which  Florida  is  most  noted.  The  impass¬ 
able  Everglades  is  our  western  boundary  while 
the  world’s  greatest  highway,  the  Gulf  stream, 
washes  our  eastern  shore. 

West  Palm  Beach  which  is  situated  across  fam¬ 
ous  Lake  Worth  from  Palm  Beach,  and  is  in  the 
very  heart  of  the  Pineapple  region,  has  some¬ 
times  been  called  “The  City  of  Homes.”  Wouldn’t 
you  like  to  own  one  of  the  homes?  It  is  also 
known  as  “The  City  of  Flowers.”  If  you  do  not 
want  a  home  you  should  at  least  come  and  see 
what  beautiful  homes  other  northern  people  can 
have  in  the  south. 

If  you  want  to  rent  a  room,  or  a  house  (fur¬ 
nished  or  unfurnished)  or  if  you  want  to  buy  a 
Winter  home,  a  pineapple  plantation,  an  orange 
grove  or  a  vegetable  garden,  write  or  call  and  see 

The  Currie  Investment  Company 

West  Palm  Beach,  and  we  will  strive  to  suit  you. 


MY  BOOKLET  IS  FREE 

to  typewriter  users.  It  will  tell  you  more  about  fast 
typewriting  than  you  have  learned  since  you  began  to 
use  the  machine.  It  will  tell  you  how  you  can  increase 
your  speed  40  to  80%;  how  you  can  watch  your  notes 
and  write  without  ever  looking  at  the  keys.  It  will  tell 
you  of  the  new 

TULLOSS  TOUCH  SYSTEM 

and  why  it  is  the  fastest  and  yet  the  most  easily 
learned  method  of  typewriting  in  the  world.  It  will 
show  you  letters  from  students  in  every  part  of  the 
country  who  have  found  these  things  true  and  easy. 
It  is  yours  for  the  asking.  Write  today. 

THE  TULLOSS  SCHOOL  OF  TOUCH  TYPEWRITING 

Dept.  i!02  Tulloss  Bldg.,  Springfield,  Ohio, 
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Competitors  must  sign  their  articles  and  give  address — not  necessarily  for  publication  hut  as  an 
evidence  of  good  faith. 

Competitors  are  requested  to  send  their  photographs,  carefully  marked.  All  forms  should  he  drawn 
on  separate  sheets  and  carefully  numbered.  Write  on  one  side  of  the  paper  only.  Address  everything. 
Competition  Editor. 


Future  Deliveries — Wholesale  Cheese  Business 

By  H.  H.  M. 


SYSTEM  for  wholesale 
cheese  business,  working  on 
future  deliveries,  to  be  made 
at  option  of  vendee,  but 
amount  of  purchase  to  be  set¬ 
tled  at  time  of  making  the  contract  by  cash 
payment  of  25  per  cent  of  the  amount  of 
the  purchase,  balance  by  notes,  interest  six 
per  cent. 

Form  1.  Contract  Record.  All  contracts 
to  be  entered  in  order  of  number.  Refer¬ 
ence  to  any  contract  record  to  be  made  by 
index  or  contract  files,  arranged  alphabet¬ 
ically.  This  form  provides  for  date,  con¬ 
tract  number,  vendee,  contract  price,  quan¬ 
tity  contracted,  value  of  cheese  contracted, 
to  be  entered  in  column  “A/c  Rec.  Dr. — Fu¬ 
ture  Deliveries  Cr.”  Amount  of  marginal 
payment  to  be  entered  in  “Cash  Dr.”  column 
under  “A/c  Rec.  Cr.,”  and  bills  in  “Bills 
Rec.  Dr.”  also  under  “A/c  Rec.  Cr.”  Thus 
far  entries  in  the  record  are  entries  of  orig¬ 
inal  entry. 

Total  of  column  “A/c  Rec.  Dr. — Future 
Deliveries  Cr.”  to  be  posted  to  the  debit  of 
accounts  receivable  and  to  the  credit  of 
Future  Deliveries,  also  to  the  credit  side  of 
Future  Deliveries,  as  a  memorandum,  the 
total  of  “Quantity  Contracted.” 

Daily  the  sum  of  cash  entries  in  “Cash 
Dr.”  column  to  be  carried  to  similar  special 
column  in  cash  book,  which  there  will  be 
headed  “A/c  Rec.,”  and  at  close  of  month 
total  of  this  column  to  be  posted  to  “A/c 


Rec.”  in  the  ledger.  The  posting  to  the 
ledger  of  this  credit  to  the  “A/c  Rec.”  will 
‘be  made  from  the  cash  book  rather  than 
'from  the  Contract  Record.  Total  of  “Bills 
Rec.  Dr.”  to  be  posted  to  debit  of  bills  re¬ 
ceivable  and  to  the  credit  of  “A/c  Rec.” 

As  it  is  assumed  that  the  cash  payment 
and  the  notes  executed  are  delivered  simul¬ 
taneously  with  the  execution  of  the  con¬ 
tract,  columns  “A/c  Rec.  Dr. — Future  De- 
1  liveries  Cr.”  and  “A/c  Rec.  Cr.”  including  ' 
its  two  sub-columns  could  be  displaced  by 
,  one  column  headed  “Future  Deliveries  Cr.” 
with  two  sub-columns  “Cash  Dr.”  and 
“Bills  Rec.  Dr.” 

As  deliveries  will  have  been  made,  such 
deliveries  will  be  entered  in  a  Delivery 
Record,  Form  2. 

Total  of  “Amount”  column  together  with 
total  quantity  will  be  posted  to  ledger  to 
the  debit  of  Future  Deliveries  and  to  the 
credit  of  cheese  account.  The  entries  for 
the  individual  deliveries  will  also  be  posted 
to  the  Contract  Record  to  the  respective 
contract,  in  column  “Future  Deliveries  Dr.” 

As  the  posting  to  the  ledger  to  the  debit 
of  Future  Deliveries  will  be  made  from  the 
Delivery  Record  and  not  from  the  Con¬ 
tract  Record,  the  column  “Future  Deliv¬ 
eries  Dr.”  may  as  well,  if  not  better,  be 
‘  headed  “Deliveries  Made.”  ^ 

As  a  delivery  will  have  been  made  upon 
a  contract,  a  note  under  that  contract  will  | 

be  payable  to  the  amount  of  the  value  of  | 
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Thelfiiproved 

stencil  Cutting 
Machine 


Is  a  Saving  of  90%  in  Your  Shipping 
Department  Worth  Considering? 

We  are  saving  this  amount  for  hundreds  of  firms 
who  are  using  the  Diagraph  Stencil  Cutting  Machine 
and  our  “No  Error’’  system  of  shipping  goods. 

Just  a  word  from  you  will  bring  you  a  free  illus¬ 
trated  booklet  explaining  all  about  the  Diagraph  and 
the  “No  Error”  system. 

AMERICAN  DIAGRAPH  CO. 

15  N.  Second  Street  St.  Louis,  U.  S.  A. 


THf  AUTOMATIC 

VERTICAL  FILING  CABINET 

The  only  one  with  drop  front  and  Adjustable  Auto> 
matic  Tilting  Follower.  It  stands  at  the  head  of  them 
all  for 

RAPID  and  CON¬ 
VENIENT  FILING 
and  ACCESS 
THERETO. 


The  only  “Book 
Opening  and  Closing” 

kind  made  and  particu¬ 
larly  adapted  for  Loose  Leaf  Filing. 

Write  for  Catalogiie  and  Prices. 

The  Automatic  File  and  Index  Co. 

GREEN  BAY.  WIS.,  U.  S.  A. 


LET  YOUR  MIND  (iO  FREE 

Do  not  tax  your  brain  trying  to  remember. 
Get  the  Mhmindex  Habit  and  you  can 

FORGET  WITH  IMPUNITY 

An  ideal  reminder  and  handy  system  for 
keeping  all  memoranda  where  they  will 
appear  at  the  right  time.  Saves  time, 
money,  opportunity.  A  brain  saver.  No 
other  device  answers  its  purpose. 

A  GREAT  HELP  FOR  BUSY  MEN 

Used  and  recommended  by  Bankers, Manu¬ 
facturers,  Salesmen,  Lawyers,  Doctors, 
Merchants,  Insurance  Men,  Architects, 
Educators,  Contractors,  Railway  Man¬ 
agers,  Engineers,  Ministers,  etc.,  all  over 
the  world. 

Order  now  and  get  ready  to  Begin  the 
New  Year  Right.  Rest  of  ’06  free  with  each 
outfit.  Express  prepaid  on  receipt  of  price. 
Personal  checks  accepted.  Small  Large 

Cowhide  Seal  Leather  Case,  hardwood  tray  and  cards,  $2.00  $2.75 

Ain.  Russia  Leather  Case,  plain  oak  tray  and  cards,  2.60  3.25 

Genuine  Morocco  Case,  quartered  oak  tray  and  cards,  3.00  3.76 

Genuine  Sealskin  Case,  selected  quar.  oak  tray  and  cards,  3.50  4.50 

Silver  Trimmed  Case,  mahogany  tray  with  cover  and  cards,  6.00  6.00 

Sundays  extra,  35c,  50c, 

Future  Year’s  Cards,  small 
|1.00;  large,  |1.25. 

Outfits  |1  to  |10.  Booklet  Free 

MmindeX^ 

ylso  a  valuable  card  index  for 
desk  use.  Dated  cards  from 
tray  are  carried  in  the  handy 
pocket  case,  2  to  4  weeks  at  a 
time.  To-day’s  card  always  at 
the  front.  No  leaves  to  turn. 

Helps  you  to 

PLAN  YOUR  WORK 
WORK  YOUR  PLAN 
ACCOMPLISH  MORE 

You  need  it.  Three  years’ sales 
show  that  almost  all  business 
and  professional  men  need  it. 

GET  IT  NOW. 

Wilson  Memindex  Co. 

59  Mill  St.,  Rochester,  N.  Y. 
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Coi^trnct 

Ni?r^b(?r 

F?ice 

ratify 

%Rechr 

Fi/tyre 

Uplivfffifs 

Cr>. 

Rec  Cr 

Rec.Cr 

li^t  Cc 

pliver'ic’sbf 

1 12)0  loi^ 

Qan  rjtifyl  Ar^oy  rpt 

• 

Form  1. 


the  delivery.  Collection  of  these  notes  will 
be  entered  in  cash  book  in  column  “Bills 
Rec.  Cr.”  These  individual  entries  will  be 
posted  to  the  Contract  Record  to  the  credit 
of  “Bills  Rec.”  in  the  record  of  the  respec¬ 
tive  contract,  and  total  of  cash  book 
column,  “Bills  Rec.,”  will  be  posted  to  credit 
of  ledger  account  “Bills  Rec.” 

As  no  posting  is  made  to  the  ledger  from 
the  Contract  Record,  “Bills  Rec.  Cr.” 


Verydee 

Cor^Tnnd 

Fi/ti/re  Dfliv'enes 
Ch^eese 

b-* 

Cr 

Nyr^bfr 

Pricel  Qy<ir)TiTy 

Aryoi^tyt 

Form  2. 


column,  this  column  might  be  headed  “Bills 
Rec.  Payments.” 

An  entry  in  “Future  Deliveries  Dr.,”  with¬ 
out  corresponding  entry  in  “Bills  Rec.  Cr.,” 
indicates  delinquency,  thus  all  delinquencies 
are  readily  shown. 

Interest  collected  upon  notes  will  be  en¬ 
tered  in  special  column  in  cash  book,  and 
individual  collections  may  be  posted  to  re¬ 
spective  contract  record.  This  posting  is 
not  necessary,  but  to  complete  the  bill  rec¬ 
ord  is  best. 

Whenever  entry  for  delivery  will  have 
been  made  in  Contract  Record,  undelivered 
quantity  balance  to  be  carried  out  in  column 
“Quantity  Balance.” 

Delicate  horizontal  lines  are  for  purpose 
of  providing  every  contract  with  space  for 
several  deliveries  and  delivery  payments.  If 
the  business  should  require  more  than  here 


provided,  repetition  of  columns  “Bills  Rec. 
Cr.,”  “Future  Deliveries  Dr.,”  “Quantity. 
Balance”  could  be  made  to  whatever  extent 
may  be  necessary. 


Standard  Competitions. 

In  addition  to  the  above  we  will  give 
two  prizes  of  $20  and  $10  respectively  for 
the  two  best  articles  descriptive  of  good 
book-keeping  and  cost  systems  for  the  fol¬ 
lowing  lines  of  business : 

Wholesale  dry  goods. 

Wholesale  hardware. 

Aerated  water  manufacturing. 

Artificial  stone  manufacturing. 

Boot  and  shoe  manufacturing. 

Bridge  builders. 

Bronze  powder  manufacturing. 

Broom  manufacturing. 

Chemical  works. 

Clay  product. 

Cold  storage  business. 

Cordage  manufacturing. 

Creamery. 

Distillery. 

Electric  motor  manufacturing. 
Electrotype  foundry. 

Fidelity  and  deposit  companies. 

Flour  mill. 

Harness  and  saddle  manufacturing. 

Hats  and  caps  manufacturing. 

Ink  and  mucilage  manufacturing. 
Incandescent  lamp  manufacturing. 
Jewelry  manufacturing. 

Knitting  mills. 

Leather  manufacturing. 

Leather  tanning  business. 

Lime  manufacturing. 

Linoleum  manufacturing. 

Mail-order  business.  ^  : 

Neckwear  manufacturing. 
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ONDS 

LOFTIS  SYSTEM 


FOR  CHRISTMAS  PRESENTS. 


Nothing  Is  more  appropriate  as  a  gift  than  a  beautiful,  sparkling  Diamond. 

Love  is  the  Real  Santa  Claus  and  the  Diamond  Is  the  true  token  of  Love. 

The  liOftls  System  at  Xmas  Time  enables  persons  In  all  circumstances  to  make  beautiful  and 
appropriate  Christmas  Presents  to  their  loved  ones  with  a  small  cash  outlay.  It  Is  a  combination  of 
confidence  and  convenience,  free  from  Security,  Publicity  or  Delay. 

Get  Our  Big  Xmas  Catalog,  filled  with  beautiful  gift  suggestions;  In  the  privacy  of  your  own 
home  select  the  article  you  desire  and  it  will  be  sent  on  approval.  If  satisfactory,  retain  it,  byN'I 
paying  one-fifth  cash,  balance  in  eight  equal  monthly  payments.  We  assume  all  risk. 
BoYourXmas  Shopping  N  ow.  Don’t  wait  until  the  rush  Is  on.  Write  for  catalog  today  and  make 

friood.‘'‘wwtrro‘'r  our  I  O  FT  IS  Diamond  Cutteps,  Watchmakers,  Jeweiers  ' 

Xmaacatalognow,todav.  kBR0S.&Co.Est.1865.  Oept.  P  39,  82  State  St..  CHICAGO,  ILL.  U.  S.  A. 


LETTERS  LIKE  TYPEWRITTEN 


Don’t  use  the  kind  anybody  can  tell;  send  for  my  free  samples  and  see 
how  superior  my  form  letter  work  really  is.  The  best  imitation  typewriting 
that  can  be  produced  is  my  specialty — there’s  no  lost  circulation  in  my 
work.  The  ribbon  to  match  free  with  every  job  is  not  the  only  thing  that 
makes  ’em  look  real.  My  prices  are  perhaps  no  higher  than  you  are  now 
paying. 

JOHN  ROQAN,  Circular  Letter  Specialist 


19  IVfajn  Stneet,  BasL 


ROCHESTER,  IN.  Y. 


HICKORY  BRAND  CARBON  PAPERS 

WILL  NOT  SOIL  THE  FINGERS 

There  is  as  much  difference  between  “Hickory  Brand'*  Carbon  Paper  and  the  ordinary  greasy, 
finger-soiling  carbon,  as  between  a  smoky  oil  lamp  compared  to  the  electric  light.  Let  us  prove  our 
statement  by  sending  a  sample  and  interesting  literature  that  every  stenographer  should  read. 
“Hickory  Brand"  Carbon  Paper  is  sold  under  a  rigid  guarantee. 

W.  CARY  LEWIS  (SL  CO.  V  21  QUINCY  STREET,  CHICAGO 


MUSIC  LESSONS  FREE 


at  your  home.  For  a  limited  time  we  will  give 
free,  for  advertising  purposes,  96  music  lessons  for 
beginners  or  advanced  pupils  on  either  Plano, 
Organ,  Banjo,  Guitar,  Cornet,  Violin  or  iVlandoIin  (your  expense  will  only  be  the  cost  of  postage  and  the  music  you  use,  which 
is  small).  We  teach  by  mail  only  and  guarantee  success.  Established  seven  years.  Hundreds  write:  “Wish  I  had  heard  of  your  school 
before.”  Write  to-day  for  booklet,  testimonials  and  free  tuition  blank.  Address:  U.  S.  SCHOOL  OF  MUSIC,  Box  I9-J,  19  Union  Sq..  N.  Y. 


BOUND  TO  ATTRACT  ATTENTION 


Notice  Smooth 
Edge  of  Card 
When  Detached 


WRITE  US  FOR  SAMPLES 
AND  PRICES 


Offf*  Peerless  Book  Form  Cards 

are  bound  together  in  tabs  of  25  each,  and  when  detached  from 
book,  all  edges  remain  perfectly  smooth— no  perforation  what¬ 
ever.  When  your  cards  are  carried  loosely  in  case  they  seldom 
have  a  fresh  clean  appearance.  In  book  form  every  card  is 
always  perfect, no  matter  how  long  carried.  It  Is  a  drawing 
card,  because  every  man  who  sees  it  detached  from  book,  wants 
to  look  closer  and  examine  it.  Your  card  is  then  laid  aside  for 
future  reference,  and  your  Interview  is  gained.  Let  us  send  you 
a  sample  tab  of  these  Engraved  Book  Form  Cards.  The  result 
will  surprise  you. 


The  John  B.  Wiggins  Company 

Sole  Manufacturers 

ENGRAVERS  -  PRINTERS  -  DIE  EMBOSSERS 
15-17  East  Adams  Street,  -  CHICAGO 
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Paper  box  manufacturing. 

Patent  medicine  manufacturing. 
Pearl  novelties  manufacturing. 
Photo  supplies  manufacturing. 
Piano  and  organ  manufacturing. 
Pottery  manufacturing. 

Saw  mill. 

Silk  manufacturing. 

Soap  manufacturing. 

Surgical  instruments  manufacturii 
Valves  and  hydrants  manufacturi  ' 
Wall  paper  (wholesale  and  retail). 
Whips  manufacturing. 

Window  glass  manufacturing. 
Wooden  box  manufacturing. 
Woolen  mills. 


Pennsylvania  C.  P.  A.’s. 

The  regular  quarterly  meeting  of  the 
Pennsylvania  Institute  of  Certified  Public 
Accountants  was  held  at  the  rooms  of  the 
Business  and  Professional  Club,  1232  Chan 
cellor  Street,  Philadelphia,  on  the  evening 
of  October  15  at  8  o’clock.  President  Adam 
A.  Ross,  Jr.,  in  the  chair. 

There  were  present,  active  members . 
Adam  A.  Ross,  Jr.,  Wm.  M.  Lybrand,  Jo¬ 
seph  M.  Pugh,  Charles  Lewer,  Alfred  L 
Sellers,  John  F.  Steenson,  Wm.  E.  Mon- 
telius  and  William  W.  Rorer ;  non-resident 
members:  Henry  C.  Magee  and  George 
Wilkinson. 

1  he  institute  formally  extended  its  greet¬ 
ings  to  the  newly  formed  organization  of 
Pennsylvania  C.  P.  A.  Assistants. 

The  committee  on  meetings  was  re¬ 
quested  to  arrange  for  addresses  by  prom¬ 
inent  speakers  and  papers  to  be  read  on 
the  third  Monday  evening  of  each  month 
during  the  winter,  these  meetings  to  be 
open  also  to  the  associate  staff  of  the  sev¬ 
eral  accountants’  offices. 


BOOK  REVIEW. 

The  Shorthand  Writers’  Dictation  Book. 

A  Practical  Dictation  Book  for  Stenog¬ 
raphers,  by  W.  L.  James  and  Robert  F. 


Rose,  Instructors  in  Success  Shorthand 
School,  Chicago.  Published  by  Success 
Shorthand  School,  79  Clark  Street,  Chi¬ 
cago.  152  pages,  price  $1.50. 

This  is  one  of  the  best  practical  shorthand  books 
ever  published.  It  is  edited  by  William  L.  James 
and  Robert  F.  Rose,  expert  court  reporters  and 
instructors  in  the  Success  Shorthand  School  of 
Chicago. 

One  of  the  features  of  this  book  is  known  as 
the  “Encyclopedia  of  the  Crafts,”  a  department 
devoted  to  the  description  of  the  manufacture  of 
commodities,  giving  the  technical  terms  used  in 
the  various  lines  of  business  and  illustrating  each 
article  fully  in  shorthand.  The  “Legal  Pleading 
Department”  explains  in  detail  the  distinction  be¬ 
tween  the  common  law  and  equity  pleadings,  giv¬ 
ing  the  forms  for  each  in  typewriting  and  in  short¬ 
hand.  Among  the  pleadings  illustrated  are  declar¬ 
ations  and  pleas  and  replications  in  actions  of 
trespass  on  jhe  case,  a  petition  for  a  writ  of  ne 
exeat  republica,  bills  of  complaint  in  equity,,  cross¬ 
bills  and  answers,  pleadings  in  probate  court,  to¬ 
gether  with  wills,  codicils,  application  for  letters 
testamentary,  etc. 

The  “Court  Reporting  Department”  of  this  book 
deals  with  inquest  reporting,  default  divorce 
cases,  proofs  of  wills,  condemnation  proceedings, 
the  method  of  double  dictation,  convention  report¬ 
ing  and  the  methods  used  in  delivering  practically 
instantaneous  transcripts,  etc.  A  new  plan  for 
writing  numerals  in  shorthand  is  fully  given  and 
illustrated,  and  a  most  instructive  address  on 
^lorthand  reporting  by  John  Ritchie  is  printed. 
This  IS  the  most  thorough  book  for  stenographers 
and  schools  ever  compiled  and  should  be  in  the 
possession  of  every  teacher,  student  and  practi¬ 
tioner  of  stenography. 


Revised  and  Enlarged  Rapid  Calculator, 

by  C.  W.  Robbins.  Cloth,  246  pages, 
$1.50. 

In  this  age  of_  steam  and  electricity,  any  text 
book  on  arithmetical  calculations  that  saves  time, 
lessens  the  possibility  of  errors,  and  teaches  labor- 
saving  methods  will  be  welcomed  by  the  intelligent 
teacher,  business  man,  or  private  student.  This 
work  IS  claimed  to  cover  all  short  methods  worthy 
of  nqtice  together  with  thorough  and  clear  ex¬ 
planations.  The  instructions  in  relation  to  what 
is  commonly  known  as  “lightning  addition”  are 
particularly  comprehensive  and  valuable. 


Manual  of  Examinations  for  Government 
Positions,  by  Frank  Pergande.  Cloth, 
352  pages.  $5. 

A  course  of  instruction  designed  for  the  bene- 
fit  of  those  who  desire  to  pass  civil  service  ex- 
aminations  for  the  Custom  House,  Post  Office, 
Rural  or  Railway  Mail  Service,  etc.  So  far  as 
we  know  it  is  the  only  book  of  the  kind  on  the 
market,  and  we  have  no  doubt,  therefore,  that 
It  will  command  a  large  sale.  Particular  atten¬ 
tion  IS  given  to  information  concerning  systems 
of  railway  transportation  for  the  use  of  those 
desiring  to  become  candidates  for  the  Railway 
Mail  Clerk  examination,  and  a  large  amount  of 
general  information  is  furnished  along  the  lines 
usually  followed  by  the  examination  questions. 
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your  Olasses  away 


All  Refractive  Errors,  Muscular  Trouble,  and  Chronic 
Diseases  of  the  Eye  are  Successfully  Treated  by 
Scientific  Massage.  Two  minutes  night  and  morning. 

^  If  you  have  trouble  with  your  eyes  for  any  reason  whatsoever,  we 
want  you  to  write  us  to-day,  and  we  will  send  to  you  by  return  mail 
our  Illustrated  Treatise  on  the  Eyes.  This  work,  produced  at 
great  expense,  contains  a  wealth  of  valuable  and  novel  infor¬ 
mation,  and  is  fully  illustrated. 

^  The  Ideal  Sight  Restorer  treats  the  eye  in  Nature’s  own 
way,  with  simple  massage.  Hundreds  of  people  have  for¬ 
warded  unsolicited  testimonials  to  us,  and  no  doubt  among  them 
is  some  one  in  your  city  or  town  who  has  used  The  Ideal 
Sight  Restorer  with  gratifying  results.  Do  not  fail  to  write  us 
^  y  to-day  for  our  literature.  It  is  absolutely  free. 

THE  IDEAL  COMPANY,  Dept.  G,  239  Broadway,  New  York 


- -ehe - 

ROCKETEER 


A  SYSTEM  FOR  THE  POCKET 


Attractive  cover  to  be  used  indefinitely ;  indestructible  metal  bind¬ 
ing;  note  sheets  removable  and  interchangeable;  colored  divisions 
making  five  books  in  one;  series  of  useful  charts;  unique  compart¬ 
ment  for  cards,  tickets,  stamps,  etc.;  and  manual  explaining  over  one 
hundred  special  uses — all  enclosed  in  a  neat  case.  New  and  novel,  of 
handy  size,  extremely  practical,  reasonable  in  price.  Illustrated 
booklet  sent  on  request. 

THE  EDUCATIONAL  SPECIALTY  CO. 

SrXTII  Kl.OOR  IMVERSITY  RLIIO.  DETROIT,  MICHIGAN 


“OTFIffi 


HEIP5 

5eiii  FREE 


A  56- page  illus¬ 
trated  book  that  tells 
about  many  useful  and 
economical  office  appli¬ 
ances.  Suggests  short 
cuts  in  time,  labor  and  ex¬ 
pense-should  be  on  file  in 
every  office.  Send  for  it  TO-DAY. 

THE  AMERICAN  BOOK  BRACKET  CO. 

128  N.  4th  Street  PHILADELPHIA 


“A  Correct  Trial  Balance” 

IT  CANNOT  FAIL 

I  SELL  a  new  and  very  simple  system  for  ob¬ 
taining  a  correct  trial  balance  as  quick  as 
your  balance  can  be  set  down.  My  system 
will  do  that,  no  matter  what  method  you  use  or 
how  complicated  your  books.  Drop  me  a  postal 
and  let  me  tell  you  more  about  it.  You  don’t 
have  to  buy  it  if  I  can’t  convince  you. 

R.  .J.  DFRBFS.  dfr. 

Fxpert  Accountant  New  Orleans.  La. 


DEAFNESS 

“The  Morley  Phone” 

A  miniature  Telephone  for 

the  Ear — invisible,  easily  ad¬ 
justed  and  entirely  comfort¬ 
able.  Makes  low  sounds  and 
whispers  plainly  heard.  Over 
fifty  thousand  sold,  giving  instant  relief  from 
deafness  and  head  noises.  Thete  are  but 
few  cases  of  deafness  that  cannot  be 
benefited. 

Write  for  booklet  and  testimonials. 

THE?  MORUBY  COMRAIVY 

Dept.  89,  31  South  16tli  Street,  Philadelphia 


Do  You  Get  the  Returns 

from  your  Business  Letters  you  look  for? 


If  you  do  not,  they  may  lack  something 
to  make  them  coiivhicin^, 

Sherwin  Cody's  New  Book 

SUCCESS 

IN  LETTER.  WRITING 

zuill  help  solve  the  problem. 

Of  All  Booksellers,  75  cents,  postpaid. 

A.  C.  McClurg  Co..  Publishers.Chicad^ 


Kendricks  Good  Luck  Pencil 


Sterling  Silver  (cut  full  size).  In  rich  Mezzo-relief  is 
shown  the  Horse  Shoe,  Four  Leat  Clover,  Wishbone 
and  the  lucky  Pig  with  the  kinky  tail.  French 
Gray  Finish.  A  charming  and  useful  re¬ 
membrance  for  Men  or  Women,  For 
scoring  at  Golf,  Bridge  and  the 
hundreds  of  uses  that  a  pen¬ 
cil  is  needed  for. 


Any  Initial 
Engraved 
FREE 


Com¬ 


plete 

Catalogue 


free  on  request. 

Sterling  Silver 
Novelties,  Watches, 

Diamonds  and  Rare  Art 
Merchandise.  Don’t  make  your 
holiday  purchases  without  seeing 
it.  Everything  guaranteed  or  money 
refunded. 


By  mail 
Postpaid 

$1.00 


WM.  KENDRICKS  SONS,  349  Feurth  Avc.,  Lculsvilic,  Ky. 
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The  Business  Man  and  His  Dress 

By  GEO.  L.  LOUIS 

Note  Readers  are  invited  to  write  to  this  department  for  any  further  information 
desired  on  the  dress  question.  Mr,  Louis  will  answer  questions  personally 
by  mail  or  through  the  columns  of  our  magazine  according  to  request. 


OVED  by  the  spirit  of  the  ap¬ 
proaching  Christentide,  I 
am  going  to  try  to  do  some 
much  needed  missionary  work 
in  this  issue.  If  I  succeed 
in  my  undertaking,  I  know  I  will  receive 
the  everlasting  blessings  of  a  multitude  of 
men  who  witness  the  nearing  of  Christ¬ 
mas  with  fear  and  trembling. 

I  am  addressing  those  men  (and  who  of 
us  have  been  so  fortunate  as  not  to  be  in¬ 
cluded  among  them?)  whose  wives,  mothers, 
sweethearts  or  sisters  have  presented  them 
with  the  proverbial  box  of  cigars  as  a 
Christmas  token.  Influenced  by  the 
highly  ornamented  cigar  bands  and  a  much 
gilded  and  bedecked  cover,  how  can  they 
resist  the  temptation  of  giving  us  a  large 
box  of  “Speckled  Beauties”  or  “Ropineos” 
at  $1.50  per  hundred?  And  what  else  can 
we  do  but  summon  up  our  faltering  cour¬ 
age,  thank  her  with  all  the  earnestness  we 
can  muster  up  and  let  her  actually  see  us 
puff  the  alleged  cigar? 

Or,  if  you  are  fortunate  enough  not  to 
be  a  smoker  and  have  never  been  the  re¬ 
cipient  of  that  kind  of  a  cigar  which  the 
weaker  sex  invariably  select,  mayhap  you 
have  been  given  some  brilliantly  hued 
neckwear,  patterned  in  startling  crescents 
or  moons  or  some  other  pronounced  criss¬ 


cross  work  that  “she”  thinks  “is  just  too 
lovely  for  anything.” 

But  whatever  has  been  your  past  ex¬ 
perience,  I  am  going  to  offer  a  few  sug¬ 
gestions  whereby  “she”  can  be  aided  in 
selecting  a  suitable,  useful  gift. 

I  will  leave  it  to  the  ingenuity  of  our 
readers  to  “accidently”  place  The  Busi¬ 
ness  Man's  Magazine  where  “she”  can 
not  avoid  seeing  and  reading  this  discus¬ 
sion  on  holiday  suggestions  for  men. 

In  all  seriousness,  the  giving  of  presents 
to  men  should  be  a  very  simple  and  easy 
task. 

'  The  haberdasher’s  shops  and  large  store.', 
abound  with  apparel  of  all  sorts — pretty 
novelties  and  staple  articles  specially  box¬ 
ed  and  decorated  for  gift  purposes. 

A  man  usually  does  not  care  for  any¬ 
thing  of  purely  ornamentative  character; 
of  useful  articles  he  can  never  have  too 
many  duplicates. 

Hats,  shirts,  cravats,  gloves,  mufflers, 
handkerchiefs,  suspenders,  belts,  smoking 
jackets,  bath  and  house  robes,  house  slip¬ 
pers,  canes,  watch  fobs  or  chains,  rings, 
link  cuff  buttons,  scarf  pins,  studs  and  so 
on  through  every  item  of  a  man’s  entire 
wardrobe,  there  is  an  unlimited  variety  of 
dress  apparel  that  make  pleasing  and  very 
acceptable  presents. 


-«•  '* 
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BLOTTERS  BRING  BUSINESS 


_  1 

That  is  what  the  users  of  Blotter 
advertising  say.  If  you  want  busi¬ 
ness  you  should  get  in  line  as  a 
user  of  our  ILLUSTRATED  BLOTTERS. 
There  is  nothing  equal  to  them  for 
keeping  your  name  before  the 
buyer  of  your  goods.  Send  50  cts. 
for  a  set  of  80  samples.  Will  give 
the  fifty  cents  back  if  you  order. 


JOHN  T.  PALMER  COMPANY. 


IFTH  and 
LOCUST 


PHILADELPHIA 


There’s  Nothing 
“Just  as  Good” 

FOR  rSE  I\  OFFICES, 
ItAfiKS,  SCHOOLS,  ETC. 

See  that  your  papers  are  fastened 
togfether  securely  by  using  Wash- 
burne's  Patent  Adjustable 

an  IZ  PAPER 
The  “O  K  ”  has  the  ad-  U.  IV.  FASTENERS 

vanf  Hire  of  a  tiny  but  mighly 

indestructible  piercinir  point,  which  goes  though  every  sheet,  co¬ 
acting  with  a  si.iall  projecting  sN’eve,  to  bind  and  hold  with  a 
bull  dog  grin.  No  slipping.  Handsome.  Compact.  Strong.  Easily 
put  on  or  taken  off  with  the  thumb  and  finirer.  Can  be  used  re¬ 
peatedly,  and  they  alwav  s  work.  Made  of  brass.  Three  sizes.  Put 
up  in  brass  boxes  of  100  Fasteners  each.  At  all  enterprising 
Stationers.  Send  10  cents  for  sample  box  of  60,  assorted  sizes. 
Booklet  free.  Liberal  Discount  to  the  Trade. 

JAMES  V.  WASHBURNE,  Mfr.,  Syracuse,  N.  Y. 


PATENTS 


SHEPHERD  &  PARKER 

Attorneys-at-Law  and 
Solicitors  of  Patents 

892  F.  Street,  Waehington,  D.  C. 


PATENTS  and  TRADE  MARKS  secured  promptly.  Highest  references 
from  prominent  manufacturers.  Write  for  Inventors’  Hand  Book. 


FOOT  POWER 
PNEUMATIO 

TlipCQ  FIT  INTO  ANY 
I  UDIaO  BUSINESS 


Pressure  of  the  foot 
gives  quick  service 
between  floors  or  de¬ 
partments,  or  be¬ 
tween  office  and 
shipping  room.  No 
expense  for  power. 
Ask  for  booklet  L. 


Lamson  Consolidated 
S.  Si  Co. 


Pneumatic  Tubes  and 
Automatic  Mechanical 
Conveyers. 


161  Devonshire  St. , 

BOSTON 


THE  DETROIT  COIN  WRAPPER 


Millions  are  used  annually  by 
large  handlers  of  coin,  such 
as  IBanks,  Trust  Companies, 
Railroads  and  Street  Railway 
Companies,  etc.  Made  to 
hold  all  silver  coins,  nickels, 
pennies,  etc.,  in  amounts 
from  25  cents  up  to  $20.00, 
Samples,  price-list  and  des¬ 
criptive  circular  free.  Write 
the  Detroit  Coin  Wrapper  Co., 
18  John  K  St.,  Detroit,  Hich. 


Keep  Track  With  Tacks 

FOR  THEN  YOU^VE  GOT  THEM  UNDER 
YOUR  THUMB 

The  Map  and  Tack  or  Routine  and  Recording  System  is 
adaptable  to  all  lines— endorsed  By  up-to-date  business  men. 

Send  tor  Catalogue  and  our  FREE  box  outfit  demon¬ 
strating  the  value  of  the  system. 

JOHN  W.  ILIFF  &  CO.,  350  Wabash  Ave.,  CHICAGO 


EFFECT 
A  SAVING 
HERE! 


X 


you  can  save  from  one- 
fifth  to  two-fifths  of 
your  toilet  paper  ex¬ 
pense  by  installing  SCOTT  PAPER  HOLDERS. 
Holder  allows  passage  of  but  one  sheet  at  a 
time.  Yale  lock  prevents  theft.  Regularly  in¬ 
spected  and  repaired  free  of  charge. 

In  equipping  a  building,  we  will  furnish  with 
every  case  of  our  Scott  Paper  Company  Toilet 
Paper  the  necessary 

SCOTT  PAPER  HOLDERS  FREE 

-  TO  THE  EXTENT  - 

OF  SIX  TO  EACH  CASE  OF  PAPER 

Used  in  Office  Buildings,  Mills,  Factories, 
Hotels,  and  Railroads  everywhere. 

Our  toilet  papers  are  noted  for  their  good 
quality  and  low  price.  Write  to-day  for  prices 
and  names  of  satisfied  users  of  our  cabinets. 

SCOTT  RARER  CO. 

555  OLENWOOD  AVE.,  PHILADELPHIA,  U.  S.  A. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


154 


THE  BUSINESS  MAN’S  MAGAZINE. 


Hats,  gloves  and  shoes,  for  which  the 
exact  sizes  are  required,  can  be  presented 
through  the  medium  of  gift  certificates 
which  are  issued  by  most  shops. 

These  certificates,  which  are  usually  en¬ 
graved  artistically,  sometimes  on  thin 
parchment,  are  very  clever  and  easy  ways 
of  solving  the  gift  question. 

Although  I  stated  that  the  selecting  of 
appropriate  gifts  for  men  should  be  a  com¬ 
paratively  easy  task,  I  do  not  want  it  to 
appear  that  careful  thought  and  discern¬ 
ment  should  not  be  used.  Picking  out  in 


he  be  given  the  same  coloring  or  pattern 
effect  in  neckwear  or  shirting  that  would 
be  befitting  a  young,  slender  chap. 

The  question  of  catering  to  the  individ¬ 
uality  of  the  man  to  whom  the  gifts  are 
to  be  given  has  been  studied  in  its  min¬ 
utest  details ;  even  the  complexion  of  a 
man,  whether  he  is  dark,  light  or  medium, 
can  be  used  as  a  cue  from  which  to  gauge 
the  color  of  neckwear,  hose,  clothing,  etc., 
that  should  be  worn. 

This  may  seem  to  be  carrying  the  dress 
question  to  a  rather  extreme  detail.  Al- 


a  haphazard  way,  cravating  or  any  other 
part  of  a  man’s  dress  which  is  not  confined 
to  quiet  tones  and  effects,  without  con¬ 
sidering  the  person  to  whom  it  is  to  be 
given,  will  result  disastrously  in  most 
cases. 

Before  choosing  any  of  the  accessories 
I  have  mentioned,  the  age,  build  and  indi¬ 
viduality  of  the  man  to  whom  the  gift  is 
to  be  given  are  to  be  considered  and  the 
article  selected  should  be  in  accordance 
with  these  conditions. 

For  instance,  to  present  a  large,  portly 
man  with  a  small,  willowy  bamboo  cane 
will  hardly  be  good  judgment  nor  should 


though  I  do  not  believe  such  a  close  study 
is  necessary,  generally,  as  instinct  and 
common  sense  will  usually  prompt  one  to 
get  the  correct  color  style,  I  will  give^  in 
part  the  Wallace  Color  Chart  as  an  aid  in 
selecting  wearing  apparel  gifts;  it  will  be 
found  useful  for  this  purpose. 

House  coats,  robes  and  slippers  make 
very  acceptable  presents  to  the  men  who 
delight  in  solid  home  comfort  after  the 
strenuous  hours  of  business  have  ended. 
An  evening  relaxation  in  the  same  coat 
and  shoes  one  wears  all  day  is  practically 
impossible ;  in  the  more  commodious 
smoking  jacket  or  house  robe  and  slip- 
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FOR  FIGURING  PAY  ROLLS  and  LABOR  COSTS 

USE  THE  MORSE  ROTARY  WAGE  TABLE 


For  hourly,  weekly, 
bi-weekly,  monthly, 
or  semi-monthly  pay 
rolls,  for  labor  costs 
in  hours  or  min¬ 
utes. 


ACCURATE 

STVICLE 

QUICK 

One  operation 
gets  the  amount. 

Prices  $15  to  $35 

according  to  re¬ 
quirements. 

Spec’"’!  HUrhines 
1o  Oruer. 


Send  us  list  of 
your  rates  —  how 
often  do  you  pay ; 
how  many 
hours  per  day 
or  week  do  you 
base  your  pay 
upon  and  we 
will  send  you  a 
machine  on 
30  Days  Trial 
If  you  don’t 
like  it  return 
same  at  our  ex¬ 
pense. 

It  won’t  comeback 

MORSE  MANUFACTURING  CO..  514  Garden  City  Bldg.,  CHICAGO 


Summer 

Suitable  For  A 


iJjChristmas  Presenjy 


ri'- 


The  Premier  idea 


,S1 


s  really  a  very  sensible  gift  to  make  to  either  friend 
relations.  It  is  one  that  will  always  be  remembered — that 
will  be  as  useful  in  summer  as  in  winter — that,  in  short,  will 
be  suitable,  practical,  novel,  and  inexpensive 
This  is  the  idea.  You  send  us  a  deposit  on  tlie  cottage, 
the  balance  to  be  paid  when  you  desire  the  house  shipped. 

If  you  prefer  to  have  it  shipped  at  once  we  will  do  so;  if 
not,  we  will  store  it  free  of  charge  for  a  reasonable  length 
of  time.  A  photograph  of  cottage,  with  appropriate  word¬ 
ing,  will  be  sent  in  time  for  Christmas  presentation.  Re¬ 
member  all  we  want  now  is  the  deposit.  You  pay  the 
balance  when  the  house  is  to  be  shipped.  The  prices 
of  complete  cottages  are  as  low  as  $75. 

Send  for  Catalog  No.  S-3U 

The  Chas.  H.  IVianley  Co.,  Inc. 

Premier  Works  St.  Johns,  IVlIch.  ic 


popularjk°ledgers 

Morehouse  Ledgers  are  the  best  values 
in  ledgers  on  the  market.  They  are 
made  with  the  Telescopic  Back  upon 
which  we  own  the  basic  patent.  This 
Back  permits  of  an  80%  expansion. 

THIS  LEDGER 

(7  in.  X  834  in.) 

S3.50 

WITH 

200  LEAVES 
AND  INDEX 

WILL  HOLD 
360  LEAVES 

HIGH  QUALITY 
LOW  PRICE 

Four  Sizes.  Three  styles  of  binding. 

Large  assortment  of  standard  ruled  pages  car¬ 
ried  in  stock.  Special  rulings  furnished  to  order. 

Note:  ^We  have  special  ledgers  for  dentists  and  physicians, 
also  manufacture  the  celebrated  Morehouse  ’’Price”  books. 

THEHEINN  CO.  MILWA^UKEE?  WIS. 
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MULTIPLIES 


“GERR” 

Adding  Machine 

Free  10  Day  Trial— We  Pay  Expressage 

Has  a  RESETTING  DEVICE  that  clears  the  dials  to 
zero  instantly.  A  High  Grade  Mechanical  Production. 
Does  the  work  of  High  Priced  Machines.  CARRIES 
TOTALS  automatically.  Adapted  to  All  Lines  of  Busi¬ 
ness.  C.  The  ‘GEM”  is  our  latest  creation,  and  is 
identical  with  our  famous  Automatic  Adding  Machine 
($10.00),  with  the  addition  of  the  only  successful  resetting 
device,  on  any  low-priced  machine.  Guaranteed  for  2  years. 

CATALOGUE  SENT  FREE 

AUTOMATIC  ADDING  MACHINE  COMPANY 


3x4  Inches. 


491  BROOME  STREET 


NEW  YORK  CITY 
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pers,  one  can  truly  lounge,  in  the  fullest 
meaning  of  that  word. 

Smoking  jackets  and  house  robes  are 
shown  in  various  patterns  of  stripes, 
checks  and  plaids  in  worsted  and  silk 
mixed  fabrics.  There  is  much  imported  in 
these  garments  but  personally  I  see  no  ad¬ 
vantage  of  the  imported  stuff  over  our  do¬ 
mestic  product. 

Jewelry  for  men,  in  which  category 
come  scarf  pins,  studs  for  day  and  even¬ 
ing  wear  of  pearl,  moonstone  and  plain 
gold,  link  cuff  buttons,  watch  fobs,  chains 


mals  and  in  fact  all  tastes  can  be  catered 
to  with  a  pin  that  will  be  particularly  ap¬ 
propriate  in  its  design. 

A  reproduction  of  a  set  of  studs  and 
links  of  moonstone  and  mother-of-pearl 
are  here  shown. 

I  advise  extreme  caution  in  selecting 
rings  for  men;  except  the  plain  gold  seal, 
design  of  stones  of  very  conservative  ten¬ 
dencies,  a  man’s  hand  should  be  free  of 
any  ornamentation. 

Walking  sticks,  too,  are  made  to  blend 
with  the  individuality  of  the  user.  From 


and  rings,  and  also  the  cane  offers  an¬ 
other  wide  field  for  gift  suggestions. 

As  diamonds  and  other  expensive  jew¬ 
elry  are  not  good  form  in  a  man’s  attire, 
a  gift  of  jewelry  does  not  necessitate  an 
extravagant  outlay,  although  several  hun¬ 
dred  dollars  may  be  spent  for  a  set  of 
pearl  studs  if  one  wishes  to  expend  an 
amount  as  large  as  this. ' 

The  selection  of  scarf  pins  in  varied  and 
attractive  designs  is  exceptionally  large. 
There  seems  to  be  no  subject  that  is  not 
used  on  a  scarf  pin.  Those  of  sportative 
inclination,  the  athlete,  the  lover  of  ani- 


the  slender  bamboo  conceit  with  handles 
of  various  crooks  and  curves,  silver  or 
gold  tipped  and  mounted,  to  the  heavier 
serviceable  canes  for  older  men,  a  wel¬ 
come  Christmas  gift  can  always  be  chosen. 

One  has  only  to  glance  at  the  artistically 
arranged  windows  of  men’s  shops  and  other 
stores  that  exhibit  men’s  apparel  tb  ap¬ 
preciate  what  an  extensive  practical  selec¬ 
tion  is  offered  for  gift  purposes. 

Mufflers  for  day  and  dress  wear  are 
shown  in  exclusive  patterns  and  colorings, 
black,  white,  pearl,  gray,  etc.  They  are 
made  from  different  silk  fabrics  in  either 
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MENNEN’S 

BORATED  TALCUM 

TOILET  POWDER 

and  insist  that  your  barber  use 
it  also.  It  is  Antiseptic,  and 
will  prevent  any  of  the  skin 
diseases  often  contracted. 

I  A  positive  relief  for  Sunburn, 

_  Chafing,  and  all  afflictions  of 

the  skin.  Removes  all  odor  of  perspiration. 
Qet  Mennen’s— the  original.  Sold  every¬ 
where  or  mailed  for  25  cents.  Sample  free. 
Try  Mennen's  Violet  (QordXQd)  Talcum. 

GERHARD  MENNEN  CO.,  Newark,  N.  J. 


liTe  SUCCESS  of  the  SEASON 


A  COLLAR 

That  is  very  popular — now 

It  wears  well,  washes  well,  fits  well, 
and  does  not  show  traces  of  hard 
wear  as  readily  as  most  collars  do. 

To^idonIown 

BRAND. 

UNEN  COLLAI^ 

are  made  of  the  hest  Irish  linen. 
They  do  not  get  saw  edges — sharp 
points —  the  wings  do  not  break  off 
— they  do  not  wrinkle — get  flabby 
and  do  not  shrink — as  the  cheaply 
made  cotton  collars  sold  as  linen  do. 

They  are  as  perfect  as  care, 
caution,  experience  and  the  most 
perfect  equipped  plant  can  produce. 
A  25c.  collar  at  2  for  a  X  In  X  sizes. 

At  dealers  who  keep  Right  Furnishings. 

Send  for  illustrated  Book  "IT'D 

“How  We  Be-Linen  You"  i 

MORRISON  SHIRT  &  COLLAR  CO. 

DEPT.  B.  GLENS  FALLS,  N.  Y. 

If  your  dealer  cannot 
supply  you  send  25  cents 
for  two  London  Town 
Linen  Collars. 

This  cut  shows  our 

MILLBANK 

A  stylish, comfortahle 
sensible  collar,  with 
plenty  of  tic  space. 


And  now,  LADIES  AND  GENTLEMEN,  I  wish 
to  inform  you  that  it  is  not  necessary  to  INSURE 
YOUR  COLLAR  BUTTON,  BUY  A  ONE-PIECE 


“KREMENTZ 


f  f 


which  carries  automatic  insurance.  If  anything  happens  to 
it  your  dealer  will  give  you  a  new  one.  But  nothing  can 
happen.  It  is  made  in  one  strong  piece.  No  joints.  No 
soldering.  Will  not  bend  or  break.  Easy  to  button  and 
unbutton  because  it  is  correctly  shaped.  Double  thick  shank. 
Graceful  design.  21  models  for  ladies  and  gentlemen;  gold, 
silver  or  rolled  plate.  Be  sure  you  get  the  “KREMENTZ.” 

Free  booklet,  “  THE  STORY  OF  A  COLL  A  R  BUT¬ 
TON,'"'  gives  entertainifig  information.  IVant  one? 


KREMENTZ  S,  CO. 

65  Chestnut  Street  NE^WARK.  N.  J. 


Order  Your  Fall  Suit 

From  the  Wholesale  Maker 

SEND  for  samples  today  and  get 
started  now  in  dealing  direct 
with  the  wholesale  tailor.  It’s 
a  big  advantage,  you  can  hardly 
realize  what  a  substantial  sav¬ 
ing  you  make  and  what  clothes  ^ 
satisfaction  it  means  to  you. 

Just  now  we  are  making  a  spe¬ 
cialty  of  a  black, fine, pure, all  wool 
Thibet  Suit,  at  only  $10.00,  single 
and  double  breasted  style,  with¬ 
out  doubt  the  greatest  value  ever 
offered,  materials  and  workman¬ 
ship  guaranteed  absolutely. 

You  can’t  tell  it  from  $20  and  $30  suits, 
the  cloth  Is  so  fine  and  it’s  tailored  so 
perfectly;  Venetian  silk  finished  lining: 
all  the  way  through.  $10  is  all  we  ask 
for  it,  and  when  we  send  it,  mind,  you 
are  to  be  the  judge,  not  we.  Also  a  big 
line  of  higher  and  lower  priced  fabrics 
for  suits  and  Overcoats.  Perfect  fitting 
striped  and  plain  worsted  and  cassl- 
mere  trousers  at  $2.50,  $3.00  and  $3.50. 

Samples,  measurement  blank.  Fall  1906  fash¬ 
ion  plate  and  tape  line,  all  sent  at  our  expense. 

It  will  astonish  you  what  a  benefit  it  is  to  deal  direct 
with  the  wholesale  maker.  $10  will  do  the  service  of  $20. 
Better  send  for  samples  right  now  while  you  are  think¬ 
ing  of  it.  Don’t  delay.  Address 

FELIX  KAHN  &  CO.  Established  1882 
Market  &  Van  Buren  Streets.  Dept.  9,  CHICAGO 

We  will  fill  orders  direct  rrom  every  town  where  not  already 
represented  by  local  dealer.  AGENTS  WANTED  ETERTWHEBE. 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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solid  tones  or  in  figured  and  embroidered 
effects. 

The  , illustrations  show  the  newest  ideas 
in  the  muffler  line. 

In  cravating,  the  bow,  four-in-hand,  puff 
and  ascot  in  widely  varied  shades  and  de¬ 
signs  are  exhibited ;  it  should  always  be 
an  easy  matter  to  select  the  proper  color¬ 
ing  and  pattern  from  the  pleasing  array  of 
shirts  that  are  shown. 

The  color  chart  given  above  should  be 
of  assistance  in  buying  cravats,  shirts  and 
hose  as  gifts. 

The  ordinary  plebeian,  though  indispen¬ 
sable,  suspender,  hose  supporter  and  belt 


are  enthroned  in  state  with  the  advent  of 
Christmas  shopping.  We  then  find  these 
articles  in  artistically  decorated,  fancy 
boxes,  ready  to  make  the  man  happy  who 
has  wrestled  with  a  broken  suspender  or 
hose  supporter  and  has  had  to  go  to  his 
business  with  some  sort  of  a  make-shift, 
knotted  arrangement  because  he  did  not 
have  another  pair. 

A  resume  of  men’s  wearing  apparel  will  • 
reveal  dozens  of  other  items  that  offer  a 
quick  solution  to  the  Christmas  gift  prob¬ 
lem;  gloves,  hats,  fancy  vests,  hose,  shoes, 
etc.,  are  all  appropriate  gifts  according  to  ' 
the  degree  of  intimacy  between  the  giver 
and  recipient. 

Where  the  giving  is  outside  of  one’s 
family  and  to  less  intimate  friends,  a  very 


proper  offering  can  be  found  among  leather 
novelties.  If  one  takes  the  time  to  in¬ 
spect  the  extensive  and  varied  array  of 
leather  goods  for  men  that  the  average 
jeweler  exhibits,  it  will  not  take  long  to 
determine  what  will  be  suitable  for  men 


CHART 

(Copyright  by  Frank 

T.  Wallace,  47  Cortlandt 

Street, 

New  York.) 

PARK  COMPLEXION— DOMINANT  COLORS. 

SCARFS. 

Calfskin. 

Red. 

Winter  oxford,  russet. 

Lavender-green. 

HAT. 

Purple-gray. 

Derby,  black. 

White  figured. 

Alpine  or  Telescope, 

Black. 

pearl. 

HOSE. 

SUIT. 

Black-gray. 

Gray. 

Lavender-green. 

Black. 

Maroon. 

Black  and  White. 

Tan. 

Dark  Worsteds,  with  col- 

SHOES. 

or  tinge  matching  tie  or 

Black  patent  colt. 

shirt. 

LIGHT  COMPLEXION— DOMINANT 

COLORS. 

SCARFS. 

Blue. 

SHOES. 

Maroon. 

Black  patent  colt. 

Gray. 

Calfskin. 

White  self  figured. 

Winter  russet. 

Black  self  figured. 

HAT. 

HOSE. 

Derby,  black  or  brown. 

Blue. 

Alpine,  gray  or  black. 

Gray. 

SUIT. 

White. 

Blue. 

Rlack. 

Gray. 

Tan. 

Black. 

Green. 

Medium  light  grays  in 

Maroon. 

overplaid  or  mixture. 

MEDIUM  COMPLEXION— DOMINANT 

COLORS. 

SCARFS. 

,  SHOES. 

Claret. 

Black  patent  colt. 

Red. 

ILisset  or  black. 

Lavender. 

Winter  oxford. 

Gray. 

Cal  fskin. 

Brown. 

HAT. 

Blue. 

Derby,  black  or  brown. 

HOSE. 

Alpine  or 

Lavender. 

Telescope, 

Black. 

pearl  or  fawn. 

White. 

SUIT. 

Tan. 

Gray. 

Green. 

Black. 

Maroon. 

Brown  mixture. 

Blue. 

Dark  green  effects. 

TAN  COMPLEXION 

—DOMINANT  COLORS. 

SCARFS. 

Red. 

Calfskin. 

Navy. 

Winter  oxford. 

Brown. 

Russet  or  black. 

Wine. 

HAT. 

Gray. 

Derby,  black. 

HOSE. 

Alpine  or 

Lavender. 

Telescope, 

Black. 

pearl  or  black. 

White. 

SUIT. 

Tan. 

Blue. 

Green. 

Gray. 

Maroon. 

Black. 

Blue. 

Dark  green  mixture. 

SHOES. 

Mixtures  with  color  tinge 

Black  patent  colt. 

of  shirt  or  tie. 

who  run  the  entire  gamut  of  diverse  tastes 
and  inclinations. 

In  the  line  of  leather  conveniences  may 
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Superior  in  material,  ^  workmanship  and  worth,  containinjf  more  and 

better  rubber  than  any  other  suspender  made,  with  soft,  pliable  inde¬ 

structible  leather  ends  and  metal  parts  that  cannot  rust  or  soil  the  clothes.strong. 

THEY  OUTWEAR  THREE  ORDINARY  KINDS 

Made  forTuan  and  youth  in  LIGHT  OR  HEAVY 
weights,  or  extra  long,  at  no  extra  cost. 
Attractively  boxed  in  single  pairs.  Bull  Dog  Suspenders 
MAKE  Holiday  Gifts  every  man  and  boy  will  gladly  receive 
SOLD  BY  ALL  DEALERS 

or  by  mail,  postpaid,  for  Fifty  Cents.  Money  back  if  they  don't  satisfy. 

HEWES  &  POTTER,  Dept.  5, 87  Lincoln  St.,  Boston,  Mass, 

Largest  Suspender  Makers  in  the  World 

Our  handsome,  refreshing  Bull  Dog  Suspender  Comb  and  Case 
sent  for  Ten  Cents  postage.  Instructive  Booklet,  “Style,  or  How  to 
Dress  Correctly,”  free  if  you  mention  this  magazine. 


SAVE  YOUR  TROUSERS 


THE  OtITOSITE  EltOTECTOR 

Saves  the  edges  of  your  trousers  from  wear,  wet,  walking  and 
dirt  and  keeps  them  in  shape  rolled  up  or  down.  Handiest 
thing  of  the  kind  made.  Attached  in  two  seconds  and 
“stays  put.'’  It’s  catching  on  like  wild  fire.  Sample  pair 
10c.  postpaid.  One-half  dozen  pairs  one-half  dollar. 

DEALERS  'WAIVTED 

First-class  proposition  to  dealers,  jobbers  and  wholesalers. 
There’s  money  in  it.  Exclusive  territory  given.  Full 
information  promptly  furnished. 

SINAP  EOR  AGENTS 

Big  profit,  easy  sales.  Salesmen  can  make  money  handling 
as  a  side  line.  Write  at  once  to 

OUIOSITE  NOVELIY  COMPANY,  Dept.  20,  LOS  ANGELES,  CALIF. 


I  Want  Your 
Oldest  Typewriter 

Oiled  with  “3  in  One.”  Stops  the  rattle,  makes 
every  action  point  smooth  and  sure — cleans  and 
ishes  all  the  rods,  letters,  keys,  so  machine  loo 
new.  Don’t  buy  a  new  machine  till  you  know  what  “3  in 
One”  can  do  for  your  old  one.  Write  for  generous 
sample  and  special  typewriter  circular — both  free. 


G.  W.  COLE  COMPANY 


100  Washington  Life  Building,  New  York  City 
— — . . 


The  Beauty  Curve  in  Nail  Cutting  is  Given  by 


Nickel-plated,  Pocket  size.  Keeps  sharp  for  years.  Trims  the  nails  per¬ 
fectly;  any  shape  or  length  desired.  Sold  everywhere. 
By  mail,  25  cents;  Sterling  Silver  Handle,  price  $1.00. 

The  H.  C.  COOK  CO., 

17  Main  Street,  Antonis,  Conn. 


—  - - 


Spencerian  Pena  are 
savers. 

They  never  balk  or  splatter  the  ink. 

If  you  buy  a  dozen  pens,  or  a  box,  you’ll  find  each  pen 
perfect  and  even  of  point. 

There’s  a  Spencerian  Pen  made  that  will  just  suit  your 
Style  ot  writing. 

\Ve  will  send  you  a  sample  card  of  12  pens,  different 
patterns,  upon  receipt  of  6  cents  in  postage. 

Spencerian  Pen  Co.,  349  Broadway,  NewYork 


Send  10  cents 
in  silver  or 
stamps  for  a 
large  sample 
pouch  and 
booklet;  both 
will  be  a  de¬ 
light  to  }OU. 


THE  FINEST  PIPE  TOBACCO  SENT 
DIRECT  FROM  FACTORY  TO  SMOKER 


This  trial  offer  is  to  convince  you  who  tire 
of  ordinary  tobacco  that  after  all  there  is  one 
that  delights  continuously .  That  one  is 

FRENCH’S  MIXTURE 

It  comes  to  you  direct  from  the  maker  with  al  I 
its  exquisite  original  aroma  and  known  purity. 
This  insures  you  against  substitution  and  dried- 
out,  stale  store  tobacco.  French's  Mixture 
won’t  “tire”  or  “bite”  the  tongue,  because 
it’s  a  superior  product  scientifically  han¬ 
dled,  blended  and  always  in  c<  ndition 
We  also  sell  it  direct  to  save  middlemen's 
profits.  We  put  those  profits  into  im¬ 
proving  quality,  making  it  rightfully 

“THE  ARISTOCRAT  OF  SMOKING  TOBACCO” 


FRENCH  TOBACCO  CO. 

Dept.  C.  Statesville,  N.  C. 


Just  What  YOU 
Need  at  Home 

For  doing  the  necessary  repairing 
of  the  “every  day”  jobs  in  your 
home  and  doing  them  right — 
there  is  no  better  or  more  practi¬ 
cal  article  on  the  market  than  the 
No.  602 

••NAPANOCHF 

Pocket  Knife  Tool  Kit 

It  embodies  all  the  Tools  required — a 
Pocket  Knife,  a  Saw,  a  Reamer,  a  File,  a 
Chisel,  and  a  Screw  Driver.  The  Bag 
(which  we  provide)  holds  all  the  Tools — 
it  can  be  carried  in  your  pocket.  No  "hunt¬ 
ing”  or  “fussing”  when  you  want  a  partic¬ 
ular  tool.  The  “NAPANOCH”  is  always 
“on  the  job.”  Sent  postpaid  on  receipt  of 
price,  S2. 25.  Guaranteed  unconditionally. 

D.  J.  Ulery  Co.,  7 }4  Warren  St.,  New  York. 
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be  mentioned  coin  purses,  bill  folds,  memo, 
and  note  books. 

Here  we  also  find  razor  rolls,  fitted  toilet 
cases  and  a  very  useful  English  importa¬ 
tion  called  “Plasty  Line  Letterets” — this 
last  consisting  of  a  sheet  of  paper  and  en¬ 
velope  in  one  piece,  the  block  of  paper 
renewable,  in  a  cover  pad  case  fitted  with 
ink  well,  stamp  box  and  pen.  The  above 
mentioned  novelties  are  made  in  pig  skin. 


sole  leather,  seal  and  bridle  leather  and 
IMorocco  in  red,  purple  and  gray. 

For  the  sportsman  and  motorist  there 
are  shown  soft  leather  gauntlets  and 
gloves,  leather  covered  flasks,  bottle  sets, 
lunch  kits,  etc. 

^  t 

To  the  card  player,  fine  quality  playing 


cards  in  handsome  leather  cases,  bridge 
sets,  poker  outfits  and  other  card  para¬ 
phernalia  will  surely  bring  delight. 

To  the  traveler,  one  can  appropriately 
give  traveler’s  watches  and  clocks  in 
leather  cases  or  traveling  bags  and  kits 


which  are  outfitted  with  all  the  conveni¬ 
ences  that  men  on  the  road  will  use. 

Jewelry  button  boxes  made  of  bridle 
leather  and  pig  skin,  lined  with  reindeer 
skin,  holding  scarf  pins,  collar  and  cuff 
buttons  and  other  items  of  men’s  jewelry 
— sole  leather  hat  boxes,  hand  sewed — 
writing  portfolios  of  Morocco — handsome¬ 
ly  encased .  whisk  brooms  are  other  of  the 
numerous  leather  novelties  one  finds  in  the 
well-appointed  shops. 


Financial  Arithmetic 

head  of  the  actuarial  department  of  one  of  the  largest  bond  houses  in 
Wall  Street  says  that  one  of  the  rarest  things  to  find  is  a  thorough  knowledge 
of  the  ordinary  principles  of  financial  arithmetic. 

Clerical  talent  does  not  seem  to  have  been  trained  to  that  end,  espe¬ 
cially,  and  most  of  those  who  are  masters  of  their  work  have  had  to  be 
taught  from  within  the  ranks.  It  does  not  seem  to  be  a  part  of  the  program  of  public 
or  private  instruction  to  provide  for  this  kind  of  attainment,  although  it  is  of  the  utmost 

fundamental  importance.  Indeed  the  whole  machinery  of  finance  depends  on  clerical 
efficiency. 

What  constitutes  efficiency  in  this  particular  field?  (I)  The  mastery  of  a  few  funda¬ 
mental  principles,  including  those  of  percentage,  interest,  foreign  exchange,  etc.  (2)  The 
capacity  to  analyze  the  condition  of  a  problem  so  as  to  apply  the  proper  principle  to  its 
solution.  (3)  The  ability  to  use  reference  books  and  other  established  sources  of  infor¬ 
mation.  (4)  Speed  in  the  use  of  correct  methods  to  obtain  results. 

Accuracy,  speed  and  analytical  capacity  comprise  the  gist  of  these.  They  are  the 
qualities,  moreover,  which  help  their  possessors  along  the  path  of  promotion,  provided 
always  that  there  are  no  personal  qualities  of  such  a  character  as  to  negative  a  man’s 
usefulness  for  places  of  greater  responsibility  than  clerical  talent  requires.— 
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Arc  Your  Sox  Insured? 

“That’s  thesecondpair  of  sox 
I’ve  gone  through  inside  of  a 
week.  No  matter  what  I  pay 
for  them,  they  seem  to  wear 
out  just  as  quickly.  Guess 
I’ll  have  to  start  wearing 
%  leather  stockings.” 

Small  wonder  ourfriend 
f  is  disgusted.  He  has  a 
right  to  expect  value  and 
comfort  for  his  money. 
And  he  would  get  it,  too, 
if  he  only  knew  of  Hole- 
proof  Hosiery. 

By  a  new  process  of 
combining  certain 
yarns,  we  are  able 
to  manufacture 
hose  which  are  not  only  most  comfortable  and 
attractive  in  appearance,  but  which  we  guar¬ 
antee  to  wear  six  'months  withotit  holes. 


OU'R  GUA.'RA.J^TEE: 

Ik®  purchaser  of  Holeproof  Sox  or  Holeproof 
Stockings  that  they  will  need  no  darning  for  6  months.  If  they 
should,  we  agree  to  replace  them  with  new  ones,  provided  they 
are  returned  to  us  within  6  months  from  date  of  sale  to  wearer.” 

You  pay  no  more  for  them  than  the  ordinary  kind,  but 
gret  five  to  ten  times  longer  service. 

Holeproof 

Hosiery 

Guaranteed  to  Wear  for  Six 
Months  Without  Holes 


Men's  Holeproof 
Sox 

Fast  colors— Black,  Tan  (light 
or  dark).  Pearl  and  Navy  Blue. 
Sizes  9  to  12.  Egyptian  Cotton 
(medium  or  light  weight)  sold 
only  in  boxes  containing  six  pairs 
of  one  size — assorted  colors  if 
desired — 6  month’s  guarantee 
ticket  with  each  pair.  Cfi 

Per  box  of  six  pairs  .  .  ^  j.  * 


Women's  Holeproof 
Stockings 

Fast  colors— Black,  Tan.  Sizes 
8  to  11.  Extra  reinforced  garter 
tops.  Egyptian  Cotton, sold  only 
in  boxes  containing  six  pairs  of 
one  size— assorted  colors  if  de¬ 
sired — six  month’s  guarantee  with 

,  .  $:>.00 

Per  box  of  six  pairs  .  .  ^ - 


How  To  Order 

Most  good  dealers  sell  Holeproof  Hos¬ 
iery.  If  your’s  doesn’t,  we’ll  supply  you 
direct,  shipping  charges  prepaid  upon 
receipt  of  price.  Look  for  our  trade 

dealer  deceive  you 

with  inferior  goods. 

Write  for  Free  Booklet 

If  you  want  to  know  how  to  do  away 
with  darning  and  discomfort,  read  what 
delighted  wearers  say.  The  booklet  is  ^  ^  I 

free  for  the  asking.  | 

HOLEPROOF  HOSIERY  COMPANY  I 
5  I  2  Fowler  Street  Milwaukee,  Wisconsin 
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PARKER'S 

HAIR  BALSAM 

Cleanses  and  beautifies  the  hair. 
Fromotes  a  luxuriant  growth, 
l^ver  Pails  to  Restore  Gray 
Hair  to  its  Youthful  Color. 
Cures  scalp  diseases  &  hair  falling. 

Druggists 


\MLL  YOU  TRY  THIS 

T  ^^LVET||  VAGA^^^ 
FINISHER i  SHARPENER 

RAZOR  STROP 

FOR  30  DAYS? 

If  you  don’t  say  it’s  the  finest  stron 
you  ever  used,  regardless  of  price  we^H 
be  more  than  glad  to  take  it  back  and 
refund  your  money.  ^ 

For  the  “Velvac’’  Strop  is  made  on  a 
new  principle— only  extra-selected  cuts 
aL  uVeL*^  smooth,  uniform  grain 

*8  treated  by  our 
^,^^-Flltng-  process.  The  oil  abso 
lutely  closes  the  pores,  and  prepares  the 
surface  so  when  the  razor  is  drawn  over 
It,  a  vacuum,  or  suction  is  formed  This 
^'acjitim  pulls  the  razor  blade  closely  to 

.  ""  '’‘"'‘“"sly 

The  side  of  the  strop  is  very 

finishing 

strop  puts  the  blade  into  condition  to 
shave  the  vviriest  and  stubbiest  beards 
cleanly  and  easily.  The  Velvet -WVk 
finisher,  and  the  Vacuum  sharpener 
give  us  the  name  “Velvac.”  F^’ner, 

30  Day  Trial  Offer— Velvac  strops  are  made  in 

SJSSHSslinSp 

tion  your  dealer’s  name  when  writing.  urmur.  Please  men- 

SEALSKIK  SWATt  STROP  COMPANT,  Oepl.  L  OTTUMWA,  IOWA 


FREE  TRIAL  SIX  DAYS 

The  Dupligraph 

The  Best  Duplicating  Alachine  Ever  Produced. 

The  Latest  Alarvel  in  Office  Equipment. 

^'^T  prints  one  hundred 
perfect  copies  from 
pen  written  original  in 
10  minutes,  equally  speedy 
with  typewritten  copy,  re¬ 
producing  pencil  copy,  du¬ 
plicates  perfectly  on  plain 
paper,  card  board,  etc. 
The  Dupligraph  is  the  best 
Duplicator  on  the  market, 
because  it  requires  nothing 
more  than  Dry  Paper,  Pen  and  Ink  or  Type¬ 
written  copy  for  its  operation.  So  simple 
any  child  can  operate  it.  Send  for  the  Dup- 
ligraph  at  once.  Tell  us  the  work  you  wish 
to  do,  and  we  will  send  full  information  of 
free  trial  offer,  also  as  to  the  size  machine 
best  adapted  for  your  work.  Write  us 
TO-DAY.  Price  from  $5.00  up. 

THE  DUPLIGRAPH  CO. 


209  state  Street 


Detroit,  Mich, 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


The  Food  We  Eat 

By  EUGENE  CHRISTIAN 


EOPLE  may  be  divided  into 
three  general  classes ;  those 
who  produce  wealth ;  who 
store  and  distribute  and  those 
who  through  the  complexity 
of  our  economic  system,  do  neither,  but 
manage  to  live  from  the  labor  of  the  other 
two  classes. 

The  actual  producer  by  reason  of  the 
physical  exercise  necessary  in  the  pursuit 
of  his  vocation  obeys,  to  some  extent,  the 
primary  laws  that  govern  the  conversion  of 
food  into  blood.  The  question  therefore 
of  diet  so  far  as  mere  strength  is  con¬ 
cerned  is  with  this  class  the  most  im¬ 
portant. 

The  third  class,  who  neither  toil  nor 
spin,  we  are  not  much  concerned  about, 
for  if  they  should  all  die  with  hemiplegia 
from  an  overfeed  of  pulke  and  pate-de-foie- 
gras  they  could  be  spared,  but  the  real 
business  man  is  a  very  important  factor  in 
society  and  some  dietetic  Moses  should 
arise  and  tell  him  something  about  his 
food. 

Man  should  realize  that  he  is  not  so  much 
the  sum  total  of  what  he  eats  as  of  what 
he  appropriates — what  his  body  uses.  What 
he  can  appropriate  or  use  is  determined 
very  largely  by  his  vocation  and  environ¬ 
ment. 

Eeeding,  which  in  its  last  analysis  is  but 
the  primary  process  of  making  energy, 
should  be  governed  by  three  conditions. 

First — Age. 

Second — Temperature  of  environment, 
and 

Third — Work,  or  labor ;  for  example,  the 
food  of  the  youth  whose  frame  is  under¬ 
going  the  process  of  construction  should 
be  very  different  from  the  adult  whose 
growth  has  been  attained,  and  who  is  ex¬ 
pending  in  his  daily  activities  a  very  dif¬ 
ferent  kind  of  energy. 

The  food  of  an  individual  in  a  warm  or 
tropical  climate  should  be  vastly  different 
from  that  which  he  would  consume  hi  a 
lower  temperature,  though  engaged  in  the 
same  kind  of  labor.  The  diet  should  also 


be  selected  according  to  the  character  and 
strenuosity  of  the  work. 

It  is  now  a  well-established  fact  that  the 
manual  laborer  consumes  from  20  to  25 
per  cent  more  food  than  is  actually  neces¬ 
sary  to  furnish  the  power  required  for  the 
consummation  of  his  daily  task. 

I  have  demonstrated  beyond  a  doubt  that 
the  average  business  man  also  consumes 
from  30  to  40  per  cent  more  food  than  is 
necessary  to  supply  the  energy  he  expends 
to  say  nothing  of  the  quality  and  murder¬ 
ous  combinations  he  daily  indulges  in. 

The  human  body  is  composed  of  nu¬ 
merous  complex  chemical  compounds.  The 
fat  material  from  which  these  are  chiefly 
derived  are  divided  into  three  groups, 
which  are  proteids,  fats  and  carbohydrates. 

The  average  sedative  worker  needs  about 
60  grams  of  proteids  daily  to  replace  the 
body  tissues  destroyed  in  the  life  processes. 
In  addition  to  this  he  requires  enough  other 
food  material  to  yield  his  body  something 
like  2,000  calories  of  energy — this  should 
be  supplied  by  fat  and  carbohydrates,  the 
relative  proportions  of  which  should  be 
about  one  of  fat  to  four  of  carbohydrates; 
although  the  individual  digestive  system 
must  be  considered  if  we  wish  to  gain  the 
highest  efficiency  with  the  least  waste  of 
vitality  in  assimilation. 

Every  business  man  who  regards  his 
*  health  as  of  any  value  should  know  some¬ 
thing  about  the  food  articles  that  contain 
these  staple  life-giving  elements.  He 
should  also  make  himself  somewhat  ac¬ 
quainted  with  the  proportion  of  these  ele¬ 
ments  certain  foods  contain,  as  perfect 
mental  and  physical  health  can  only  be  en¬ 
joyed  when  the  body  is  fed,  first  on  such 
foods  as  contain  all  the  elements  of  nourish¬ 
ment  Nature  requires;  second  so  divided 
as  to  supply  these  elements  in  approxi¬ 
mately  the  right  proportions. 

The  proportions  above  named  are  quite 
as  important  as  the  articles  themselves. 
Every  calorie  of  any  particular  food  taken 
in  excess  of  the  physical  requirement  must 
be  disposed  of  at  great  expense  and  haz- 
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6f\  /  Company  pays  6  per  cent. 

^  /  a  year  on  Certificates  of  de- 
/  posit  running  for  two  years  or 
/  U  longer.- 

These  certificates  are  issued  in 

denominations  of  $100,  are  backed 

by  actual  improved  real  estate  security  of  over 
three  times  their  face  value. 

They  are  as  safe  as  a  government  bond,  yet 
are  within  reach  of  almost  any  one. 

5  per  cent,  on  Savingfs— subject 
to  withdrawal  at  any  time. 

JV rite  to-day  for  book. 

CALVERT  MORTGAGE  &  DEPOSIT  CO. 

1044  Calvert  Building,  BALTIMORE,  MD. 


I  Gan  Sell  Your  Real  Estate  or 
Business  No  Matter  Where  Located 

S  p;ke’‘o„‘'|r„"  “>  “d  si''* 

IF  YOU  WANT  TO  BUY 

anywhere  at  any 

time"’and  I  can  save  you 

DAVID  P.  TAFF,  THE  LAND  MAN 

415  KANSAS  AVE.  TOPEKA,  KANSAS 


LUCE  AUTOMATIC  COPY  HOLDER-1 


WITH  LINE  SPACING  INDICATOR 


ABSOLUTELY  THE  BEST  MADE 

Without  Indicator  .  ,  $2,00 

With  Indicator  ...  2  60 

STEVENS,  MlLONEy&CO.,  143  La  Salle  Sf..  Chicago 


$10=Tiie  Chicago  Check  Perforator 


For  20  Years  the  Lead= 
ing  Check  Protector 

There  is  no  machine  made 
at  any  price  that  affords  a 
greater  mea¬ 
sure  of  pro-  ' 

tection  than 
the  Chicago. 

its  use  is 
world  wide 
and  more  are 
made  and  sold 
today  than  all 

others  combined.  A  proof  ot 
merit  cheerfully  endorsed  by 
Its  thousands  of  users. 


Insurance  for  aLiietime,  $10 


The  B.  F.  Cummins  Co..  ''“••lison  luvd.,  (hk  aco 

_ ’  32  Park  Place,  ;  NEW  YOKK 

This  is  a  Fac-SImlle  of  Cancelation  by 
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stroke  ten  checks  of  average  thickness  each 

speed,  100  a  minute  A  perpetual  dater.  Complete  in 
Itself  Cancels  checks  legally,  quickly,  economically  oerma 

"■fo  inW^hL^^^^Vo^hf'^' Requires  no  ink. 
^o  inky  handt  No  blurred  impressions.  No  soiled  papers 
No  imperfect,  doubtful  dates.  Saves  time.  Prevents  mSes’ 

Gives  you  the  modern,  up-to-date 

last'Se-,ime”.'*'Kr3‘l^ 

THE  B.  F.  CUMMINS  CO., 

Cummins’ 

Label 
Marking 
Perforators 

Date,  Number  or  Mark 
Manufacturers’  Labels  Ten 
to  Fiffy  Times  as  Fast  as 
the  Work  Can  be  Done  in 
Any  Other  Way, 

Every  Individual  Label 
of  Every  Package  of  the 
Largest  Output  Identified — 

Pedigreed— at  a  cost  of  two- 
fifths  to  one-tenth  of  a  Cent 
a  Thousand. 

You  can  tell  when,  where, 
and  by  whom  the  goods  were 
packed,  if  you  use  a  PER- 
FORA-POR — and  the  work 
need  convey  no  information 
to  the  public. 

The  B.  F.  Cummins  Co. 

42  W.  Jackson  Blvd.  Chicago 
32  Park  Place,  New  York 


Please  mention  The  Business  Man's  Uagaeine  when  writing  to  advertisers 


THE  BUSINESS  MAN’S  MAGAZINE. 


J()4 

r'.rd;  for  instance,  the  constant  ingestion  of 
an  excess  amount  of  proteids  leads  to  cere¬ 
bral  hemorrhages  from  which  come  a  long 
train  of  maladies  including  paralysis,  im¬ 
pairment  of  the  sight,  hearing  and  other 
senses. 

Over  ingestion  of  carbohydrates  is  the 
direct  cause  of  rheumatism,  gout,  Bright’s 
disease,  obesity,  diabetes  and  its  great  train 
of  kindred  ills. 

The  human  body  is  a  most  accommodat¬ 
ing  automatic  machine  in  which  is  located 
a  most  wonderful  chemical  laboratory.  It 
will  dispose  of  a  reasonable  excess  of  any 
one  food  principle  for  a  time,  by  storing 
it  up  in  the  cells  wisely  contemplating  fu¬ 
ture  use,  or  by  throwing  it  off  through 
some  of  the  excretory  channels,  but  where 
these  excesses  are  indulged  in  three  times 
per  diem,  365  days  in  the  year,  the  auto¬ 
matic  workings  of  the  body  thus  imposed 
upon,  cease  to  perform  their  functions  and 
Nature  settles  with  the  law-breaker  in 
some  drastic  way. 

There  is  a  wide-spread  opinion  among 
people  that  food  reform  means  a  very  great 
sacrifice.  That  one  is  deprived  daily  of  all 
the  good  edible  things,  and  that  dieting  is 
equivalent  to  taking  medicine.  This  theory 
is  wholly  without  foundation  or  fact  upon 
which  to  rest.  A  perfectly  balanced  diet 
appeals  to,  and  excites  the  highest  sense  of 
taste.  Nature  has  established  perfect  har¬ 
mony  between  the  body  and  the  combina¬ 
tions  of  food  it  requires.  The  taste  stands 
at  the  vestibule  as  a  policeman  to  see  that 
nothing  goes  into  the  laboratory  except 
that  which  is  natural  and  needful.  Many 
of  the  articles  called  food  that  adorn  the. 
average  table  are  demanded  by  an  appetite 
warped  and  perverted  by  the  same  pro¬ 
cesses  that  an  appetite  for  tobacco,  liquors 
and  all  narcotics  are  produced. 

Indigestion  is  a  good  thing,  it  is  Natures 
first  red  light;  when  this  paternal  warning 
against  the  first  sin  is  given,  the  usual  cus¬ 
tom  is  to  “take  something,”  which  is  a 
method  or  process  of  deadening  or  paralyz¬ 
ing  the’  delicate  nerves  that  are  conveying 
the  intelligence  to  the  brain  that  something 
is  wrong. 

If  a  messenger  should  rush  into  your 
private  office  and  tell  you  a  burglar  was 
robbing  your  vault  and  you  should  strike 
him  down  for  conveying  to  you  the  un¬ 
pleasant  information  you  would  be  acting 


with  exactly  the  same  wisdom  that  you  dis¬ 
play  when  you  “take  something”  for  indi¬ 
gestion,  or  any  disorder  of  the  stomach  and 
intestinal  mechanism.  TheAhing  to  do  is 
to  pay  the  penalty  like  a  man;  for  suffering 
is  the  only  true  scale  on  which  you  can 
weigh  your  crime.  It  is  a  process  of  stamp¬ 
ing  upon  the  brain  the  facts  concerning  the 
misdemeanor,  and  if  you  go  honestly 
through  with  the  case  you  will  not  be  apt 
to  repeat  it;  but  when  you  can  sin  on  a 
credit, — dodge  the  natural  consequences  of 
wrong  by  “taking  something”  you  silence 
the  tongue  of  Nature — you  cannot  tell  the 
gravity  of  your  error,  and  you  are  most 
likely  to  repeat  it  again  and  again  until 
Nature  settles  with  you  some  fine  day  all  at 
once  by  a  “stroke”  or  some  form  of  vio¬ 
lent  congestion  or  arterial  overflow  which 
the  learned  guessers  are  pleased  to  call 
“heart  failure.”  On  this  point  the  doctors 
and  I  agree  perfectly,  as  I  have  never 
known  a  man  to  embark  for  the  henceforth 
with  his  heart  gaily  beating  off  80  lusty 
pumps  to  the  minute. 

The  logical  remedy  is  to  remove  the 
cause.  The  causes  are  errors  in  either  the 
selection,  the  quantity,  or  the  combinations 
of  food. 

Nature  is  ever  striving  to  bring  to  per¬ 
fection  everything  she  produces.  One  of 
her  methods  of  doing  this  is  to  strike  a 
trial  balance  at  certain  periods  of  time  be¬ 
tween  her  structures  and  structural  ma¬ 
terial.  This  she  does  in  some  cases  daily, 
sometimes  weekly,  monthly  or  annually. 
Her  best  efforts  to  enforce  obedience  to  her 
laws  of  nutrition  are  to  give  signals  daily, 
or  after  each  meal  so  that  errors,  if  there 
be  any,  can  be  removed  or  omitted.  The 
weekly  or  monthly  sick  headache,  tinge  of 
rheumatism,  gout,  dizziness  or  palpitation 
of  the  heart,  the  annual  spell  of  sickness 
are  the  quiet  and  unerring  voices  of  Nature 
telling  us  that  we  have  erred  in  our  meth¬ 
ods  of  feeding,  motion  and  oxidation. 

Now  and  then  one  may  succeed  in  kill¬ 
ing  all  distress  messengers,  snuffing  out  all 
the  red  lights  by  “taking  something”  and 
above  middle  life  may  boast  that  they  can 
eat  whatever  they  want  in  any  combina¬ 
tion  and  quantity.  Against  this  class  Na¬ 
ture  keeps  her  unswerving  records,  and  the 
day  of  settlement  can  no  more  be  escaped 
than  can  obedience  to  the  laws  of  gravita¬ 
tion. 
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BERGER  STEEL  OFFICE  FURNITURE  AND 
SECTIONAL  FILING  DEVICES 

line  of  steel  fire-proo^DESKS^V^BLE^S VnE  carV^rxc  our  handsome 

We  build  special  sieel  office  e.lillifn^^o^r^et.'^H^flfe'uf  wYUl'lTuS^s'ri^^Iel- 

NEWvoRic  BERQER  MFQ.  CO.,  CANTON,  OHIO 

NEW  YORK  BOSTON  PHILADELPHIA  ST.  LOUIS 

Specialties  Metal  Ceilings,  Roofing,  Siding  and  Fire-proof  Construction 


Daily  Desk  Calendar, 

Reminder  and  Diary  Combined 

$1.00 

Postpaid  anywhere  in  U.  S. 

The  Handy  Memo 

Desk  Calendar 


The  Handy  Memo  Desk  Cal- 
endar  is  the  most  complete 
and  practical  calendar  pad 
made,  and  is  a  tickler  to 
help  you  remember 
things.  Date  is  al¬ 
ways  in  sight  (see 
cut),  memoran¬ 
dum  sheets  3x4 
in.,  of  good 
quality  are  al¬ 
ways  in  posi¬ 
tion  for  writing 
and  quick  refer¬ 
ence.  Is  sim¬ 
ple  of  operation 
—leaves  are 
turned  over 
each  day  and 
act  as  record  of 

.fn  ^  ^  ^»"0St  Without  the  bother  oPkefo' 

At  your  stationer’s  or  direct  from 

HOSKINS  Building 

354  Broadway,  New  York 


Light  Down  so  you  c. 

L/ghtHii^^rP"^’  ''^®“*;^EIectrician  or  tl 

i^ignting  Company  About  the  Saving. 

No*t(!^fs  are  ‘  any  fixture  the  same  as  a  common  electric  bi 

Rnlh  P  n  I.  P“'  up-  Three  styles— Ti 

Send  for  fuM  Hel^  Distance  (put  the  switch  under  y6urpillo 

send  for  full  descriptive  printing  and  “How  to  Read  Your  Meter.” 

The  Phelps  Co.,  1240  Rowland  Street,  Detrc 
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HOLYOKE, 

American  Writing  Paper  Co. 

Dear  Mr,  Fairbanks 

You  want  to  know  wherein  lies  the  superiority  of 
COUPON  BOND?  The  answer  is,  in  its  pleasing 
appearance  and  remarkable  durability.  It  can 
be  lithographed,  printed,  perforated,  type¬ 
written,  penned,  erased,  folded  and  filed — 
without  destroying  its  texture  or  detracting 
from  its  dignified  appearance. 

It  costs  about  a  tenth  of  a  cent  a  sheet  more  than 
the  paper  you  have  been  using — not  an  item  to 
deter  the  average  business  man  from  buying  the 
best  bond  paper  made. 

Sincerely  yours, 

AMERICAN  WRITING  PAPER  CO., 

Holyoke,  Mass. 

N.  B.-A  pocket  sample  book  of  COUPON 
BOND  paper  will  be  mailed— with 
pleasure — to  any  business  man. 
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MulHply  This  in  Vour  Head 

Wouldn’t  you  like  to  be  able  to  figure  this  and  hundreds  of  other  similar  problems  in  your  head?  Wouldn’t 
you  like  to  be  able  to  add,  subtract,  multiply,  and  divide  any  problem  almost  instantly  without  writing  any  partial 
vroduct  -  to  be  able  to  simply  write  the  answer  ? 

Our  Free  BooK,  “Rapid  Calculation” 

tells  you  all  about  a  method  which  will  make  you  a  master  of  figures.  It  tells  of  a  system  by  which  you  can 
figure  Instantly  the  most  intricate  sums  in  your  head  ;  handle  groups  of  figures  and  fractions  as  easily  as  single 
whole  figures  ;  in  fact,  cut  the  work  of  figuring  in  two. 

A  better  po»>itioii  and  a  large  salary  have  come  to  hundreds  who  have  read  this  book.  If  you  want 
to  better  your  position,  to  increase  vour  salary,  to  make  yourself  worth  more  to  yourself  and  your  employer,  to  hold 
the  whip-hand  in  financial  transactions,  to  make  your  work  easy  and  interesting  instead  of  tiresome,  you  should 
write  for  this  book  at  once.  It  will  cost  you  nothing  but  the  trouble  of  asking  for  it.  A  postal  will  bring  it  to  your 
very  door.  It  may  cost  you  a  good  position  or  a  valuable  promotion  to  neglect  this  opportunity.  Write  for  it 
to-day  before  you  forget  it.  Address 

COMMERCIAL  CORRESPONDENCE  SCHOOLS,  ”RVoSESTER“N."r’ 
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Two  Books  Every 
Book-keeper  Should  Use 

B 


URR’S 

PATENT  COMBINATION 
INDEX 


B 


AND 


URR*S 

IMPROVED  TRIAL  BAL 
ANCE  SHEET 


d  The  use  of  these  books  saves  valuable 
time  and  labor.  They  will  be  found  invalu- 
able  m  every  office  having:  numerous  names 
to  handle  The  “INDEX»»  is  alphabetically 
subdivided,  so  that  any  name  can  be  found 
at  a  glance— practical,  simple  and  con¬ 
venient.  The  TRIAL  BALANCE  SHEET 
IS  so  arranged  with  short  leaves  that  writing 
the  ^  names  but  once  in  twelve  months  is 
avoided.  Send  for  illustrated  catalosrue 
and  price  list.  * 

THE  BURR  INDEX  COMPANY 

HARTFORD,  CONNECTICUT 


Commonwealth  Hotel 


Cor.  Bowdoin  Street, 
Opposite  State  House 


MASS. 


Shis  hotel  is  new  and  absolutely  fire¬ 
proof:  even  the  floors  are  of  stone,  noth¬ 
ing  wood  but  the  doors. 

We  offer  you  the  following  rates  :  Room  with 
hot  and  cold  water  and  free  public  bath  $1  and 
^1.50  a  day.  Rooms  with  private  bath  $1.50 
and  $2  a  day.  Will  make  a  weekly  rate  for 
rooms  with  hot  and  cold  water  of  $6  to  $8;  with 
private  bath  $9  to  $10.  Suites  of  two  rooms 
with  baths,  $14  to  $22. 

The  Cafe  and  Dining  Room  are  first-cfass. 
Open  from  6  A.  M.  till  9  P.  M. 

STORER  F.  CRAFTS, 

Manager. 


Send  for  Booklet 


A  Christmas  Gift 
Worth  A  Fortune 


The  average  Business  Man  has  no  con¬ 
ception  of  the  results  of  scientific  feeding 
and  how  it  maintains  and  increases  his 
ability  and  powers. 

_  After  twelve  years’  experience  and  study 
in  the  science  of  food  chemistry  I  announce 
that  I  can  positively  cure  all  diseases  of 
the  digestive,  secretive  and  excretory  or¬ 
gans  by  scientihe  combinations  of  food. 
It  entails  no  deprivation  of  diet  but  on  the 
contrary  appeals  to  and  satisfies  the  highest 
sense  of  hunger  and  taste,  at  the  same  time 
giving  to  the  body  all  the  strength  and 
vitality  it  is  capable  of  taking.  These 
things  are  accomplished  by  obedience  to 
the  natural  laws  that  govern  the  conver¬ 
sion  of  inanimate  matter  called  food  into 
animate  matter  called  life.  It  cannot  fail. 

^  After  working  out  these  laws  and  prin¬ 
ciples  I  started  a  small  pure  food  factory, 
a  little  over  a  year  ago,  in  which  to  make 
these  remedial  and  curative  foods.  We 
have  outgrown  three  places  during  the 
past  twelve  months  and  are  now  preparing 
to  construct  a  large  modern  factory. 

Anyone  at  all  familiar  with  the  millions 
made  by  Shredded  Wheat,  Postum  Cereal, 
Quaker  Oats  and  a  dozen  other  food  con¬ 
cerns  during  the  past  five  years  can  form 
some  idea  as  to  the  foundation  and  future 
of  my  enterprise. 

Write  for  my  new  booklet  “RESULTS 
FROM  EATING,”  also  my  “FOOD 
BOOKLET”  which  gives  a  brief  history 
of  the  millions  recently  accumulated  by  a 
few  food  concerns.  Both  are  sent  free. 

EUGENE  CHRISTIAN 

Pood  Expert 

7  East  41  Street,  .  NEW  YORK 
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An  entire  outfit  con¬ 
sists  of  one  ledger,  one 
transfer,  sheets  and  in¬ 
dexes.  With  every 
order  for  an  entire  out¬ 
fit  we  will  enclose,  as  a 
special  inducement  to 
have  your  order  early, 

An  elegant 
Loose  Sheet  Holder, 
size  of  ledger  ordered, 
FREE  OF  CHARGE 


THE  BUSINESS  MAN^S  MAGAZINE. 

LOOSE  LEAF  DEVICES 

Are  the  LATEST,  NEWEST  and 
MOST  MODERN  on  the  market 

To  introduce  them  where  they  are  not  known,  we  will 
deliver  one  book,  or  entire  outfit,  bound  in  Corduroy 
and  Russia,  in  the  United  States  or  Canada,  at  the  follow- 
ing  prices.  Foreign  shipments  F.  O.  B.  New  York 


PRICES: 

No. 

Full  Size 
of Sheet 

Writing 

Space 

Ledger, 

Round  Back 

Ledger, 

Flat  Back 

“C”  Clamp 

Transfer 

LooseSheei 

Holder 

PRICE  OF 
SHEETS 

INDEXES 

1000 

2000 

Lea¬ 

ther 

Can¬ 

vas 

20 

6x7 

6x4 

S  8  25 

$  5  25 

5  4  25 

$  3  25 

|12  00 

$19  ■{5 

$  1  50 

1  1  00 

21 

8^x11 

8^x  8 

8  75 

5  75 

4  75 

3  50 

12  25 

20  35 

1  50 

1  00 

22 

9>^xI2 

9i^x  9 

9  00 

6  00 

5  00 

3  75 

12  50 

20  75 

1  50 

1  10 

23 

lOJ^xlO^ 

in^x  ty 

9  25 

6  50 

5  50 

4  00 

12  75 

21  25 

1  75 

1  15 

24 

wy^xW/i 

llj^x  8Ji 

9  50 

7  75 

5  75 

4  25 

13  25 

22  00 

1  75 

1  25 

25 

12  xl4 

12  xU 

10  50 

8  75 

7  75 

5  00 

18  00 

30  00 

2  25 

1  25 

26 

14  xl7 

14  xl4 

12  50 

10  00 

9  00 

6  00 

20  00 

33  25 

3  00 

1  60 

27 

16  xl4 

16  xll 

12  25 

9  75 

8  75 

5  50 

19  00 

32  50 

2  50 

1  40 

28 

17  x22 

17  xl9 

16  00 

13  00 

12  00 

9  00 

28  00 

46  50 

4  00 

2  25 

29 

18  x28 

18  x25 

18  00 

15  00 

14  00 

10  00 

33  50 

55  00 

6  00 

3  50 

Ledgers  have  a 
capacity  of  600 
sheets;  transfer  of 
of  1000.  Prices 
on  sheets  include 
punching,  crimp¬ 
ing,  printing  and 
any  ruling  desir¬ 
ed;  superior  ledg¬ 
er  paper.  First 
dimensions  is  the 
binding  side. 


Place  your  order  before  this  offer 
Is  withdrawn 

THE  LOXIT  LOOSE  LEAF  CO. 

Systematizers,  Accountants,  Auditors  and 
Manufacturers  of  Loose  Leaf  Devices 

521=523  Main  Street,  CINCINNATI,  O. 


BUY  DIRECT  FROM  THE  MANUFACTURER 

Adding  Machine  Rolls 

RULED  OR  PLAIN 

Rolls  for  Everyone  and  Every  Make 

of  Machine 


Burroughs  Adding  Machine 
Pike  Adding  Machine 
Universal  Adding  Machine 
Wales  Adding  Machine 
Standard  Adding  Machine 
Comptograph  Adding  Machine 


Other  Rolls  Made  and 
Carried  in  Stock : 


All  kinds  of  small  rolls  made 
to  order  on  short  notice. 

You  cannot  afford  to  be  with¬ 
out  my  samples  and  quotation 
sheet  which  I  will  be  pleased  to 
send  upon  request. 


Time  Clock  Rolls  Telephone  Rolls 

Cash  Register  Detail  Rolls 


Cash  Register  Customers  Rolls 
Rapid  Roller  Copying  Rolls 


BENJAMIN 

MANUFACTURER  OF  SMALL  ROLL  PAPER 


E.  BUCHANAN 

1022  RACE  STREET,  PHILADELPHIA,  PA.  U.  S.  A. 

_  ^ 
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Be  Strong— Well 

1  Show  the  Wav 

No  drnc’R  _ _ X5 _  ... 


V®  tiresome  gymnastics— no  restricted 
^et  apparatus.  Just  plain,  common  ‘ 

sense  ideas  about  fresh  air,  pure  water,  good  food 
and  exercise.  Nature  is  not  ‘  a  hard  mistress  ”  She 

low^her  and  attractive.  Tofol® 

low  her  simple  laws  every  day  is  easy  and  pleasant. 

No  A^an  best— reach  the  goal  of 

suect  lovaltv  influence  the  re- 

lecfs  he  hL  ^  affections  of  other  people-un- 

strli^gth  Ind  vi|or.“®®  repose  that  come  from 

No  IVoinan  realize  all  the  opportuni- 

and  aoncrVif  aft  be  admired 

sought  afteij  if  she  lacks  the  symmetry,  grace 

her  to^ave^  complexion  Nature  intends 

V  A^3n  possession  of  the  clear  eye,  the 
firm  f  u  ^uddy  cheek,  the  springy  step  and 

,•  health  and  full  understand- 

achie^n/ent!^®  multiplied  chances  for  success  and 

tmf  men-ilFIre  >=“"■ 

»  X  D  1.  4  w*  ^  . . . .  helpful,  and  it  is  free 

o  ewart  Roberts,  Health  Culture  Specialist,  112  Roberta  Hall  t  j 

-  ^®^o*'Ooces— Dun,  Bradstreet  or  any  Goshen  Bank  *  OSheil,  lud 

IS  YOUR  MONEY  EARNING 

If  not.  investigate  our  plan,  which  offers  as  advantages 

security-cash  on  demand 
guaranteed  INTEREST  AND  PRINCIPAL 

Any  Sum  from  $5  up,  available 

valuable  and  interesting 

NEW  VORK  CENTRAL  REALTY  CO.,  Suite  736,  1133  Broadway,  New  York 

(Canital  and  Surulus,  f.iOO.OOO.OO) 


Woman  S^?et„^%SiLS‘."idTerflcK^^^^ 

which  mark  one  whose  nerves  and  hndv  a POise 
delights  all  and  is  the  object  of  every  friend’s  aff™Ton’ 
»  I  can  show  you  how  to  gain  abiding  health  and  tna 

realization  of  existence  which  Nature  interd^^ 

^  how  to  do  tbe  very 

things  you  now  do-eat  what  you  like-eo  abont 
your  daily  life  as  usual — only  doing  these  thimra 
so  they  will  always  benefit  you.  ® 

good  h°rm“flBsb°°  Tf ^  put  on 

are  too  stout,  I  show  vou 

developed,  I  show  you  how  to  build  anv  nart 

Tt  you  are  weak  or  nervous  I 

SS  aTATficVnt'ro  m  1°" 

fcaw*‘l'f,ol!*n  ’■'■^7*  I'a'-selt  aid  throw  off 

My  Book,  “  The  Natural  Way " 

j  ^  send  you  a  copy  FREE 

and  postpaid  for  the  asking.  Your  reouest _ mtter  nr 

pOy^t  card-gets  you  the  bo.ikV  return  Till. 

thes^ck  frt  ®  them  keep  well— and  for 

rnesiek— to  help  them  become  well. 

Write  for  it  today.  You  will  find  it  helpful,  and  it  is  free 


O 


V 


The  firowth  of  a  Shorthand  Business 


^  Less  than  eight  years  ago  all  the  business  of  The  Gregg  Publishing 

Company  might  have  been  transacted  with  “desk  room.”  It  was  taught 
in  less  than  thirty  schools. 

§  Today  the  Gregg  industries  occupy  two  floors  in  one  of  the  largest 
and  finest  office  buildings  in  Chicago,  and  this  outside  of  actual  printing 
the  printing  and  binding  being  done  elsewhere. 

^  The  Gregg  publications  now  go  wherever  the  language  is  spoken. 
1  1  here  must  be  something  inherently  strong  in  a  system  that  reaches 
such  widespread  popularity— and  there  is;  it  must  effectively  accom¬ 
plish  the  purpose  for  which  it  is  intended — and  Gregg  Shorthand  does. 

If  you  are  interested  in  Shorthand,  ask  for  our  “New  Booklet” 
and  a  First  Lesson,  which  will  be  sent  on  request. 

The  Gregg  Publishing  Company,  Chicago,  III. 
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Do  YOU  want  to  see  the 
brightest  lot  of  original  cuts 
ever  made  for  advertisers 


**The  Herrick  Cut  Book*’  contains  over  150 
strong  clean  cuts  in  one  and  two  colors  for  newspaper, 
ads.,  booklet  covers,  folders,  mailing  cards  and  envelopes 

_ every  one  with  a  head  line  to  help  you  in  preparing 

your  advertising  copy.  If  you’re  a  business  firm,  send  25 
cents  and  we  will  put  your  name  on  our  mailing  list  to  get 
all  the  numbers  published  within  the  year.  Two  are  now 
readv. 

If  you  find  that  “  The  Herrick  Cut  Book"  is  of 
no  real  value  to  you,  we' ll  send  back  your  money. 

It  isn  t  just  the  25  cents  we  wafit,  but  your  orders 
for  cuts. 

Send  25  cents  today 

THE  HERRICK  PRESS,  9  Fine  Arts  Building,  CHICAGO 


Artists,  Engravers,  Printers 


Copyright ,  1906,  by 
The  Herrick  Press 


TEN  DOLLARS 

WORTH  OF  BUSINESS  INFORMATION  AND  BUSINESS  INSTRUCTION  IN 
ACCOUNTING— COST  KEEPING-BOOK-KEEPING  AND  GENERAL  BUSINESS 
METHODS  FOR  ONLY 

TEN  CENTS 


The  Home  Study  Magazine 

A  HANDSOME  MONTHLY  MAGAZINE  OF  THIRTY-TWO  OR  MORE  PAGES 
SENT  TO  YOUR  ADDRESS  FOR  A  WHOLE  YEAR  FOR  ONLY  ONE  DIME. 

fl'SS  HOME  STUDY  MAGAZINE  MICmQAN 

If  the  first  number  sent  does  not  satisfy  you  drop  a  Penny  Postal  in  the  Box  and  say  so  and 
the  Stamps  will  come  back  to  you  by  return  Mail  and  no  questions  asked,  but  do  it  TO-DAY. 


H 
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AROUND  THE^^  SAFg  WHEIV  WRITIIVQ  A  CHEQUE  WIXl-l 

WORLD  BUT  ~ _  „  _  _  _  _ 

NEVER  OUT  OF  i^aluable 

FOR  ST^NOQ. 
RAPHY 


INK 


fountain  pencil  FO^RAVRITING  RULINIU'  the  <>M(VnTTrFc^ 
AND  MANIFOLDING  WITH  A  YEARS  SUPPLY  CART-  WRITING  INSTRIJ^7nt 
RIDGEOt  lNDEI,IBU.CHEQUtPROTECTINGIwIrRE6  N 


fcaves  Lost  of  Check  Punch 


Value  of  Year’s  Ink  Supply.,*!.’!.*! . 

Cost  of  Pencil  . 


$5.00 
00 
1.00 


j  Total  Value  $7 


GET  AGENCY 


The  Kind 
^  I  Use” 


CHEAPER  THAN  PINS 

So.'To  cen^s  “p^ortiafd'^Tooo^  best  Clip  on  the  market. 

25,000  15  cents  nerl(&  FO  P  25  postpaid; 

per  F."o.‘B.'^ffilo!  ^Always  fn 'sToc?’'^^ 

THE  AMERICAN  EMBOSSING  CO. 

SENECA  BUILDING  BUFFALO.  NEW  YORK 


GRAY 

Marine 

Motors 

LftPtoEnSing 

$33^ 


I  WILL 
0E^X)P 


WILL  DEVELOP 
FIVE. 
ENGINE  ONLY 


Get  Prices  on 
2  to  24  H.R 
ENGINES 


Jump  spark.  Perfect  lubrication. 
Crank  shaft,  drop  forged  steel.  Connecting  rod,  bronze 
K*  ground  to  fit.  All  bearings  either  bronze  or  best 
Catalogue  Free  workmanship  throughout. 

I  sK  GRAY  MOTOR  COMPANY 
48  Leib  Street  .  Detroit.  Michigan 


BURNS*  Adjustable  Telephon 

Holder  and  Extensible  Bracket 


Let  us  send  you  one  on  trial — if 
you  like  it,  keep  it  and  senti  us 
$3.00;  if  not  re-  „ 
turn  at  our  ex-  if 
nd 


pense.  Se 
lor  free  Bulle¬ 
tin  No.  1312C. 
It  tells  .also  of 
our  complete 
Telephone 
Exciianges. 


For  flat  top  oi 
roll  top  desks. 
Has  largest  ra¬ 
dius  of  action. 


AMERICAN 
ELECTRIC 
TELEPHONE  CO. 


6400  to  6600 
State  St. 
CHICAGO,  ILL 


Banner  Blue  Limited 

The  Crack  Day  Train 


BETWEEN 


Chicago  ^  St.  Louis 


VIA 


WABASH  R.  R. 


Leaves  Daily  at  11:30  A.  M. 


Arrives  at  7:30  P.  M. 


C.  S.  CRANE,  G.  P.  A.,  St.  Louis,  Mo. 
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Oxydonor  is  not  a  cure  but  constrains  the  human  body  to  cure  itself,  according  to  its  own  laws,  through  its 
own  means — its  organs.  _  ^ 

Oxydonor  effects  this  by  causing  the  organism  to  be  vitalized  to  the  maximum  degree,  begetting  extraordi¬ 
nary  animation  through  free  absorption  of  oxygen  from  the  air,  which  it  generates  when  applied. 

Thus  it  rids  the  human  system  of  any  form  of  disease.  It  is  neither  a  remedy  nor  an  electrical  appliance,  nor 
anything  known  to  medical  theories.  It  does  not  belong  to  medication,  nor  does  it  operate  according  to  medical 
ideas.  It  belongs  to  Diaduction — an  entirely  new  science,  the  result  of  fifty  years  of  assiduous  investigation  of 
the  laws  and  principles  of  life.  _  ,  •  ,  j  •  i 

Oxydonor  is  a  boon  beyond  the  theories  of  mankind,  which  no  one  can  afford  to  dispense  with,  and  without 
which  the  rich  are  infinitely  poor  and  with  which  the  poor  are  richer  than  gold  could  make  them. 

Oxydonor  is  a  necessity  for  every  home,  as  it  makes  you  master  of  disease.  Will  serve  the  family  a  i 

lifetime.  „  ,  •  u 

Mr.  J.  R.  Mosher,  Binghamton,  N.  Y.,  testifies :  “Oxydonor  effected  a  permanent  cure  in  my  old 
trouble.  Locomotor  Ataxia.”  ...  .  ,  .  V  ^ 

Write  for  descriptive  books;  mailed  free.  Beware  of  fraudulent  imitations.  There  is  but  one  genuine 
Oxydonor  and  that  has  the  name  of  the  originator  and  inventor.  Dr.  H.  Sanche,  engraved  in  the  metal. 

DR.  M.  SAINCMB  iS:  CO. 

6t  Fifth  Street,  Detroit,  Mich.,  U.S  A.  67  Wabash  A ve.,  Chicago,  III.,  U.S. A.  y 

489  Filth  Ave.,  New  York,  N.  Y.  *•  364  St.  Catherine  St.,  VV.,  Montreal,  Can.  JH 


— — - 
1^0.2. 


2^  '90 
3/ 

^2Zy/t4.3.tm97 


It  Stands  Alone! 

A.  A.  Waterman  &  Co.'s 

MODERN 


AUTOMATIC,  SELF -FILLING 
FOUNTAIN  PEN 


^  The  Acme  of  Perfection. 

^  Hundreds  of  thousands  of  satisfied 
users  attest  its  superiority. 

Made  by  the  Modern  makers  and 
for  sale  by  all  Modern  dealers. 

A.  A.  WATERMAN  &  CO. 

of  New  York 


MODERN  PEN  COMPANY 

eCLLINQ  AGENTS 

22  Tliames  Street,  New  York  City 

Holder  cut 

open  to  show  ^  your  dealer  does  not  carry  a  satisfactory 

sac  twisted  „  ..  j-.. 

ready  to  fill.  assortment  of  Modern  Pens,  write  direct  to  us 


Desk  Memorandum  Calendar 

•T^he  Desk  Memorandum-Calendar  is  a  necessity  for 
-*■  the  busy  man,  requiring  very  little  desk  space 
and  affording  absolute  privacy  when  closed.  Memo¬ 
randa  for  a  complete  month,  across  two  pages,  car 
be  seen  at  a  glance.  Enter  memoranda  on  faint 
blue  lines  in  small  squares,  for  date  required,  as  each 
square  represents  one  day.  All  entries  are  pre¬ 
served  for  a  year,  an  advantage  where  it  is  neces¬ 
sary  to  refer  to  previous  e'ntries. 

OPENS  LIKE  A  BOOK! 

Size  open,  19x12  inches.  Size  closed,  93^x12  inches. 

No.  20 1 0,  Art  Cloth  Cover,  50c 

No.  2011,  Heavy  Cardboard  Cover,  35c 

For  Sale  by  all  Dealers,  or  sent  by  mail  on  receipt 
of  above  price 

NORTHERN  RANK  &  OFFICE  SUPPLIES  GO. 

MILWAUKEE,  WIS.  AGENTS  WANTED 
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The  Office  Boy  Can  Do  It! 

Why  use  your  Stenographer’s  valuable  time  making  Carbon  copies,  when  the 
office  boy  can  make  them,  in  one-half  the  time,  with  a 

DAUS  TIP  TOP  DUPLICATOR 
Sent  on  1 0  days  trial  without  deposit 

Complete  Duplicator,  cap  size,  00  circular  of  larger  sizes  upon  request 
(prints  8%  X  13  inches)  Dealers  Wanted 

Felix  B.  Daus  Duplicator  Co.,  Daus  Building,  111  John  St.,  New  Vork 


To  Learn  Book- Keep. 

-  •  Will  Make  a  First-Class 

BOOK-KEEPER 

m  SIX  WEEI^  for  ^3  or  REFUND  MONEY  ! 
T  experience  immaterial. 

Positions  too,  everywhere, 

PUP‘1  Sept.  10  at  $75  weeklv 
PERHAPS  I  CAN  PLACE  YOU,  TOO.  Irefi 
testimonies  from  pupils  !  Save  This  and  Write. 

J.  H.  GOODWIN,  Expert  Accountant 

Room  530,  1215  Broadway,  New  York 

TO  LET  AT  $‘2  A  THOUSAND,  received 
I"  reply  to  above  ad  and  similar  ads.  Have 
15,000  running  from  May,  1904  to  Oct.  1906 
°">y  once.  They  are  BUSINESS 
■  PULLERS.  Try  them  ! 

J.  H.  GOODWIN,  Address  as  Above. 


$2-1,000 


electric  goods 

FOR  CHRISTMAS 

Catalog  of  200  Novelties  Free.  If  It’s  Electric  we  have  It.  Big  catalog  4c. 

OHIO  ELECTRIC  WORKS,  CLEVELAND,  OHIO 

The  World’s  Headquarters  for  Dynamos,  Motors,  Fans 

..  ...IZLKE-.  ft....;.'™ 


ROLL  PAPER 

FOR  ALL  MAKES  OP 

adding  machines 

WE  ARE  MANUFACTURERS, 

WHY  NOT  BUY  DIRECT? 

Per  100 

For  Burroughs,  Universal  or  Pike 


No.  50  Book  (extra  quality)... 

$7.00 

$9.75 

No.  30  Farchnient  (very  strong) 

6.00 

8.50 

For  Standard 

2" 

2^» 

m" 

No.  50  Book  (ruled).. . . 

..  $3.25 

$4.00 

$4.50 

For  Comptograph 

2V2'> 

2%" 

No.  50  Book  (plain). . . . 

$4.50 

$4.75 

Liberal  Discount  on  500  Roll  Lots 

THE  WHITAKER  PAPER  COMPANY 
CINCINNATI,  OHIO. 

We  furnish  the  paper  on  which  The  Business  Man’s  Magazine 

is  printed. 


L  WITHOUT  SP0NC& 

-A. 


tOOSENINO  THE  MUO 


ARDRE¥=«WASHER 

^  lutely°free  of  sTvts  reSSi°and 

^  No  more  snlashi^  Jon  ^  ^  and  varnish.  Washes  carriages,  autos,  windows,  etc.,  thoroughly. 

NO  more  splashing  on  clothes  or  cushions  Removes  every  dread  of  vehicle  clean- 
!  handsomely  and  substantially  of  solid  brass,  ,ou  can  never  regret 
Ipt  anH^K^^  pncc,  which  IS  $3.00,  prepaid.  Write  today  for  explanatory  book- 

■>'  ■SS4EHK£l'wrsHlE"aoT“^ 

15)A  Main  St.  E.,,  Rochester, 'n.  T.,  XT.  S.  A.  ^ 


WITH  SPONGE 


CLEANS  THOROUGHLY 


f!' 


J3'^Perl000/J\/QuA/VT/Tm. 


CHEAPER  THAN  PINS 

THE  AMERICAN  EMBOSSING  CO 

SENECA  BUILDING  BUFFALO,  NEW  YORK 
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BE  CAREFUL 

when  buying  Fountain  Pens  or  you  will  get  old  muzzle  loaders  (the  kind  you  open  and  squirt  ink  in 
to  fill.)  Get  the  pen  that  fills  by  the  suction  of  the  Pen  Cap  without  opening. 

THERE  IS  ONLY  ONE.  It  is  BLAIR’S  NOSAK  SELF-FILLING,  all  others  have  a  decaying  Rubber  Sack  or  inside  mecha¬ 
nism.  Blair’s  Nosak  holds  76  drops  of  ink.  Others  hold  only  15  to  25."  It  has  the  Ink  Safe-Guard  which  prevents  ink  leaking 
on  the  finger  part.  The  split  feed  insures  a  steady  flow  of  ink.  The  Adjustable  Cap  Clip  prevents  rolling  or  loss  of  the  pen. 
Prices:  No.  1  Gold  Pen  $2.00;  2-$2.50;  3  $3.00;  4-$4  00;  5-$5  00.  Old  muzzle  loaders  at  half  foregoing  prices  to  close  out. 

Inventors  and  Makers  BLAII^’S  FOUNTAIN  PEN  GO.y  6  John  Street,  N.  Y.,  Suite  176.  Get  Agency.  Established  1885. 


Card  Index  System 

If  you  are  using  Card  Systems,  as  manufac¬ 
turers  we  are  in  a  position  to  save  money  for 
you  on  these  supplies.  We  make  suggestions 
to  any  one  desiring  to  install  labor  -  saving, 
money-making  Card  Systems.  Cards  supplied 
for  all  makes  of  cabinets. 

Write  for  Prices  and  Estimates 

STANDARD  INDEX  CARD  CO.,  707-09  Arch  St.,  Philadelphia 


6  MONTHS  FREE 

THE  INVESTMENT  HERALD.— Leading  illustrated  finan¬ 
cial  and  investment  paper,  containing  latest  and  rnost  important  in¬ 
formation  on  mining,  oil  and  other  money  making  industries,  the 
most  successful  companies  and  the  best  dividend  pa^ng  stocks.  It 
shows  how  immense  profit  may  be  quickly  and  easily  made  on  ab¬ 
solutely  safe  investments.  Write  for  it. 

A.  L.  WISNER  &  CO.,  Publishers, 

Dept.  9  78-80  Wall  Street,  New  York 

100  Visiting  Cards  pZ  50c 

Also  Business,  Mourning,  Birth,  Fraternal,  Professional 
and  Emblematic.  We  have  cuts  of  trade  marks  and  Em¬ 
blems  for  all  railroads,  lodges  and  fraternal  societies.  Mono¬ 
gram  Stationery.  Wedding  Invitations  and  Announce¬ 
ments.  Samples  Free.  Genuine  leather  card  and  pass  cases. 


IFrintMy 


& 


wn 

aids 


Circulars,  Books,  Newspaper. 
Card  Pre8s$5.  Larger$18.  Money 
saver,  maker.  All  easy,  printed 
rules.  Write  factory  for  cata¬ 
log,  presses,  type,  paper,  cards. 

The  Press  Co.,  Meriden,  Conn. 


MY  BOOK 


THE 
KEY  TO' 
SUCCESS 

Dickson 


“HOW  TO  REMEMBER” 

Sent  Free  to  Readers  of  this  Publication 


You  are  no  greater  intellectually  than 
your  memory.  Easy,  inexpensive.  Increases 
income;  gives  ready  memory  for  faces,  names, 
business  details,  studies,  conversation;  develops  will, 
public  speaking,  personality.  Send  for  Free  Booklet. 

Memory  School,  760  iCimball  Hall,  Chicago 


Let  Me  Sell  Your  Patent 

My  book,  based  upon  15  years  exper¬ 
ience  as  a  Patent  Salesman  mailed 
Free.  '  Patent  sales  exclusively. 
If  you  have  a  patent  for  sale  call  on 
or  write 

WILLIAM  E.  HOYT 

PATENT  SALES  SPECIALIST 
290  X  BROADWAY  NEW  YORK  CITY 


E.  J.  Schuster  Ptg.  &  Eng.Co.,Dept.  AK,St  LoBis,Mo 

First  Mortgage  Real  Estate  Coupon 
Bonds  yielding  5f  %  and  participating  in 
the  net  earnings.  These  securities  are 
held  by  Ministers,  Physicians,  Lawyers, 
Dentists,  Mechanics  and  business  men 
—in  different  States.  Management  com¬ 
mended  by  National  Banks  and  Trust  Companies  of 
Baltimore.  Write  for  booklet.  AMERICAN  CONTRAC¬ 
TORS  CORPORATION,  Equitable  Building,  Baltimore,  Md. 

STAMM  ER^E^ 

The  ARNOTT  METHOD  is  the  only  logical  method 
for  the  cure  of  Stammering.  It  treats  the  CAUSE, 
not  merely  the  HABIT,  and  insures  natural  speech. 
Pamphlet,  particulars  and  references  sent  on  request. 

THE  ARNOTT  INSTITUTE 

BERLIN,  ONT.,  CAN. 


WITHOUT  EXERCISE 

the  healthful,  exhilarating  effect  of  THE  NATURAL 
BODY  CONFORMER.  A  scientific  appliance  for  men, 
women  and  children  that  cultivates  and  permanently 
maintains  a  strong,  vigorous  body  and  perfect  health. 

StralghUns  and  Prevents  Round  Shoulders. 

Deep  breathing  is  the  secret  of  good  health.  The 

Natural  Is  the  secret  of  deep  breathing.  Write 

today  for  Descriptive  Booklet— FREE. 

Dept.  B,  GOOD  FORM  COMPANY, 

2S6  West  143d  Street,  NEW  YORK 


“TmeOmly  Exclusive  Mouse” 


AMER.ICAI1 
LOOSE  LEAF 

MFQ.  Col 

BILLING  SYSTEMS.LEDGER  OUTFITS, 

AND  LOOSE  LEAF  BINDERS,  INDEXES  ETC. 


Money 

BANANAS 


FREE 


We  give  2  acres 
planted  to  Bananas 
and  we  harvest 
and  market  the  Bananas. 
You  receive-  the  income,  which  will  be 
$  B  O  to  $  _  0  per  acre  every  year. 

O/  3VXosrtg;A>SG 

/O  O-OXjTD  BOINTSDS 

of  $500  each,  and  with  each  bond  we  give  two  acres  of  the  rich¬ 
est  Banana  land  in  the  world,  which  we  clear,  plant  and  bring 
into  bearing  for  you.  $5C0  in  cash  or  on  easy  payments  will 

y i  el  d  an  1  6%  Interest  Guaranteed  by  Gold  Bond  $  30  $  30 

cTme*  Income  on  2  Acres  of  Banana  Land  .  60  to  120 

TOTAL  INCOME  EACH  YEAR  $90  to  $150 

Send  for  our  FREE  Illustrated  Booklet,**  Money  In  BnnannM,” 
showing  how  and  where  Bananas  grow,  and  complete  details  of  our 
special  offer  of  produciner  Banana  acreage  absolutely  free. 

AMERICAN-HONDURAS  CO.,  42  Broadway,  New  York 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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INTERMATIONAL 

BICTl  OMAR'Y' 


NO  OTHER  CHRISTMAS  CIFt  ^ 

wiirso  often  be  a  reminder  of  the  giver.  Useful. 
Practical,  Attractive,  Lasting,  Keliable,  Popular, 

Fri^n  PhT^r  w  Illustrations. 

riU.  in  Chief  w.  T.  Harris,  Ph.D.,  LL  D.  TT  S  Pomr 

of  Edn.  Highest  Awards  at  St.  Louis  and  Portland! 

Is  it  not  the  BESX  OIF  r  you  can  select? 

I^'^’’e:'’«to<'ourabridgDients.  Rop. 
and  Thm  Paper  editions.  1116  pages  and  1100  illust  atio..! 

Write  for~^‘The  Story  of  a  Book*’- Free. 

G.  &  C.  MERRIAM  CJ.,  Springfield,  Mass. 


P 


HENSEY  GOUGH 


ATENTS 


''TH£K£YT0  Si/CC£SS*“ 


Have  You  Ideas? 

YOU  CAN  GET  NEW 
ONES  BY  READING 

tu  Jfttiericdti  Inmm 

$1.00  A  YEAR — 10  CENTS  A  COPY 

TTt  BEAUTIFULLY  Illustrated  and  Printed  32- 
^f|  page  Monthly  Journal  devoted  to  Patents,  In¬ 
ventions,  Mechanics  and  General  Science.  The 
handsomest  publication  in  its  field. 

G.  .^ny  one  sending  a  sketch  and  description  of  an 
invention  may  promptly  ascertain,  without  cost,  our 
opinion  as  to  its  merits.  Communications  strictly 
confidential. 

CE.  Send  for  Free  Samfle  and  our  Book  on  Patents, 

CL  Patents  taken  out  through  us  receive,  without 
charge,  special  notice  in  The  American  Inventor. 

HENSEY  &  GOUGH 

Office  of  The  American  Inventor 

Engineering  Bid.,  118  Liberty  St.,  New  York 


PELOUZE  POSTAL  SCALES 


DESIGNED  FOR 

OHRICB,  store;  and  HOME 

WARRANTED 


Made  in  Several  Sizes 


National,  4  lbs.  $3.00 
Union,  lbs.  2.50 

Columbian, 2  lbs.  2.00 
Star,  1  lb.  1.50 
Crescent,  1  lb.  1.00 


mail  &Expressl6  lbs.  $5.00 
Commercial,  12  lbs.  3.75 
U.  8.  libs.  2.50 

Victor  IJ^lbs.  1.75 


‘‘They  Tell  Everything  at  a  Glance^^ 

In  addition  to  giving  accurate 
weight  by  half  ounces,  they  tell  in¬ 
stantly  the  exact  cost  of  postage  in 
cents  on  all  class  of  mail  matter. 

The  index  Starts  at  the  top  and 
travels  through  a  slot,  pointing  ex¬ 
actly  to  the  information  required. 

You  don’t  have  to  stoop  to  read 
the  Dial,  as  in  other  makes. 


**They  Save  Time  and  Stamps" 

For  sale  everywhere  by  leading 
Stationers  and  Hardware  Dealers. 

Insist  on  getting  the  PELOUZE 
make  and  you  will  have  the  best. 
If  your  dealer  cannot  supply,  write  us. 


Send  for  Catalog 


PeloHze  Scale  &  Mfg.  Co. 

118-130  W.  Jackson  Boul’d,  Chicago 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 
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1  WILL  HELP  YOU 


MAKE  MONEY 

(The  same  as  I  have  helped  over  5,000  others) 

No  matter  where  you  are  located  or  what 
your  former  occupation.  If  you  are  honest 
and  ambitious,  write  me  at  once.  I  will 
teach  you  the  Real  Estate,  General  Bro¬ 
kerage  and  Insurance  Business  thoroughly 
by  mail  and  appoint  you 

SPECIAL  REPRESENTATIVE 

of  my  company  (the  largest  and  strongest  in 
America)  and  assist  you  to  become  a  prosper¬ 
ous  and  successful  business  man  with  an  in¬ 
come  of  $3,000  to  $5,000  annually. 

I  will  help  you  establish  a  business  of 
your  own  and  become  your  own  boss. 
No  business,  trade  or  profession  in 
the  world  offers  better  opportunities 
to  progressive  men;  our  practical  sys¬ 
tem  of  co-operation  has  opened  the 
doors  everywhere  to  profits  never 
before  dreamed  of;  we  furnish  our 
representatives  large  weekly  lists  of 
choice,  salable  properties  and  actual 
bonafide  customers  and  afford  them 
the  constant  advice  and  co-opera¬ 
tion  of  our  powerful  organization 
with  over  5,000  assistants. 

This  is  an  unusual  opportunity 
for  men  without  capital  to  become 
independent  for  life.  Valuable  book 
and  full  particulars  FREE.  Write 
TO-DAY. 

Address  Either  Ofllee 

EDWIN  R.  MARDEN,  Pres’t 

Nat’l  Co-Operative  Realty  Co. 

306  Athenaeum  Bldg,  Chicago,  III. 
306  Maryland  Bldg.,  Washington,  D.  C. 


SPECIAL  OFFER 

Just  to  Get  Acquainted— To  Prove  to  Your  Utmost 
Satisfaction  that  We  are  Reliable 

So  that  we  may  have  an  opportunity  to  tell  you  of  our  other 
goods — we  will  send  you,  for  a  limited  time  only,  the  27  pow¬ 
erful  lessons  of  the  “  Health- Wealth course,  for  only  30 
cents.  Forty  thousand  (40,000)  words  on  the  science  of  health, 
thought  force,  concentration,  memory  culture,  physical  cul¬ 
ture,  will  power,  and  personal  magnetism.  Our  guarantee— 
that  the  “  Health-Wealth"  course  is  the  equal  of  any  $S,  $10, 
$15  or  $20  course.  And  if,  after  having  read  all  the  lessons, 
you  don’t  consider  the  course  worth  many  times  30c.,  ask  for 
your  money  back— and  back  it  will  come  by  return  mail.  If  it 
didn’t,  your  complaint,  registered  with  the  Postmaster  Gen¬ 
eral,  Washington,  D.C.,  would  result  in  our  being  denied 
the  use  of  the  mails— something  we  could  not  afford  to  have 
happen.  So  you  see,  you  cannot  lose. 

Certain  large  manufacturing  concerns,  before  putting  a  machine  on 
the  market,  first  buy  all  competing  machines  and  set  them  up  in  their 
own  testing  shops.  This  enables  them  to  learn  of  and  embody  the 
best  features  of  all  in  their  own  machine.  Result — the  best  on  the 
market.  Now,  that’s  the  way  the  “Health-Wealth”  course  was  built, 
too.  Every  corner  of  the  world  was  searched  for  the  best  ideas.  The 

best  brains  from  everywhere  were  collected  and  used  to  construct  the 
“Health-Wealth”  course.  You  get  the  benefit.  You  might  buy  all 
competing  courses,  at  big  expense,  but  you  would  still  be  minus  much 
of  the  excellent  material  contained  in  our  course.  Why,  then,  not  get 
the  “Health-Wealth”  course  in  the  first  place,  and  save  the  big  differ¬ 
ence?  Remember,  only  30c. — and  money  back  if  not  satisfied. 

Send  now— 30c.  Learn  to  be  well,  strong,  handsome  and  mag¬ 
netic— a  power  for  success — a  “King  among  Men.”  Don’t  let  the 
price  of  a  few  smokes  stand  between  you  and  the  best  obtainable 
matter  on  man  and  mind  building.  Ag'ents  -wanted. 

“  HEALTH-WEALTH  ”  CLUB,  47  Park  St.,  LAWRENCE,  MASS. 


GRASP  THIS  OPPORTUNITY 

The  Winner  of  the  World’s  Prize  Course  will  teach  you  business  or 
ornamental  writing,  pen  lettering,  designing,  engrossing,  card  writ¬ 
ing,  etc.,  at  your  home.  Superior,  personal  instruction.  Students  in 
30  states.  Particulars  about  our  famous  courses,  sample  Ransomerian 

pen  and  Journal  _  _  ,  3825.D  Enclid 

sent  FREE.  „  ....  „ 

Ave.,  KANSAS 

ffrlt6  Now  to  I  L  CITY^  MO. 


NEVER  SOILS  OR  SPOILS 

Day’s  White  Paste 

It’s  the  paste  that  sticks,  but  doesn’t  leave  a  sticky  look. 
It’s  always  ready  iri  our  Handy  Paste  Jar,  with  water-well. 
Paste  is  so  much  nicer  than  mucilage,  and  our  Handy  Jar 
makes  it  a  most  convenient  article 

ON  YOUR  DESK,  OR  FOR 
PHOTOS  OR  HOME  USE 

Day’s  is  not  only  as  good  paste 
as  is  made,  but  our  jar  holds  more 
of  it.  Write  us  and  we  will  send  a 

Sample  Free 

You  can  get  your  dealer  to  sup¬ 
ply  you  with  Day’s  25c.  jar,  15c. 
jar,  or  in  bulk,  6  lb.  pail,  $1.00. 

Diamond  Paste  Co.,  66  Hamilton  Street,  Albany,  N.  Y. 


The  Card  That 
Is  Kept 

When  you  have  been  calling  on  a  pro¬ 
spective  customer  did  you  ever  notice 
him  pass  his  fingers  across  your  card? 

The  man  just  ahead  of  you  had  an 

Engraved  Business  Card 

and  he  was  finding  out  if  your  card  was 
engraved.  If  you  could  look  in  one  of 
the  private  drawers  of  your  prospec¬ 
tive  customer’s  desk,  you  would  prob¬ 
ably  have  found  the  other  man’s  card  filed  away  for  future  refer- 

HAILIDAY’S  ENGRAVED  CARDS  AND  EMBOSSED  LETIER  HEADS 

are  the  cards  and  stationery  that  are  kept.  Forty  years  of  ex¬ 
perience  assures  for  you  perfect  business  stationery.  Prices  are 
only  a  little  higher  than  ordinary  printing,  but  they  are  KEPT. 
^  Write  for  samples. 

J.  W.  HALLIDAY,  37  Randolph  St.,  CHICAGO 


(Established  1864) 


A  Mid-Winter  Tour  *■ 
of  Old  Mexico — ^ 

I  THE  WABASH  RAILROAD 

I  has  perfected  arrangements  for  a  grand  tour  of 
Old  Mexico,  under  the  management  of  Mr.  J.  P. 
MCCANN,  to  be  undertaken  next  January  (1907) 
covering  thirty  to  thirty-five  days  of  the  most 
novel  sight  seeing  to  be  experienced  on  this 
Continent. 

The  City  of  Mexico  and  all  other  important 
points,  including  the  wonderful  and  historic 
ruins  of  Mitla,  will  be  visited.  Every  effort 
has  been  made  to  make  this  the  most  complete 
and  successful  tour  ever  offered  to  American 
tourists. 

For  full  particulars  and  descriptive  litera- 
urefree,  call  on  or  address  either 

WABASH  SPECIAL  TOUR  DEPARTMENT 
1024  Wabash  Building 

Or.  C.  S.  CRANE,  G.  P.  A.,  ST.  LOUIS,  MISSOURI 


One  of  the  Best. 

I  beg  to  acknowledge  receipt  of  your  circular 
letter  under  date  of  the  14th  inst.,  contents  of 
which  have  been  carefully  noted. 

It  is  quite  evident  to  me  that  you  have  ful’y 
made  up  your  mind  that  your  magazine  '-^ust 
occupy  a  place  in  my  office  and  I  must  admit 
that  1  consider  it  one  of  the  best  of  its  kind 
published.  John  T.  Hall, 

Assessment  Commissioner,  Hamilton,  Canada. 
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The  Famous  Calculating  Machine,  and  do 
away  with  mental  strain  and  error. 

Capacity,  999,999,999  i 

geniously  simple,  rapid,  accurate,  ^ 
durable.  Adds,  subtracts,  etc. 


LhU 


A  P ortfolio  of  Beauties 


TIME”  for*  Christmas 

Calendar  Watch 

Registers  the  Seooiul,  Minn  to, 
Hour,  Day  of  Week,  Ifaie 
ot  Month,  and  I’huseM  of 
Moon.  Changes  Anto- 
inutieally.  Stem- wind 
and  set;  jewelled  pivot 
holes;  expansion  bal¬ 
ance  :  accurate  and  relia- 
bie;  richly  decorated  dial 


iwo 


Price  $^7-45 


Money  refunded  if  not  as 

represented.  Express  Prepaid  if 
remittance  comes  with  order. 

•  or  more,  $7  eneh.  References: 
Com.  Agencies,  N.  Y.  Banks,  or  any 
Express  Co. 

Dellbart  Makers  &  Traders,  Ltd.,  152  Fifth  Ave.,  New  York 


The  Colton 
Thimble  Rule 

For  Book-Keeper 
Draughtsman,  Clerk 
and  Accountant 

The  cut  gives  an  idea  of  what  the 
Thimble  Rule  is,  and  shows  a 
better  method  of  making  short 
lines  than  with  a  long  clumsy 
rule.  Can  be  worn  on  the  finger 
continually. 

Aluminum  1 0c.,  3  for  26c. 
Oxidized  Copper  26c., 

3  for  eOc. 

Special  Prices  to  the  trade 
MANUFACTURED  BY 

F.  M.  BENVVAY  CO.,  =  Montpelier,  Vt. 


Lamson  Coin  Cashier 

Makes  change  quickly,  and 
accurately.  Used  by  U.  S. 
Govt,,  Banks,  Trust  Co.’s  and 
business  houses  generally. 
For  making  up  factory  payrolls 
it  is  a  wonderful  time  saver. 


Lamson  Coin  Trays 

Finished  in  polished  nickel. 
Coin  can  be  stored  and  han¬ 
dled  more  rapialy  and  accu¬ 
rately  than  by  any  other 
method 

Trays  hold  from  ^30  to  $6,000 
according  to  denomination. 
For  sale  by  principal  stationers. 

LAMSON  CONSOLIDATED 
STORE  SERVICE  CO. 

Boston  New  York  Phieniro 


Price,  each  tray  $2 


Adding  is  mechanical  work.  It  dulls  the  mind  and 
takes  energy  which  you  should  save  for  better  things. 
Lift  the  load  from  your  brain,  and  do  this  grind¬ 
ing,  wearisome  adding  with  a  machine.  Use 


THB 


Computes  nine  coluinns  simultaneously.  Saves  time,  labor, 
money.  Makes  adding  a  pleasure  instead  of  a  burden. 

The  Modern  Business  Necessity. 


It  is  all  you  claim. — B.  A. 


$100.00  would  not  take  it  from  mo. 

Carver,  Troy  Center,  Win. 

Have  found  it  entirely  equal  to  any  of  the  high-priced  calculat¬ 
ing  machines.— IT.  J.  Hirni,  Visalia,  Calif. 

^  Two  models:  oxidized  copper  finish,  $5.00;  oxidized  silver 
finish,  with  case,  $10.00,  prepaid  in  the  U.  S.  Size  4xl0?i  ins, 
Wnte  for  Free  Descriptive  Booklet,  Testimonials  and 
Special  Offer.  Agents  wanted. 

E.  Locke  Mfg.  Co.  23  Walnut  St.,  Kensett,  Iowa. 


MAKERS  OF 
HALF-TONES  AND 
ZINC-ETCHINGS 
FOR  CATALOGUES. 

BOOKLETS. 
LETTER  HEADS  ETC 

74  WOODWARD  AVE 
DETROIT  MICH. 


Gauzy  Draperies,  Graceful  Poses,  Beau¬ 
tiful  Dreamy  Faces.  Twelve  of  the  most 
catchy  pictures  we  have  ever  offered, 
made  in  Sepia  Duo-tint  Prints.  Size 
7x10  inches,  ready  to  frame  or  passepar¬ 
tout,  together  with  our  Art  Catalog  con¬ 
taining  illustrations  of  over  300  master¬ 
pieces,  sent  prepaid  upon  receipt  of  50c, 
(U.  S.  Postage,  Currency,  P.  O  Money 
Order  or  Express  Order.)  We  are  the 
publishers  of  the  largest  line  of  Den 
Pictures  in  the  world.  Address 

THE  WHITE  CITY  ART  COMPANY 
360  De2urborii  St.,  Chicago,  Illinois. 
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THE  JARVIS  TABULATOR 


C,  The  only  TABULATOR  made  which  has  a  gov¬ 
ernor,  consequently  saves  the  life  of  the  typewriter 
many  years. 


The 

Strongest 
Tabulator 
on  the 
Market 

Tabulates 
With  or 
Without 
Commas 

Tabulates 
With  Whole 
Numbers  or 
Fractions 

Does 

Paragraph¬ 
ing  and 
Envelope 
Addressing 

Write  for 
Catalogue 


JARVIS  TYPEWRITER  &  TABULATOR  CO. 

764  Ellicott  Square,  Buffalo,  N.  Y. 


Typewritehs 


MAKES 


All  the  Standard  Machines  SOIjO  or  RENTED  ANTWUERB 
.  at  to  ^  M'f 'r'B  prices.  l^TRENTAL  APPLIED  on  price. 
Shipped  with  privilegeof  examination.  Write  for  Catalog 
TYPEWRITER  EMPORIUSI,  202  LaSalle  Street, .  CUICAQO 


SOLD  -  RENTED  ^ 


ALL  MAKES  ALL  PRICES 

Typewriters 

Catalogue  on  Application 

Machines  Shipped  for  Inspection 

NEW  YORK  CHICAGO 


I§  Barclay  St. 

343  Broadway 
90  Leonard  St. 


3 1 9  Dearborn  St. 
58  Plymouth  Cl. 


BOSTON 

38  Bromfield  St. 

RICHMOND 

605  E.  Main  St. 


PHILADELPHIA 

715  Sansom  St. 

ST.  LOUIS 
208  N.  Ninth  St. 


KANSAS  CITY  LOS  ANGELES 
81 7  Wyandotte  St.  138  S.  Broadway 

SAN  FRANCISCO 
1011  Golden  Cate 

Executive  Office 
343  B'way.N.Y. 

Write 
nearest 
store 


m 


Clearing  Sale 
fi’oMiy  Typewriters 

We  own  and  offer  as  wonderful  bargains,  150c 
typewriters  which  have  been  used  just  enough 
Siantiard  them  in  perfect  adjustment.  Setter 


Makes  Lems 


than  new.  Shipped  on  approval,free  examina^ 


.  tion.  1000  new  Visible  Shales  machines,  built 
Than  /i  Price  to  sell  for  ®96 — our  price  while  they  last  ®46, 
We  rent  all  makes  of  machines  for  ®3.00  a  month  and  up. 

catalogue  containing  unparalled  list  of  splendid  type¬ 
writer  bargains..  Send  for  it  today, 

ROCKWELL -BARNES  CO.,  1651  Baldwin  Building.  CHICAGO.  ILL. 


TYPEWRITER  BARGAINS 

ALL  STANDARD  MAKES 

$  15.00  to  $65.00 

Mosf  of  these  machines  have  been  only 
slightly  used — are  good  as  new.  Shipped 
on  approval.  Don’t  buy  a  typewriter 
before  writing  us.  We  will  give  you  the 
best  typewriter  bargains  you  ever  heard  of, 
McLArGllLIN  TYPEWRITER  EXCHANGE 
606  Olive  Street,  St.  Louis,  Mo. 
Agents  wanted  in  all  territories.  Write  for 
particulars. 


VISIBLE  TYPEBAR  WRITERS 


IN  FINE  CONDITION 


HQ 


BRAND  NEW  WRITERS  $25. 

We  take  in  trade  all  makes,  rebuild 
them  in  our  own  factory  like  new  and 
sell  cheap.  Agents  wanted. 

COMMERCIAL  TYPEWRITER  CO. 
257  William  St.,  New  York  City. 


How  to  Save 

IW  Re-Ink  your  own  Typewriter 

JLtIUHCV  Ribbons. 

Re-Ink-Em 


$1.00 


Enough  for  50  Ribbons,  with  full  directions 
how  to  make  them  good  as  new. 

AGENTS  WANTED. 


Ritter=Wright  Specialty  Co. 

1168-1170  e  67th  Street.  CHICAGO. 


BOOKKEEPERS’ COMPANION  BOOKS 


'OULB’S  Philosophic 
)  Practical  Mathematics 

1018 pp.,  8x11  in. 


SOULE’S  New  Science 
and  Practice  of  Accounts 

New  Edition  782 pp. 

The  master  works  of  the  age  on  the  sciences  that  hold  commerce 
and  finance  in  their  orbits.  They  are  revelations  in  Practical 
Mathematics  and  in  Higher,  Expert  and  Corporation  Ac¬ 
counting.  New,  enlarged  editions,  Specimen  pages  and 
indexes  sent  FREE.  Address 

GEO.  SOULE,  603  St.  Charles  St.,  New  Orleans,  La. 


I  CTTCDO  office  windows,  store  fronts  and 
OIUIl  Lb  I  I  bllO  glass  signs— anyone  can  put  them  on. 

WRITE  TO-DAY  FOR  FREE  SAMPLE  AND 
FULL  PARTICULARS 

lAf  AMTPn  Agents  can  easily  make  from 

MVlbn  I  9  VwMn  I  bU  $25.00  to  $60.00  per  week. 

METALLIC  SIGN  LETTER  COMPANY 
02  North  Clark  Street  *  ■  .  Chicago,  llllnola 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


A  stenographer  can  do  no  more 
than  her  machine  will  permit. 

Give  her 


The  New  Tri-Qaoine 
IVpewnl^ 


which  produces  letters,  documents, 
bills  and  statements  in  the  kind  and 
color  of  typewriting  each  demands, 
and  you  materially  add  to  her  use¬ 
fulness. 

The  price  is  the  same  as  that  of  all  Smith 
Premier  Models 

Thh  Smith  Premier  Typewriter  Co. 
Sjracuse,  N.  Y. 

Branch  Stores  Everywhere 
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TYPEWRITER 

Honest  in  price,  service,  material  and  workmanship 
— the  only  real  typewriter  at  low  price.  It  combines 
universal  keyboard,  strong  manifolding,  mimeograph  sten¬ 
cil  cutting,  visible  writing,  interchangeable  type  and  prints 
from  ribbon.  Imperfect  alignment  impossible. 

Will  stand  hardest  wear  and  is  practically  accident  proof. 

Write  for  our  booklet  and  instalment  plan.  Agents  wanted. 

POSTAL  TYPEWRITER  CO.,  Dept.  46 

Office  and  Factory:  Norfolk,  Conn. 


The  Most  Essential 
Feature  of  a  Typewriter 

FIRST,  LAST  AND 
ALL  THE  TIME  IS  THAT  IT 
SHALL  BE  AN 

UNDERWOOD 

241  Broadway,  New  York 


HAVE  YOU  SEEIV 

IHE  Mi  a  MHIIIMD  lyPniER 


IVo.  13  VISIBLE 


EVERY 
GHARAGTEfi 
IN  SIGHT 
ALL  THE  TIME 


G.  This  instrument  is  full  of  Labor  Saving  Devices, 
right  up  to  the  minute,  including  Polychrome  Ribbon 
Attachment — writing  in  two  colors,  and  Variable 
Spacing  Mechanism  —  changing  from  one  to  six 
letter  spaces. 

Send  to  oar  nearest  representative  for  fall  partiealars 

THE  HAMMOND  TYPEWRITER  COMPANY 

Factory  and  General  Offices  .* 

60th  to  70th  Streets  and  Bast  River,  New  York,  N.  Y. 
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v**3flooTo’lo,ooo 

I  AVear  IN  THE 

/  REAL  Estate 

BUSINESS 


We  will  teach  you  the  Real  Estate,  General  Brokerage,  and  In¬ 
surance  business  and  appoint  you 

*  SPECIAL,  REPRESEINTATIVE 

of  the  oldest  and  largest  co-operative  real  estate  and  brokerage  com¬ 
pany  in  America.  IT  Representatives  are  making  to  $10,000 

a  year  without  any  investment  of  capital.  Excellent  opportunities 
open  to  YOU.  By  our  system  you  can  make  money  in  a  few  weeks 
weeks  without  interfering  with  your  present  occupation. 

A  thorough  Commercial  Law  Course  FREE  to  each  Representative. 
Write  for  62-page  Book  FREE 

THE  CROSS  COMPANY,  373  Reaper  Block,  CHICAGO,  ILL. 


I  WANT  YOU  TO  TRY 


Calcumeter 


The  Standard  Desk  Adding  Machine 

Because  like  thousands  of  other  bookkeepers,  ac¬ 
countants  and  business  men  all  over  the  world,  you 
will  find  it  adds  with  the  same  accuracy  as  the  big 
machines  costing  ten  to  fifteen  times  as  much.  Further, 
it  goes  to  the  work — not  the  work  to  the  machine.  Can 
used  on  ledger  page  as  index  to  figures  being  added,  carried 
in  ppcket  during  inventory,  etc.  I  know  positively  that  it  meets  all 
requirements  of  90^  of  adding  machine  users.  1  f  you  belong  to  this  90^ 
I  can  save  you  from  one  to  three  hundred  dollars.  Try  the  Calcumeter 
at  my  risk.  Write  today  for  Catalog  3,  and  free  trial  offer. 

Herbert  North  Morse,  35  Green  Bldg  ,  Trenton,  N,  J.,  U.  S.  A. 


ONLY  $2.00  PER  100 


/S' 


The 

“COMMON 

SENSE” 

Travelers’ 

Expense 

Books 


The  Cheapest  and 
Best  Books  in 
the  market. 

Traveling  Men 
Book-keepers 
Business  Men 

all  like  them 


PRICES: — Weekly  Common  Sense  Expense  Books, 
per  100,  $2;  Monthly  Common  Sense  Expense  Books, 
per  100,  $4.  Samples  free  upon  application^ 

““I  have  used  your  books  for  several  years,  they  are  the 
best  of  the  kind  there  is.”— ARTHUR  BARLOW. 


E.  H.  BEACH,  Pub.,  Detroit,  Mich 


^BTre-and-be 


PERFECT  FLAT  OPENIHG. 


DETACHABLE  LEAP  LEDGERS 


^  With  the  Backus  Bond-Hinge  all  paper  flat-open¬ 
ing  ledger  leaves  are  the  perfection  of  Loose  Leaf  Ac¬ 
counting,  and  if  you  have  any  doubts  as  to  their  superiority 
over  all  competition,  write  us  regarding  your  doubts. 

q  It  is  an  established  fact  that  hours  of  labor  can  he  f 
saved  by  means  of  Detachable  Leaf  Systems,  and  realiz¬ 
ing  this  fact,  we,  several  years  ago,  placed  upon  the 
market  an  outfit  that  has  never  been  approached  for 
durability  and  flat-opening  features, 

^  Begin  the  New  Year  with  this  unrivaled  and  up- 
to-the-minute  equipment.  You  will  double  the  value  of 
your  accounting  force  and  give  you  precise  and  prompt, 
results  in  your  bookkeeping.  Send  for  catalogue  P  at 
once.  Don’t  wmt. 


THE  RICHMOND  &  BACKUS  COMPANY 

DETROIT,  MICH.  Established  1842 

New  York  Ofiice:  346  Broadway.  Boston  Agency:  Dunn  &  Co.,  170  Sumner  Street 


CHICAGO-ST. 
KANSAS  city 

AND  POIINT'S  BEYOND 

CEO.  J  CHAR  LT  O  N,  Cc/vcftAL  Pax/'c/vccr  /ice/Yr 

CHIGACO.  ILLINOIS. 
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J  Beginning  with  the  Thanksgiving  Number,  and 
^continuing  to  the  first  of  the  new  year,  Collier’s 
plans  for  its  subscribers  a  special  feast  of  good  reading 
and  bright  art  features.  During  this  time  are  published 
two  of  the  three  great  holiday  numbers  of  the  year,  and 
surrounding  them  are  five  other  issues,  generously  filled 
with  holiday  attractiveness.  All  through  the  year  we 
have  been  treasuring  for  the  holidays  the  best  stories, 
verse,  and  pictures  procurable.  We  now  have  enough 
to  fill  to  overflowing  every  one  of  our  December  issues 


CHRISTMAS  NUMBER 


^^More  elaborate  in  its  display  of  art 
^iJand  brilliant  colors  than  any  former 
issue.  Full  of  America’s  very  best  short 
stories — the  choice  of  a  whole  year’s 
supply.  Bright  with  several  pages  of 
paintings  by  leading  American  artists, 
reproduced  in  full  color.  Cover  printed  in 
colors  from  painting  by  Maxfield  Parrish 


On  Sale  December  15 


Ten  Cents  a  Copy 


Pleqse  mention  The  Business  Man’s  Magazine  when  writing  to  q4v^Ttiser?x 
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‘that‘'s  the  way 


■Straight  as  the  Crow*s  Flight** 

Vmr  Bookkeeping  wiil  move,  when  you  adopt 

Marchant’s  Check  Figure  System 

Have  you,  as  a  bookkeeper  who  would  be  abreast  of  the  times _ a  clear 

understanding  of  The  System’s  simplicity  and  directness?  Of  the  swiftness 
and  certainty  with  which  it  will  relieve  you  of  the  drudgery  of  hunting 
down  errors  in  your  accounting?  •  ^ 

Better  still,  it  prevents  errors,  and  does  it  automatically.  As  Sweetland 
puts  It  m  a  recent  number  of  “System:” 

“•Even  daily  balancing  is  not  nearly  so  difficult  as  it  appears,  if  the  bookkeei>er  uses 
a  good  check  figure  system  to  prove  his  posting-for  if  he  takes  this  precaution  he 
knows  his  postings  are  correct«’’ 

That's  just  the  beauty  of  The  Marchant  System,  as  Mr.  H.  Garoni  finds  it 

Mr.  Garoni  is  bookkeeper  for  D.  H.  Arnold  &  Co.,  of  New  York,  and  says: 

•  I  have  used  The  Marchant  System  for  three  years,  and  have  not  had  to  check  my 
trial  balances  in  all  that  time.  Furthermore,  I  get  trial  balances  on  my  first  attempt 
as  all  errors  in  addition  on  the  ledger,  and  all  transpositions  on  the  balance  book  are 
detected  immediately.  I  have  had  experience  with  the  9-check  and  the  11-check  *  but 
find  your  System  superior  in  accuracy  and  rapidity.’’  " 

Locate  all  transpositions  in  postings  as 
80.82  posted  for  80.28  or  as  82.80.  Catch  translocations,  25.00  for  .25  or  2.50.  Prove  all  addi^ 

tions  quickly  and  accurately.  Prove  new  balances  as  used  on  bank  lederers  Catch  debit 
posted  as  credit  by  check  figure  itself.  Locate  errors  in  drawing  rte  trifl  balaSr  on  the 
very  page  error  is  made.  Prove  multiplications  and  divisions  wfthout  reviewing  Is  recog* 

*e  quickest  system  on  the  market,  combined  with  the  greatfst  aLuracv 
and  simplicity.  Can  be  thoroughly  mastered  in  a  week.  ^  di-curacy 

introduction  this  System  is  now  installed  in  New  York  Citv 
Chicago,  Philade^hia,  Pittsburg,  St.  Louis,  Buffalo,  Cleveland,  Boston,  Baltimore  San 
Francisco,  New  Orleans,  Detroit,  and  numerous  other  cities  and  towns.  This  system  is 
endorsed  by  bookkeepers  throughout  the  U.  S.;  from  those  of  the  largest  concemf  down 
o  the  smallest,  as  an  indispensable  aid  in  proving  postings  and  additions,  in  extending 
balances,  and  in  getting  trial  balance  on  first  trial.  Far  superior  to  the  old  11-ck  proof 
system  in  accuracy  p  well  as  speed,  especially  on  large  numbers.  No  time  is  lost  in  anoK 

check  IS  deduced  and  written  while  amount  is  posted,  without  referring  to  a 

-  ^  required  in  “reverse  posting”  or  “sectionizing”  top-heavy 
daily-balancing  ideas  that  often  give  as  much  work  daily  as  they  save  at  the  end  of  the^month 
The  best  is  none  too  good  for  the  modern  accountant. 

Why  Plod— hen  You  Can  Fly  for  $5? 

A  concise  explanation  of  The  System’s  range  and  its  adaptability  to  any  set  of  books  with 
list  of  references  and  testimonials  from  all  over  the  United  States — yours  for  the  asking. 

R.  H.  MARCHANT,  jR. 

'^OY  Ro  BAILEY,  General  Manager  in  Americ» 

56J  E.  62nd  Street 
CHICAGO 
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Give  yourself  a  m  Christmas  Present  because  no  member  of  your  family 
will  be  likely  to  give  it  to  you  unless  they  read  this. 

A  Commercial  Graphophone  Saves  your  time — Saves  your  money — and 
Saves  office  labor. 

It’s  like  having  a  perfect  stenographer  all  the  time  at  your  elbow,  silent,  invisible,  always 
ready,  writing  as  fast  as  you  can  talk— Recording  just  what  you  say  in  your  own 
language.  Was  ever  a  stenographer  like  this  ?  Well  hardly! 

Think  of  it !  The  Commercial  Graphophone  never  keeps  you  waiting.  It  cannot  make  a 
mistake.  You  can  never  talk  too  fast  for  it.  You  can  never  tire  it.  It  has  no  hours 
to  keep,  and  is  your  servant  bound  by  your  will  to  ceaseless  service. 

You  use  the  phone,  not  the  mail  when  you  want  quick  service. 

You  use  the  Commercial  Graphophone  not  the  stenographer  for  the  same  reason. 

The  commercial  Graphophone  is  a  twin  brother  to  the  telephone.  Can  you  afford  to  do 
without  it?  Make  yourself  a  Christmas  Present,  and 

“Tell  it  to  the  Graphophone” 

For  complete  information,  tear  out  this  page — write  name  and  address  on  margin  and  mail  us. 

COLUMBIA  PHONOGRAPH  CO.,Gen’l 

353  Broadway,  New  York 

London,  E.  C.,  England,  64«66  Oxford  Street,  West.  Sydney,  N.  S.  W.,  255  Clarence  Street. 

Grand  Prix,  Paris,  1900  Double  Grand  Prize,  St.  Louis,  1904  Grand  Prize,  Milan,  1906 


1 


B.  K.  73 
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LAIRD  &  LEE’S  GREAT  STANDARD 


Series 


Dictionaries 


HIGHEST  AWARD  OF  HONOR  THE  WORLD  CAN  BESTOW 

obverse  _  reverse 


Buffalo 

WEBSTER’S 


Charleston 

NEW 


St.  Louis  Charleston  Portland,  Ore. 

STANDARD  DICTIONARIES 


Size  6x8  inches 
If  inches  thick 


LIBRARY  EDITION.  For  Library,  Home  and  Office  Use.  Dic¬ 
tionaries  of  mythology,  biography,  geography,  biblical,  historical 
and  classical  names,  English  word-building,  rules  in  orthography, 
musical,  legal  and  medical  terms  and  symbols,  foreign  phrases, 
abbreviations,  metric  system,  proofreading,  including  13  special 
encyclopedic  features  in  addition  to  the  dictionary  proper.  900-' 
illustrations,  30  full-page  plates,  11  in  colors,  784  pages.  Size,  6x8 
inches.  Patent  thumb-indexed.  Full  flexible  leather,  polished 
green  edges,  in  box.  . . $2.50 

Jg^Will  make  a  beautiful  holiday'or  gift  book. 

HIGH  SCHOOL  AND  COLLEGIATE  EDITION.  For  High  Schools, 
Colleges  and  Universities.  Contains  all  special  departments  of 
Library  Edition.  Large,  clear  print.  Proper  nouns  indicated  by 
capital  initials.  Degrees  of  adjectives,  present  participles,  and 
imperfect  tenses  of  verbs,  plurals  of  nouns,  synonyms  and  dia¬ 
critical  marks  foot  of  each  page.  784  pages,  900  text  engravings 
26  full-page  plates,  6  in  colors.  Half  leather,  gold  stamping,  mar¬ 
bled  edges,  patent  thumb  index.  .  .  .  .  $1  50 


Size  6ix4|  inches 


STUDENTS’  COMMON  SCHOOL  EDITION.  Without  medical 
legal  and  mythological  dictionaries.  750  pages,  840  illustrations’ 

19  full-page  plates,  2  pages  colored  maps,  eastern  and  western 

hemisphere,  a  feature  found  in  this  edition  only.  Special  frontispiece 
Black  silk  cloth,  side  and  back  title  in  gold.  .  .  ^'cc 

Full  flexible  black  leather,  red  edges,  patent  thumb-indexed."  $1.00 

INTERHEDIATE  SCHOOL  EDITION.  A  new  dictionary.  Hand  com¬ 
position,  new  plates  used  exclusively  for  this  edition.  30,000  words  6  000 
synonyms.  Proper  nouns  indicated  by  capital  initials.  Degrees  of  adjec¬ 
tives,  irregular  forms  of  verbs,  plural  of  nouns,  hundreds  of  new  words 
Key  diacritical  marks  foot  of  each  page.  Evolution  of  diacritical  mark¬ 
ings ;  signs  used  in  writing  and  typography.  Vocabulary  words  in  bold 
black  type.  456  pages,  600  text  illustrations,  2  pages  flags  of  nations  in 
colors.  Size,  4|x6i  inches,  li  inches  thick.  Black  silk  cloth,  title  in 

gold . go 

ELEMENTARY  SCHOOL  EDITION.  For  Elementary  Grades.  Boot 
words  m  bold,  black  type.  Profusely  illustrated.  Diacritical  markings 
uniform  with  other  school  editions.  416  pages,  20,000  words  and  defini¬ 
tions.  Black  silk  cloth,  side  and  back  title  in  gold.  .  30c 


WARNINRl  ^1^0  publishers  emphatically  announce  that  Webster’s  New 
IT  nil  11 1 11  u  I  standard  Dictionaries  are  not  reprints.  The  entire  series 
covers  over  thirty  copyrights  granted  by  the  Librarian  of  Congress.  In 
other  words,  we  have  the  sealot  the  United  States  Government  confirming 
our  claims  to  originality,  a  sufficient  evidence  in  itself  that  we  have  not 
copied  or  followed  other  dictionaries.  The  general  makeup,  binding  and 
patented  design  and  special  features  stamp  Laird  &  Lee’s  lexicons  as  sepa¬ 
rate  and  distinct  from  any  other  series  on  the  market. 


Size  6x8  inches 
If  inches  thick 


Size  6|x5  inches 


Size  5^x4i  ins. 


For  sale  by  all  bookstores,  school=book  supply  houses,  news  dealers,  or  sent  direct 

on  receipt  of  price  by  the  publishers. 

LAIRD  &  LEE,  263-265  Wabash  Ave.,  CHICAGO,  U.  S.  A. 

Pl^a^e  mention  The  Business  Mdns  Magazine  when  writing  to  advertisers. 
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THE  OLD  mmSHIFT 


ALWAYS 

BLURRED 

AND 

BUNGLING  .  ’ 


mu 

'U-\ 


A  RECORDER 
TfiATRECORDS 
IMPOSSIBLE 
\TOBLUR 


The  keeping  of  the  time  of  your  employes  on  an  indifferent  machine,  or 
in  an  indifferent  manner,  may  mean  the  difference  between  SUCCESS  and 
FAILURE  in  your  business. 

It  is  more  essential  that  you  have  a  time  recorder  that  gives  a  legible 
record  —  that  canU  be  blurred  or  altered — than  that  you  have  a  time  re¬ 
corder  at  all. 

The  only  machine  meeting  all  these  requirements  is  the 

SYRACUSE  AUTOMATIC 
TIME  RECORDER 

A  printing  register  that  employs  no  keys,  cards  or  checks,  has  no  loose 
parts  to  be  lost  or  carried  away.  Prints  on  a  slip,  puts  the  total  number  of 
each  employe  s  registrations  for  the  day  on  a  separate  line  and  one  registration 
cannot  be  made  to  cover  another. 

No  “in”  and  “out”  levers  to  change — it’s  AUTOMATIC  every  minute 
of  the  day. 

Write  now  for  catalogue  “C  and  learn  more  about  a  time  recorder  that  is 
worth  while.  The  only  ACTUAL  AUTOMATIC  printing  register. 


E^astern  Representatives : 

R.  D.  STACKPOLE  CO.  . 

3  1 0  Broadway,  N,  Y.  City 

South  Western  Rep. ; 

ED.  FOY  CO.,  Dallas,  Texas 


Western  Representatives: 

J.  H.  WILSON  CO. 

33  Dearborn  St.,  Chicago,  III. 
Pacific  Coast  Rep. : 

FULTON  SUPPLY  CO.,  San  Francisco,  Cal. 


SYRACUSE  TIME  RECORDER  CO.  Factory  SYRACUSE.  N.Y. 
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Mr.  W.  K.  Kellogfgf 

President  of  Toasted  Corn  Flake  Company 
and  allied  Battle  Creek  interests 
using  640  drawers 
Says : 

Our  business  involves  the  handling  of  a  vast  amount  of  detail. 
The  daily  mail  sometimes  contains  thousands  of  letters.  I  do 
not  know  how  all  these  details  could  possibly  have  been 
handled  without  Shaw-W^alker  Systems.  ” 

And  Mr.  H.  Beebe,  of  Chicago,  using 
but  one  drawer.  Says : 

It  has  made  me  keep  appointments  and  lay  out  my 
work  to  increase  the  things  I  can  do  in  a  day. ’’ 

No  matter  how  large  your  business  nor  how  small,  there  is 
some  Shaw- Walker  device  that  will  do  as  much  for  you. 

All  of  them  are  in  our  book.  Not  by  description 
alone,  but  by  minute  illustrations  sometimes  in  color. 

In  this  book  men  of  ripe  experience  have  put  the 
best  of  what  they  know  about  systems  and  busi¬ 
ness  short  cuts — solved  perhaps  some  of  the 
very  office  difficulties  that  are  bothering  you. 

As  the  book  is  FREE — absolutely  so — 
why  not  ask  for  a  copy  TO-DAY  ? 

Address 


ROLLER  BEARINGS  ^ 


All  Shaw-Walker  Filing  Cab¬ 
inets  are  fitted  with  special 
patented  attachments  you  can 
get  on  no  other  cabinets.  For 
instance— the  four  front  sus¬ 
pension  roller  bearings  on  ver¬ 
tical  file  drawers  make  such 
drawers  —  loaded  even  with 
hundreds  of  pounds  of  letters — 
open  and  close  as  easily  as  a 
card  index .  drawer. 


Muskegon,  Mich. 
Chicago. 

New  York. 


CATALOGUE  FILING 

One  of  the  latest  products  of 
the  Shaw-Walker  experts  is  a 
catalog  file.  Notably  different 
from  any  other  system.  Self¬ 
indexing.  No  red  tape — no 
card  index  to  keep  up  or  refer 
to.  System  cannot  become 
confused  or  involved.  If  you 
are  interested  in  catalog  filing 
won’t  you  ask  for  the  special 
book  on  catalog  filing  when 
you  ask  for  the  book  on  47 
business  systems  ? 


Please  mention  The  Business  Man’s  Magazine  when  writing  to  advertisers. 


THE  BUSINESS  MAN’S  MAGAZINE. 


187 


^  You’d  certainly  like  to  re¬ 
duce  your  book-keeping 
expense  and  double  its 
efficiency,  wouldn’t  you  ? 

Then  why  delay  investigating 

€lHott-?isbcr  Postina  IHacWitc 


Postings  proven  daily 
Ledger  balanced  automatically 
Statements  out  promptly 

ELLIOTT-FISHER  CO. 

LONDON  329-351  Broadway.  N.  Y.  PARIS 

OFFICES  IN  ALL  PRINCIPAL  CITIES 
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/Idjusublc  Cable  Company  m  aker^  o/*  “Satel¬ 
lite"  Stands  only  way"  for  Adding 

Machines  €)  Typewriters.  jt  ji  Ji  ji  jt 


Grand  Rapids,  Michigan 


first  national  bank,  Hanover.  Pa. 

Enclosed  find  draft  on  the  National 
Bank  of  Commerce  New  York,  for  ($15.00) 
amount  of  bill  for  adding  machine  stand,  and 
would  say  in  remitting  that  when  your 
representative  was  here  we  had  not  the 
Inclination  to  even  have  the  stand  put  on 
trial,  as  wo  had  a  stand  that  we  thought 
answered  the  purpose  fully,  but  after  trying 
yours  wo  were  not  long  In  deciding  to  keep 
it.  as  It  is  so  easily  moved  around  from  one 
desk  to  the  other,  while  before  It  was  our 
custom  to  move  the  books  to  the  adding 
machine. 

(Signed)  H.  E.  Hoke.  Cashier 


THE  BUCKEYE  STATE 
BUILDING  &  LOAN  CO 
Columbus.  O 

We  are  pleased  with  your  No.  3-B-C 
Adding  Machine  Stand,  shipped  us  on  ap» 
proval  by  your  company,  and  after  using  it 
for  a  few  days  find  It  so  superior  tn  every 
way  to  the  one  we  formerly  used  that  we 
have  decided  to  buy  it.  We  hand  you  our 
check  No.  1 6925  for  $  1 5.4 1  inpayment  of 
same.  Please  acknowledge  receipt. 

The  Buckeye  State  Building  &  Loan  Co 
(Signed)  B.  C.  Blachley.  Secy 


THE  CENTRAL  SAVINGS 
AND  TRUST  CO. 

Arkon.  Ohio. 

We  find  It  very  convenient  and  a  big 
improvement  over  any  other  stand. 

Jos.  S  Renner  Secretary. 

COUNTY  TREASURER 
Bellefontalne.  Ohio. 

The  stand  came  Friday  the  23rd. 
Find  It  a  great  Improvement  over  the  old 
one.  Issac  C.  Miller.  Troas.  Logan  Co. 


Your  Adding 
Machine 


Operated  sitting  or  standing,  or  at  a  bookkeeper’s  high 
desk,  or  counter,  or  placed  at  end  (right)  and  lowered  to 
the  level  of  a  table — gives  an  entire  table  at  left  of  Adding 
Machine,  instead  of  a  little  eight  by  ten  shelf — makes 

your  Machine  easily  portable  between  depart¬ 
ments  because  it  is  mounted  on  solid  rubber  top  bearing 
casters  ;  a  little  foot  lever  locks  the  stand  and  makes  it 
perfectly  rigid,  when  Machine  is  operated. 

Write  for  Booklet 

ADJUSTABLE  TABLE  COMPANY,  No.  8  Pearl  St.,  Grand  Rapids,  Mich. 

You  Can  Get  the  Sta?id  from  the 
Adding  Machine  Agents  and  Salesmen 

We  make  Stands  for  Typewriters,  B.-L.  Machines,  Card  Cabinets,  Telephones 
Autographic  Registers,  Dun  or  Bradstreet  Books,  etc.,  also  Hendricks’  “Imperial 
Cabinet  for  Adding  Machines. 


u  national  bank  of  WESTFIELD.  Westfield.  New  York 

We  are  very  much  pleased  with  the  Stand  and  believe  we  will  be  able  to  make  our  adding  machine  more  useful  on  account  of  having  It 

Yours  very  truly.  (Signed)  C.  S.  Flagler,  Cashier. 

Th.  the  TOLEDO  grain  AND  MILLING  CO.  Toledo.  Ohio. 

The  Toledo  Grain  and  Milling  Co. 

u,  I  ,  ,  ,,  ALLEGHANY  NATIONAL  BANK,  Pittsburgh,  Pa. 

e  are  In  receipt  of  your  Adding  Machine  Stand  which  proves  very  satisfactory.  Kindly  send  u,  one  more  of  the  same  kind  ( 1  No.  -3-B-C)  and  send  us  bill  for  both.  - 

W.  Montgomery,  Cashier. 

P  ,  national  BANK  OF  THE  THOUSAND  ISLANDS,  Ale.xandria  Bay  New  Vo-ic 

and  return  »  allWu  'recommended.  Please  receipt  enclosed  bill 

F.  F,  Cornwall,  Asst.  Cashier 

...  .  ,  THE  EQUITABLE  BUILDING  CO.,  ZanesvIUe.  Ohio 

We  are  well  pleased  with  the  Stand.  We  enclose  our  check  for  $  1 5.00  In  payment  for  the  same. 

The  Equitable  Building  Co..  Zanesville.  O.  (Signed)  H.  E.  Buker,  Secy. 

p.  I  c.  ^  .  AUDITOR  AUGLAIZE  COUNTY  Wapakoneta.  O. 

Received  your  Stand  all  O.  K  and  l,  very  satisfactory.  Enclosed  find  draft  for  $15.40  in  payment  of  same.  w.  H.  Meyer.  County  Auditor. 

,,,  ,  the  CFO.  RENNER  BREWING  CO..  Arkon  Ohio 

We  are  very  much  pleased  with  the  Adding  Machine  Stand.  You  can  draw  on  us  for  the  amount  when  due.  The  Geo.  Renner  Brewing  Co. 

.  ,  ,  ,  ,  COUNTY  AUDITOR.  Yankto'n.  S.  D. 

enclose  you  draft  for  $15.00  in  full  settlement  of  your  claim  ag*alns,  Yankton  County  for  one  adding  machine  stand.  The  stand  meets  with  our  hearty  approval. 

(Signed)  Ralph  Case.  County  Auditor. 


...  i.,  c-  j  CO'JNTY  AUDITOR'S  OFFICE..  Washington.  C.  H.  Ohio. 

Adding  Machine  Stand  came  all  O.  K.  "Its  the  beat  out.”  Enclosed  warrant  for  same 


(Signed)  A.  D.  Chaffin.  Co.  Aud. 
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INCREASE 

YOUR 

EARNINGS 

WORK  AN  HOUR  A  DAY«0R  WEEK 

Invest  your  spare  moments 
in  well  paid  agreeable  work. 

We  want  an  agent  in  every 
town  and  city  in  the  U.  S. 
and  Canada.  We  offer 

Good  Pay— Prizes— and  Pulling  Premiums 

Write  for  Particulars  TO-DAY 

The  Bookkeeper  Publishing  Co.,  Ltd.,  Detroit,  Mich. 

- - — -  1 

Shave  Yourself 


POST  PAID 


25 


CTS.  EACH 


Don  T  say  you  cannot  shave  yourself — you  can  if  you 
use  a  SHAVEZY.  Any  razor— any  size  of  blade.  If 
you  use  it  once  you  would  not  be  without  it  for  ten 
times  its  cost.  If  you  never  shaved  yourself  g^et  one  and 

try  it.  If  you  do  shave  yourself  get  one  and  experience 
the  easiest  shave  you  ever  had. 

ASK  FOR  BOOKLET— A  POSTAL  BRINGS  IT  ■ 


C.  D.  BURTON 


Box  816 


DETROIT,  MICH 
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street  Railway 
BONDS 

HRE  rapidly  increasing  in  favor  with 
thoughtful  investors,  as  they  combine  the 
advantages  of  Steam  Railroad  Bonds 
with  Public  Utility  Bonds. 

First-class  street  railways  are  today  operated 
as  scientifically  as  steam  roads.  Earnings  increase 
rapidly  with  growth  of  population  and  are  well 
maintained  in  times  of  business  depression. 

The  Bonds  are  a  mortgage  lien  on  valuable 
property  and  there  is  a  constantly  broadening 
market  for  such  issues,  many  being  listed  on  the 
New  York  and  other  Stock  Exchanges.' 

There  are,  of  course,  important  questions  of 
population  and  industrial  activity  of  communities 
served ;  of  organization,  equipment,  policy  and 
management,  —  which  require  the  attention  of 
experts. 

We  own,  offer  and  recommend  seasoned  Street 
Railway  Bonds  yielding  about 

57o 

Write  for  Bond  circular  “V” 

Our  statistical  department  is  prepared  to  furnish 
— gratis — full  detailed  information  regarding  all 
first-class  Street  Railway  Systems. 

Government,  Municipal,  Railroad  and  Public  Utility  Bonds  Bought 

Sold  and  Appraised 

N.  W.  HALSEY  &  COMPANY 

BANKERS 

r 

NEW  YORK  PHILADELPHIA  CHICAGO  SAN  FRANCISCO 
49  Wall  Street  Real  Estate  Trust  Building  152  Monroe  Street  413  Montgomery  St. 
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The  House  Founded  On  A  Rock 

Shall  stand.  Build  your  fortunes  on  the  rock  foundation  of  Life  Insurance.  It  has  shielded 
thousands  from  want,  educated  thousands  of  young  men  and  women,  and  started  them 
in  business.  Write  to-day  for  information  of  Policies,  with  Rates  and  Benefits  at 
your  age.  Address  Dept.  125 

The  Prudential  Insurance  Company  of  America 


Incorporated  as  a  5t4K-k  Company  hy  the  5tate  of  New  Jersey 


JOHN  F.  DRYDEN,  President 


HOME  OFFICE:  Newark,  N.  J. 


The  buildings  pidlured  above  are  owned  and  occupied  by  The  Prudential  Insurance  Company  of  America  as  its  Home  Office  at  Newark,  N.  J 
The  extensive  business  of  The  Prudential  requires  in  these  home  office  buildings  alone,  the  services  of  over  two  thousand  employees. 
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The  Business  Man’s  Farm 

A  Substantial  Aid  to  Success 


President  Shutt  Tells  How  $2.50  a 
IV ?ek,  Securely  Invested  in  a  Ten 
Acre  Irrigated  Farm,  IVill  Net  a 
Dependable  Income  of  $3,000  a  Year 


TO  the  ayerage  business  man.  far  removed  from  the  scenes  of  fortune  building  by  the 
cultiva.tion  of  Irrigated  Land,  a  farm  is  a  millionaire  play  thing  or  a  scene  of  lone¬ 
some  drudgery  for  a  poor  man. 

He  expects  to  have  a  model  farm  to  go  to  some  day.  but  that  day  seems  far  off 
A  10  acre  irrigated  farm,  in  selected  crops,  will  net  an  income  of  from  |3  030  00  to 
$10,000;00  a  year  over  and  above  the  cost  of  cultivating  it. 

If  you  doubt  that  I  will  prove  it  to  the  hardest  headed  business  man  who 
ever  lived— from  authorities  that  cannot  be  questioned. 

But  it  has  always  been  necessary  for  a  man  to  have  some  knowledge  of 
farming  and  at  least  a  few  hundred  dollars  saved  up.  . 

And  it  has  always  involved  giving  up  business  and  developing  the  pro 
perty  on  the  ground. 

I  have  a  different  proposition  for  the  business  man.  feernalifl 

If  you  want  a  farm  that  I  must  prove  will  net  you  at  least  $3,000.00 
a  year  before  you  invest  a  penny,  here’s  what  I’ll  do. 

I  will  contract  to  deliver  you  such  a  farm,  conveniently  located, 
completely  irrigated  and  all  under  cultivation  —  earning  at  least  # 

$3,000.00  a  year— if  you  can  pay  for  it  in  instalments  of  not 
less  $2.50  a  week. 

Of  course  I  cannot  give  you  a  deed  for  it  with  yourSANDOVA. 
receipt  for  the  first  $2.50  payment,  but  here’s  what  I  have  ^  /  , ,  r 
done  to  secure  you  in  your  investment.  '  Alanuxia 

As  President  of  the  Rio  Grande  Land,  Water  and  Power^F^^'^^ 

Co.,  I  have  deeded  to  the  Montezuma  Trust  Co.,  as  trustee,  /  w 
all  the  lands,  water-rights  and  irrigation  systems 
owned  by  my  company. 

This  property  worth  well  over  a  million  dol-  AlbnmiPrnuP 
lars  in  all  pledged  to  the  fulfilment  of  these  ^  ^  AlDuq  q  ^ 

Secured  Land  Contracts.  - 

And  so  you  wont  miss  the  interest  from  your  savings.  I 
bind  my  company  in  these  contracts  to  pay  you  5%  interest 
in  cash. 

The  usual  thing  would  be  to  charge  you  interest  on  f^farito 

it  vou  mie''ht  still  owe  for  the  lanrl  on  stater!  interest  -  »  i 


E.  W.  SHUTT. 

President  Rio  Granie  Land,  Water 
and  Power  Co. 


ALDUOUERO 
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what  you  might  still  owe  for  the  land  on  stated  interest 
days,  but  I  don’t  ask  a  cent  of  interest. 

You  just  pay  me  $2.50  a  week  or  as  much  more  as 
you  like. 

The  contract  plainly  states  that  520  such  payments 
(less  $263.25  interest)  or  a  like  amount  paid  in  larger 
payments  completes  or  matures  your  contract. 

The  contract  has  loan  values  that  increase 
every  year. 

For  instance  it  binds  my  company  to  lend  you, 
after  you  have  made  156  payments  (or  the  same 
total  in  larger  payments),  enough  money  to  make 
all  further  payments  and  mature  your  contract. 

And  at  any  time  you  chose  to  pay  it  up,  by  loan 
or  otherwise,  I  have  agreed  —  in  a  Land  Secured 
Contract,  remember — to  deed  the  property  to  you, 
fully  irrigated  and  completely  under  cultivation, 
whether  it  be  in  two  years  or  ten. 

That  means  you  would  step  right  into  an 
income  of  at  least  $3,000.00  a  year — enough  to 
pay  off  any  loan  the  first  year  and  leave  you 
a  profit  besides. 

You  can  go  and  live  on  your  property, 
secure  in  an  independent,  steady,  same- 
every-year  income  or  my  company  will  culti¬ 
vate  your  land  for  a  small  share  of  the  crops. 

No  droughts,  remember,  can  ever  en¬ 
danger  your  crops  and  in  this  country  there 
are  no  crop-destroying  insects  —  no  chance 
known  to  man  for  a  single  crop  failure,  ever. 

Why  then  should  I  make  so  liberal  a  propo-  ^ 
sition  ?  Is  the  land  in  a  wilderness  that  none 
would  live  in  ? 
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’Canat  Not  at  all. 

u-n  ^  The  land  is  all  within 

easy  access  cf  Albuquer- 
que,  the  largest  city  in 
New  Mexico.  The  main  line  of 
Santa  Fe  Railroad  runs  through 
it  from  end  to  end. 

My  company  is  primarily  an 
an  irrigative  company. 

We  had  to  control  the  land  to 
protect  our  immensely  valuable 
water-rights. 

But  now,  with  our  irrigation  plans 
-  completed,  we  want  to  sell  our  land 
with  perpetual  water-rights,  and  then 
supply  the  water  for  its  irrigation. 

This  we  will  do  for  $6.00  an  acre  a  price 
considerably  lower  than  the  average. 

I  cannot  explain  all  the  advantages 
'  of  this  proposition  in  this  advertisement. 

If  it  interests  you.  write  me. 

Before  you  invest  a  penny,  I  want  to  make 
every  point  clear. 

Not  a  cent  do  I  want  till  I  have  proved  to 
your  entire  satisfaction  the  security  of  this 
investment  and  the  absolute  certainty  of 
•  large  returns. 

Business  life  is  uncertain,  you  can’t  lell 
what  moment  conditions  may  change. 

^  Wouldn’t  you  like  to  have  an  independent 
income  to  fall  back  on. 

One  that  did  not  depend  on  the  whim  of 
any  man  or  on  any  other  condition  controled 
by  man? 

Wouldn’t  you  make  better  progress  in  your 
^  business  if  you  were  sure  of  a  good  living 
come  what  may. 

It’s  the  man  so  fortified  that  he  can  venture 
something  that  has  something  handsome  in 
the  end. 

;  I  want  to  put  this  matter  to  you  j ust  as  I  would 

■•■if  I  could  talk  with  you  here  in  my  office  —  proof 
and  all,  for  every  statement  I  have  made  and  I’ve 
^  some  to  make  that  are  so  favorable  to  you  that  you 
will  want  proof— and  I  have  it  for  you. 

My  company  is  composed  of  reputable  St.  Louis 
^ and  Missouri  Bankers  and  Business  Men— I’ll  tell  you 
their  names  and  you’ll  find  them  rated  by  Dun  and 
Bradstreet. 

®  The  more  you  investigate  this  proposition  the  better 

it  gets.  But  I  want  to  say  right  now  that  the  price  is  low 
,  •  and  if  you  want  this  land  at  this  price  write  me  about  it 
now  today.  Because  later  we  will  ask  more  because  it 
'  will  be  worth  much  more. 

Look  into  it— address  me  personally. 

E.  W.  SHUTT,  President 
Rio  Grande  Land,  Water  &  Power  Company 
600  Houser  Building,  ST.  LOUIS.  U.S.A.  • 
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¥T  will  save  time,  save 
money,  and  economize 
brain  power,  decrease  cost, 
prevent  errors,  insure  ac¬ 
curacy,  and  stop  worry. 

Ii-  prints  red  totals. 

Is  operated  either  by  hand 
or  electricity.  It  is  better, 
easier  and  quicker  than 
any  other  Adding  Ma¬ 
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